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But Labor Threats Cloud Upward Swing 


. y 






T’S been a real “Jun 
ary” for car producti 


their books on January \tonight 
(Jan. 31), the industry total will | 
amount to an estimated 658,700 
cars, the highest January and the} 
fourth-highest month in history. 

Thus, the industry is well on 
its way to a record first quarter, 
with an anticipated total of 1,- 
977,000 cars. 

Output last week, according to 
Automotive News’ estimates, — to- 
taled 161,560 cars and 23,395 trucks, 
compared with the preceding week’s 
161,139 cars and 22,367 trucks. 

Last week’s totals were 46.7 per- | 
cent above the like 1954 week for 
cars and 1.4 percent above for 
trucks. 

” 2 * 

HE total last week amounted to 

158.2 percent of AUTOMOTIVE 
News’ three-year index, compared 
with the previous week’s 157.8 per- 
cent. 

The January car total will be 
2.9 percent above December, 1954, 
and a whopping 44.2 percent higher 
than January, 1954. At 658,700, this 
month’s total bears out the 658,000 
forecast by Automotive News made 
a month ago. 

Current production drive by 
car builders gained steam in De- 
cember, also a record high for 
that month. There were 640,196 
cars assembled during December. 
No letup in the feverish pace is 





(Continued on Page 117, Col. 3) 


Dealers Get Share 
In AMC Profits 


PROFIT-SHARING plan for 
; Hudson and Nash dealers, 
based on volume sales for the 1955 
model year, was announced last 
week by George Romney, president 
of American Motors Corp. 
Described by Romney as “revo- 
lutionary in concept,” the plan is 
(See SHARE, Page 117, Col. 5) 


; \ [Strikes Weighed 
‘At Five Plants 


| L-M, Studebaker Added 
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How States Ranked in 1954 Car Production— 


Michigan's share of the nation’s car output dropped to 32.1 percent last year, from 35.8 percent in 1953. The No. 2 and 
No. 3 states last year were Missouri and California, respectively. Texas made the biggest gain. (Story on Page 2.) 





Record Turnout Gathers at Chicago... 


Packing, Probe Stir NADA Parley 


By Maynard M. Gordon 2. Would you favor an inves- | Affairs Chairman Alton M. Costley, 
News Editor | tigation of the auto business by | Industry Relations Chairman Fred- 
HICAGO.—A 1955 “action pro- | the Government? erick M. Sutter, Executive Vice- 
gram” embodying dealer griev- | 3. Should NADA endeavor to se-| president Frederick J. Bell and 
ances on a number of trade fronts|cure equalized freight or standard (Continued on Page 114, Col. 1) 
rolled into NADA convention forges | delivered prices on new cars? 
here today (Jan. 31) as an estimated oe 


| To Controversy List; 
| Ford-Canada Pact OK’d 


By Joseph M. Callahan 
Staff Writer 

was auto makers wound up 

history -making January pro- 
duction, work-standard labor dis- 
|putes. fanned strike threats last 
| week at three more plants—Lincoln- 
Mercury, Studebaker and Fisher 
| Body in Pontiac. 


This increased the gravity of 
| & labor tempest which already 
| had posed production threats in 

strike form at the main plants of 
| Oldsmobile and Pontiac. 

Some observers saw the out- 
breaks as a form of harassment 
preparatory to the fight over the 
guaranteed annual wage. 

A strike against another auto 
maker, Ford of Canada, was set- 
tled Thursday by negotiation in 
Toronto. Some 6,900 workers have 


UAW Secretary - Treasurer Emil 
Mazey has been attending the 
meetings. 
of * * 

A FEsstuistic report came 

from the Pontiac plant where 
work-standard grievances are in- 
creasing despite the settlement of 
several such troubles. 





Said one UAW Local 653 offi- 
cer, “When this thing started we 
had 18 disputes, now we have 
about 25. Sure, we want to set- 
tle these grievances; but more 
importantly, we want to stop the 

(Continued on Page 110, Col. 1) 


been idled by the 109-day strike. 


12,000 franchise-holders and guests 
gathered for their 38th annual 
convention. Attendance was ex- 
pected to set a new NADA record. 

A six-point advisory agenda sub- 
mitted to state “make” committee- 
men gave indication of what may 
emerge from the convention plat- 
form-writing mill on Wednesday. 
The salient questions follow: 

1. Is the “packing” of new-car 
prices a bad practice? If so, how 
can it be stopped? 


Inside Automotive News... 


Service: How to bring your customers back, 


Pages 22, 46. 


International: A peek behind Russia’s iron cur- 
tain, Page 13. A Belgian show that features 80 
car makes, Page 101. 


Horsepower: Power 


packages test public de- 


mand, Page 6. Engineers test power packages, 


Page 53. 


Government: Text of new anti-bootlegging bill, 


Page 4. 


Making Money: Dealership profit-sharing to 
build incentive, Page 20. New products, Page 68. 
Engineering highlights, Page 538. New-car, truck registrations and 


new-car prices, Page 90. Used-car auctions, Pages 4, 38. 
Production by makes, Page 117. 





4, HAVE the recent freight ad- 

* justments decreased “bootleg- 
ging” in your area? Has “bootleg- 
ging” been more, or less, prevalent 
this year than last year? 





Used Cars Perk Up 


Activity on the Wholesale Front Indicates 
5. What is the most important 


Spring Is On the Way 
selling agreement revision NADA 


could secure for you? A MIDWINTER perkup in used| many instances, their activity 
6. What one thing could NADA cars was noted in the whole-| made it clear that spring is not 
do that would be most helpful to | sale market places last week. far away in the used-car business. 
all dealers? And while buyers tramped Several auctions in midwestern 
The “action program” — adopted centers reported that the season’s 





by NADA’s 1954 convention in lieu 
of the traditional resolutions—will 
be outlined before dealers Wed- 
nesday morning by President 
Charles C. Freed, First Vice-Presi- 
dent Frank H. Yarnall, 


Breech Becomes 


Ford Chairman; 
Four Others Rise 


EARBORN.—The first chairman 
of the board in the history of 


i\Ford Motor Co. is Ernest R. 


Breech, 57-year-old administrative 
expert who held a long executive 
association with General Motors 
before moving to Ford in July, 1946. 
Awarding of the new chair- 
to Breech was an- 

nounced by President Henry Ford 
II Tuesday ag the highlight of 
five top-level promotions. Other 
boosts made Lewis D. Crusoe and 

(Continued on Page 117, Col. 3) 


about in snowy, cold weather in 


National 
———-—-@ 





. .. heads Ford board 


first southern buyers turned up 

last week. One wag remarked that 

they beat the first robins by prob- 

ably a month. 
* » x 

T ANY rate, new buyers were 

out and they were out to do 
business. Sales activity was at the 
highest level it had been in two 
months. 

At a group of representative 
auctions, more than 71 percent 
of offerings were knocked down 
last week. That ratio of sales had 
not been exceeded since the first 
week of December. 

Auction operators reported that 
51 to '53 models were most in de- 
mand. Sought particularly were 

(Continued on Page 4, Col. 5) 


Record Issue 


This edition contains the largest 
advertising linage ever carried 
weekly edition 
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First Three of °54: Michigan, Missouri, California... 





Texas Up, Indiana Off in Output 


ade the biggest gain 

aed na suffered the great- 

est dro e 1954 car-production 

ran according to AUTOMOTIVE 

News’ -state-by-state census of auto 
output. 

The three top-producing states 
in 1954 were Michigan, with 32.1 
percent of the total; Missouri, with 
9.5 percent, and California, with 
8.7 percent. 

The new Buick-Oldsmobile- 
Pontiac assembly plant at Arling- 
ton helped Texas rise to the No. 
9 spot among the 20 states which 
produce cars, compared with 15th 
place in 1958. Texas accounted 
for 3.2 percent of the total last 
year, against 15 percent in 1953. 

Indiana dropped to 13th place 
from the No. 4 spot because of 
reduced output by Studebaker and 
Plymouth, the only car-assembly 
plants in the State. Its share of 
total output last year was 2.7 per- 
cent, versus 5.1 percent in 1953. 

® + + 
THER states to move up a 
notch in 1954 were New Jersey, 
Georgia, New York, Wisconsin, 
Maryland, Massachusetts and Min- 
nesota. 

Michigan, Missouri, California, 
Virginia, Tennessee and Ken- 
tucky held steady in the rank- 
ings. 

Michigan, however, declined to 
32.1 percent of the total, compared 
with 35.8 percent in 1953, mainly 


because of lower production levels 
at Chrysler, Packard ona Hudson. 


a .- -FOUR | percent of Chrys- 
ler Corp.’s cars are produced 
in Michigan and, since its total 
declined from 1,246,602 cars in 1953 
to 723,253 in 1954, the Michigan 
volume dipped considerably. 

Packard dropped to 27,583 from 
81,400, while Hudson went down 
to 31,566 from 76,331. 

Although Michigan produces less 
than one-third of the cars, it man- 
ufactures about 92 percent of the 
components used to assemble cars 
in other states. 

Missouri stayed in second place, 





Anti-Bootlegging Bill 
Introduced in House 


WASHINGTON.—Jumping the 
gun on NADA and the Republi- 
cans, a Democrat, John D. Wil- 
liams, of Mississippi, introduced 
in the House last week an anti- 
bootlegging bill almost identical 
to the Crumpacker bill of last 
year. 

It is understood that Rep. 
Shepard Crumpacker, Indiana 
Republican, was ready to rein- 
troduce his bill, which passed 
the House and died in the Sen- 
ate last year, but had held off 
pending the results of the NADA 
convention. (See text of bill on 
Page 4.) 

—Wiuuam ULLMAN 





Business Barometer 


Auto Production—184,955 cars, 
trucks in week vs. 133,181 year ago. 


Bankruptcies—265 in week vs. 
208 year ago. 

Business Volume—-107.8 percent 
of 1935-39 index vs. 103.5 year ago. 


_ Department Store Sales — 16 
percent ahead of like 1954 week. 


Freight Loadings—644,940 cars 
vs. 670,009 year age. 

New-Car Sales — 4,963,358 in 
latest 1954 report vs. 5,354,062 for 
same period in 1953. 

New-Truck Sales—766,475 in lat- 
est 1954 report vs. 865,676 for same 
period in 1953. 

Oil Stocks — 256,519,000 barrels, 
a drop of 2,941,000 in week. 


Rubber Consumption — 118,843 





By Bud Harris 
Traveling Correspondent 
yp pesians along the Coast report 
that the public is becoming less 
skeptical of the prices at which 
ears are being offered. 

Apparently, they are accepting 
the fact that the freight reduc- 
tions made last fall are the only 
cuts coming for the time being. 
~ General Motors and Ford dealers 

in the San Francisco bay district 
continue to enjoy a field day on 
sales. Chrysler dealers say they are 
still hampered by lack of stocks, 
which they attribute to inadequate 
production and distribution by their 
factories. 
* & - 
EALERS for the smaller mak- 
ers also are short of inven- 
tories as their factories are just 
getting rolling on 1955 models. 
New 1955 model cars are still 
appearing on major used-car lots, 
but the reduction in freight rates 
has slowed their sales on the new 
models. They do not now have the 
price advantage they formerly had. 

Truck sales in this area are 
still swinging upward. Replace- 
ment of equipment is becoming 
@ necessity with many truck users 
who were holding out to see what 
the last fall election would do to 
their business. 

Union contracts are now pretty 
well set in the lumber and logging 


Coast Sales Stabilizing 


Dealers Report Less Skepticism on Prices; 
GM, Ford Cleaning Up 


long tons in December vs. 93,511 in 
December, 1953. 

Steel Output — 84 percent of 
capacity vs. 83.2 percent last week. 


Used-Car Price Index — $888 
overall January average vs. $683 in 
December. 

Wholesale Prices—110.1 percent 
of 1947-49 level, unchanged from pre- 


ceding week. 
* * + 


Common Stocks 
Jan. Jan. 1955 
26 19 High 
Am. Motors 11%, 124% 14% 
Chrysler 67 67%, 74 
995% 994%, 107% 
4%, 2% 4% 
13 14 15% 


39.10 38.07 


Low 
9% 
56%, 
58%, 
1% 
10% 


Average 





industries up the Coast. Many large 
contracts for logging work in that 
district have been signed for the 
year and all indications point to a 
big year in 1955. This will auto- 
matically help sales on large 
trucks. 





Top Cars 


New-car registrations for 11 
months, plus two states for De- 
cember: 


1954 Pos. Make 1953 Pos. 
*1—1,248,460 Ford  1,021,822— 2 
2—1,244,004 Chev. 1,264,830— 1 
8— 468,594 Buick 429,351— 4 
4— 371,759 Olds 285,930— 6 
5— 340,542 Plym. 556,808— 3 
6— 321,217 Pontiac 362,289— 5 
j— 253,465 Mercury 261,751— 8 
8— 137,080 Dodge  272,139— 7 
9— 98,177 Cadillac 89,971—13 
10— 89,925 Chrysler’ 142,773—10 
l1l— 87,501 Stude. 151,480— 9 
12— 177,801 Nash 130,311—11 
13— 68,666 DeSoto 113,420—12 
14— 37,086 Packard 68,130—14 
15— 33,980 Lincoln, 36,839—t7 
16— 33,073 Hudson 63,037—15 
17— 16,308 Willys 40,595—16 
18— 8,798 Kaiser 22,154—18 
19— 1,152 Henry J 10,475—19 
25,370 Misc. 29,507 
Total All Makes 
4,963,358 5,354,062 


Further details on Page 90. 
(a nn A RRA ARERR 






although its share of production 
dipped from 9.7 to 9.5 percent. 
* * * 


HIRD-PLACE California 

dropped to 8.7 from 9.4 percent, 
because Chrysler Corp. closed its 
San Leandro plant and because 
Nash, Studebaker and Willys re- 
duced output. 

Missouri has only four plants, 
against California’s nine. How- 
ever, both Chevrolet and Lincoln- 
Mercury have their largest plants 
in St. Louis. 

Ford division apparently is 
stressing decentralization more 
than ever. Last year only 11.6 

percent of its cars were built in 
Michigan, against 12.8 percent in 
1953. It now has three assembly 
plants under construction. They 
will merely replace older ones, but 
they will have larger capacities. 
* x * 


ORD’S new San Jose (Calif.) 
plant will open March 1 and 
will replace the Richmond (Calif.) 
facility. The Mahwah (N.J.) unit 
will replace Edgewater later in the 
year, as will the Louisville plant, 
which will replace the one cur- 
rently operating in Louisville. 
In 1953, Michigan lost Kaiser 
(See CENSUS, Page 117, Col. 4) 





Hudson Claims 


Big Price Cuts 
On °55 Models 


 pronearagye bonne price reductions 
were claimed by Hudson last 
week as N. K. VanDerzee, sales 
vice - president, announced prices 
for the 1955 Wasp and Hornet 
lines. 

VanDerzee said that, in the 
case of the Super Hornet Six 
four-door sedan, the slash came 
to $204. 

He said that the price of the 
Super Wasp four-door represented 
a cutback of $176 from the 1954 
level, and that the Custom Wasp 
hardtop was down $134 and the 
Custom Hornet Six hardtop was 
down $108. 

* * x 

TH a revision of the model 

lineup for 1955, Hudson’s 
standard-size cars now range in 
price from $2,290 to $3,145. Not 
counting last year’s convertibles, 
for which there are no ’55 counter- 
parts, 1954 prices covered a span 
from $2,209.43 to $2,987.75. (The 
1955 prices include V-8s; there were 
no Hudson V-8s in 1954.) 

VanDerzee said that lower 1955 
prices were attributable to econ- 
omies in purchasing and produc- 
tion resulting from the merger 
of Hudson and Nash-Kelvinator 
into American Motors Corp. 

The restyled Wasps and Hornets, 
which now share the Nash body 
shells, are scheduled for public 
showing by dealers Feb. 23. Nine 


models are offered. 
* * * 


VANDEREES said that Hudson | 


had narrowed the price differ- 
ence between Custom four-door se- 
dans and two-door hardtops for 
1955. 

“In the Wasp series,” he said, 
“the difference in price is only $110, 
as compared to $238 in 1954. 

“In the Hornet Six series, the 
buyer will be able to choose a 
Hollywood hardtop model at a 
cost of only $120 more than a 
four-door sedan. This compares 
with a price difference of $219 
last year. In the Hornet V-8 se- 
ries, the hardtop. is priced only 
$130 over the sedan.” 

VanDerzee predicted that the 
price realignment would greatly in- 
crease Hudson’s penetration of the 
hardtop market. 

+. * & 

AMONG options, Twin H-Power 

has been reduced $26 and now 
is priced at $59.50. Standard equip- 
ment on the Custom Hornet six 
models, the multiple-fueling sys- 
tem is extra cost on other six- 
cylinder Hudsons. 

Power steering is $107.50, re- 
flecting a decrease of $34.54 from 
the 1954 Wasp option price and 
$42.58 from the 1954 Hornet price. 
Power brakes are $39.25, as 
against $42.80 last year. 
All-Season air conditioning, in- 

(Continued on. Page 115, Col. 3) 


| 








DeSoto Offers Dual Exhausts— 


Shown for the first time at the Detroit Auto Show are DeSoto'’s dual exhausts, 
offered as special equipment for both the Fireflite and Firedome lines. According to 


J. B. Wagstaff, sales vice-president, the 


dual system will improve the breathing 


efficiency of the 200-horsepower Fireflite and 185-horsepower Firedome engines. 





Registrations Mania Clouds 


Verdict on No. 


By Robert M. Lienert 
Associate Editor 

ECEMBER “madness” on new- 

car registrations, which left in 
its wake a series of figures open 
to serious question, has stirred re- 
sentment and anger in many quar- 
ters of the industry. 

Countless examples of year- 
end shenanigans in the new-car 
count have come to light. Al- 
though the factories claim inno- 
cence, there have been accusa- 
tions that in many instances 
dealers were persuaded by fac- 
tory field men to pre-register 
their cars. 

With makers and dealers settled 
down to normal selling again in 
January, R. L. Polk & Co., just be- 
ginning to count December regis- 
trations, is still caught in the mid- 
dle. 

* * x 
bw 1954 totals, as computed by 

Polk, will doubtless trigger a 
flood of “we-sold-most” advertise- 
ments by whichever make turns up 
in top spot. 

Observers note, however, that 
with the alleged skulduggery of 
December, the actual best-seller 
may never be known. 

As a dealer in one of the two 
top-volume lines said not long ago: 
“We know we outsold them, but 
they may have outregistered us.” 

Polk tries to sort out and set 
aside registrations that are obvi- 
ously phony, but a Polk spokesman 
told Automotive News last week 
that it is “extremely difficult to 
make an open-and-shut decision in 


|each questionable instance.” 


“We try to credit registrations 
logically and thoroughly,” he said. 
“We make every reasonable effort 
to count correctly.” 

* * * 

N ORDER to test reaction to 

dealer manipulation of registra- 
tions, Automotive News last week 
contacted trade association man- 
agers across the country. 

The overwhelming majority re- 
ported various registration tricks 
or rumors of premature titling in 

December and expressed their 
unalterable opposition. 

Most managers, in reporting fic- 





NADA Plans Home— 


A contract for the construction of an 
eight-story building has been let by 
NADA. It will arise at 2000 K St., N. W., 
in Washington. According to Frederick J. 
Bell, executive vice-president, the build- 
ing is due to be completed by late 1955. 


1 Seller 


titious registrations in their areas, 
admitted that they had no iron- 
clad proof. Such proof, however, 
has cropped up frequently in offi- 
cial registration lists showing 
dozens or scores of new cars titled 
in a dealer’s name or in the names 
of different persons, whose ad- 
dresses matched those of new-car 
dealerships. 


Official agencies have commented 
on the situation, too, in a way that 
leaves little unsaid. 

* = 2 


re example, the Missouri Bu- 
reau of Motor Vehicles _re- 
ported that dealers titled 550 new 
cars in their own names during 
the final week of December, ané 
more than 1,200—or 20 percent of 
the total—during the entire month. 


In Cleveland, the Federal Re- 
serve Bank, in commenting on De- 
(Continued on Page 115, Col. 1) 


Chevrolet Builds 
32 Millionth Auto 
To Set Record 


ATLANTA. — The 32 millionth 
Chevrolet rolled off the assembly 
line here last Tuesday (Jan. 25)— 
setting a modern 
production record 
for the auto in- 
dustry. 

In announcing 
the milestone, T. 
H. Keating, gen- 
eral manager of 
Chevrolet, paid 
tribute to the 
production per- 
formance of the 
Atlanta assembly 
plant. He pointed T. H. Keating 
out that the plant turned out 101,- 
502 of the 1,821,215 Chevrolet cars 
and trucks built in the United 
States and Canada in 1954. 


In the non-war production years — 


since Chevrolet took over the lead 
in 1936, it has built nearly 21 mil- 
lion cars and trucks—more than 
any other manufacturer for a com- 
parable period. 


The latest million Chevrolets were 
produced in only seven months, 
despite model changeovers. The firm 
passed the 31 million mark in its 
United States and Canadian plants 
last June 24. 





Chrysler Employes Get 


18% Discount on Cars 


DETROIT. — Chrysler Corp. 
announced last week a plan 
under which 145,000 employes 
can buy cars at an 18 percent 
discount. 


An employe may purchase one 
car a year. He designates the 
dealer but pays the corporation, 
which in turn will pay the dealer 
a fee for participating in the 
sale. 

The plan was evolved after dis- 
cussions with dealers and UAW- 
CIO representatives. - 
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Dealers tell me 


By John O. Munn 


ARRY SOMMERS (Chrysler- 

Plymouth), of Atlanta, doubled 
his activities at the start of the 
war in 1942. He was serving as 
president of NADA; he took on the 
job as regional director of the Of- 
fice of Price Administration and, 
at the same time, aggressively kept 
his auto business functioning. 

The guest conductor of this 
column was born in Philadelphia 
in 1890. He started in this field 
as a representative of the truck 
division of Packard and by 1924 
had located in Atlanta with a 
Chrysler distributorship. His tal- 
ents were soon recognized, and 
he became chairman of the board 
of trustees of Oglethorpe Univer- 
sity and president of the Atlanta 
Chamber of Commerce. 


The auto trade also was quick to 
recognize his ability and elected 
him president of NADA. He has 
also served as president of the At- 
lanta and Georgia Automobile 
Dealers Assns. I know you will be 
interested in the observations of 
this distinguished leader. And now 
let’s give the floor to Harry Som- 
mers: 

a * + 
Speaking His Mind 

AM, of course, as an auto dealer, 

expressing myself from the 
viewpoint of a dealer and, at the 
same time, ac- 
knowledging the 
problem of the 
manufacturer. 

Even though 
we have built up 
over the past 15 
years a fine group 
of state and city 
dealer associa- 
tions, all working 
with our national 
association, it 
would seem that 
the retail auto trade is faced with 
several vital problems that chal- 
lenge the very existence of every 
good merchant whose capital and 
efforts are invested in retail dealer- 
ships. 

We know that blitz sales, boot- 
legging, encouraging of fringe 
dealers to prey on the dealer in 
the metropolitan areas and the 
continued practice of excessive 
packs in delivered prices must 
all sooner or later be modified 
or controlled by the joint efforts 
of the dealer body and the manu- 
facturer, or face legislative ac- 
tion brought on by an aroused 
public opinion. 


For those of us who think back 
a few years, the congressional in- 
vestigation authorized by the With- 
row resolution, was a real threat to 
the industry control by the manu- 
facturer. 


Had not sound-thinking dealers 
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rallied to the manufacturer’s sup- 
port at the NADA convention in 
Washington in January, 1940, we 
would have had some government 
regulation, and it can happen 
again. 

* > + 


Keep Government Out! 


I FOR one, do not believe any 
§ industry situation can solve its 
problems by inviting government 
participation. The auto industry is 
so vital to the economic welfare of 
the country that members of Con- 
gress look on the industry as an 
inviting target for investigation. 

If that comes about the one 
paramount abuse that will be sin- 
gled out as being at the bottom 
of the industry’s ills, will be over- 
production. 

It is overproduction which brings 
on the many ill-advised and crack- 
pot practices to dispose of an ex- 
cess of inventory, which some deal- 
ers have purchased in excess of 
their ability to sell at a profit. 

Some factories have set out to 
accomplish a production and sales 
program without regard to sound 
business principles. 

+. * * 


Factory-Dealer Relations 


I HOPE no one reading these com- 
ments will misunderstand my 
position as being so prejudiced 
from the dealer viewpoint that I 
do not acknowledge the manufac- 
turers’ problems. Certainly we are 
justified in crediting the industry 


‘| with accomplishments in the past 


40 years which are almost beyond 
belief. 


The entire face of America has 
been changed by the auto pioneers 
from Detroit. Almost every business 
has been affected—real estate, fur- 
niture, roads and other factors too 
numerous to mention. 

The industry could not have 
accomplished these things with- 
out the driving force which its 
leaders have never ceased to ap- 
ply in the keen competitive mar- 
ket which they created. 

Factories have always had the 
right to demand adequate perform- 


ance on the part of their dealers. | 
There are always fair and reason- | 


able ways to measure adequate 
performance, and unless there are 
extenuating circumstances, the 
dealer who lags behind national 
average is a handicap to the manu- 
facturer’s program and should 
either carry his load or give way 
to a dealer who can. 

Competition can remain keen and 
volume continue to expand without 
resorting to the present-day prac- 
tices that are bringing us all into 


disrepute. 
* * * 


Kensinger Plan 


I THINK it was at the NADA 
convention in Pittsburgh that 
the first serious discussion of the 
Kensinger Plan took place. You 
will recall that Chick Kensinger, of 
Memphis, and the very successful 
John Battle, of New Orleans, ad- 
dressed the dealers on their re- 
spective plans of merchandising. 

Kensinger pointed out the merits 
of his plan, and John Battle dis- 
cussed his more accepted and or- 
thodox plan of selling. 

I recall that I offered the reso- 
lution which was accepted by 
the convention, condemning the 
Kensinger plan as being decep- 
tive and unsound as a way of 
doing business. 

The plan had begun to spread 
and was favored by a volume man- 
ufacturer who was shipping more 
cars to his dealers than they could 
absorb at a profit. 

Only the coming of World War 
II postponed the “wheeling and 
dealing”—the present term for the 
Kensinger Plan, which the retail 
trade now finds as the factor which 
is challenging the existence of the 
good dealers, and is bringing the 

(Continued on Page 114, Col. 4) 








Man of the Year— 


James Berry (left), retiring president of 
the Cleveland Automobile Dealers Assn., 
is congratulated 4s CADA's “Man of the 
Year" by Wright Bryan, editor of the 
Cleveland Plain Dealer, at the associa- 
tion's third annual award dinner. 


By Sanford Markey 
Staff Correspondent 

CLEVELAND.—Automobile deal- 
ers have been urged to make 1955 
“The Year of Do-It-Yourself Man- 
agement” by James Berry, presi- 
dent of Metropolitan Buick and 
outgoing president of the Cleveland 
Automobile Dealers Assn. Berry 
was named “Man of the Year” by 
CADA at its annual awards ban- 
quet. 

Fifth man of the group to win 
the coveted trophy, Berry, in a 
stimulating farewell speech, told 
it-yourself year.” “During the past 
15 months,” he said, “the automo- 
bile retailing industry has been out 
of control. 

“No dealer can stand up for 
very long against packs, blitzes, 
bootlegging and registration 
races,” he said, adding: 

“We should realize by now that 


|volume can be bought and that 





| profit must be earned, and that vol- 


ume feeds your pride, but profit 
feeds your family,” and the outgo- 
ing president added: 

“Some stabilizing force must 
come from somewhere. It won’t 
come from the factories; 
come from NADA; it won't be 
brought about by saying ‘if all the 
dealers would, or wouldn’t,’ because 
you know that they won't. It’s up 
to you: Do it yourself.” 

Pointing out the similarity be- 
tween the automotive industry’s 

growth and the growth of the 
nation, he stated that neither the 
pilgrims nor pioneers sought leg- 
islation nor aid from associations 
to meet problems, but, he added, 
“here we are only 50 years since 
the birth of our industry and al- 
ready many in our business are 
reaching out and asking for the 
State and Federal governments 
and associations to control our 
business. ok 

“We must go forward,” Berry 
said, “in this grand and fine indus- 
try with faith in our business, with 


good judgment, with courage and | 
action, with honesty and fairness | 


in our hearts, to elevate the great 
retail automobile business to the 


high plane on which it belongs and | 


to achieve the dignity that it de- 
serves. 

“Last year, 1954, was the year of 
decision. This year is the year of 
do-it-yourself management.” 

Besides honoring Berry for one 


of the most outstanding jobs ever | 


NADA Appoints 


Lauritzen Director 


WASHINGTON. — NADA has 
named Paul R. Lauritzen, Rich- 
mond, Va., as a director to fill the 
unexpired term of Walter Wilkins. 

Lauritzen’s term will terminate 
at the first session of the NADA 
board of directors to be held in 


| 1957. 





Do It Yourself, Dealer 


So Counsels Cleveland’s Berry on New Host 
Of Auto-Selling Problems 





it can’t 





Bill Tossed in State Ho 





eCr.s 





Tighter Licensing Law 
Sought in Washington 


SEATTLE.—A bill to establish | 


more stringent qualifications for 
the licensing of auto dealers has 
been introduced in the Washington 
State Legislature. 

Another bill of interest to deal- 
ers would exempt the accommo- 
dation transfers of cars between 
dealers from the business and 
occupation tax. 

The object of the bill on dealer 
licensing is to drive out of business 
the curbstone operator. The bill also 

stipulates that a new car can be 
sold only by a franchised dealer. 


The bill, according to Fred K. 
Eelss, manager of the Washington 
State Auto Dealers Assn., will in 
no way handicap the legitimate 
new-car or used-car dealer, but will 
go a long way toward getting rid 
of undesirables. 

The licensing bill also provides 
for issuance of a temporary per- 
mit to take care of sales made 


done by a dealer in the community, 
CADA also honored George H. Lyon 
of Central Cadillac and Central 
Chevrolet, and Ernest S. Dowd of 
Dowd Oldsmobile for service with 
NADA. 


Walter Grabski (Pontiac) was 
installed as association presi- 
dent; Arthur L. Englander 
(Nash), first vice-president; J. 
Mare Lance (Ford), second vice- 
president, and Frank Condon 
(Chrysler), treasurer. 

R. Earl Burrows was named sec- 
retary-manager for his 37th year, 
and Frank Shaut was retained as 
general counsel. 


Berry’s activities in the com- 
munity include active participation 
in the Community Chest, Red 
Cross, Lakewood YMCA, Presby- 
terian Church, Western Reserve 
University and John Carroll Uni- 
versity. 


NADA Elects — 


Twelve Regional 


Vice-Presidents 


WASHINGTON. — N ew regional 
vice-presidents have been elected 
by NADA. They are: 


Region 1-—George H. Davis, 
Maine; Region 2—William L. Mal- 
lon, New Jersey; Region 3—Foster 
W. Talbott, Maryland; Region 4— 
Orville R. Harrod, Kentucky. 

Region 5— David N. Holmes, 
Michigan; Region 6—Harry B. 
Craycroft, Illinois; Region 7—Alton 
M. Costley, Georgia; Region 8 — 
George F. Ziesmer, Minnesota. 

Region 9—R. D. McKay, Kansas; 
Region 10—Thomas F. Abbott jr., 
Texas; Region 11—Dean Chaffin, 
Montana, and Region 12--Frank 
Dawson, Arizona. 






when the license issuing agencies 
are closed. 

The two bills have been deemed 
necessary by the association and 
are receiving full support of the 
legislative committee, officers and 
directors, it was said. 

* * s 


Dealer Opinion Divided 


On Licensing Laws 


WASHINGTON. — Reaction to 
manufacturer-dealer licensing laws 
has been mixed in the nine states 
where such codes have been 
adopted, according to NADA. 


In an analysis of the laws’ 
operation, the NADA industrial 
relations committee found that 
some dealers have acclaimed the 
laws with enthusiasm while 
others believe the laws are inef- 
fective. 


The analysis intimated that 
weaknesses, if any, might lie in 
enforcement practices. 

Most of the states, NADA said, 
apparently rely on fines to discour- 
age violations. These remedies, 
NADA said, are “hardly conducive 
to effective enforcement from the 
standpoint of a dealer who has 
been the victim of prohibited prac- 
tices engaged in by a manufac- 
turer.” 

The NADA report said: “It 
would appear that effective en- 
forcement of these laws could be 
obtained by providing an injured 
dealer with a cause of action for 
treble damages against a manu- 
facturer found guilty of engaging 
prohibited practices as well as 
an equitable remedy in the form 
of an injunction.” 

The nine states with such laws 
are Florida, Louisiana, Mississippi, 
Nebraska, Oklahoma, Rhode Island, 
South Dakota, Virginia and Wis- 
consin. 

Grounds set forth for denial, 
revocation or suspension of a man- 
ufacturer’s license in the respective 
states, according to NADA, are: 

1. Nonpayment of fees or taxes. 
Florida, Nebraska, Oklahoma, 
Rhode Island, South Dakota, Vir- 
ginia and Wisconsin. 

2. Unfitness of applicant or 
licensee. Florida, Louisiana, Mis- 
sissippi, Nebraska, Oklahoma 
Rhode Island and Wisconsin. 

3. Misrepresentation in applica- 
tion for license. All nine states. 

4. Noncompliance with laws or 
regulations or violation of law. All 
nine states. 

5. Coercion or attempted coercion 
of dealers to accept delivery of 
unordered goods or to enter into 
agreement. Florida, Louisiana, Mis- 
sissippi, Nebraska, Oklahoma, 
Rhode Island, Virginia and Wis- 
consin. 

6. Unfair threats to cancel dealer 
franchise. Florida, Louisiana, Mis- 
sissippi, Nebraska, Oklahoma, 
Rhode Island, Virginia and Wis- 
consin. 

7. Unfair nonrenewal of dealer 
franchise. Louisiana, Mississippi, 
Oklahoma and Wisconsin. 

8. Misrepresentation in advertis- 

(Continued on Page 117, Col. 1) 


On the House .. . 


apropos: 


orders. 





Wemhoff 


All this talking about possible auto strikes 
shouldn’t hurt car sales, even though buyers are 
well calloused on shortage scares. . 
we're talking about new-car scarcity, this comment 
in the Northern California dealers’ 
“Almost without exception dealers 
every line report insufficient cars to fill (retail?) 
Yet, two additional 
‘brokers’ in San Francisco were reported to this 
office last week.” ... 

It “smells good” again out East Jefferson way 
in Detroit these, days; the rush of business at 
Chrysler division has filled the air with that good 
ol new-car odor .. 


. And, while 


is 
in 


bulletin 


‘discount houses’ or 


. That probable Senate auto 


probe (Jan. 24 issue), dug up exclusively by our own Bill Ullman, 
could well mean a lot of dirty linen will be washed publicly .. . 

Brooklyn association has just added five new members .. . Kansas 
reports a new gain of 46 members, after taking into consideration 
that 99 dealers went out of business last year... 





—Pete Wemuorr, Editor, 
Automotive News 
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Used-Car Bulletin from Detroit... 


Latest Auction Prices 


Atlanta Dealers Split 
On Issue of Packs 


By E. C. Bash 
Staff Correspondent 

ATLANTA. — Price packing of 
1955 autos by Atlanta dealers of 
“hot-make” cars has become so 
prevalent, it is now considered by 
Most dealers the “accepted” meth- 
od of pricing. 

Typical reaction to price pack- 
ing is this statement by a dealer 
of a medium-price line, who said: 
“While I would prefer there be 
no price packs at all, I don’t see 
how they can be eliminated un- 
der present competitive condi- 
tions. The buying public has 
brought it on themselves, by their 
shopping tactics. 

Actually, I think the pack helps 
the buyer. Where there is a trade- 
in, the buyer benefits. What does 
the pack cost the public? Nothing. 

“There is no such thing as selling 
a car today. It’s an auction. The 
dealer who can offer $25 more on a 
trade-in than another dealer gets 
the deal.” 

Another dealer in the “big three” 
field declared: “The buyer likes our 
method of price packing because it 
enables us to go overboard on our 
tradeins and discounts. This in- 
flates the buyer’s ego. He can go 
around town telling his friends 
what a smart trader he is.” 

Some dealers, however, have 
found to their woe, that these 
“smart traders” sing a different 
tune when they learn the dealers’ 
prices were packed. 

There have been a number of 
instances reported where disgrun- 
tled buyers, believing they had 
been hoodwinked, returned to the 


GM Income Rises 
34.7 Pct. in °54; 
Sales Decline 


NEW YORK.—General Motors 
had an estimated net income, after 
taxes, of $806 million in 1954, com- 
pared with $598,119,478 in 1953, 
according to a preliminary report 
from Harlow H. Curtice, president, 
and Alfred P. Sloan jr., chairman. 
This was a 34.7 percent increase. 

These earnings were equivalent 
to about $9.08 per share of common 
stock in 1954, compared to $6.71 
per share in 1953. 

Consolidated net sales in 1954 
were estimated at $9,825 million. 
Net sales in 1953 were $10,027,985,- 
482. 

The provision for U. S. and for- 
eign taxes on 1954 income is esti- 
mated at about $835 million. The 
tax in 1953 was $1,054,528,446, in- 
cluding $192,090,275 for excess 
profits taxes. 





showroom to berate and threaten 
in unprintable language the dealer 
and salesman in the presence of 
customers. 

Customers who feel they have 
been duped will spread the word 
around and cause a dealer embar- 
rassment, loss of prestige and cus- 
tomers. 

Is the practice of ‘price packing 
worth this? 

One dealer, who believes the 
price pack is “unsound, immoral, 
and wrong” in every respect, is Al- 
ton Costley, president of East Point 
Chevrolet and a director of NADA. 

His answer to price packing 
appeared in an ad in a recent 
edition of the Atlanta Journal- 
Constitution in which total de- 
livered price for each model 
Chevrolet in every series was 
listed with vacant spaces for 
other dealers to insert their 
prices. 

Competitive dealer reaction to 
this ad took this line: “He’s too 
honest for me.” 

“Costley’s a crusader. He’s trying 
to reform us and the industry.” 

“Is it better to be right or to 
stay in business? Can he play 
‘square’ and survive?” 

“While I have the greatest re- 
spect for Costley and his opinions, 
I don’t think he can accomplish 
this singlehandedly.” 

Costley is the first to admit he 
cannot change the system of 
price packing alone. He said, “If 
dealers won’t change their tactics, 
the only hope lies in an aroused 
public.” 

Ferrell Samples, president of the 
Atlanta Used Car Dealers Assn., 
also believes it would “be better 
for everybody” if the pack were 
dropped. 

In some instances, Samples said, 
the pack helps used-car dealers. 
But it also hurts them when new- 
car dealers can offer more on 
tradeins. 

Price packing has brought about 
two changes in local newspaper 
advertising. For the first time, 
dealers within a radius of 50 miles 


or so, are now taking display space | 


on the theme “low overhead makes 
it possible to give a better deal.” 
Also, one of the city’s largest 
used-car dealers is openly adver- 
tising large quantities of ’55 Chev- 
rolets, Fords, Buicks, Pontiacs, 
Oldsmobiles, Plymouths and other 
makes with discounts up to $700. 


Conn. Dealers to J Meet 


HARTFORD, Conn. — The 34th 
annual convention of the Connecti- 
cut Automotive Trades Assn. has 
been set for Nov. 1 at the Hotel 
Statler here, according to Carl R. 
Lane, executive vice-president of 
CATA. 


A SPECIAL NOTE 
TO OUR SUBSCRIBERS! .. . 


We don't have to tell you what a large issue of Automotive 
News we have for you this week of the NADA Convention. 


’ A large issue is natural! First—because of the extensive edi- 
torial coverage. Second—because of the many advertisers who 
selected this issue to reach you with their message. 


In fact, this edition contains the largest volume of advertising 
ever carried in a single week by Automotive News. Naturally, we 
like it, but the truth of the matter is that it represents a real 
tribute to you, the reader, and the vast market you represent. 


Our editors have done everything possible to give you complete 
coverage of the convention, plus the latest news of the industry. 


In addition, many of the advertisers have taken special pains 
to write interesting and informative advertisements. Many of them 
offer excellent ideas. In most cases, the advertisements were 
written just a few days ago, which means it is their latest word 
to you. They are deserving of your reading time. 


We know, too, that you will want to pass your Automotive News 
on to others in your establishment—and later keep it on file for 


reference. 


We hope this Convention Issue represents to you all we have 
tried to make it. We will appreciate your comments. After all, 
you—the readers—are the bosses! 


Sincerely, 
AUTOMOTIVE NEWS 





(Copyright, 1955, by Automotive News) . 


(Aptco Auto Auction. Sale every Wednesday.) 


Jan. 26 | 


(Snowing all day—very cold. Prices 
up $25 over last week, Sold 127 cars 
out of 184 entered.) 

BUICK — '54 Century 4-dr., $1,875*; 
Special 2-dr., $1,600. ‘53 RM Riviera 
coupe, $1,475*; Super station wagon, 
$1,375*; Riviera coupe, $1,310*; 4- 
dr., $1,250°; 2-dr., $1,125. °52 Rivi- 
era coups, $915*. ‘51 Super 4-dr., 
$530*; Special 4-dr., $475*. 50 Spe- 
cial 2-dr., $455, $400. 

CADILLAC — ’54 (62) coupe deVille, 
$3,840° (ps). '52 (62) 4-dr., $1,750°*. 

CHEVROLET—’55 Bel Air 4-dr., $2,- 
140*; coupe, $2,140. ’53 Bel Air 
coupe, $1,225*; 4-dr.. $1,025; Two- 
ten 2-dr., $925, $800, $885, $870, 
$805; club coupe, $885. '52 SL Deluxe 
4-dr., $680, $655; 2-dr., $630; SL 
Special club coupe, $510. '51 SL De- 
luxe club coupe, $530; 4-dr., $535; 
2-dr., $525*, $470; SL Special 2-dr., 
$435, $430, $395. °50 SL Deluxe Bel 
Air, $485; 2-dr., 2 at $370; 4-dr., 
$365*, $360; SL Special club coupe, 
$290. °49 %-ton pickup, $290, $285. 

CHRYSLER — '53 Windsor 4-dr., $1,- 
225* (ps), $1,085*. 

DeSOTO—’'54 Fire Dome (8) 4-dr., $1,- 
600*. °52 Deluxe 4-dr., $575*; club 
coupe, $460. 

DODGE—’53 Coronet (8) 4-dr., $940*, 
$850*, $845*; 2-dr., $700. "52 Coronet 
club coupe, $650*. °51 Coronet 4-dr., 
$430. '50 Wayfarer 4-dr., $365. 

FORD—’54 Custom (8) 4-dr., $1,355; 
2-dr., $1,320*, $1,275. °53 Main (8) 
Ranch Wagon, $1,105*; Custom (8) 
4-dr., $975*: Main (6) 4-dr., $760; 
taxi, $415, $400. ’52 Crest (8) Vic- 
toria, $820; Custom (8) 4-dr., $710*; 
2 at $650. ’51 Custom (8) 2- 

$535; Deluxe (6) 2-dr., $365, 
$275. °50 Custom (6) 4-dr., 
$375, $355; 2-dr., $375, $310. °49 
Deluxe (6) 2-dr., $180. "48 Deluxe 
(6) 4-dr., $155. 

HUDSON—’51 4-dr., $375*. 

KAISER—’51 4-dr., $355*. 

MERCURY—’'54 Custom club coupe, $1,- 
710. ’°53 Custom club coupe, $1,320*. 
"52 Custom club coupe, $925*. ‘51 
4-dr., $650. °50 club coupe, $375, 
$350, $340. 

NASH—’53 Rambler 2-dr., 
'51 4-dr., $290. '50 2-dr., 

OLDSMOBILE—'51 (98) 4-dr., 
$650*, $640*. 50 (88) 2-dr., 
4-dr., $400*. °49 (76) 2-dr., 
(88) 4-dr., $225*. 

PLYMOUTH—’55 Belvedere (8) | 
$2,030*, $1,785. °'54 Belvedere | 
$1,175. °53 Cranbrook conv., 
$850; 2-dr., $705, $690. °52 Cran- | 
brook 2-dr., $580; 4-dr., $560, $500. | 
’51 Cranbrook club coupe, $430. | 





2-dr., 
dr., 
$300, 


$875, $830. 
$145. 
$660", 
$500* ; 
$260* ; 
4-dr., 
4-dr., 
2 at 


PONTIAC—’55 Chieftain (8) club coupe, 
$2,700* (ps). °54 Chieftain (8) Cata- 


*Indicates automatic transmission or 


Other Auctions are on Pages 


WASHINGTON. — Here is the 
text of the anti-bootlegging bill | 
introduced in the House last week | 
by Rep. Williams, Mississippi Dem- | 
ocrat: 

A bill to amend the Federal 
Trade Commission Act with re- 
spect to certain contracts, agree- 
ments or franchises to enable | 
manufacturers of automobiles and | 

trucks, and their franchise deal- | 
ers, to protect their goodwill in | 
the business of manufacturing 
and distributing automobiles and 
trucks, made or sold by them, by 
restricting franchise dealers from | 
reselling to certain unauthorized | 
persons. 

Be it enacted by the Senate 
and House of Representatives of 
the United States of America in 
Congress assembled, that section 
5 (a) of the Federal Trade Com- 
mission Act (15 U. S. C., sec. 45 
(a) is amended (1) by redesig- 
nating paragraph (6) thereof as 
paragraph (8), and (2) by adding 
immediately after paragraph (5) 
thereof the following: 


“(6) Nothing contained in any 
of the Antitrust Acts shall render 
unlawful any contract, agree- 
ment, or franchise by which any 
dealer in new motor vehicles 
who operates as such under a 
franchise granted by the manu- 
facturer of such vehicles agrees 
with such manufacturer that 
such dealer will not resell, either 
directly or indirectly, any cur- 
rent model motor vehicle made 
by such manufacturer, to any 
person, partnership, corporation 
or other entity engaged in the 
business of selling new or used 


Text of Anti-Bootleg Bill 


lina, $1,720*; 4-dr., $1,575*. ’53 
Chieftain (8) Catalina, $1,395*; 2- 
dr., $1,145*, $985; 4-dr., $1,140*. '52 
Chieftain (8) Catalina, $1,045*. ‘’51 
Silver Streak (8) Catalina, $825*; 4- 
dr., $620*. '50 Silver Streak (8) Cat- 
alina, $550*; 2-dr., $285. '49 Silver 
Streak (8) club coupe, $330. 


STUDEBAKER—’52 Commander 2-dr., 
$420; Champion 4-dr., $435. ’51 
Champion 4-dr., $270. 

* * * 


Jan. 19 


(Snow — very cold. Buying 
brisk. Sold 118 cars out of 162 en- 
tered.) 

BUICK — ’54 Century 2-dr., $2,180° 
(ps); Super 4-dr., $1,865*. °53 Spe- 
cial 2-dr., $1,125*. ‘52 Super 4-dr., 
$840*; Special 2-dr., $800*. °51 Spe- 
cial 4-dr., $660*, $440; Super 4-dr., 
$600*. ’50 Super 4-dr., $380*. ’49 Su- 
per 4-dr., $220*, $180*. '48 Super 4- 
dr., $200. 


CADILLAC—’52 (62) conv., $1,810*. 
"51 (62) 4-dr., $1,195*, $1,125*. °49 
(75) 4-dr., $645*; (62) 4-dr., $555*. 

CHEVROLET—’54 Bel Air 2-dr., $1,- 
350*; Two-ten 2-dr., $1,250. '53 Bel 
Air coupe, $1,015*; Two-ten 2-dr., 
$930, $890, $880; 4-dr., $920*, $840; 
One-fifty 2-dr., $790; 4-dr., $765. ’52 
SL Deluxe station wagon, $1,110*; 
2-dr., $675*, $600; 4-dr., $630°; SL 
Special 2-dr., $540; %-ton pickup, 
$515. °51 SL Deluxe 2-dr., $675*; 
club coupe, $535, $530; SL Special 2- 
dr., $400. '48 SM 2-dr., $145. 

CHRYSLER—’53 Windsor 2-dr., $1,- 
230° (ps); NY 4-dr., “$1,210* (ps). 
"51 NY Newport, $605*. 

DeSOTO—’ 53 Fire Dome (8) 4-dr., $1,- 
150* (ps), $1,140* (ps). '51 Custom 
4-dr., $530*. 

DODGE—’53 Coronet 2-dr., $930*; 4- 
dr., $880*. °52 Coronet 4-dr., $600, 
$450; club coupe, $590*. '51 Coronet 
4-dr., $405. '50 Coronet 2-dr., $460. 
’47 %-ton pickup, $205. 

FORD—’54 Crest (8) Victoria, $1,625*; 
Custom (8) 2-dr., $1,500* (ps); Cus- 
tom (6) 2-dr., $1,230; Main (6) 2- 
dr., $1,025. °53 Crest (8) conv., $1,- 
105*; Main (8) 2-dr., $900; Custom 
(6) 2-dr., $780. '52 Main (8) Ranch 
Wagon, $910; Custom (8) 4-dr., $725; 
Main (8) 2-dr., $680. '51 Custom (8) 
2-dr., $600; 4-dr., $475*; Custom (6) 
2-dr., $470. °49 Custom (8) 2-dr., 
$220. 

HUDSON—’51 Hornet 4-dr., $385°*. 

KAISER—’51 Deluxe 4-dr., $295*; 2- 
dr., $280. 

LINCOLN—’49 4-dr., $190. 

MERCURY—’54 Monterey coupe, $1,- 
750*. 51 4-dr., $625*. 50 2-dr., $325; 
4-dr., $360. 


overdrive, and (ps), power steering. 


38, 39, 106, 107, 108, 112 








it unlawful for a manufacturer 
of motor vehicles to enforce any 
agreement authorized by para- 
graph (6) by refusing to sell to, 
or canceling the franchise of, 
any dealer who knowingly sells 
current model motor vehicles 
made by such manufacturer to 
any person, partnership, corpora- 
tion, or other entity engaged in 


the business of selling new or | 


used motor vehicles other than a 
person or entity operating under 
a franchise or authorized dealer 
agreement with such manufac- 
turer.” 








U.C. Lots Show 
Signs of Life 


First Southern Buyers 
Give Volume Lift 


(Continued from Page 1) 


ready-to-sell units. Many of these 
brought premium prices. 

In this respect, the market has 
not changed over the past year. 
Clean units always find buyers, 
while rough pieces sell cheaply if 
they sell at all. 

* + * 

NE of the reasons ventured for 

the pickup, aside from the in- 
flux of new buyers trying to fill 
inventories for spring demand, is 
that new-car sales are sagging dur- 
ing this period and that conse- 
quently, the number of tradeins 
has declined. 

Buyers, therefore, have turned 
to the wholesale auctions for 
their material. 

Those who speak of a sag in 
new-car sales are speaking in rela- 
tive terms. While the volume has 
declined from December’s unparal- 
leled activity, it still ran above 
traditional levels in January. 

New-car sales in January should 
be great enough to rank the month 
as the second-best January in his- 
tory, topped only by 1951. 
* = * 


B= activity among the used- 
car auctions last week was not 
enough to keep prices from edging 
lower. There was enough of a set- 
back to pull the overall average 
price for the month to $888, some 
$4 less than the partial-month av- 
erage established in the previous 
week. 

The price was down $16 from the 
average price set in the first week 
that ’55 models were added to the 
index—in the week of Jan. 10. 

Auction reports that ’51 to ’53 
models were most in demand 
were born out by Automotive 
News’ index, which showed those 
three individual models as the 
only ones which did not decline 
in price. 

The price of both ‘52s and ’53s 
advanced, while the price of ‘51s 
held even at $533. The price of '52s 
went up $12 to an average of $753, 
and '53s moved forward $3 to 
$1,065. 

| The year’s low for ‘51s was set 
in the week of Jan. 10 and in the 
| week of Jan. 24 for '52s and ’53s. 


* ® = 


\ average price of '55s took 
| the sharpest beating last week. 
| when it was driven downward $15 
to $2,247. That average, however, 
|was $18 higher than the average 
price of '55s the week they were 
added to the index. 

| Other price setbacks were as 
follows: ’54s, down $13 to $1,660; 
50s, down $11 to $390; 49s, down 
$8 to $273, and ’48s, down $2 to 
| $182. 

| The prices on ‘50s and ‘48s rep- 
| resented new record lows for those 
' models. 





motor vehicles other than a per- | Dealers Oppose Government Regulation— 


In presenting a plaque of appreciation to Henry Ford II (right), president of Ford 
Motor Co., a delegation of Ford dealers from Missouri and Kansas assured Ford that 
“there is nothing in the Ford dealer-factory relationship that would justify any desire 


son or entity operating under a 
franchise or authorized dealer 
agreement with such manufac- | 
turer. 

“(7) Nothing contained in any 
of the Antitrust Acts shall make 


for government regulation of the auto business.” 


Dealer Damon Williams made the 


presentation on Jan. 24, the same day Automotive News revealed exclusively that a 


| far-reaching Senate investigation of the auto industry was in the making. 





| 
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FROM COAST TO COAST DISCRIMINATING CAR BUYERS ARE SAYING: 


“T waited to see the new Packard 


...and I’m glad I did!” 


The reception that thousands of people at 
Auto Shows and at dealer showings are giving 
the New Packard is most gratifying, for it 
bears out our confident belief that a great 
many people in America have been 


wanting a NEW CHOICE in a Fine Car. 


“I waited to see the New Packard .. . and I’m glad I did!” . . . that’s 
the kind of exciting, heart-warming statement heard countless times 
at Auto Shows from coast to coast . . . repeated over and over by 
car buyers who talk to Packard salesmen. The same kind of state- 
ment has also been made at special previews for business and social 
leaders. All of which bears out our confident belief that thousands 
of people in America have been wanting a NEW CHOICE in a fine 
car—and that their choice is the new Packard! 


Two years ago Packard promised to build an automobile that would 
raise fine car standards to a new high and give those who demand the 
finest, everything they have a right to expect in a luxury car. 


Now that the new Packard has been seen and talked about—every- 
one agrees that the promise has been kept—that the new Packard 
zs the ultimate in motoring luxury, the finest Packard ever built! 


The challenge to build the most powerful, the most fully automatic, 
the most luxuriously comfortable riding Packard of them all 
attracted the industry’s most competent and skillful designers, 
engineers and manufacturing experts. They combined their talents 
with Packard’s great traditions of creative craftsmanship and 
precision engineering . . . they fully utilized the opportunity to 
surpass the highest standards of the past in new multi-million dollar 
factories, with the latest and finest in automatic equipment and 
scientific quality controls. 


Formation of Studebaker-Packard Corporation, one of four major 
full-line producers of automotive transportation, made possible the 
pooling of skills and resources to further strengthen the successful 
accomplishment of the new Packard. 


It can be said that everything has been done to enable your cus- 
tomers to say—‘“‘I drive a Packard,” and have that simple statement 
be the proudest statement they can make. 


HERE ARE THE REASONS WHY PACKARD IS 
THE MOST TALKED-ABOUT CAR OF THE YEAR 


The Fabulous New Torsion-Level Ride... 


the exclusive Packard feature which smooths the roughest road 
as though its ruts and ridges never existed . . . reduces driver 
and passenger fatigue. Under heavy passenger and luggage loads, 
or with no load at all, the new Packard is always on an even keel. 
An ingenious, power-controlled levelizer automatically adjusts to 
any load condition. 


World’s Most Powerful Engines... 


275 horsepower in the Caribbean and 260 in the Patrician and 
Four Hundred models. Built by the master motor builders who 
pioneered the V-type engine. 


New Twin Ultramatic Transmission... 


makes full use of the Packard engine’s tremendous power. It is 
actually two transmissions in one ... a “take your choice” trans- 
mission offering lightning-like starts or smooth cruising glide... 
at the touch of a finger. 


Advanced Graceful Styling... 


is causing many to choose the new Packard for beauty alone. 
The interiors are richly upholstered and color-keyed to carry out 
the regal theme which makes Packard the new standard by which 
all fine cars must be judged. 


Another Great Line... The 1955 Clipper... 


precision-built by Packard craftsmen . . . also has attracted 
enthusiastic thousands at Auto Shows. The 1955 Clipper brings a 
new distinctive individuality to the medium-price field. Expressly 
designed to be distinctive in performance as well as beauty, Clipper 
offers big new 245 or 225 horsepower V-8 engines to give you com- 
mand of more responsive power than is available in any other car 
near the Clipper price range. 


Dealers are signing up in record numbers to sell the two great cars that are part of the most 


important automotive achievement of our time! A few selected areas are still available. 


Gy 


PACKARD DIVISION 


STUDEBAKER-PACKARD CORPORATION 


DETROIT 32, MICHIGAN 


Packard Brings a New Era of Dealer-Factory Relations! 









F By Joseph M. Callahan 
| ' Staff Writer 
a SOUe 10 percent of the 1955 
a car buyers in certain lines are 
- willing to pay $32 to $75 for engine 
; power-pack kits which provide an 
me \extra eight to 20 horsepower, a 
mm jsurvey of dealership and factory 
officials has revealed. 


demand, as yet. 

Ford division, which prefers to 
refer to “the special high-com- 
pression engine,” reports that 8 
percent of its current production 
of Fairlanes and station wagons 
with Fordomatic are equipped 
with power kits. However, this 
figure is expected to rise as pro- 
duction permits. 

A Dodge spokesman 
that 9 percent of 1955 production 
has been equipped with power kits. 

This percentage is also expected to 
increase. 

Other makers now supplying 


215,000 Visit Motorama— 


Spectators at the General Motor Motorama in New York were amazed by the flying 
turntable stage which swings cars down from a 13-foot height during the show. Attend- 
ance topped 215,000. From New York the exhibit will travel to Miami, Los Angeles, 
San Francisco and Boston. It opens in Miami's Dinner Key Auditorium on Saturday 


(Feb. 5). : 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
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However, factories are not pro- | 
ducing enough kits to meet this | 


reported | 


‘But Demand Exceeds Supply . . . 


10% Seek Power-Pack Kits 


| Pontiac and Studebaker—decline to 
give figures on the demand or pro- 
duction of their power “boosters,” 
|either because it is “too early” to 
;}comment or for other reasons. 
* * * 

|A SIGNIFICANT fact pointed up 
by the survey was that buyers 
\of certain:makes — particularly 








. ° 
Engineer’s View 
For an engineer’s view of the 

power package, see story. on 
Page 53. 

| Ford—are traditionally much more 
“horsepower-conscious” than other 
buyers. 

But it appears that the six auto 
makers with power packs have 
found something which will attract 
|many buyers and which is likely to 
make serious inroads into the 
“speed shop” industry, centered 
principally in California. 

On the other hand, factory and 
dealer officials were quick to say 














Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? power packs—Chevrolet, Plymouth, 


REGENCY ACCE 





that a true estimate of the de- 
mand for power kits was not 
available at present because: 

1. It’s a little early for the situa- 
tion to have shaped up clearly. 
Some makers are just beginning to 
produce their kits. Some manutac- 
turers underestimated the demand 
and, therefore, cannot tell what the 
saturation point is in the power- 
pack market. 

+ + * 
2 THERE is no way of knowing 
® for certain whether the initial, 
|strong demand for power kits will 
be a continuing thing or whether 
it was the typical sales impact of 
any new automotive item. 

3. A majority of the officials felt 
that spring will bring an increase 
in the demand for autos and a 
much greater increase in the de- 
mand tor power kits. 


Several dealers expressed 
thought: 

“Many car purchasers are be- 
coming educated to the value of 
horsepower in their engine. They 
are learning that the extra 
“horses” mean increased accel- 
| eration rather than _ increased 

speed. 

“Also, many buyers, echoing nu- 
merous Magazine and newspaper 
articles which decry the increased 
horsepower, say that these power 
kits are dangerous in the hands of 
their neighbors. but, in the next 
breath, they call the added horse- 
power a salety device when used 
by sensible persons, like them- 
selves.” 


this 


x * oe 
oo power kit retail price (in- 
cluding excise tax) suggested 
is $52.30; tontiac, 
Studebaker, 


by Plymouth 
$34.95; Ford, $38.83; 


| $59.20; Chevrolet, $60.98, and Vodge, 


$47.90 (for the Custom hoyal) and 
| $74.80 (tor the Coronets ana Koy- 


| als). 


A number of dealers said pri- 
vately that they were equipping 
their own and their saiesmen’s 
cars with power packs and taat 
the effects of the hiked horse- 
power wasn’t too “noticeabie,” 
except at speeds upwards of 50 
and 55 miles per hour. 

Dealers reported the power kits 
made their greatest appeal to the 
' young, car-minded men 1n the “hot- 
rod set.’ The dealers repeatedly 
made it clear that these fellows 
were not to be confused with the 
reckless, crazy-driving “crouchies.” 

However, several oiticials found 
to their surprise that many older 
men were strongly attracted by 
the boosted horsepower which the 
kits oftered. 

* ” x 

IHUS far, the Ford power packs 

appear to have had the greatest 
Public acceptance. A Detroit dis- 
tribution oumicial said that 10 per- 
i|cent of the Fairlanes in January 
|had been scheduled with power 
| kits. Vhis was found inadequate. 
| ‘twenty percent of the }Fairlanes 
|tfor February are being scheduled 
| with the packs, but already dealers 
| have reported that this will not be 
sufficient. 

Although the power pack is 
also available on station wagons, 
most of dealers surveyed said 
they had few requests for the kit 
with the wagons. 

However, a Ford dealership sales 
|manager reported that he pur- 
posely equipped his station wagon 
with the power kit and found it 
extremely worthwhile for the heavy 
loads he occasionally carried. 

One dealer irritably declared 
that he hadn’t received enough of 
|the power packs to tell exactly 
what the demand was. He said 4 to 
5 percent of his sales were with 
power packs but in most of these 
cases the buyer had talked him 
into giving away the pack. 

* * * 





OMMENTING that the packs 
were “limited to a certain clien- 
tele,” another dealer said he sold 
20 to 25 in the first month. He 
added that it was one of the acces- 
(Continued on Page 115, Col. 5) 
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Pontiac 
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Service 


voted by the public 
No. 1 in the industry! 


In a recent extensive nation-wide survey to determine owner 
reaction to dealer service practices, owners of all makes of cars 
were asked to answer fourteen pertinent questions about the type 
of service they received from their dealer. 


Pontiac dealers rated first or second on ten of these questions— 
to win top position in the industry. 


Among those highly appreciated practices in which Pontiac 
dealers were rated first by their customers were: accurate esti- 
mates, work finished when promised, appreciation of patronage, 
quality work, fair prices, correct diagnosis and attention to minor 


details—in short, all the factors important to building goodwill. 


It is this owner goodwill—the goodwill that is built after the 
car sale is made—that determines to a great degree the continu- 
ing success and growth of a dealership. 


There can be no better evidence of the progressiveness and 
responsibility of Pontiac dealers than this. 


With an outstanding product, unsurpassed owner goodwill and 
the best customer relations in the industry, it is easy to see 
there’s a brighter future than ever for Pontiac dealers. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 


lng 








AUTOMOTIVE WASHINGTON 
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Government May Revive 


Auto Advisory Groups 


By William Ullman 
Washington Correspondent 
A§ ONE result of the recent Government-auto industry 
meeting in Detroit, the Business and Defense Services 
Administration may prod the old NPA advisory committees 


into action again. 


At the conference, BDSA Administrator Charles Honey- 
oOo —--- SS 


well and George Davis, chief 
of the automotive division, 
told the auto men they would 


like to have the services of some 
of their executives on a rotating 
basis without compensation. 

It was suggested that this might 
be best accomplished through reac- 
tivation of the presently sleeping 
industry advisory groups. 

Since there have been some 
changes in car manufacturing since 
the days of the National Produc- 
tion Authority, some new commit- 





tee placements may have to be 


made. The car 
group would like- 
ly include George 
Romney, repre- 
senting American 
Motors; James J. 
Nance for Stude- 
baker - Packard, 
and the others 
about as former- 
ly—Henry Ford 
II, Ford; Harlow 
Curtice, General 





Motors; 


L. L. Colbert, Chrysler;|to substantially lessen competition 


Edgar Kaiser, Kaiser Motors, and| or create a monopoly. 


M. M. Markin, Checker Cab. 

A truck and replacement parts 
lineup is undergoing scrutiny and 
may be named shortly. 

Standby controls on materials 
and production, along with stand- 
by price stabilization, are matters 
the Government is hoping to round 
out before too long. 

The Detroit meeting covered all 
that ground informally. 

. * on 


‘Opportunity’ Bills 

'WO measures have been intro- 

duced in the new Congress that 
may well be worth watching. They 
are known in the descriptive terms 
of their sponsors as “equality of 
opportunity bills.” 

One—S-11—was introduced by 
Senator Estes Kefauver, Tennes- 
see Democrat, with 29 co-spon- 
sors, while the ot he r—HR-11— 
was offered by Rep. Wright Pat- 
man, Texas Democrat, with 47 
co-sponsors. 

These bills are designed to amend 
the Robinson-Patman Act so that 
the good-faith meeting of compe- 
tition will not be a defense if the 
price or service discrimination tend 


The bills were sent to the respec- 
tive judiciary committees of each 
chamber. A few legislative observ- 
ers think there might be applica- 
tion to the automotive industry in 
some respects. 

aa * * 


Road Plan Under Fire 


ENATOR HARRY BYRD, Vir- 

ginia Democrat, has expressed 
objection to the money-raising pro- 
posals of the President’s national 
highway committee, and submitted 
his own substitute plan. 

Byrd called the recommendations 
of the National Advisory Commit- 
tee on a National Highway Pro- 
gram “thoroughly unsound.” He 
also issued a warning against the 
growth of Federal grants to states 
and the accompanying Federal con- 
trol. 

The President’s committee, 
headed by Gen. Lucius Clay, rec- 
ommended that the nation spend 
$101 billion in the coming 10 years 
to improve the country’s highway 
system. This would include an in- 
crease of $25 billion by the Fed- 
eral Government alone to build a 
40,000 - mile coast-to-coast inter- 
state system. 

The Clay group has proposed fi- 
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Geared Head 
Engine Stand for SELF 
floor mounting, LOCKING 


Model 835-W 
$124.50 including 
Adapter Arm of 
your choice. F.0.8 
Arcade, N. Y. 





COMPLETE ASSEMBLY OR 
DISASSEMBLY ON THE STAND 


On any overhaul job, the 
engine block remains on the 
stand from start to finish. 
The engine can be completely 
torn down and re-built with- 
out the necessity of remov- 
ing from the stand. 


174° 






(IMustrated) 


Pat. No. 2654147 
(Pats. Pend.) 







OF ENGINES 


including Adapter Arm of 
your choice (Pan extra) 


F.0.B. ARCADE, N. Y. 





OFF CENTER LOADS 
HANDLED WITH EASE 
One man can handle off- 
center loads with a light 
cranking pressure... ends 
strained backs and muscles 
jockeying heavy loads into 

working position. 
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ENGINE STAND 


NEW CONVENIENCE— GREATER SAFETY 
FASTER ENGINE OVERHAUL 


The new KRW Worm Gear Drive Engine Stand is an 
investment in better service, reduced overhaul costs 










and greater safety. Makes engine overhaul faster and 
easier because it decreases the physical labor and in- 
creases working convenience. You crank the engine 
into working position . . . ends lifting and tugging . . . 
heavy car or truck engines can be rotated the full 360° 
with a light crank pressure. Safe, self-locking . . . 


nothing to fumble with or forget . . 
any position. Shipping weight 480 Ibs. 


WORM GEAR DRIVE 
ATTACHMENT 

A complete kit for 
converting any KRW 
Engine Stand to worm 
drive. Takes 5 minutes 
to convert — no ma- 
chine work required, 
The shipping weight 
is 45 los. 
$52.50 including crank 
F.0.B. Arcade, N.Y. 


. locks itself at 







835-WG-7 
(Pat. Pend.) 


ADAPTER ARMS — Available to handle every make engine... when 
ordering specify make and model of engine arms should fit. 





EASIER SERVICING 


Enables the mechanic to place 
the engine in the most com- 
fortable, accessible working 
position. They can adjust the 
work to suit their reach and 
build. N.Y. 


DRIP PAN ATTACHMENT 


Cuts down on clean up time. 
Eliminates dangerous oil 
spills. Keeps your shop safer 
and cleaner, Shipping weight 
33 lbs. $12.95 F.0.B. Arcade, 


ORDER YOUR STAND AND ACCESSORIES DIRECT FROM THE FACTORY 


SEE AND OPERATE THE 


GEARED HEAD STAND 


This new engine stand and 
Tools 
and Garage Equipment will 
be on display at the NADA 
Convention at Chicago — 
Jan. 29 thru Feb. 2. Come 
in and operate it yourself! 


other KRW Service 


BOOTH NOS. 340 - 341 


Write for Illustrated Brochure No. 18 


batomoetiue Products Diutsiou 


OFFICE 


AND FACTORIES 


K-R-WILSON, Inc. 


ARCADE, N.Y 








nancing through a Federal corpo- 
ration which would borrow $20 
billion from the public through the 
sale of 3 percent 30-year bonds. The 
Treasury would guarantee the 
bonds, whose principal and interest 
would be paid by annual appropri- 
ations by Congress. The obligation 
would not be listed as part of the 
U. S. debt. 

Said Byrd: 

“Such procedures violate financ- 
ing principles, defy budgetary con- 
trol and evade Federal debt law.” 

He would repeal the Federal 2- 
cent gasoline tax to allow the states 
to reimpose it, continue the $535 
million matching Federal aid, keep 
the lubricating-oil tax and place a 
half-a-cent-a-gallon Federal tax on 
gas. 

* * . 


SBA Revamp Urged 


- IS the opinion of the U. S. 
Chamber of Commerce that the 
Small Business Administration—if 
it is continued—“should be trans- 
formed from an independent, grow- 
ing agency and integrated—with its 
identity intact—as a part of the 
Department of Commerce.” 

The Chamber said that if SBA 
is left independent, it “undoubtedly 
will continue to grow and eventu- 
ally attempt to duplicate the func- 
tions of the Department of Com- 
merce.” 

This possibility, said the Cham- 
ber, “poses the eventuality of two 
arms of the Government perform- 
ing the same kind of service for 
business, but with the implication 
that one represents big business 
and the other small business.” 

SBA is due to go out of exist- 
ence June 30, but has many ad- 
vocates in Congress, and Presi- 
dent Eisenhower has asked for 
its continuance. 

Governmental aid for small busi- 
ness has won approval in many 
quarters, and the idea has been ad- 
vanced that if SBA is incorporated 
into the Department of Commerce 
it should be under the supervision 
of an administrator directly respon- 
sible to the assistant secretary for 
domestic affairs. 

There are 4,200,000 non-agricul- 
tural businesses in the country. 
About 4,000,000 of these are small. 

In its first 14 months of existence, 
SBA considered 3,697 loan applica- 
tions totaling more than $167 mil- 
lion, giving approval to 1,832 loans 
totaling in excess of $59.3 million. 

Many small operators in the re- 
tail automotive field have been SBA 
beneficiaries, direct and indirect. 

* + * 

Parking Apathy Charged 
USSELL SINGER, executive 
vice-president of the American 

Automobile Assn. last week 

charged large downtown businesses 

in Washington with being apathetic 
toward the parking problem. 

“Since they have parking lots 
of their own, or are located near 
large off-street parking facilities,” 
he said, “they have yet to feel the 
pinch.” 

Singer told both large and small 
downtown establishments that the 
present fringe parking problem is 
but a “slight degree” of construc- 
tive action and “points up the need 
for shedding indifference and apa- 
thy in favor of molding the work- 
able suggestions of civic groups and 
businessmen into a practical long- 
range solution to the parking 


problem.” 
. ” * 


New Road Commissioner 


HARLES D. CURTISS is the 
new commissioner of the U. S. 
Bureau of Public Roads, succeed- 
ing Francis V. duPont, who will 
become a special assistant to Sec- 
retary of Commerce Sinclair Weeks. 
Curtiss has been BPR deputy 
commissioner since 1944 and a 
career official in the bureau since 
1919. 
In his new post, duPont will de- 
vote himself to the President’s 10- 
year national highway program. 


New Mailing-List Catalog 
Includes Automotive Firms 


DETROIT.—R. L. Polk has is- 
sued its 1955 catalog of mailing 
lists, describing 6,000 types of pros- 
pect lists, including the names of 
auto dealers, repair shops, finance 
firms and other automotive busi- 
nesses. 
Copies of the catalog are avail- 
able on request from R. L. Polk & 
Co., 431 Howard St., Detroit 31, 
Mich. 
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Purchasers to Seek Wider Range of Makes... 


Resale Value Guides Fleets 


By Sam Sampson 
Staff Writer 

DETROIT. — Consideration of 
the resale aspect of fleet-owned 
passenger cars May cause fleet pur- 
chasers to choose a wider range of 
makes and models in the future, it 
was brought out at the panel dis- 
cussion on “Selection of Passenger 
Cars for Fleet Operation” at the 
golden anniversary meeting of the 
Society of Automotive Engineers 
here. 

Arthur Bateman, of the Na- 
tional Used Car Dealers Assn. 
and a used-car dealer in London, 
Ont., told of the used-car deal- 
er’s problem in disposing of the 
average fleet car—a sparingly 
equipped standard model of one 
of the “Big Three” makes. 

In his talk, which he labeled, “If 
I Were a Fleet Purchasing Agent,” 
Bateman said he would review the 
cost of owning a car for the stipu- 
lated period rather than the cur- 
rent practice of examining only 
the initial purchase, and subse- 
quent maintenance costs. 


He declared that if a fleet were 
working with a series of used-car 
dealers to dispose of used cars, the 
used-car dealer would pay more for 
a better choice of makes and 
models. 

It would be wise, Bateman sug- 
gested, if the fleet buyer were to 
examine what the fast-selling 
cars and models were on a com- 
munity basis, and purchase units 
in accordance. These models, he 
believes, will stand a good chance 
of being in demand two or three 
years hence under normal eco- 
nomic conditions. 


Further, Bateman wondered 
about the long-range attitude of 
management toward salesmen. 
Most companies, he poirited out, 
expect the “big push in sales,” and 
yet provide their salesmen with the 
most unimpressive cars on the 
market to get the job done. 

Drawing on his years of experi- 
ence as a salesman, Bateman re- 
called that most successful sales 
are closed by the man who is en- 
thusiastic about his company and 
its product. This feeling is further 
developed by the company if the 
salesman is sure his company is 
offering him the best possible tools 
to get the job done. 

Much of the panel discussion was 
concerned with the problem of 
whether to choose the six or eight- 
cylinder engines now offered by all 
three of the most popular makes. 

One panel member pointed out 
that there is an automatic in- 
crease in maintenance costs with 
the eights—two more spark plugs 
per change, additional quart of 
oil for each change in some cases, 
and additional radiator capaci- 
ties calling for more antifreeze 
to maintain the car for winter 
driving. 

Once again, the resale value of 
the vehicle was discussed. How 
popular are the two new V-8s going 
to be? Will they be more valuable 
or less valuable than the sixes in 
two years? Bateman pointed out 
that a “hot” new model brought 
out by any firm tends to increase 
the value of older models of the 
same make. 

It was generally felt that busi- | 
ness coupes are a poor choice for | 
| 





fleets. because of low resale values. 
But a rather lively discussion was | 
carried on about the relative values | 
of two and four-door models. Most | 
of the fleet buyers thought that | 
four-doors were worth the addi- | 
tional initial cost in view of resale 
preferences. 

The discussion of recommended 
optional equipment brought out 
a@ wide variety of opinions. Auto- 
matic transmissions, overdrive, 


Dragatis Sells in Utah 

The V and H Motor Co., Price, 
Utah, has been organized to 
handle Studebaker and Packard. 
New owners are John Hillias and 
John Vatsis who bought the in- 
terests of the Dragatis Motor Co. | 
from Harry Dragatis, one of the 
oldest car dealers in Eastern 
Utah. He has handled the Stude- 
baker line since 1924. 


power steering and power brakes 

were discussed in particular. 

Walter Langseder, fleet buyer for 
Thomas J. Lipton, Inc., listed what 
equipment he considered to be es- 
sential for fleet cars, and what he 
thought was controversial. 

Essential items included heaters 
and defrosters, sun visors, left side 
arm rests, turn indicators and side- 
view mirrors. Controversial items 
included windshield washers, posi- 
tive action wipers, tinted glass, 
power brakes and power steering. 
Accessories which are not consid- 
ered essential are radios, auto- 
matic seat adjusters and air con- 
ditioning. 

Some discussion was held on air 
conditioning. One fleet buyer said 
his company was thinking seriously 
of air-conditioned cars for southern 
areas, pointing out that one maker 
now provides a low-cost air-condi- 
tioning system. 

On the subject of automatic 
transmission, fleet users said that 
many new salesmen no longer 
know how to drive a standard- 








shift car. Others pointed out that 
automatics waste gas, and are 
expensive to service and 

Overdrives also came in for 
praise and condemnation. Many 

felt that overdrive was the best 
possible accessory for fleet cars, 
while others said that tests showed 
no appreciable gains in fuel econ- 
omy or longer engine life which 
would offset the increased initial 
cost per unit. 

J. O. Sibley, of U. S. Fidelity 
and Guaranty Co., remarked that 
discount privileges are often not 
honored on the road, and he 
thought that the discounts should 
be more than “suggested” to the 
dealer. 

Haulaway charges, Sibley said, 
should be passed directly to the 
fleet user rather than paid on the 
manufacturer’s basis. Unrealistic 
freight charges including cost of 
component parts shipped to as- 


sembly plants should not be 
passed along to the fleet user, he 
said. 

Most fleet deliveries come com- 


Seiberling to Produce in Colombia— 







A modern plant has been built by Setberling Rubber Co. in Bogota, Colombia, 
where tire production will start early next year. A predecessor firm, Almacen Villegas, 
Colombia's largest producer of rubber flooring, has been consolidated into the new 


company. 


plete with an invoice including 
dealer handling charges. This fac- 
tor, Sibley thought, ought to be 
eliminated on fleet purchases. 
Several dealers contributed to the 
discussion. Principally, they were 
interested in selling and servicing 
fleets, and wanted to know what 


the fleet user expected in the way 
of service cost adjustments. 

They maintained that after the 
service Warranty had expired, 
fleets should pay customer labor 
rates for shop work, and use fleet 
discounts only on parts. It was the 
feeling of fleet men that this was 
acceptable. 


| Chaat iliions.. 


. . . on a wonderful show, wonderfully staged! 
Your N.A.D.A. Convention tops them all! 


And to make sure that you get the most out of it, may 
we offer one pertinent point? Now’s the time to 

query your colleagues about their past successes in 
school bus selling. You'll find that the real “doers” 
were the dealers who bid Superior—the coach 

that school boards trust, the coach that most 


school boards buy. 


That’s a good point to take home with you. For more— 
and easier—school bus sales in 1955, bid Superior. 


SUPERIOR COACH CORPORATION 
lima, Ohio * Kosciusko, Miss. * Oakland, Calif. 
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STANDARD OF COMPARISON 


AIRFOAM makes interiors roomier, Premolded AIRFOAM replaces expensive 
more luxurious handwork—looks even richer 





Airfoam ~T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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AIRFOAM gives custom looks 
and custom rides 


Exciting new seating ideas 
become practical with AIRFOAM 


THE WORLOE FINEST 
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AIRFOAM can be your greatest 
sales-aid in years 


ADE 
utr 





\ 





} 
: 


GOOoD, 


in their GYeg ao blue 7 





something newer than 


SOFAS-ON-W HEEL 


That low, long look gets the ooohs 
and aaahs from the customers — but 
crowded interiors can chill ’em before 
the sale is made. 


Something should be done about 
uselessly bulky seat construction. It was 
fine for Grandma’s parlor—but there’s 
just no place for it in modern cars. 


And something is being done! 
Premolded cushions of AIRFOAM are 
already saving valuable space—and even 
better news is on the way! Working with 
leading automobile manufacturers, 
AIRFOAM Development Engineers are 
shaping new seating of revolutionary 








MOST MMODERN, CUSHIONING 


EAR 


design. It will deliver superlative riding 
comfort—yet make interiors surprisingly 
roomy! 


Airfoam seat-units, with cushions 
and frame all-one, will be mass-produced 
at mass-production savings. They will 
add style and glamour to the smartest 
cars—yet the usable ROOM in those cars 
will bring a new “buying-gleam” to the 
customer’s eye! 


When will this be? Perhaps sooner 
than you think. Perhaps your manufac- 
turer is working on it right now! 


Goodyear, Automotive Products Dept., 
Akron 16, Ohio 


We think you'll like “THE GREATEST STORY EVER TOLD” 
every Sundoy—ABC Rodio Network 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 
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Capsule Comment 


Convened in Chicago, the nation’s new-car and truck deal- 
ers wrestle with the problem of restoring a healthy profit 
margin, while increasing goodwill and service to the com- 
munity. 

And the most influential delegate is that unseen one— 
the retail customer. 
* * * 

An inquiry into factory-dealer relations is brewing on 
Capitol Hill. 

Washington officialdom has the power to clear the air 
or becloud it. But too often it’s the latter. 
. * ~ 

General Motors pins its hopes for record car sales on 
confidence that the U. S. economy will take on record 
momentum in 1955. 

A forecast of prosperity, whose benefits will be shared 
by all. 
. ™ ” * 

Widespread new-car discounting is said to be depressing 
used-car values. 

That’s what is known as a vicious circle. 
+ * * 

In a challenge to shoppers, a resourceful dealer plunks two 
cars of rival manufacture alongside his own ’55 line in the 
showroom. 

Competition? You ain’t seen nothin’ yet! 
* * * 

Suits instituted against 46 Minnesota dealers by the late 

OPS are to be withdrawn by the Government. 
Lei’s hope that’s the end of a bad dream. 
* * * 

The Chrysler division is preparing to introduce a 300- 

horsepower model. 
Whew! 





Events 


Dealer Conventions 


Jan, 29-Feb. 2—NADA Annual Convention, 
Hotel Conrad Hilton, Chicago, 

Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

June 19-2I—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
ae ‘ 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Sept. 16—24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16— Nebraska New Car Dealers 
sociation, Paxton Hotel, Omaha. 
— 16-17 — New Mexico Automotive 
" — Assn., Nickson Hotel, Roswell, 
—_ 18-20 — 32nd Annual Convention, 
ew York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 1%—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is. 

Sept. 25-27 — Texas Automotive Dealers 
Cmseeren, Shamrock Hotel, Houston, 
exas, 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hote {© peutic Hall, Atlantic 


City, N. J. 
Oct. 9-10—Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Nov. I—Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 13-14 — 20th Annual Convention 
Automobile Dealers Association of 
—- Tutwiler Hotel, Birmingham, 

a. 


Dealer Auto Shows 


Jan. 29-Feb. 5 — Pittsburgh Auto Show, 
Hunt Armory, Pittsburgh. 

Jan. 29- Feb, 5 — Rochester Auto Show, 
Main St. Armory, Rochester, N. Y. 

Jan. 29-Féb, 6—Detroit Auto Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6 — yore Autorama 
as ort, lowa, Rock Island, Moline, 
‘ast Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 1-4 — Fremont Automobile Show, 
Rainbow Gardens, Fremont, Chio. 

Feb. 2-6 — San Diego Automobile Show, 
Electric Building, Balboa Park, San 


Diego, 

Feb. 5-12—Milwaukee Auto Show, Arena 
and Auditorium, Milwaukee. 

Feb. 5-I2—Des Moines Automobile Show 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 7-12 — Schenectady Auto Show 
ms tac Armory, Schenectady, New 


ork, 
Feb. 8-13 — Omaha Automobile Show, 
— New Civic Auditorium, Omaha, 


eb. 

Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 15-20—Cleveland Automobile Show, 
Public Auditorium, Cleveland. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bldg., 
Syracuse, New York. 

Feb. 21-23—Altoona Automobile Show, 
Jaffe Mosque Bidg., Altoona, Pa. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine, 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washington. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 16-20—Winnebago County Automo- 
bile Show, Armory, Rockford, Illinois. 
March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


nia, 
April 20-23—Danville Auto Show, Danville, 
Virginia. 
* * 


General 

Feb. 5 —Antique Automobile Club of 
America Annual Meeting and Dinner, 
Franklin Institute, Philadelphia. 
Feb. 5-13—GM Motorama, 
Auditorium, Miami, Fia, 
Feb. 7-11—Automobile Accessories Manu- 
facturers of America Convention, Navy 
Pier, Chicago, 

(Continued on Page 116, Col. 3) 
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‘No Need for 


Markup Formula 


I was interested in reading John 
Munn’s article in which he indi- 
cated that one solution to the retail 
pricing of automobiles was to drop 
all packs and devise some formula 
for markups over dealer invoices. 


I sorta like James Berry’s sug- 
gestion from Cleveland but maybe 
here is another along that line: 

I have been watching the earn- 
ings reports of some of the automo- 
bile manufacturers in the last few 
years, which indicates they have 
been making 15 to 20 percent on 
sales. If these are true, then a 15 
percent profit would seem reason- 
able for the entire industry. 

Therefore, I arrive at a markup 
this way: It cost us 14 percent of 
sales to do business; to this we 
add our 15 percent profit, which 
makes 29 percent. Now to make 
29 percent discount, we need to use 
about a 40 percent markup over 
the total invoice. When we get this 
added we multiply it by 5 percent, 


|which was at one time considered 


The Big Stories 


Studebaker emerges from receivership when a Federal judge in 
South Bend declares the plan for reorganization as submitted “fair 


and equitable to all concerned” and now operative . . 


. A crowd of 


31,000 attends the opening of the Chicago Automobile Show .. . 
Chevrolet noses out Ford in 1934 by, 33,634 cars and trucks... A rear 
engine automobile is introduced by William E. Stout, president of 
Stout Engineering Laboratories, Dearborn. The engine is a standard 
V-8 of 100 horsepower driving through a selective gear mechanism 


to the rear axle . 


. - Bendix Products Corp. introduces a device to 


treat ordinary tires with a new form of tread claimed to reduce skid- 
ding. The machine cuts lateral slots in the surface of the tread... 
The Automobile Code is extended to June 16 by President Roosevelt 
with amended provisions calling for stabilization of employment and 


overtime rates. 





~—From the Files of Automotive News. 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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a reasonable conditioning and 
handling charge by a department 
of the United States Government. 

Incidentally, many farm tractor 
dealers use 5 percent of the deliv- 
ered price today as their charge 
for conditioning and handling. 

Of course, in order to wind up 
with the 15 percent profit, we will 
have to take all our used cars and 
trucks in at a price that will enable 
us to take a 40 percent markup 
on them also. 

I submit that if we use this 
formula there will be no further 
need for packs.—Ex.son G. Sms, 
president, Elson G. Sims, Inc. 
(Ford), Vincennes, Ind., and presi- 
dent of Automobile Dealers Assn. 


of Indiana. 
+ . * 


Warning 
I think your Jan. 24 issue is the 
greatest ever, especially page one 


and your editorial, “What Happens 
(Continued on Page 20, Col. 4) 
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Russia Hikes Goals 


Plans Output of 750,000 Vehicles a Year, 
Against 500,000 in 1950 


By Thomas M. Hewitt 
Staff Writer 

N INSIGHT into Soviet Russia’s 
‘& plans and goals for its auto in- 
dustry was given Automotive News 
last week by K. Chugunov, of Mos- 
cow, chief of the American Section 
of the USSR Society for Cultural 
Relations with Foreign Countries. 

In response to a query, Chu- 
gunov had a series of articles 
translated and mailed to Detroit. 
The articles were from publica- 
tions for “home” consumption. 

In the material was an indica- 
tion that Russia’s Fifth Five-Year 
Plan, which ends this year, has a 
goal of 750,000 vehicles a year. 

* a: x 


O FIGURES are available to 
show what percent of the 750,- 
000 vehicles would be cars, but a 
look at the 1950 target provides 
some indication. The goal then was 
500,000 units, including 428,000 
trucks, 65,600 cars and 6,400 buses. 
An article in The Automobile 
and Tractor Industry, 
the fifth Five-Year Plan, said: 
“To meet increased consumer 
demand the plan calls for a 49 
percent increase in the output of 
passenger cars, including Mosk- 
viches by 40.4 percent, Pobedas 
by 52.5 percent and ZIMs 16-fold.” 
Percentages were mentioned fre- 
quently but actual figures were not. 
A Pravda article said “increas- 
ingly more cars are being put on 
the market for sale to the public.” 
Pravda said the Pobeda will be 
improved in the next few years. It 
will have a more powerful engine, 
65 to 70 horsepower, and its present 
body will be replaced. 
6 * 7 


T= Moskvich, a midget car, will 
get a more spacious body and 
a new 37-horsepower powerplant. 

The ZIS-110 will get a more 
streamlined body and automatic 
controls. 

“To meet the needs of the na- 
tional economy,” Pravda con- 
tinued, “production of a new 
cross-country passenger car, 
GAZ-69, was started in 1953.” 

Those, plus the ZIM, are the only 
makes being produced in Russia 
today. 

Maximum speed of the ZIS is 


Teer, Wickwire 
Forms Division 


For Fluid Power 


JACKSON, Mich. — Teer, Wick- 
wire & Co., an automotive supplier 
for 30 years, has announced crea- 
tion of division to develop and 
manufacture products in the in- 
dustrial hydraulic and pneumatics 
field. 

According to E. N. Gage, presi- 
dent, it will be known as the fluid 
power division. 

Gage said the step is being taken 
in the interest of product diversi- 
fication and ultimate expansion. 
The firm, he said, will continue its 
regular automotive line. 

The initial phase of the program, 
he said, would be design, develop- 
ment and testing. Gage said that, 
initially, a line of air and hydraulic 
cylinders for industrial use is ex- 
pected to be ready for marketing 
in several months. 

Preliminary work, he said, would 
be in charge of Griffith W. Lind- 
say, chief engineer of the newly 
created division. Lindsay formerly 
Was associated with Buckeye Iron 
& Brass Works, Dayton, O. 





Missouri Dealer Rents 


Cars to Police Dept. 


INDEPENDENCE, Mo. — An 
apparent savings of $6,000 annu- 
ally has been effected by the City 
in contracting with Moody Mo- 
tor Co. (Ford) to furnish four 
patrol cars for the Police Depart- 
ment on a rental basis. 

The contract, approved by the 
City Council, provides that all 
expenses on the four cars except 
gasoline will be paid by the deal- 
ership for a rental of 4 cents a 
mile and that the vehicles will 
be replaced at 60,000 miles. 


LTTE 


discussing | 








said to be 140 kilometers per hour, 
and the GAZ has a maximum of 
90 k.p.h. 
* : + 

guyass vehicle manufacturing 

began on Nov. 7, 1924, when 10 
trucks rolled out of the gates of 
the AMO faetory in Moscow, ac- 
cording to an article by A. Kar- 
penko in the Nov. 5, 1954 issue of 
Trud, newspaper of the Soviet trade 
unions. 

Karpenko was quick to point 
out that the industry began only 
after the czar was overthrown in 
October, 1917. 


“Prior to the October Revolu- 
tion,” he wrote, “Russia had no au- 
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tomobile industry. True, there were 
some attempts to start it. In 1908, 
automobiles were manufactured in 
St. Petersburg (now Leningrad) 
but in miserably small quantity and 
by primitive methods with the 
principal parts imported from 
abroad.” 
* * + 

URING World War II, “new 

well-equipped automobile plants 

sprang up in the eastern and other 
parts of the country,” Karpenko 
said. 

He said the industry is improv- 
ing mass-production methods, 
adopting perfected 
processes and turning out new 
models. 

Before the war five-ton trucks 
were the largest made. Now, 
Soviet plants produce 25-ton 
trucks. 

Automation is mentioned in the 
articles. Karpenko said 90 percent 
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NEW! The VIS-U-LID 
which keeps stocks clean 
and adds a Solvent display 
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Chevrolet Dealers Lend 


Bulk of Cars to AAA 


DETROIT.—More than half of 
the dual-control cars used in high 
schools, teaching the American 
Automobile Assn.-sponsored driv- 
er education courses in 1954, were 
contributed by Chevrolet dealers, 
AAA revealed last week. 


Of the 5,089 cars assigned by 
AAA last year, 2,793 were con- 


tributed by Chevrolet dealers. | 
More than 30,000 students took | 


the course. 





of all assembly work is performed 


|on conveyors. 


In a pamphlet, A. S. Isayev, writ- 
ing about the Fourth Five-Year 
Plan, said: “Automatic controls 
were widely introduced, which 
made it possible to advance from 
automatic machine tools and auto- 
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-|matic transfer lines to automatic 


shops and whole automatic fac- 
tories, such as that for the produc- 
tion of aluminum pistons.” 

The Pravda article said: “The 
number of automatic transfer lines 
will nearly treble by the end of the 
Fifth Five-Year Plan. The industry 
is to solve the problem of com- 
pletely automatizing the assembly 
of such labor-consuming items as 
oil and water radiators, truck bod- 
ies, oil filters, springs, etc.” 


DuBois Changes Hands 


Robert DuBois has sold DuBois 
Motor Co. (Chrysler - Plymouth), 
Vancouver, Wash. to L. Clay 
Sparks and Delbert Mead. Sparks 
formerly operated the Sparks Mo- 
tor Co. here and at Longview, Wash. 
Mead was once service manager for 
Sparks and recently was an Ore- 
gon-Washington salesman for the 
parts division of Chrysler Corp. 





FOR THOUSANDS OF DEALERS 






sales-makers. 


this Trico Cabinet 





“Save lives in ’55” is focusing more attention than ever on 
windshield wiper blades. 
And this eye-catching Trico Cabinet with its new Vis-u-lid is stepping 
up sales of arms, blades and solvent for additional thousands of dealers 
month by month. 
Put a Trico Stock Organizer Cabinet to work for you. Right now, 
with the big season just ahead, your Trico wholesaler has a special 
introductory offer for dealers who have not yet installed one of these 


“= If you already have a Trico D-102 Cabinet, take 


advantage of the D-105 Vis-u-lid Kit bonus 


“special” which Trico Wholesalers are offering. 


NEW ELECTRIC TRICO DEALER SIGN... 


for window or wall display. Big 15-1/2" diameter, 
brilliant illumination; ideal night light. Cost? 
Your Trico jobber has a surprise for you. Ask him. 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N.Y. 
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greatest s 








In 1954, the Ford Dealer Organization 
made the industry’s greatest gains 


in number of new cars solid! 





Sales figures leave no doubt! During 1954, Ford Dealers Cornerstone for the future. 1954’s success was an impres- 
increased new-car sales over the previous year by the sive indication of the confidence buyers have in Ford Cars. 
widest margin in the industry! This confidence was reaffirmed during the introduction of 





Ford’s 1955 line—a line designed for the wants and needs of 
buyers in practically every segment of the growing auto- 
mobile market. And Ford Dealer records show how wide the 
market is for the power assists and other “‘optionals”’ which 
Ford has pioneered and offers in most advanced form. This 
PROOF that the Ford Dealer Organiza- anticipation, in Ford products, of the nation’s needs and 
tion is a sales force second to none! wants is the sound basis for Ford preference. 


PROOF that Ford Cars are built the way 
buyers want them built! 
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Ford preference eet growing 


Its GREAT to be 
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Completing one of the most successful 
years in Ford history, the Ford Dealer 
Organization sold over 303,000 more 
cars in 1954 than during 1953—by far, the 
greatest unit sales gain in the industry! 
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_—Another reason why 
| 


a FORD Dealer ! 


FORD Division of FORD MOTOR COMPANY 



























Rund Motor Sales Builds Again— 

More than $500,000 was invested by S. Rund Motor Sales (Oldsmobile-Cadillac), 
Detroit, in its new home at 5635 W. Fort St. The firm recently built new quarters also 
for another Oldsmobile-Cadillac dealership at 3801 Grand River, Detroit. — 


Dealers Miss Gold Mine 


LEAD, S. D.—The city of Lead, 
with a population of more than 


6,000 and still growing, has no au- in Deadwood, 


their cars 


tomobile dealer. It is the home of| miles away. 





Homestake Gold Mining Co., which 
employes 2,000. Lead citizens buy 
three 


A. E. Friedgen, Inc., transporta- 
tion consulting engineer firm of 
New York City, has announced the 
election of Arthur E. Friedgen, 
founder and former president, to 
the new office of board chairman. 

Martin L. Orner, former vice- 


president, was elected president. 
” * ” 


Ex-Cell-O Promotes 
Jones and Lodge 

Promotion of E. Hugh Jones to 
operations manager of the Lima 
and Fostoria plants of Ex-Cell-O 
Corp., and Richard A. Lodge to 
| assistant sales manager for the 


| by H. Glenn Bixby, Ex-Cell-O pres- 


~ | ident. 
During the past two years Jones | 


has been in charge of the com- 
pany’s jet blade and rotor produc- 
tion. Lodge joined Ex-Cell-O in 





1939 as an engineer. For several 


|}same plants, has been announced | 


years he has been connected with 


the firm’s aircraft operations. 
* * * 


Lempco Products Names 


Pride and McManus 

Lempco Products, Inc., Bedford, 
O., has appointed W. E. Pride as 
equipment sales engineer for its 
|south Texas territory. 
W. J. McManus is Lempco’s 
|newly appointed equipment repre- 
| sentative for the New York-New 
| Jersey area. 


+ * * 


Buick Adds Service District 


\In San Francisco Zone 


A fourth service district in the 
| San Francisco zone has been estab- 
| lished by Buick. 

William Hobbs, formerly of the 
Chico district, will be in charge of 
the district, with offices in Sacra- 
mento. Hobbs will be replaced by 
Richard Cunard, former service 








SIGNAL OF SAFETY...SYMBOL OF QUALITY 


A Signal-Stat on a truck fender is more than a 
signal of safety. It is a symbol of the quality- 
consciousness of vehicle manufacturers, dealers 
and operators who use it on their vehicles . . . 
visible proof that they will not compromise with 
quality or safety. Incidentally, Signal-Stats cost 
no more than ordinary directional signals. 


More trucks use Signal-Stat Class A—Type 1 
directional signals than all other makes combined. 


Signal- 


Stat 


DIRECTIONAL SIGNALS 


SWITCHES 
FLASHERS 


SIGNAL-STAT CORPORATION, SIGNAL-STAT ‘BUILDING, 523-539 KENT AVENUE, BROOKLYN, N.Y. 


manager of Central Motors in 


Sonora. 
* * + 


Judson Retires 


Vice-president Frank W. Judson, 
dean of Pittsburgh Plate Glass 
Co.’s sales organization, has re- 
tired. Judson had been associated 
with the firm for 60 years. 


| * * * 


Ford Moves Honke 


Irwin C. Honke has been ap- 
pointed manager of Ford’s New 
Orleans parts depot. He replaces 
the late Everett Marselus, who 
died in November, 1954. Honke is 
former manager of the Omaha 
depot. 


* * * 


Universal Expands 


Universal C.I.T. Credit Corp. has 
opened a new division office in 
Lansing and has appointed Wil- 
liam L. Dimmer as assistant vice- 
president in charge. Dimmer, for- 
merly sales manager in the Detroit 
division, joined Universal C.I.T. in 
1937. 


* * + 


Clark Names Bradshaw 


To Western Sales Post 


Joseph P. Bradshaw has been 
|named a district sales manager in 
the western re- 
gion for the In- 
dustrial Truck di- 
| vision of Clarke 
|Equipment Co., 
according to an 
| announcement by 
L. A. DePolis, 
sales 


general 
manager. 

Bradshaw will 
work with J. I. 
Beicher, western 
region sales man- 
ager, with headquarters 
Francisco. 

Bradshaw was a salesman for 
Ross Carrier Co. for nine years in 
the Southwest before Ross’ mer- 
ger with Clark. He then joined 
Equipment Distributors, Inc., West 
Englewood, N. J. 

* * * 


Boucher Appointed 


W. E. Tromanhauser, president 
of Buffalo Fire Appliance Corp., 
Dayton, has announced the ap- 
pointment of George H. Boucher 


as vice-president. 
* x * 


J. bP. Mrausnaw 
in San 


Georgia Automotive Jobbers 


Elect Hout President 


The Georgia Automotive Whole- 
salers’ Assn. has elected Howard 
C. Hout, of Albany, president. 

Other officers are Bernie Karp, 
Atlanta, and J. R. Morris, Tifton, 
vice-presidents. Directors are Ben 
T. Brooks, Columbus; Bruce Jones, 
Albany; Frank Mills, Cartersville, 
and Jack Verner, Atlanta. 


* * * 





Terry Joins Board 


M. B. Terry, president of the 
American Brakeblok division of 
American Brake Shoe Co., has been 
named a director of Dominion 
Brake Shoe, Ltd. The appointment 
fills a vacancy on Dominion’s board 
which was created by the death of 
T. E. Akers. 

+ * x 
Lacey Appointed 

Edward F. Lacey, secretary of 
the Transportation Council for the 
Department of Commerce, has been 
appointed director of traffic man- 
agement for The American Uni- 
versity, Washington, Pp. c. 

s + 


N. California Dealers 


Elect Weltner President 


Cc. B. Weltner, president of 
Weltner Pontiac, San Francisco, 
has been elected president of the 
Northern California Pontiac 
Dealers Assn., succeeding Roger 
Boas, also of San Francisco. 

Also elected were: Tom Ray jr., 
Oakland, vice-president; Boas, 
secretary - treasurer; and Don 
Doten, Berkeley, advertising 
chairman. 





* a * 


Cummins Promotes Jung 


Cummins Engine Co., Inc., Co- 
lumbus, Ind., has appointed J. P. 
Jung as manager of the southeast- 
ern region. He formerly had been 
assistant regional manager. Jung 
replaces R. P. Parshall, who now 
is president of Cummins Diesel of 
Wisconsin, Inc., Milwaukee. 

(Continued on Page 17, Col. 1) 
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(Continued from Page 16) 


Engel to Head Planning 


{t Dodge Main Plant 


Appointment of Elmer W. Engel 
as planning superintendent of the 
Dodge Main Plant has been an- 
nounced by M. C. Patterson, Dodge 
general works manager. 

Engel joined Dodge in the truck 
planning department in 1925. He 
became assistant planning super- 
intendent in 1949, the post he has 
held until his current assignment. 


and G. J. Englehardt, former body 
specialist in the vehicle develop- 
ment group. Aitken will head draft- 
ing specifications, records and tech- 
nical data, while Englehardt will 
take charge of the new passenger 
car advance design department. 

~*~ +. * 


Anderson Named Controller 
Of Ford Stamping Unit 


N. J. Anderson has been named 


sales manager. 


ucts Development Laboratory in 
Detroit, according to R. C. Inger- 
soll, president. 

Schmal succeeds David T. Sick- 
lesteel, who has been named man- 
ager of Long Mfg. division’s new 
industrial sales and engineering 
organization. 

* 7 * 


Grange Succeeds Geiger 


C. R. Grange, assistant Dayton 
(O.) manager for Air Reduction 
Sales Co., has succeeded L. O. Gei- 
ger, who has retired as manager, 
according to J. H. Keeney, regional 


* * * 


White Appoints Gaudaur 


Jacob Gaudaur has been named 
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keting since September, 1953. He 
joined the company in 1951 as mo- 
bilization director. 

+ * +. 


Esch Retirement Rounds Out 


44 Years with U. S. Rubber 


H. M. Esch has retired as man- 
ager of industrial engineering at 
the Detroit plant of U. S. Rubber 
Co. after 44 years with the firm. 
He has been retained by the com- 
_|pany’s tire division as a consultant 
on industrial engineering. 

7 * * 


Ellis Moves Up 


Sydney T. Ellis has been named 
executive vice-president of Com- 
mercial Solvents Corp. it was 
announced by J. Albert Woods, 


+. 






controller of Ford Motor Co.’s Met- 





manager of the Toronto branch of 


president. 


al Stamping division, according to 


* * * 


White Motor Co. of Canada, Ltd., 


FWD Names Nolan Head ae Hole, division general man- — to Henry J. Nave, presi-| Training Car— GM honstdil Baldwin 
Of Market Development Anderson, who joined Ford in : ie: a E. H. Colliau, owner of Colliau Chevro-| Aroointment of B. W. Baldwin 


let Co., South Pasadena, Calif., turns over 
a driver-training car to an instructor and 
a pupil representing South Pasadena High 
School. 


as director of labor relations for the 
Detroit Transmission division of 
General Motors has been announced 
by Edward A. Kaegi, division gen- 
Re ck RRR T aah ae kt eral manager. Baldwin had been 
1919. Hopkins’ wife, Evelyn L. Hop-| supervisor of labor relations for 
kins, has been elected a director) the division. He joined the firm in 


1949, has been controller of the | ° 
G. F. DeCoursin, sales vice-presi-| division’s Buffalo stamping plant} Clevite Elects Brown 
Marketing Vice-President 


dent of Four Wheel Drive Auto Co., | since 1952. 
Willard W. Brown has been 


Clintonville, Wis., has been named * ¢ ¢ 
manager of the company’s new! Rorg.Warner Picks Schmal | lected marketing vice-president of 
Clevite Corp. Also announced was 


market development department. 
Nolan, with FWD since 1940, will| To Manage Products Lab the resignation of Ben F. Hopkins, 
be in charge of market esearch A. H. Schmal has been named | honorary board chairman and one| in his place. 1948. 
and sales planning, specifications} manager of Borg-Warner’s_Prod- lof the founders of the company in} Brown has been director of mar- (Continued on Page 42, Col. 3) 
and cost estimates for new , mm 


products. 


Harvey J. Nolan, assistant to 








* * 


Number 1 in a series of reports to AC wholesalers and dealers 


AG HOT TIP 


-greatest spark plag achievement 
tn high-compression history! 


zy 
ess 
3 


Permatex Names Chance 
Southeast Region Chief 


Tom Chance has been named 
southeastern regional manager of 
Permatex Co., maintenance chem- 
ical company of Brooklyn, N. Y 

Chance, who joined Permatex in 
1952, succeeds Zac Drake, recently 
promoted to general sales man- 
ager. 





* * * 


Katz Joins The Buxbaum Co. | 


As Automotive Sales Chief 


Manny Katz, formerly with Fox 
Products Co., Philadelphia, has 
joined The Bux- 
baum Co. Can- 
ton, O., as sales 
manager of the 
automotive divi- 
sion. 

Katz will make 
his headquarters 
at the company’s 
home office. 

Buxbaum man- 
ufactures, under 

: the brand name 
Manny Katz of Akro, tire and 
tube repair materials, truck and 
trailer fender flaps and rubber car 
washing aids. 

oe 


Hibben Retires 


Dr. Samuel G. Hibben, former di- | 
rector of applied lighting for the 
lamp division of Westinghouse Elec- 
tric Corp., and a past president of 
the Illuminating Engineering So- 
ciety, has retired from Westing- 
house after nearly 40 years of serv- 
ice. 
















Ten years ago, AC increased ‘‘Scavenging” action 
as one step in meeting high-compression demands! 


Engineers depend on scavenging action, as they term the high- 
velocity swirling of combustion chamber gases, to carry away the 
combustion left-overs that cause plug fouling. Years ago, 1944 in 
fact, AC Spark Plug engineers put this principle to work by increasing 
clearance between the plug shell and the insulator tip in the AC Type 
48 plug. This extra ““Scavenge”’ area alone did not satisfy AC. 





An amazing thin-tip, fast-heating insulator 
added even more— and is still an AC exclusive! 


AC developed the insulator material that has completely outmoded 
porcelain. And AC soon found a way to form this material into long, 
thin insulator tips that could be recessed around the center wire. 
These thin tips heat fast, burn away harmful combustion deposits, stay 
clean longer. No one else has yet been able to duplicate this design. 


Bendix Names Caouette 


To Executive Staff 


R. G. Caouette has been appoint- 
ed to the staff of George E. Stoll, 
group executive of Bendix Aviation 
Corp. | 

He will help manage four of the 
Bendix divisions which operate un- 
der Stoll’s overall supervision. These 
include Bendix Products division, 
South Bend; Zenith Carburetor di- 
vision, Detroit; Eclipse Machine di- 
vision, Elmira, WN. Y., and Marshall 
Eclipse division, Troy, N. Y. Since 
1940, Caouette has been with Rock- 
well Mfg. Co., Pittsburgh. 
* x * 


Proved by millions of miles of driving in every make 
of high-compression engine built in America! 


Of course everyone expects AC to be in the forefront of research to 
improve ignition for high-compression engines. The important thing 
to remember is that these benefits of AC Spark Plug design have been 
available since the first high-compression engine came off a production 
tine. Today’s AC Hot Tip Spark Plugs fit every American make of car! 
They are the only plugs designed with double cleaning action. No 
other spark plugs offer anything like AC’s thin, hot tip features. 


Chevrolet Appoints Holmes 


Assistant Chief Engineer 


Appointment of a chief assistant 
and other organizational changes 
have been announced by E. N. Cole, 
chief engineer of Chevrolet. 

The new assistant chief engineer 
is B. H. Holmes, former adminis- 
trative engineer, who succeeds A. J. | 

Altz, now retired after 35 years 
| With General Motors. Holmes joined 
Chevrolet in 1983 and became an 
administrative engineer in 1941. 

S. C. Richey, former head of the 
accessory group, has been promoted 
to staff engineer of the electrical 
and accessory groups. 

Richey’s former position will be 
filled by J. L. Murray who joins 
Chevrolet from the Cadillac tank 
plant in Cleveland. 

Two new groups created by the 
reorganization will be headed by 
G. C. Aitken, director of drafting, 


AC Spark Plug engineers with GM resources can be 
depended upon to LEAD the ignition parade! 





GENERAL MOTORS CORPORATION 





FLINT, MICHIGAN 


Watch BIG TOWN on NBC-TV 


another AC sales story that cant be topped / 





1 In business, the management ‘“‘team’’ 
e makes most of the decisions today, espe- 
cially the buying decisions. And in the U. S., 
twice as many men* are sitting in on these de- 
cisions as 15 years ago. 





OR—whether you sell to business or to 

the family—whether you want to reach 
executives or consumers, or both—TIME is 
the place to meet the people who are buy- 
ing (or can buy) what you make: for TIME 
has grown in circulation right along with 
these two big markets—until today, TIME 
offers 1,900,000 families tm two positions to 
buy. 

Most heads of TIME reading families are 
on the management teams of business, the 
professions or government. And their ex- 
ecutive-size pay checks provide their fami- 
lies with far more consumer dollars than 
the average. 

In business or consumer advertising 
TIME assures you 100 cents on every ad- 
vertising dollar you spend. 


*American management now numbers 2,500,000. See 
TIME ’s new Study of Executive Audiences. 


TIME to reach America’s big and 












TWO BIG! 
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VARKETS 
price ofone! 


2. Away from work, far more families 
@ have the means to go places for fun—to 
buy things for better living. They have upper- 
level jobs and upper-income purchasing power 
—and they constitute the big, growing market 
of your best customers. 


ee 





growing audience of best customers. 














By J. B. Van Tassel 


Dealer Businecs Counse) 


I day from the zone business man- 
ager of a large West Coast distrib- 
utorship in which 
he tells me he 
has gained much 
belp in business 
management 
from studying my 
book “Profit and 
Loss Facts Guide 
for Automobile 
Dealers.” 

Also he requests 

| that some men- 
ea tion be made for 
J B. Van Tassel office managers 
in my profit-sharing plans for de- 
partment heads and others. 

He is absolutely right when he 
states than an aggressive and am- 
bitious office manager is in a good 
position to save a lot of money for 
a dealer provided the dealer is will- 
ing to include him in his profit- 
sharing plan. 

This department head is no dif- 
ferent than any other employe 
when it comes to working hard 
to make “an extra buck.” 

The idea of a profit-sharing plan 
is based on two objectives; to sell 
more merchandise, and to hold 
down costs and expenses to a min- 
imum in order to obtain a maximum 
of net profit from operations. This 
is, or at least should be, the goal 
of every dealer. 

However, to accomplish this in 
your business you should consider 
profit-sharing with all key men 
who have any control over sales 

and expenditures. 

Department managers, such as car 





Dealer Business Counsel 


Profit Sharing Gives Key Men an Incentive 
To Hike Sales, Cut Expenses 
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| 










| 
| 





| 
| department managers and stock- | 
room and service department man- 


| asset when it comes to getting more | 
| sales, more gross profits and low-| 
er expenses in their respective de- 
partments than any one else. 

+ + + | 


| Office Manager Important 


ye office manager is usually re- 
sponsible for credits, collections, 
control of costs. and expenses; 
statement analysis and budget 
planning. 

He probably won’t get you more 
sales but has a great influence on 
your profit results. 

There are several plans for em- 
ployes and department managers 
to share in the profits of the de- 
partments. Most plans are based 
on a percentage of the amount | 
of net profits produced. | 


One very popular plan is figured | 


Clark Towing Tractors 
Get Fluid Coupling 
BATTLE CREEK, Mich.—Fluid 
couplings will now be standard 
equipment on all 3,000 to 4,600- 
pound drawbar pull towing trac- 
tors manufactured by Clark Equip- 
ment Co., according to Robert H. 
Davies, Clark vice-president. 


Davies said advantages of the 
fluid coupling include greater pow- | 
er at the moment of break-away, 
reduction of maintenance costs be- 
cause of its low-temperature oper- 
ation, virtual elimination of shock 
strain on the tractor and on the 





load and longer clutch life because 
of reduced clutch wear. 








on the basis of paying all employes | 


(including department managers) 
25 percent of the amount of the 
net profit in the department. This 
25 percent is placed in a pool and 
paid to the employes and depart- 
ment managers twice a year, at va- 
cation time and Christmas time. 
The employes’ share is based on 
the relationship of their individual 


RECEIVED a letter the other! agers, are probably your biggest| Salaries or wages earned for the 


period to the total of all salaries 
and wages paid in the department 


| for the period. 


* x x 


More Money, Less Grief 


ON A profit-sharing plan basis, 
the more money a dealer earns, 
the more money the employes get. 
Also on this basis, a dealer will 
encounter less union and employe 
grievances and reduce manpower 
turnover to a minimum. 

The dearest and nearest thing to 
a man’s heart is his pocketbook, 
because the amount of money in 
his pocketbook determines how 
much he can do for his own wel- 
fare and happiness and those of his 
loved ones. 

The profit-sharing plan check 
is the one that makes him feel 
that he is a partner in the busi- 
ness; it furnishes him with a goal 
to aim for, and that goal is the 
dealer’s goal—maximum sales and 
profits. 

Take, for example, a department 
in a dealer’s business that is not 
up to par on net profit or is show- 
ing a loss. 

Isn’t it logical to assume that the 
employes’ interest would materially 
increase if the dealer would take 
them into his confidence and show 
them that these unfavorable re- 
sults will eventually put the de- 
partment out of business, that only 
with the cooperation of the em- 
ployes could the department sur- 
vive, and that in return for their 
extra efforts they would share in 





the profits? 











Barnette Completes New Delivery Hall— 


Guy Barnette & Co., Memphis, has completed the fourth addition to its plant. The 
new building will be used for the delivery of ambulances and funeral cars. Including 
a parking area, the firm's facilities now cover 75,000 square feet. 


In the Letterbox 





(Continued from Page 12) 


to Retailing When All Wholesale?” 

Thank you for helping to accel- 
erate a decision on the new-car 
dealers’ gravest problem: Is our 
franchise worth anything? 

We need a decision—NOW—one 
way or the other. We don’t want 
to stand around and have our 
franchise nibbled away gradually. 


I think you should reprint your | 
Jan. 24 page one as another warn- | 


ing to both manufacturers and 
dealers.—SouTHERN DEALER. 
* + * 

Insert 

Regarding your article “Stude- 
baker Adds Series” of AUTOMOTIVE 
News, Jan. 10, I noticed that you 
stated that their sports car had, 
and I quote: “The instrument 
panel is engine-turned stainless 
steel.” 


I saw this car at the auto show, 


and, if I am not mistaken, the 
instrument panel was fabricated 
from what appeared to be a very 
fine plastic with a stainless steel 
insert set into it. 

I believe that if you look again, 
you will find that I am correct.— 
CuHartes F. Romine, Professional 
Engineer, Chicago. 

* of £ 


| Thought-Stirring 


I read with great interest John 
Benedict’s fine article, “Platers 
Press for Progress.” I think that 
you have covered this field quite 
thoroughly and have given the in- 
dustry a lot of thoughts about 
future developments. I certainly 
would like to say that this is a 
job well done.—A. F. Bauer, chief 
engineer, Doehler-Jarvis Division 
‘of National Lead Co., Toledo. 








~The 3 MOST IMPORTANT Wheel Service Advancements 


since “Bear"' Introduced Dy-Namic Balancing 20 Years Ago! 










are trued with the 


means lower price per job... higher 
volume of jobs. When you consider 
that every balancing and truing job 
presents an opportunity for wheel- 
truing you can estimate the profit 
potential for the average shop. Wheel 
is automatically locked in position for 
greater accuracy... 
checked with wheel mounted. 





. This new low-priced "322" Wheel 
Truer makes possible MORE prof- 
its FASTER than ever before! Bent and 
wobbly wheels, up to 8.20 x 15 size, 





tires on. That ciple makes it 


Tire Truing is a 
corrections are 


Now, a tire truer so fast and simple 

to operate, that anyone can learn 
to true tires accurately in minutes! 
Amazing new power take-off prin- 


tire right on the car. Dramatic out-of- 
round test shows customer the need 
for truing. New "Bear" gn-the-car 
Tire Truer does a complete job, all 
the way across the tread so as not 
to disturb the original arc of the tire. 


pletely satisfactory balancing job... 
for the Super Comfort Ridel 





possible to true any 


fective 


necessity to the com- 


Although 

recently introduced, already thou- 
sands have been sold to enthusiastic 
service shops. They were “sold” on 
"On-A-Car" the moment they sat 
down to operate it for the first time. 
Centering is so fast yet so accurate 
... balancing is so simple yet so ef- 
...and the entire operation 
is so easy that anyone can balance 
within minutes on “On-A-Car'! For 
fast profits and complete customer 
satisfaction, you can’t beat the amaz- 
ing “Balance Prover.” 


See your “BEAR? JOBBER or WRITE TODAY: Bear Mfg. Co., Rock Island, Ill. 


CAR 


"On-A-Car” was just 


— 


Backed by POST 
Nationally Advertised 


NEW Be 
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© 
CONDITIONING SERVICE 





Riding Comfort! That's the watch- 
word in the automobile business 
ys DAMM Mela 
PT Eat E Smaak ae tte) 1 el) 
UTM Cement: al had 
models. Now “Bear” is the first in 
helping service shops maintain 
a me et lg 
ee aM dt DT Lg 
Comfort-Ride Conditioning, the ser- 
vice that KEEPS new cars comfort- 
able, and COMFORT-CONDITIONS 
older models to recapture that 
Tuell meal: (oe 

The three new ‘“‘Bear’’ develop- 
ments shown here help “Bear” 
Shops to get maximum profits and 
customer good-will from Super 
Comfort-Ride Conditioning! 


AN 
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Problem: 
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How to give your customers the 
"55 color combinations they want 


Responsible sources tell us that on 
40% of the cars being delivered to deal- 
ers additional paint work is being done 
to meet customer requirements. The 
reason is plain. Two-tones, three-tones, 
two-color panels—and the customer so 
often wants the combination the dealer 
doesn’t have. But what terrific colors they 
are—light, bright and off-white colors 
that have stirred the imaginations and 


purse strings of Americans everywhere. 


But many dealers are finding it tough 
to move the cars in their showrooms 
into a customer’s garage. Only one com- 
bination of colors will satisfy him. 


Dealers are taking the only way out. 
They’re repainting—a good solution if 
you can: do it at a profit; do it fast 
enough; do it with present personnel. 


2t 


A new repainting system that turns 


Solution: 
refinishing problems into profits— 





accurately 











quickly, easily, 


The one sure way of solving this 
problem, of doing it profitably, is with 
the new Acme Color Matching System. 
It’s the system that gives your painters 
the colors they want when they need 
them. 

Here’s how it’s working for thousands 
of other Acme paint shops across the 
country. 

The painter needs a color—any color 
including the 1955 light, bright and off- 
white colors. He reaches for his Acme 
Production Color Book and looks up 
the formula (lacquer or enamel). From 
a small stock of Acme Basic Tinting 
Colors — including a new line of PS 
Colors*—he selects those called for in 
the formula. Using the Acme Color Eye 
for precision measurement, he quickly, 
easily, and accurately gets the color he 
wants. 

Note that no one has had to run out 
for paint nor had to wait for delivery. 
Note that the painter mixes only the 
amount he needs. Note that no waste is 
left standing in half-filled cans. Note that 
the paint inventory is small. 


YOUR LACQUER JOBS— 


When it comes to the actual time it 
takes for lacquer spraying, it can be 


8250 ST. AUBIN, DETROIT 11, MICHIGAN 


ROCKET REDUCER. It makes enamel 
spray like lacquer. 


So here’s Acme’s answer to your 1955 
color problem. It’s a system for simple, 
fast, accurate painting. It gives you the 
profit-making combination of speed and 
ease. 


And remember this additional plus 
value—later on, when any of the 4,000 
colors on the road come in for touch-up 
or spot work your painter can match 
them. Tinting, when necessary, is easy 
even for paint shop personnel who have 
never been color matchers before. 


Here in a neat, clean, compact shop 
your present personnel with a sma!ler- 
than-present paint inventory turns out 
matches with speed and accuracy. Your 
profits climb. Your customers are satis- 
fied. Your account is serviced by a net- 
work of factory representatives who are 
paint specialists. 

Isn’t this the system you'll want to 
hook up with right now for more prof- 
its in °55—and for years to come? 


*PS Colors—a new name for a new line 


of Pastel Shading Colors. Formulated 





9 . : 
=a All painters like the ease, speed, and > a. 2 ae pg — in especially for those new lighter colors. 
accuracy of the Acme Color Eye. reduced with it completely covers in two 
| coats. The full gloss of the finish ob- 
| FOR FAST, QUICK ACTION tained eliminates the need for rubbing. 
WRITE, WIRE, PHONE ACME OR YOUR ENAMEL JOBS— 
een ae te ACME JOBBER If it is an enamel job, you get excep- 
. tionally fast drying with ACME’S 62 
Wakes 
ann AUTOMOTIVE 
FINISHES New products that make it possible to 
do all color work faster, easier, more 
oom ACME QUALITY PAINTS, INC. profitabl than ever before—Triple “g” 


Solvent for lacquer, Rocket Reducer for 
enamel. 
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Ways Traced to Boost Service 


Following is a digest of talks 
given Sunday during a clinic on 
“Customer Paid Labor” at the 
NADA convention in Chicago: 


Opening Remarks 
by 


Herb C. Lamborn 
John W. Wolf Co., Detroit 


One-minute pause. That pause 
was not in memory of lost cus- 
tomers and lost dollars, although 
it might well be. It did seem like 
a long time—didn’t it? That is how 
long it seems to The Most Impor- 
tant Person around the Place, when 
he is obliged to wait for the door 
to open so that he can put money 
in your pocket; that’s how long it 
seems when he must wait for 
someone to recognize him; when 
he must wait for someone to 
answer the telephone. 

Yes—Mr. Customer IS the most 
important person around the place, 
for he is truly your most valuable 


asset—he is Mr. Gross Profit him- 
















MEDIC... 









features... 


electricity. 












long life and beauty. 


colors, better styling. 





During the big seat cover season, millions will see 
the new saran seat covers demonstrated on MEDIC, 
winner of the Sylvania Award for the year’s out- 
standing television show. Monday nights on NBC-TV. 


HOME SHOW... 


Arlene Francis, star of this big women’s magazine 
of the air, will show over 4,000,000 women per day 
how saran seat covers dress up the car and stand up 
to sun, water and wear. Mornings on NBC-TV. 


SATURDAY EVENING POST... 


..- Beautiful, full-color pages will reach more millions 
of motorists with the story of saran’s color styling 
and resistance to sun, water and wear. 





Pi lus these important new sales-making 


self, he IS Mr. Customer Paid 
Labor — so important today to 
absorption of fixed expense. The 
true significance of Customer Paid 
Labor is somewhat new to many 
dealers, some service Managers and 
some dealer’s sons, who have come 
into this business during or since 
the war. Customer paid labor is the 





Wash. State to Collect 


Unpaid New-Car Tax 


OLYMPIA, Wash. — Washing- 
ton residents who bought autos 
during 1954 without paying the 
State sales tax will have to pay 
a 3 percent compensating tax 
when they get their 1955 license 
tabs, accoring to H. D. Bracken 
jr.. chairman of the State Tax 
Commission. 

The requirement applies main- 
ly to vehicles bought from pri- 
vate individuals, or purchased 
out of state. 





NEW STATIC-SHOCK RESISTANCE... 


Improved formulations and new weaves minimize static 


NEW COLOR FASTNESS... 
Improved stability to sunlight and locked-in colors for 


NEW COLOR STYLING... 


Improved materials provide a wider range of pastel 


NEW CONTROLLED SHRINKAGE... 
New saran fabrics retain their snug fit without stretch- 
ing or excessive shrinkage. 


you can depend on DOW PLASTICS 


largest contributor to absorptien. 

You are now back to prewar 
operations, but with an entirely 
new set of conditions that make 
it ditticult to get profitable serv- 

ice sales in sufficient volume, 
even though labor rates have 
more than doubled. 

Better utilization of your present 
space and facilities, by a careful 
study of your own individual situ- 
ation, may permit the working of 
more productive men to produce 
still more profit. 


If dealers want more customer 
paid labor for more gross profit and 
more absorption, they must be bet- 
ter than the independent service 
stations—their customer labor com- 
petitors. There is really a tremen- 
dous potential customer labor avail- 
able in most every dealer’s area. 
But it takes an organized plan of 
action to get it. 

The average dealer serves only 
about 30 percent of the owners in 
his area, according to well-known 


“ww SARAN 


Here’s Promotion Power Planned for MAY 
and JUNE to Help You Set New Sales Highs 


in Auto Seat Covers 


feature this TAG! 


Order Ample Stock Now... 
Plan Your Tie-in Promotion... 


MAKE SARAN PAY OFF FOR YOU! 





THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 


authorities. What about the other 
70 percent? 

In the retail automobile business 
today — there is no government 
subsidy on an uncultivated market. 
You can only profit from the har- 
vest that you reap. You will only 


harvest from what you cultivate. 
a * * 


Shop Expense 


Control 


by 

Irwin Cochrun 

Cochrun & Son (Studebaker), 
Champaign, Ill. 

If you are netting just 5 percent 
on sales, and few are, it is more 
important to you to save $100 in 
expense than it is to make a $2,000 
sale. If you are netting less than 
2 percent, and some are, then just 
$1 saved is better than $50 in sales. 

Basic to our discussion is the 
statement that the difference be- 
tween gross profit and net profit 
is expense. The good years and 
easy sales of a few years back 
caused many to forget this. Easy 
living and high expense go hand 
in hand. 

We want to talk in terms of 
control for profit, rather than 


Ck. 

















is going 
places 
in 55! 


















cutting shop expense, permiscu 
ously as so many dealers do— 
without any consideration as t 
what is productive and what i: 
controllable or recoverable. Pro 
ductive expense is essential t 
profit. 

What then do we need to cor- 
trol service expense—to offset ‘o 
some extent the dwindling not 
profits? Most of all—we need the 
attention of top management in 
the firm—YOU! It isn’t enough to 
sit in your Spanish Morocco uphol- 
stered executive swivel chair be- 
hind your Honduras Mahogany 
desk—call in the shop foreman cr 
service Manager on the deep pile 
carpet and say heavily—“Joe, we're 
not making enough money out in 
the shop. We will have to cut 
expenses.” 

No—first I think I would go to 
the bookkeeper, and ask for a 
list of the service expenses includ- 
ing the miscellaneous tool and shop 
supplies—item for item as included 
in those accounts, and the amount 
of each item. Then I would con- 
sider each item carefully. 

Then spend some time in the 
service department, with your 
service manager, carefully review- 
ing the list and looking for leaks, 
for waste—the seemingly unim- 
portant little losses that occur 
daily in so many service depart- 
ments. 

* x x 


Show Expense Interest 


After this, sit down with your 
service manager, calmly explaining 
just what you want to accomplish 
and give him some of the enthusi- 
asm and interest in controlling 
expenses that you give him for 
making more service sales. Then 
work out a goal or budget for him 
to work on—something tangible 
and concrete. 

Don’t just say, “I think shop 
towel laundry is too high—we’ve 
got to cut it down.” Say rather, 
“Last month our shop towel laun- 
dry and losses cost us $80. Can 
you tell me why, or how we can 
control it without affecting our 
service?” 

The increasing use by big cor- 
porations of employe bonuses for 
Savings may have the germ of an 
idea for your own organization. 
Letting your people know what 
expenses you have and how they 
can help avoid unnecessary ex- 
pense can be very helpful. But be 
sure that you make it definitely 
known that you don’t want any- 
thing done to affect safety, clean- 
liness, quality of work or customer 
satisfaction—but merely that you 
want an effort made to avoid use- 
less expenditures. 

Your so-called fixed expenses 
may not be as fixed as you may 
think. A careful examination and 
thought on the matter may be 
well worthwhile for more profit. 

The shop supplies account, in 
Most dealerships, is a “catch-all” 
account. Actually, it should include 
only those items which are so gen- 
eral that they cannot be charged 
out to a particular job. In the paint 
and body shop, where a specific 
charge can be made to each job, 
paint materials, solder, masking 
tape, etc. should be charged to 
an inventory account as they are 
purchased (not to an expense ac- 
count) and then charged out of 
this account to each individual job 
as they are used. Then—an inven- 
tory of these materials, at the 
beginning of the period, plus pur- 
chases, less the inventory at the 
end, should equal the amount 
charged out on repair orders. 

Usually, it won’t unless you count 
the opened half-cans of paint, par- 
tially-used sanding discs and butts 
of solder sticks, as being part of 
your inventory on hand. It takes 
soMe courage to put down what 
you really use on a work order 


|and charge it out—but in a paint 


shop you are fooling yourself if 
you don’t recover all this expense. 
a * * 


Charging Supplies 

Custom in the mechanical part 
of the shop does not usually permit 
showing use of general supplies 
as a charge on a work order, but 
it is possible to set up the cost 
of some high-priced supplies such 
as carburetor cleaner as a charge 
to parts inventory and then charge 
them out on repair orders. 

The whole question of proper 
sizes to buy shop supplies in is an 
interesting one. In spite of the 
quantity -price advantage and free- 

(Continued on Page 23, Col. 1) 
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NADA Clinic Offers Tips oe 


Many Ways Traced 
To Boost Service 


(Continued from Page 22) 


dom from frequent reordering, we 
find the smaller sizes are more 
convenient to use, can often be 
charged out completely, are less 
subject to deterioration and take 
less bench space. 


Miscellaneous bolts and nuts, cot- 
ter keys, washers and similar items 
are another minor leak. These have 
gone up in price the last few 
years and should now be charged 
out as any other part used on a 
job, or a@ small charge could be 
made on each repair order to 
recover this otherwise lost expense. 


appreciate good service—it is all | 


important to them. 


* x x 


Trucks Spell Revenue 


Yes, trucks do take up room in 
the shop and so does the larger 
amount of money from truck serv- 
ice—take up more room in the till. 
Truck service is not susceptible to 
fluctuation (seasonal ups and 
downs like passenger car service), 
trucks are driven many miles and 
are soon “paying customers” in- 
stead of the free or guarantee labor 
customers like the passenger-car 


Shop towels can become costly. | pusiness. 


Floor cleaning material, grease 
absorbents, soaps, sponges, chamois 
and such supplies are often found 
to be too conveniently available 
to all. Keeping these supplies under 
control affords an opportunity to 
avoid needless expense. 


Non - productive personnel — 
porters, car jockies, drivers, are 
often found literally throwing 
your dollars away—when they 
are loafing or making unneces-~ 
sary or personal trips. 

We have been able to make some 
significant savings in electric ex- 
pense by the use of red pilot lights 
conspicuously placed in the shop 
so they show when basement lights, 
outdoor fiood lights and other appli- 
ances have been left on needlessly. 
Keeping your service manager up 
to date on such expenses as these 
will assist in controlling your 
expense. 


In conducting our service busi- 
ness, We have tried to arrive with 
the service manager at the relative 
costs of telephone, telegraph and 
letters. We have been able to 
recover a great deal of our tele- 
phone expense by offering to make 
calls for the customer at his 
expense. Few object if they know 
beforehand that it will appear on 
their bill, in order to save them 
waiting time. 

On special order parts we have 
been able to do much the same 
type of selling job by telling the 
customer we will have the material 
he wants shipped express at his 
expense if he so wishes expedited 
service. 

es ¢ 4 


Gross Profit 


Sources 
by 
A. J. Corsini 
Litsinger Motor (Ford), Chicago 
Did you ever stop to think that 
a well-operated service department, 
offering repairs of every type and 
description, is directly responsible 
for the sale of an uncounted num- 
ber of new units? 


In our dealership, we have found 
that some 600 or 700 annual sales 
are the result of customer satis- 
faction with our service depart- 
ment. And what is of equal impor- 
tance is the fact that this type deal 
is usually written at a far better 
figure than the average deal. 

This type of deal is rarely 
“shopped” and — believe me — 
your good service customer will 
not sell you out for a mere $25— 
to buy his new car elsewhere. 


It is my understanding that 
many dealerships are still either 
turning away—farming out body 
work—or are only in it in a 
mediocre sort of way—and are thus 
missing a mighty good source of 
more gross profit. In many dealer- 
ships the body and paint work 
alone accounts for almost as much 
in service sales as the mechanical 
labor—for a comparable amount of 
gross profit. 


And too, I am told, many dealer- 
ships prefer NOT to service trucks, 
because of the objection that a big 
truck takes up too much space in 
the shop; or—the service door just 
isn’t high enough or wide enough 
to get ’em in. Or—that mechanics 
don’t like to work on trucks be- 
cause it is too heavy work. One of 
the best ways to sell trucks, and 
many dealers have them to sell, is 
to service them. Truck owners do 


As to the service door not being 
wide or high enough—surely the 
cost of making a building altera- 
tion would soon be offset com- 
pletely by the increased gross profit 


one dealer 


tells another 
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|from truck service labor. As to 
|mechanics not liking to work on 
|trucks because it is heavy work— 
|let me say that they are right in 
|a way, if proper equipment is not 
provided for handling the heavy 
work. 

As a result of our study and 
;decision to get our required in- 
|crease from our body shop and 
truck service, we set aside a por- 





man, who had a reasonable amount 
|of truck experience to the truck 
|}shop, and picked out five or six 
|of our best mechanics to do truck 
work only. 

We then began an intensive 
contact program through the 
medium of personal letters to 
truck owners, personal calls by 
our truck foreman, and printed 
a brochure showing the size of 
our truck department, pictures 
of our truck service personnel 
and photographs of the equip- 
ment used in servicing trucks. 

It took a few months for the 
program to bring results, but grad- 
ually word got around that we 
were operating a truck repair de- 
partment and we began to have 





Pe ene 


K 
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tion of our available shop space | | 
for truck work only. We trans- | 
ferred our passenger-car shop fore- | 








repairs made, passing up as many 
as 20 dealerships enroute. 

While our truck shop was han- 
dling a full complement of work, 
and the results were most grati- 
fying from a profit standpoint, we 
decided to again expand and add a 
night force. From a modest begin- 
ning of two night men we have 
expanded to the point where we 
now have a combination writer and 
foreman, seven mechanics and a 
combination lube man and washer, 
doing night truck service exclu- 
sively. 

In our truck operation we have 
found that the average repair 
order for trucks is well over $50 
for parts and labor. When you con- 
trast that with the average pas- 
senger-car order, you can readily 
see why we are enthusiastic about 
truck repairs and how much addi- 
tional gross profit it has added to 
our service department. At the 
present time—our truck labor is 
about 38 percent of our service 
total labor written, and averages 
about $20,000 a month. 

* * * 


Body Work Profitable 
Shortly after the inauguration of 
our expanded truck service pro- 
(Continued on Page 26, Col. 1) 





Theroff Signs L-M— | 


Signing his Lincoln-Mercury franchise 
in Tulare, Calif., is Herman J. Theroft 
(seated). At left is Fred L. Macarty, Oak- 
land district sales manager, and at right, 
William R. Geis, district manager. 


a full truck service shop every day. 
Some of the trucks came from 
eight to 15 miles distance to have 


profits you can keep 
—no after service 


easy installation 
—precision engineered 


any part, any time 
—buy with confidence 


Buick 
Cadillac 
Oldsmobile 
Pontiac 
Ford 
Lincoln 


Lincoln Trouville Kit by Coacheraft 


Dealers who sell Coachcraft are the best recommendation we can offer. 


They know the meaning of complete customer satisfaction. Write us and 


we'll refer you to a nearby dealer who'll show you how Coachcraft Kits 


have brought him added profits. 


Luggage Racks for all hardtop cars and trucks. Fender safety mirrors for all cars. 


S\ COACHCRAFT SALES CORP. omen oxo. 


9015-17 Santa Monica Blvd., Hollywood 46, California 
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Starting now! All Hudson 
new fund that 





These new Hudsons are a volume line — every 1955 Hudson other makers are showing in their “dream cars of the future.” 
has important selling features only available with American Hudson dealers offer the fabulous new Hornet V-8 (shown 
Motors — features like Double Strength Single Unit Body, Deep above), the Hornet Championship Six, the spectacular Wasp, and 
Coil Ride, Airliner Reclining Seats, Twin Travel Beds, Triple- the unique new Rambler — America’s lowest priced family car — 
Safe Brakes, and All-Season Air Conditioning at a sensation- the only car built for today’s traffic, and today’s fast-growing 
ally low cost. Hudson dealers are selling today the features second-car market. Hudson is a volume selling line — a profit line. 


(“a 





Brand-new 1955 Hudson Wasp — smartest new car in the low-medium-price field. New-Idea 1955 Rambler —in sedans, hardtops, station 
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ealers share in 
uilds working capital! 


SN oo me oe ee 
TRS - : 


wagons — America’s lowest price family car. 
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Nothing like it ever before 


in this or any other industry 


—as dealer volume goes up, 


benefits increase 


The Hudson Division and American Motors an- 
nounce a new fund to build new working capital 
for every Hudson dealer’s business, beginning right 
now. This plan is based on recognition of the fact 
that Hudson and its dealers are partners — that the 
automobile business is a volume business. 


All Hudson dealers share and share alike 


This new Dealer Volume Investment Fund applies 
to every active Hudson dealer — not to a selected 
few. It builds reserve capital on an absolutely equal 
basis for all dealers, regardless of location or sales 
potential. The fund begins to accumulate for each 
dealer from the minute the first 1955 Hudson 
Hornet, Wasp and Rambler is invoiced to him. 


New fund makes Hudson Franchise, 
by far, best in the business 


This fund is a cash payment growing out of the 
benefits and economies that come with volume. It 
is payable to dealers after the close of the model 
year. It provides added capital, available when it 
is most useful to the dealer. It helps get even more 
volume. 


The new fund is over and above the most liberal 
discount structure in the industry. It is in addition 
to area bonuses paid Hudson dealers regardless of 
volume. It is a new addition to these attractive 
provisions already in the Hudson Franchise: 


* » « New-Car price protection 


e « » rebates on previous models at new 
model time 


e + » Special allowance to protect against 
obsolete parts 


- - - 100 per cent recovery on tourist 
warranty labor . . . 


and others that make this the best dealer franchise 
in the business. With this great franchise, plus a 
price range that covers 94% of the new-car market, 
Hudson dealers are headed straight for bigger 
volume, bigger profits! 


Sound interesting? Use the coupon below, right 
now, to get further information. We will give your 
inquiry prompt attention. 


American Motors Means More for Americans 
and More for Hudson Dealers, Too! 


® 
il. phere 


: Hudson Motors Division 


| 
| 
| 
For further 
| 
information 
| 
mail this 
! Name 
coupon | 
| Number and Street 
today ! City and State 
Business_ 


hia co American Motors Corporation, Detroit 32, Michigan 


ATTENTION Mr. C. A. J. HADLEY, Sales Manager 


Please get additional information to me about the new Dealer Volume 
Investment Fund and the liberal new Hudson Franchise. 


Position 
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Ways Traced to Boost Service 


(Continued from Page 23) 


gram, we set about to increase the 
volume of body and wreck work. 
Dealers generally were farming out 
this type of work and We knew, 
from experience, that when the 
customers learned that some other 
shop was doing the work, they did 
not return again to the dealer for 
more body work. 

The reasons for this are the 
suspicion that the dealer might 
not stand behind the job; the fact 
that genuine parts might not be 
used; and—why pay two people a 
profit when he can go direct him- 
self and possibly get it for less. 

But the most important of all 
reasons for not “farming out” 
such work is the fact that the 
party who does the job does not 
have the same interest in the 
customer that you do—and be- 





| sides you must share a part of 


the profit with the other shop— 
you need it all in these days. 

Our first move in the direction 
of establishing a first-class body 
shop was to wall off a portion of 
our shop space so that the noise 
created would be confined to the 
body shop alone, and the dust 
created would not permeate 
through the other parts of the 
shop. We then began an intensive 
campaign to contact insurance ad- 
justers and others who have juris- 
diction over wreck work. 

We found that the customer and 
the adjuster both had the same 
objective—a first class job at a 
fair price—and this same objective 
prevails in all areas—even yours. 

In reviewing the results of our 
body shop expansion, we find that 
it could not have been more satis- 


sale of between $11,000 and $15,000 
of additional labor each month, 
and the sale of a like amount of 
body parts. 


* * 


Customer Men 
Are Vital 


by 
W. R. Bryden 
W. R. Bryden (DeSoto), Beloit, Wis. 


Our motto is almost a pledge of 
allegiance among our employes, 
and in a few words, it’s this: 
“Even though you don’t make a 
sale, make a friend.” You would 
be surprised at how this type of 
effort puts a smile on the face 
of our employes, as well as our 
customers. 


How about your own customer 


factory. It has all added up to the| relations program? I might men- 








of all, our service department is 
located so that any customer who 
tion a few things that we use. First 
has had any service work done, 
must pass by either my office or 
my assistant’s office, in order to 
pay his bill. When we see a cus- 
tomer walk by with the order in 
his hand, one of us makes sure 
we get an opportunity to talk to 
him for a minute. 

How much extra do you give 
your customers? Do you give them 
more for their money than you 
need to give ...? We do! But, and 
this is important, we let him know 
about it! 

For instance, on a lubrication 
job, we make a note to check 
the rubber moulding around the 
windshield, the windshield wiper 
blades, the fan belt and many 
little things that are not listed 
in a normal lube job. Then when 
we make out the bill, we list 
these extras one-by-one, and 
after each we make a notation: 
“NO CHARGE.” . 

On the subject of the men in 
your service department, have you 


While at the NADA show visit booths 308-309 
naw, Bench-Rack..... 


increase body shop labor output 








So they bought 2 more! 





+ « « Output up 30%! 


No more space 





25% - 407 








Tried one, bought 6! 


HOLLAND AUTO REBUILD, Kent, 
Wash., states, “Our first Bench-Rack 
helped one of our body.men save 30% 
of his time, yet turn out better work, 


LEE MOTORS (Ford dealer), Toledo, 
Ohio, states, “Bench-Rack has stepped 
up our shop productivity a conservative 
30%, greatly contributed te our service 





BILL KUHN, NORTH SIDE CHEV- 
eROLET, Inc., Indianapolis, Ind., writes, 
“A five week study showed us Bench- 
Rack upped labor sales 25%. As a re- 


so we ordered two more.” 


absorption.” 


This is Bench-Rack! It includes all the Porto-Power 
hydraulic items and auxiliary equipment listed below 
— and it’s ALL necessary for full profits today! 


© 10-piece Bantam Pull Clamp Kit 
© 20-piece 10-ton Pull Clamp Kit 
© 16 pieces of Bantam Lock-on 


Tubing 


© 15 pieces of 10-ton Lock-on 


Tubing 


® 20 additional Bantam and 10- 


ton attachments 





1 spreader 


Improved door bar 
Silhovetted tool panels 
Individual service sign 


BLACKHAWK 


© 4 hydraulic rams, 2 pumps, 


Heavy-duty steel workbench 
Body section holding fixtures 


sult, we installed six. 





Here’s the revolutionary answer to keeping 
profits up despite tighter competition, mount- 
ing overhead and declining income from other 
departments. A well organized body shop is a 
old mine — and this is how to organize it. 
imply furnish each body man with his own 
Bench-Rack work center. It has all the Porto- 
Power equipment he needs to handle rough- 
out and alignment work — on or off the car. 
As a result, you'll get 25% to 40% more output 
per body man . . . conserve valuable skilled 


manpower .. . save space . . . and be able to 
organize and merchandise your body shop to 


its fullest, most profitable advantage! 
So ask your Blackhawk jobber right now to 


show you how this equipment gives you more 
“dollars from damage.” Or write Blackhawk 
Mfg. Co., Dept. P-4015, Milwaukee 1, Wis. 


Porto-Power and Bench-Rack 
ore the exclusive 

(trademark registered) products 
of Blackhawk Mfg. Co. 








| on his face. 


|stepping on his competitors. 





picked them properly? If you hav: 
a service manager who has a fev 
faults but you keep him becaus: 
he’s good on some other things 
brother, you’re making a mistak« 
that might kill your business fo: 
good! 

He will train and influence hi: 
assistants according to his ow: 
attitude and ability to handle cus 
tomers. Too many men are servic: 
managers. today because they ran! 
in seniority, and they know engine 
inside and out. Yet they can’t sel 
gold bricks for a quarter. The; 
irritate the customers, without eve: 
getting a chance to show how good 
they are. 

Your customers just don't hav: 
to take any guff from you, your 
service manager or his assistants 
There are at least 10 command- 
ments on how to sell. There are 
also eight ways to lose a customer 
through your service manager and 
his assistants. These eight, I would 
like to acquaint you with. 

* * ®@ 
Eight Ways to Antagonize 

No. 1 is a flatterer: 

There is a big difference between 
friendliness and gushing flattery. 
Customers know when you are 
insincere. 

No. 2 is the egotist: 

This fellow bores the customer 
with a monologue about himself. 
Let the customer do the talking! 

No. 3 is the knocker: 

This fellow tries to make 
organization more desirable 


his 
by 
He 
will lose his customers’ respect by 
his constant criticism of the com- 


| petition. 


No. 4 is the arguer: 

Lost tempers lose customers! 
As long as the customer has to 
pay the bill, he has a right to 
ask questions. 

Now let’s look at No. 5 — the 
evader: 

He ignores the customers’ ques- 
tions and tries to get rid of him. 
The customer has a right to an- 
swers to his questions. 

No. 6 is the bluffer: 

Make sure your service manager 
or his assistants know what they 
are talking about. Customers de- 
pend upon you for advice. 

No. 7 is the bully: 

This fellow tries to use high 


|pressure to make the customer 
| have it done right now! He might 
|}make .a sale, the first time .. . 


but a repeat? Not very likely. 
No. 8 is the tactless one: 
He lets the customer stand 


|}around and wait until he’s ready 


to talk to him. He doesn’t even 
greet the customer with a cheery 


|“hello, I'll be right with you.” An- 
|other fault of the “Tactless One” 


is his grouchy attitude, his com- 
plaining to the customers about 
how he’s swamped and the frown 


* x x 


| Danger Spots 


My reason for stressing the eight 
bad types is that we have all 
received good advice on what we 
should do, but I feel there has not 
been enough attention brought 
upon the danger spots we have in 
our organizations at the present 
time. 

Since the medica] journals and 
medical groups have been calling 
the attention of the public to the 
(Continued on Page 28, Col. 1) 





Jones Anniversary— 

Receiving congratulations upon comple- 
tion of 25 years as a DeSoto-Plymouth 
dealer is Alvin R. Jones (left), president 


| of Jones-Maley, Inc., Indianapolis. J. B. 


Wagstaff, DeSoto sales vice-president, pre- 
sents Jones with a silver platter from 


| DeSoto. 
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LOU!S POST-DISPATCH 


ST. 


FIRST IN ADVERTISING 
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consecutive 


years of advertising 


leadership .... 


Only results to the adver- 
tiser support the kind of enduring 
leadership the Post-Dispateh has 


scored every year. 


A direct and effective 
sales approach to St. Louis, it offers — 
the most thorough and the most eeco- 
nomical coverage available of the big 


St. Louis market. 


ST.LOUIS POST-DISPATCH 
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Sunday Total Circulation 
Sunday City Zone Circulation 
Daily Total Circulation 

Daily City Zone Circulation. 
Home Readership 
Advertising (Total Paid) 
Automotive Display Advertising 
Classified Advertising 
Financial Display Advertising 
General Display Advertising 
Retail Display Advertising 
Rotogravure Advertising 
Automotive-Miscellaneous 
Advertising 

Bank and Trust Company 
Advertising 

Building Supplies and 
Contractors Advertising 
Church Advertising 

Cigar Advertising 

Cigarette Advertising 
Clothing Store Advertising, 
Men's 

Clothing Store Advertising, 
Women's 

Clothing Store Advertising, 
Men's and Women's 

Comic Advertising—Sunday 
Total Department Store 
Advertising 

Department Store Basement 
Advertising 

Department Store Upstairs 
Advertising 

Drug Store Advertising 
Electrical Appliances and 
Supplies Advertising 
Furniture and Household 
Advertising 

Garage and Service Station 
Advertising 

Gasoline and Oil Advertising 
General Grocery Advertising 
Grocery Store Advertising 
Heating and Plumbing 
Advertising 

Hotel and Resort Advertising 
(General) 

Hotel and Restaurant 
Advertising (Retail) 

Housing Equipment and 
Supplies Advertising 
Industrial Advertising (General) 
Jewelry Store Advertising 
Liquor Advertising (General) 
Liquor Store Advertising 
Miscellaneous Advertising 


(Retail) 
Musical Instrument Store 
Advertising 


New Passenger Car Advertising 
Publication Advertising 
(General) 

Radio Retail Advertising 
Radio Set Advertising 

(Incl. TV) General 

Retail Less Department Store 
Advertising 

Shoe Store Advertising 

Toilet Goods and Beauty Shop 
Advertising 

Toilet Requisite Advertising 
(General) 

Total Tobacco Advertising 
Transportation (General) 


the selling force behind St. Louis Business 


For the year 1954, Media Records, This Week, American Weekly and "Parade" not included. 
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NADA Clinic Offers Tips... 





Many Ways Traced 
To Boost Service 


(Continued from Page 26) 


danger spots of cancer, I feel we 


should check for these equally | 


dangerous cancer spots in our 


organization. Any of the eight that | 
I have just discussed can be just | 
as deadly to your organization as 


cancer can be to your body. 


It's the above average service | 


that sells; it’s the above average 
service manager and his assistants 
that sell it. A firm can erect the 
finest showrooms and have the 
best equipped service department 
and advertise it to the limit, but 
the average customer will form 
his opinion of the organization 
through his contact with your per- 
sonnel. 

If you have bad representa- 
tives, your investment and hard 
work is to no avail: you lose 
customers and profit dollars. 

No one member of your organi- 
zation is any better than the last 






impression he leaves on a customer. 
* = * 


How to Create 
More Traffic 


by 
Morley C. Day 
Funston Chevrolet, Detroit 

Getting customers in has been 
a problem in almost every dealer- 
ship for years, except during the 
war. 

According to statistics and well- 
known authorities, the average 
dealer serves only approximately 
30 percent of the owners in his 
area, which leaves 70 percent as 
a tremendous potential for almost 
every dealer. 

Automotive News recently report- 
ed on a survey that indicated the 
average yearly expenditure of an 
owner as being over $300. Surely if 


|must be right toward Mr. 





any businessman or dealer had 700 
out of every 1,000 customers in his 
area owing him $300 each, he would 
take some very definite and drastic 


| steps to collect it. 


Too frequently, we are prone 
to jump on some new promo- 
tional idea without careful con- 
sideration of basic fundamentals 
—which do not change. 

Dealer and personnel attitude 
Cus- 
tomer—or nothing will work satis- 


|factorily. Our experience has been 
|that letters— direct mail—is the 


most economical and _ effective 


|method of reaching our market. 


Owner follow-up—service follow- 
up—call it what you will—is very 
definitely a necessity today. 


Reminder cards are hardly suf- 
ficient today, although they worked 
well years ago before the present- 
day competition of the super serv- 
ice stations. A personalized appeal 
is what is needed in today’s mar- 
ket. 

The use of “specials” or “leaders” 
is the method employed by leading 
retail merchants to create traffic 
and sales opportunities. It did work 
in the old days—and it will work 
today. However, such service spe- 
cials need to represent a saving on 
some frequently performed main- 


~ Z > | 


XQ 





= 
’ 





AUTOMOTIVE NEWS, JANUARY 31, 1955 


tenance service and state clearly 
why the customer should get it 
NOW. 


* * * 


Needs Careful Planning 


Such promotion material needs 
to be carefully planned, attractively 
prepared with a strong selling mo- 
tive, properly timed and of timely 
interest. That is not our business; 
we leave it to the specialists. 

Our problem of owner follow-up 
and service promotion was licked 
for us by having it done by an 
organization which devoted their 
entire time to doing just that. 


We feel that it has really paid 
off for us, as 61 percent of our 
customers are coming in regularly 
every 90 days. Our operations sold 
per repair order average two or 
more regularly, and our total cus- 
tomer paid labor—has shown an 
increase last year over the previ- 
ous year. 

Our experience has been too 
that it takes an average of ap- 
proximately three letters a 
month — including follow-up — to 
produce a repair order. We can 
pretty well judge what we need 
to do to get more orders by 
mailing more letters to more cus- 
tomers as the need arises. 

From time to time, we have tried 
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They need 2 cars in the suburbs ! 


Ride the 


xx Suburbs are growing 4 times faster than the rest of America. 


sx American Home circulation is growing twice as fast in the suburbs (85% since 1940). 


tx Car usage is greater in the suburbs (22.4% of A. H. families own 2 cars!). 


(AND THERE YOU ARE!) 






to the 2-car market 


AMERICAN HOME MAGAZINE NOW OVER 3,000,000 CIRCULATION, ABC 





various gimmicks — such as free 
lube jobs—but have not found them 
too effective in the long run. You 
| just can’t take your customers for 
granted, since there are too mary 
good independent shops “gunnin;,” 
for those service profit dollars. 
Slow days? Sure, we have them 
from time to time. There are very 
few service departments that don’t 
have such days. But we try to do 
something about it. There is noth- 
ing phenomenal about what we do, 
just a few simple, practical things. 
* * * 


‘Immediate Service’ 


Some of you may recall--as I 
can—of the time when some bar- 
ber shops—displayed a sign in their 
window—reading—s ix barbers, no 
waiting—as a means of getting 
more customers in. We have a 
large canvas sign reading “Imme- 
diate Service—No Waiting,” which 
We put up in one of our street 
windows when we need work. We 
take it down -— when we have 
enough. It has — we believe — been 
helpful on the slow days. 

We also use inspection cards to 
find extra work needed and to 
tell our customers about the other 
things that their car needs. Fre- 
quently, people come back in to 
get those services performed. 

On slow days our men—who 
have the same information as 
given our customers as to the 
need of their car — telephone 
those owners about the work 
needed and they can talk intel- 
ligently about the actual need of 
the individual—the importance of 
getting it done now. We also use 
| incentives—for our men in the 
| shop—to bring in work from 
| friends and neighbors. 
| There is no substitute for good 
| old-fashioned hard work — doing 
| the things that we have learned 
in the past—to get customers back 
more often. It must be worked at 
| consistently and persistently, with 
| good follow-up and service promo- 
| tion—along with good workmanship 
;—and proper treatment. You just 
| can’t sit idly by and wait for them 
to come in. 


A $25.000 
Idea 


by 
Herb C. Lamborn 
John E. Wolf Co., Detroit 





If you have added to your knowl- 
edge--from these clinics—our ef- 
forts will have been worthwhile. 
But, it will mean absolutely noth- 
| ing unless you DO something about 
jit when you get back home. Make 
;your own daily “must” list of 
;things you know you should DO. 
| So let’s take a look at this— 
;more do—and see what it can 
|mean. Take the first word of— 
more—sure we all want more of 
most everything — more sales — 
more gross profit. That more can 
mean: 

Most operations 
ment. 

Be sure your shop is properly 
equipped. 
| It can mean—modernize or re- 
place equipment. 

Bring it up to date and be sure 
it works. 

It can mean—making overhead 

requires efficiency. 

Use space and facilities to best 
advantage. 

It can mean - 
revenue effort. 

Get organized for more service 
gross profit. 

Then suppose we take a look at 
the DO of MORE Do. 

In my calls on many dealers I 
have received a lot of D. O.—-dealer 
opinions — and many of them 
, blamed their predicament on D. O. 

-damned overproduction. Because 
new-car and used-car profits began 
to D. O.—drop off—some dealers 
reflected a D. O.—dismal outlook 

-and gave D. O.—drastic orders - 
to D. O.—decrease overhead—witi- 
out any regard for what was—or 
was not productive expense—with 
the result that they wound up 
with a D. O.—deficit operation— 
and decided to D. O.—drop out. I 
am sure that no one here wants 
more of that kind of D. O. 


* * * 


Constructive D. O. 


require equip- 


more organized 


But with the talk of new modcls=« 


|—and an easier “cleanup” aheac— 
| Most dealers took on a D. O— 
(Continued on Page 29, Col. 1) 
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= (Customer Volume, Expenses Eyed by NADA Clinic... 


Ways Traced to Boost Service 


(Continued from Page 28) 


definite optimism — and they de- 
cided on certain things to D. O.— 
as their own dealer objective—to 
get organized for more profitable 
operation — such as insisting that 
each department D. O.—do organ- 
ize—and D. O.—demand output— 
with D. O.—departmental objec- 
tives. 

In service — some dealers have 
D. O.—dug out and did D. O— 
dust off—equipment that had not 
been used for some time. They 
gave specific instructions to make 
sure that it—D. O.—does operate, 
because they realized that today’s 
business is a D. O.—different oper- 
ation—especially as far as service 
ig concerned —since the D. O.— 
dirty operations — that formerly 
paid profit dollars—are now fewer 
and farther between—with mostly 
only maintenance service left to 
sell. 

And—whereas D. O.—dissatis- 
fied owners were formerly al- 
lowed to D. O.—drive out—un- 
happy —and many owners were 
referred to as D. O.—disgusted 
owners — the attitude now is 
changed to D. O.—dear owner— 
because he is worth over $300 a 
year in service .sales and that 
means more potential gross 
profit. The attitude toward Mr. 
Customer — the most important 
person in your dealership—is or 
should be—as if he wore a sign 
with several meanings —for all 
your people to see—reading D. 
O.—don’t offend—or D. O.—don’t 
oversell— or D. O.—don’t over- 


Michigan Dealers 
Selling Car Tags 
Hit by Competitors 


LANSING.—Michigan’s new sec- 
retary of state, Democrat James 
M. Hare, has caused disturbances 
in three Michigan communities by 
appointing auto dealers to head 
license-plate sales offices. 

Other dealers in the three areas 
contend that the appointed dealers 
will have an unfair business ad- 
vantage by seeing details of others’ 
sales. 

The three communities are Cad- 
illac, Albion and Ludington. 

In Cadillac Hare appointed Wil- 
liam DeClerck to head the Wex- 
ford County office but a Circuit 
Court injunction has been issued 
ordering DeClerck to halt sale of 
plates. 

Hare said the appointment of 
William H. McKanic in Albion 
would stand despite dealer pro- 
tests. Albion dealers have peti- 
tioned the Michigan Automobile 
Dealers Assn. to take action. 

The Mason County Automobile 
Dealers Assn. has started Circuit 
Court action against Hare over the 
appointment of Edward O. Hansen 
in Ludington. 

Hare said the practice of ap- 
pointing auto dealers to sell license 
plates is an old one. 





Car hai Queen— 


Miriam Stevenson, “Miss Universe of 
1955," is met in New Orleans by W. C. 
Steiger, Dodge sales promotion manager 
at Memphis. A convertible was placed at 
Miss Stevenson's disposal by R. J. Young 
Motor Co., Inc. (Dodge-Plymouth). 


charge—for that will keep him 
from coming back again and 
again to spend money with you 
and the ultimate purchase of a 
new car. 

And too, many dealers learned 
that the factory would not reim- 





Auto Theft Ring Smashed 


By Cleveland Police 


CLEVELAND. — Police have 
smashed one of the biggest auto 
theft rings in this area’s history 
with the arrest of a 32-year-old 
Geauga County farmer on whose 
land they found 47 late-model 
cars. 

Police Capt. Dennis Lynch esti- 
mated the value of the autos at 
$150,000 and said the farm was 
the headquarters for parts sold 
throughout the area. An elabo- 
rate machine shop had been in- 
stalled on the farm to scrap parts 
and crush bodies. 








burse them—on guarantee work— 
to D. O.—do once—and they did 
not get paid to D. O—do over— 
such work. So they adopted the 
same idea on customer paid labor 
—to make more gross profit and 
more customer satisfaction, with 
the instruction that all jobs be— 


-|D. O.—done on-time. 


All of that is fine and good from 
the standpoint of owner satisfac- 
tion, but it still leaves the need 
for—more average sales per repair 
order, and the sale of more items 
per repair order. Many dealers 
have accomplished this by now 
doing many of the things they 
D. O.—did often in the old days— 
like D. O.—discover operations— 
needed by road-test with the owner 
—and get mechanics to D. O.—do 
observe—additional services for: 

Most every automobile needs 
something more. 


There’s that more again, which 
can now mean: 

Mechanics observe — recom- 
mend extras. Each one become 





No. 10,000— 

Kurland Motors (Kaiser-Willys), Denver, 
receives Jeep No. 10,000 in the 1955 line. 
Kurland serves 53 dealerships in Colorado, 
Wyoming and Nebraska. Maurice L. Kur- 
land is owner. 





an inspector or make only repairs 
explained. 


To avoid misunderstanding with 









Nakaréde 


UNDERCAR SEALER 
AND SILENCER 


V Sprays on Quicker 


V Saves Time, 
Trouble, Money!” 


50% More Undercoating 


Jobs from Every Drum 


Check these facts, and you’ll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode . . 


@ Is sprayed on thinner (Ye”) 


Dries faster 


easier 


@ Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 





LION OIL COMPANY /(&: 
EL DORADO, ARKANSAS 


Lasts longer 
Goes farther 
Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 
















Lion Oil Company 
Dept. AN-A 
El Dorado, Arkansas 


Name____ 
Street_ 


City 





the customer or make order read 
exactly as to what is to be done, 
so the mechanie knows what to do 
and doesn’t have to guess or lose 
time. Or most important: 

Make organization radiate en- 
thusiasm. 

Enthusiasm motivates people and 
moves plenty of products for a 
profit. 

Those of you who are musically 
inclined know that the first note 
of the musical scale is spelled DO, 
but is pronounced a long O. So 
what this all adds up to is: 

More do of the things you know 
how to do means more dough! 


Lochmandy Buick Sales 
Opens in Elkhart, Ind. 


Michael Lochmandy, former Bu- 
ick dealer in Valparaiso, ind., is 
now operating Lochmandy Buick 
Sales & Service, 426 N. Main, Elk- 
hart, Ind., a franchise formerly 
held by Harvey Wambaugh, Inc. 

The new dealership is located in 
the building formerly occupied by 
Super Motors (Hudson), and Victor 
Treckelo, who operated Super Mo- 
tors, is working for Lochmandy as 
assistant sales manager. His 


brother, Milton Treckelo, is parts 
manager. 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 


State 



















You are 


cordially invited 





Ss 


It brings to your driving a new concept of safety and comfort. 


Kapect 













to 


U.S. ROYAL 


Convention 


Headquarters 


West Ballroom 
of the 
Conrad Hilton Hotel 
January 29th 
through 


February 2nd, 
5.00 P.M. to 11:00 PM. 


greal 


The first thing you'll notice, 
about the new U.S. Royal 
Master, is what you can see. 
And you can expect to be 
happily surprised! For you’ll 
see a tire utterly different 
from any you’ve known before. 
Here is the action look— 
the motion look—the look of 
verve and dash... pace and power. 
You see it in the fleet, dynamic design of modern 
wheels. You see it in the long, low lines of modern 
cars. Now, for the first 
time, you see it ina 
tire—a tire whose 
High-Light styling 
blends with the 
racy contours of 
today’s sleek auto- 
mobiles... a tire 
designed to make 
your car look 
more alive—more 
ready—willing 
and eager to GO! 
















WELCOME to the 


United States Rubber Company presents the most advanced tire of all time. 
It brings to your car a new elegance of styling. 


(hings 


Jrom the NEW NYLON TUBELESS S 
. # 


But “handsome is as handsome does” — 
so we want you to know about the 
advanced performance you can expect 
from the New U.S. Royal Master. To 
that end, we tell you simply that it is 
the safest nylon tubeless tire yet 
contrived for your use—at whatever 
speeds you may drive your car. In 
truth, it may well be that we have 
made this tire even safer than need be! For, the chances 
are that you will never call upon it to deliver its full 
measure of protection against 
the hazards of higher speeds, 
blowouts, punctures, and skids. 
In part, this superior pro- 
tection comes from the 
advanced tubeless construc- 
tion and the exclusive, “ .®. 
high-speed Inst-o-matic = re 
tread of the New U.S. Of, en 
Royal Master. In rt ees 
part, it comes from an 
improved new method expect to forget all fear 
of treating the nylon eens 
cords that form 


of punctures and blowouts 
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TH IS W E EK K and next, millions of your best customers will T 











NA.DA. Convention 


You are 
cordially invited 
to get the facts 

of a 


UNIQUE 
SELLING 
PLAN 


that will enable you to sell 
the New Nylon Tubeless 
U.S. Royal Master to your 
new car buyers—and earn 
The first tire whose smooth High-Light Styling carries out the clean contours of modern motor-car design more money for yourself 
and for each of your sales- 
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men... Without inventory, 
| service or personnel invest- 
Vc 1 j c 1 % ment on your part! 
the body of the tire. In actual tests, this 
This method, great tire was driven 
developed by U.S. ye against the curb for 
Rubber engineers, 4 F more than a mile with 
applies a new lt no scuffing or soiling 
rubber-and-chemical of the gleaming 
compound to the pases new smoothness whitewall! 
| nylon cords. Then i ciate. Whether you are 
Toate §=and silence of ride buying a new 1955 
to exacting car or re-equipping 


modulus control which stabilizes the tire body —fortifies your present one, 
to] the cords against heat, friction, and wear. The result take care of your tire 

isa far cooler-running, more flexible needs for good with a set of New U.S. Royal 

— = aeons a - oe that fit all standard rims. 
paration me things of the pas : ut you really must see the 
Beyond all this, there are still other og New U.S. Royal Master to appre- 

virtues that will commend the New ciate the beauty of its High-Light 

U.S. Royal Master to you. One is the : ? styling. You must ride it to know 

soft, smooth, silent ride it will give you and stopping action the marvel of its easier handling 

—throughout far longer mileage than you ‘ and smoother ride. So visit your 

ever expected to get from any tire. car dealer or U.S. Royal Tire 
Another is the exclusive design of the Dealer soon. 

sidewall which curves gracefully and 

smoothly out to function as a constant 

Curb Guard* for the recessed whitewall. 


automatic traction 


*Trademark of United States Rubber Company 








see this announcement advertisement in America’s largest and most powerful national magazines. 
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First Thing: A Car 


Survey Reveals 107 New-Auto Registrations 
Per 100 New Industrial Workers 


WASHINGTON. — For every 100 
new industrial workers in nine 
counties surveyed by the U.S. 
Chamber of Commerce, there were 
107 additional new-car registrations 
and $50,000 extra spent in auto 
dealerships, the Chamber reports. 

The survey also indicated that 
for every 100 workers, retail sales 
zoomed $360,000, personal income 
climbed $590,000 and bank deposits 
rose $270,000. 

At the same time, the survey 


reveals, an increase of 100 indus- 
trial workers meant 74 new jobs 
in other lines of work, 112 more 
households and a population in- 
crease of 296. 

The survey covered a 10-year pe- 
riod and was designed to measure 
the impact of new industry on local 
business. 

All of the counties were nonin- 
dustrial prier to World War II, but 
in each the major employment in- 


crease between 1940 and 1950 was 
in manufacturing. 

Other tests met by the counties 
studied: Manufacturing employ- 
ment in 1950 at least doubled that 
of 1940 with a numerical increase 
of at least 1,000 manufacturing em- 
ployes; manufacturing employment 
in 1950 was at least 20 percent of 
total employment, and none of the 
counties was a part of a metropol- 
itan area. 


million. The number of manufac- 
turing employes increased by 138,- 
192, while other employment rose 
by 18,915. 





A major effect of industrial | 
growth in the nine counties was | 
to increase retail sales. In 1940, | 
annual sales were $58 million | 
while in 1950 the figure was $225 | 


Industrial growth also added four 
new retail establishments per 100 
workers, 38 truck and bus registra- 
tions and 70 new residence tele- 
phones. 

Of the increased retail sales, gro- 
cery stores received the largest 


dealers received $50,000; depart- 
|ment, drygoods and variety stores 
received $45,000 and eating and 
| drinking places got $30,000. 

The survey covered the follow- 
ing counties: Colbert, Alabama; 
Hot Springs, Arkansas; Haber- 
sham, Georgia; Calcasieu, Louisi- 
ana; Lee, North Carolina; Jeffer- 
son, Pennsylvania; Oconee, South 
Carolina; Hamblen, Tennessee 
and Giles, Virginia. 





The survey is contained in a 
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FIRST in the top seat cover lines for’55, because Nycar has 
proved itself to be the outstanding sales making seat 


cover fabric. 


FIRST in design and weave. Fashion-right decorator colors, 
distinctive and original weaves — a fabric so beautiful 
that it keeps pace with the forward styling of ’55 cars. 


FIRST in trade and consumer recognition and preference. 
Nycar’s greater than ever advertising and promotion 
program (including a complete kit of consumer-tested sell- 
ing aids) will power-house more seat cover sales for you. 


FIRST in profits — a fast-moving line so outstanding in 
beauty, quality and reliability that it has become the 
standard by which all other seat cover fabrics are judged. 


FIRST in absolutely unrivalled service features — elimi- 
nation of static shock, resistance to burns, tears and 
scuffing, water and stain repellency, and air conditioned 
comfort in any weather. Nycar’s new high-tenacity, color- 
fast filament yarns assure longer wear, greater strength. 


Nycar is completely Ellenboro 


controlled and produced, 


from original design to its exclusive Nylicone finish. 


Remember —Nycar is made only by 


ELLENBORO MILLS, INC. 


a division of Neisler Mills, Inc. 


* Ellenboro, No. Carolina 


Sales Offices: New York * Chicago * Dallas * Los Angeles 


share, $70,000 per 100 workers; auto | D 





pamphlet entitled “What New In- 
dustrial Jobs Mean to a Commu- 
nity,” and single copies are avail- 
able frem the Economic Research 
Department, Chamber of Commerce 
of the United States, 1615 “H” 
Street, Northwest, Washington 6, 
oS 


Illinois Considers 
Private-Station 
Inspection Plan 


SPRINGFIELD, Ill.—The Illinois 
Legislature is considering a bill 
that would require semiannual 
safety inspections for all vehicles 
at private inspection stations. 
Charge for the inspections would 
be limited to $1.50. 

Introduced by Senator George 
Drach, the bill would require a test 
of brakes, frame, wheels, steering, 
lights, horn, rear-view mirror, 
windshield and wipers. 

Violators of the law could be 
fined $1 to $100 for the first offense, 
$25 to $200 for the second offense 
and $100 to $300 for other offenses. 

Said Drach, “It wouldn’t be a 
panacea by itself, but with a State 
speed limit and additional State 
policemen the number of traffic ac- 
cidents should decline.” 

Under the proposal, the State 
would receive a fee from the in- 
spection station, plus 10 cents for 
a safety sticker. The State fund 
would be used for hiring 50 more 
policemen. 


Rotary Lift Expands Again, 
Buys Colville in Canada 


MEMPHIS.—Rotary Lift Co. has 
purchased Colville Industries, Ltd., 
of Chatham, Ont., Canada’s largest 
maker of automotive lifts, accord- 
ing to Hugh Allen, president of 
Rotary. 

Expanding for the second time in 
a year, Rotary has a new $500,000 
plant in Madison, Ind., which is 
now being equipped and will be in 
production soon, Allen said. 


Used-Car Notes 


BURLINGTON, Vt.— (UTPS) — 
Charles P. Smith Jr., Inc. Ver- 
mont’s largest Ford dealership, has 
announced a used-car warranty 
plan, under which every used car 
and truck in its stock, regardless 
of make, mileage, year or model, 
will be guaranteed for six months 
or 6,000 miles. 

The management said there would 
be no added charges or “strings 
attached.” 


* * x 


Eau Claire Auction Chartered 


RICE LAKE, Wis. — Eau Claire 
Auto Auction, Inc., has been formed 
here. Incorporation papers were 
signed by William A. Cameron. 

~ + oa 


Peters Motorama Formed 


MINNEAPOLIS.—Articles of in- 
corporation for Peters Motorama, 
Inc., a used-car firm, at 601 E. Lake 
St. here, have been filed. Incor- 
porators are Peter G. Brown, Peter 
A. Karos and Artemis Karos. 

* x * 


Ohioans Seek Board Voice 


AKRON. — Used-car dealers here 
are seeking to have the governor 
appoint a used-car dealer to the 
State automobile dealers’ licensing 


board. 
* x + 


Fire Damages Morrill 


FANKLIN, N. H.—(UTPS)—Sev- 
eral persons narrowly escaped in- 
jury and damage estimated at $2,- 
000 was done in a flash fire at 
Morrill Used Cars, Inc. One car and 
the roof of the establishment were 
damaged. 


* * * 


King to Build Office 
AUSTIN, Minn.— LaVerne King 
has been granted a permit for a 
used-car lot office which he plans 
to build at 806 E. Water St. here. 


* * * 


Paulk Reelected 
AUGUSTA, Ga. — R. C. Paulk, 
used-car dealer, has been reelected 
president of the East Georgia Mo- 
tor Club. 








O 








BY CADILLAC 


Pictured here is the most inspiring automotive creation ever 
to appear in the showrooms of Cadillac dealers. It is the 1955 
Eldorado—styled for the world’s most demanding motor- 
ists... and powered by a magnificent 270-h.p. engine. Its 
creation offers visual evidence of Cadillac’s continuing motor 
car leadership .. . and the fact that it is now in production is 


still further proof of the great value of the Cadillac franchise. 
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Common Sense Sets 


Basic Speed Law 


By Gerhardt Neumann 
Staff Writer 

—— proper use and regulation of 
speed is analyzed in a booklet, 
“Motor Vehicle Speed . . . Its Con- 
trol and Regula- 
tion,” published 
by the Traffic En- 
gineering and 
Safety Depart- 
A ment of the 
% American Auto- 
Oi _ The booklet de- 
nies that speed 
in itself is necessarily the cause of 
an accident. It admits only that the 
higher the speed the greater (usu- 
ally) will be the severity of an 
accident. 


mobile Assn. 
The term “high speed” in itself 


wt 





is nebulous, because under cer- 


Use the 


tain conditions even low speeds 

may be too high to avoid an acci- 

dent. 

According to the booklet, there 
are not enough facts known to de- 
termine the relationship between 
accidents and speeds. 

In a 1950 survey of the National 
Safety Council it was found that 
the death risk at a cruising speed 
of 45 miles an hour is 61 per 1,000 
drivers involved in injury acci- 
dents, at 55 miles it is 85, and for 
speeds over 60 miles it is 160. 

os * + 
i IS pointed out that excessive 
speed is unquestionably an im- 
portant accident factor. Excessive 
speed is driving a car too fast for 
road conditions. 
The proper control of speed 


varies from place to place, car to 
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car, driver to driver, and condi- 
tion to condition. The booklet be- 
lieves that “no numerical speed 
limit can possibly be satisfactory 
at all times, places and under all 
conditions.” 

The only solution seen is the 
adoption by all states of the basic 
speed law that a driver shall oper- 
ate at all times at a reasonable and 
prudent speed, taking due account 
of conditions and hazards. 

The uniform Code, Act V, Article 
VI, adds a prohibition against a 
speed greater than will permit a 
person to stop the vehicle without 
injury to another or his property. 

7 * * 
Hew much beyond the basic 
speed law should legislation go? 
An analysis of the various state 
codes shows these three facts: 

1. It is generally agreed that in 
urban areas maximum speeds 
(either prima facie or fixed limits) 
are desirable. 

2. Specific maximum speeds are 
held desirable for trucks in rural 
areas. 

3. Viewpoints vary as to speed 
legislation for cars in rural areas. 
About one-quarter of all states rely 
on the basic speed law, while the 








Cont Gow 
ran EW 


“Oh dear! If this car doesn’t 
have an automatic transmission, 
then I’ve been driving in low for 
the past six months!” 





| Others have specific speed limits. 


The booklet says that those who 
favor numerical speed limits like to 
refer to the fact that states with 
such limitations enjoy lower fatal- 
ity rates in terms of vehicle-miles 
driven than states without fixed 
limits. 

* * * 
te authors deny, however, that 
there is any proof that this type 





time contracts. 


ACCEPTANCE 


@ The GMAC Thrift-Guard Plan now helps 
you in new ways to increase your control of 


@ An extensive new national GMAC adver- 
tising program directs time buyers to you, the 
dealer, before credit is arranged elsewhere. 


@ Every new GMAC advertisement will tell 
time buyers about the convenient financing 
and extra benefits you make available, when 
you use the GMAC Thrift-Guard Plan. 


@ You can fit your financing to all customers’ 
needs, with the flexible Thrift-Guard Plan. 
And you gain—1. Control of the whole trans- 
action. 2. Gross from time contracts. 3. Extra 
business from satisfied customers. 4. Repeat 
sales from GMAC service. 


GENERAL MOTORS 


CORPORATION 









of speed regulation is the reason 
for such lower rates, just as there 
is no proof that they have no effect 
on lower rates. 

The booklet states that there is 
need for further research in this 
field, though efforts to isolate the 
speed factor in accident investi- 
gations often encounter numer- 
ous practical difficulties. 

In 16 states lower speed limits 
are fixed for night driving, and 


‘| there seems to be a growing favor 


for a distinction between day and 
night speed limits. 

The booklet considers speeds of 
more than 50 miles an hour at night 
“overdriving one’s headlights,” and 
appears to be in accord with the 
tendency toward lowered night 
speeds. 


65-Mile Limit 
Proposed in Mo. 


A House committee has approved 
a 65-mile-an-hour daytime speed 
limit for Missouri highways with 
55 miles an hour at night. It also 
has approved legislation that would 
bring buses and trucks under the 
jurisdiction of the same speed law. 

Committee approval has been de- 
layed on a proposal to require per- 
sons 65 years or older to take driv- 
er’s tests and physical examina- 
tions. Some legislators suggested 
that all drivers be subjected to the 
same rule. 
| Another bill takes the job of 
|operating school buses from the 
Department of Education and the 
| school districts and places it in the 
|state Department of Health and 
Welfare. 


* a - 


‘Anti-Noise Law 


Vetoed by Court 


A Milwaukee ordinance, aimed at 
| cutting down motor vehicle noises, 
| has proved unworkable and Circuit 
|Court has enjoined the City from 
| enforcing the law. 

The court upheld fhe contention 
| of some motorists that the mufflers 
'on their vehicles were apparently 
|not designed correctly and caused 
excessive noise. 
| It is claimed that truck and bus 
| manufacturers are to be blamed 
for the use of inefficient mufflers. 

Truck manufacturers say that 
itheir vehicles are supplied with 
| mufflers that are below the of- 
fending decibel rating of 95, but 
add that a few trucking firms fail 
to repair or replace a muffler when 
it does get noisy after long use. 

* * ” 


Safety Benefits 
Quebec Drivers 


Quebec Minister of Transport and 
Communications, Antoine Rivard, 
has announced that Quebec motor- 
ists will save more than $5 million 
during 1955 as a result of a reduc- 
tion in premiums of auto insur- 
ance. 

He said the reduction was the 
result of a 25 percent decrease in 
fatal accidents in 1954. 

Rivard said the reduction in fatal 
accidents was brought about by ed- 
ucational campaigns by various 
safety leagues and strict. enforce- 
ment of the Quebec Motor Vehicles 


Act. 








Cities Urged to Plan Ahead 
For Coming Parking Jam 


The auto parking jam will be “im- 
measurably worse” in five years 
when millions of World War II 
babies reach driving age, New York 
State Senator Thomas Desmond 
said in urging cities to adopt “bold 
programs.” 

He said he would reintroduce a 
five - point parking program. The 
bills would: 

1. Authorize cities to use the 
“Buffalo plan” of tax exemptions 
for parking garages built from 1955 
through 1957. 

2. Require that off-street parking 
be provided at all commercial build- 
ings, factories and apartments. 

3. Permit construction of open- 
deck garages on the same financial 
arrangements now possible for 
other garages. 

4. Authorize cities to float 15-year 
bond issues to finance construction 
of parking lots. 

5. Authorize cities to levy fines 
for over-parking on their lots. 
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FOB FACTORY 
Automation's Real News 
Is in Clever Controls 


IFFERENTIATION between “automatic operations” and | 
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the “pushbutton factory” was proposed by W. C. New- 
berg, president of Dodge, before the Society of Automotive 
Engineers at the recent golden anniversary meeting in De- 
troit. It may help to clear up some of the confusion that has 


been built up around that? 


glamorous new word, “auto- 


mation,” that has received so 
many technical headlines during 
the past year. 

Pointing out that the public is 
constantly hearing talk about push- 
button factories, pushbutton planes 
and pushbutton machines, Newberg 
observed that the word “pushbut- 
ton” should be used to refer to the 
controls used in automatic han- 
dling, processing or machining. 

Automation, he suggested, is 
best employed to refer to the 
process whereby a part is carried 





automatically through a series of 
manufacturing operations, either 


in one machine or in a series of | 


machines. 


Where this distinction is recog- 
nized, it becomes clear that “auto- 
mation” is just another term for a 
process that has been going on in 
the auto industry for a long time. 


Although Newberg did not make 
a direct distinction, his discussion 
made it clear that the newest thing 
about this phenomenon is the con- 
trols that make the process work. 
Without the latest electrical gadg- 


| 





ets to supplement earlier hydraulic 
and mechanical devices and con- 
trols, it is unlikely that the term 
“automation” would have attracted 
nearly so much attention. 

* + * 


New Technical Term 


EWBERG introduced another 
term that is likely to find a 
prominent place in technical lan- 


|guage. At Dodge, he said, the 


phrase, “mechanical production 
aids,” is used to describe the nu- 
merous devices that are used to 
make automation work. 

These include electronic 
switches, conveyors, elevators, 
loaders, turn-over machines, rota- 
tion devices, chutes, tilting de- 
vices, shuttles, mechanical hands 
and fingers. 

A simple review of this list makes 
it clear that such devices have been 
in use for a long time in auto fac- 
tories. The elaborateness of the 
latest devices, the frequency with 
which they are used and their sen- 
sitivity are probably the newest 
things about them. 

Another observation made by 
Newberg will undoubtedly catch the 
attention of process engineers and 
mechanics who aim to be informed 
on the latest process developments. 











“Good! 


No more tubes! That 
keeping air in tires always was 
a bother!” 





The trend today, Newberg empha- 
sized, is strongly in the direction 
of integrated automation. 

What most process engineers are 
looking for, he said, is small, fast, 
simply constructed units that can 
be tied together by mechanical pro- 
duction aids into flexible automa- 
tion units. The new units do not 
look as ingenious as large, com- 








For a 


Distributor 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

190 Monroe Avenue 

Aurora, Illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 


@ You'll save a lot of valuable time, space 
and money by letting your Lyon Automo- 
tive Distributor do your complete parts 
department job for you. He’ll make a space- 
saving floor plan—dismantle and refinish 
present units—erect and install present and 
new equipment —label all bins—place parts 
in proper sequence. Talk to him. It won’t 


A PARTIAL 


DEPARTMENT 


See Your LYON 
Automotive 





BETTER 


PARTS 


FOR AUTOMOBILE 


es a a 


from A to Z. 


and rigidity. 





DEALERS 


take long to find he knows his business 


NEW LYON BIN has a lot of features that 
add up to better installations. Sliding shelves 
instantly adjustable on 1%” centers. Divid- 
ers quickly adjustable on 1” centers with- 
out tools. New design provides extra strength 


Write for catalog and name of your nearest Lyon Distributor 


LIST 


OF 
bd E ah an ker Racks 


i iS jew Free 


° 
- toh ats 
. 


LYON 


ata ay tik 


STANDARD PRODUCTS 








plex machines. Their performance, 
however, may be even more spec- 
tacular than their predecessors. 

+. + * 


Quick Switch 


a cited an example. At 
its Indianapolis transmission 
plant, Chrysler is assembling trans- 
missions on carriers that are fas- 
tened to a moving conveyor line. 
Each carrier has a four-way switch. 
By a flick of a switch the carrier 
is automatically routed to any one 
of four departments. 


Routing, however, can be 
changed at any time—and at any 
point in the conveyor system. 
Thus, the addition of a few simple 
switches changes a conveyor line 
into a flexible piece of automa- 
tion. 


Similar examples can be cited. At 
Flint, Chevrolet installed a new 
conveyor system that permits work 
baskets from the heat treat to fol- 
low several different routes. In this 
case switching is performed auto- 
matically. 

A new transfer line installed by 
a large producer processes two dif- 
ferent gray iron castings. Electron- 
ic devices “tell” the machine which 
casting is to be machined and the 
tools are adjusted accordingly. 


Chevrolet Shoots 
For Its Biggest 


First Quarter 


DETROIT. — Terming Chevro- 
let “the first-place leader of the au- 
tomobile business,” T. H. Keating, 
general manager, 
said last week 
that his division 
is starting 1955 
at an accelerated 
pace that clearly 
anticipates t h e 
biggest first 
quarter in auto- 
motive history. 

“An expanding 
population and pe 
an expanding au- “ 
tomobile market =, &, Renting 
means more employment,” Keating 
said. “We expect Chevrolet produc- 
tion to be increased 10 to 12 per- 
cent this year.” 

He predicted that Chevrolet pay- 
rolls in 30 plants in 21 U. S. cities 
would go up around 3,000 in the 
next three months. The total in- 
crease, he said, would be from 
82,000 to about 85,000 in all plants 
combined. A year ago, Chevrolet 
employment on civilian production 
was 80,000. 

Outstanding public acceptance of 
Chevrolet’s new models and im- 
proved manufacturing technology 
are also contributing to the up- 
surge, he said. 

He observed that the low-price 
market closed the recent 1954 cal- 
endar year with nearly 60 percent 
of the total automobile market, 
and predicted it would continue to 
command that dominant percent- 
age in the year ahead. 


' 

Dealer's Story 
Promotional Booklet Tells 
Civic Importance 
AUSTIN, Tex. “The Doctor 
Buys a Car” is a booklet issued by 
the Texas Automotive Dealers 
Assn. and designed to sketch the 
auto dealer’s place in his com- 

munity. 

The illustrated story is about a 
physician who tells his dealer 
friend that he has been looking for 
a@ car on used-car lots. 

The dealer tells the doctor how 
much the dealer’s service would 
mean to him to keep his car run- 
ning, how much money is invested 
in the firm and how much the 
dealership and its employes con- 
tribute to the community in terms 
of money and civic activities. The 
doctor is convinced and buys a 
new car. 

Dealers may buy up to 250 copies 
for $20, up to 500 copies for $35 
and 750 or more in units of 250 for 
six cents per copy. 


Weiss Motor Branches Out 


| Weiss Motor Co. (Ford), Balti- 
|more, has added to its string the 
|Ford franchise in Portland, Me., 
formerly held by Northeast Motors, 
Inc. Northeast will deal in both 
Willys and Packard. 








AUTOMOTIVE NEWS, JANUARY 31, 1955 37 


Here are the 5-year standings 
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..Milwaukee Journal 
...Los Angeles Times 
...Chicago Tribune 
...Miami Herald 

..New York Times 
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...Milwaukee Journal 
..Chicago Tribune 
...Los Angeles Times 
..Miami Herald 
.. Washington Star 
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...Milwaukee Journal 
..Chicago Tribune 

...Los Angeles Times 

...Washington Star 
..New York Times 





for the 5th year in a row— 

THE MILWAUKEE JOURNAL 

carried more total advertising 

than any other newspaper 
in the world 


Leaders in Advertising in the U. S. 
Year — 1954 


as Measured by Media Records, Inc. 


LINES 
rt 1. The Milwaukee Journal ....... 49,370,297 
a 2. Los Angeles Times........... 48,662,579 
ce 3. Chicago Tribune.............. 48,141,079 
_..New York Times 4. Miami Herald............... 45,020,139 
ie ect 5. New York Times ............. 44,124,630 


1950 


.-Milwaukee Journal 

..Chicago Tribune 
..-Los Angeles Times 

..New York Times 

.. Washington Star 





We believe this record of nation-wide leadership for five years in a 
row is important news to advertisers. It points out a market which is 
steadily top-grade in sales action, and a newspaper that offers 
extra value in coverage and response. 


THE MILWAUKEE JOURNAL 


350,000 Copies Daily 485,000 Copies Sunday 


National Representatives, O’Mara & Ormsbee, Inc. 


New York Chicago Detroit Los Angeles San Francisco 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction 
during January was $888, according to Automotive News’ index. 
That average was $4 below the average for the partial month estab- 


lished in the previous week. 


Full-month averages, as compared with partial averages of the 
previous week, fluctuated as follows: 

The ’52 models went up $12 and ’53s increased $3. Losing were ’55s, 
down $15; ’54s, down $13; ’50s, down $11; '49s, down $8, and ’48s, 
down $2. The price of ’51s remained unchanged. 

Record lows were established for the price of ’50s and ’48s. 

Auction activity was stepped up last week, with the ratio of sales 
to offerings passing 71 percent. It had been 68 percent in. the previous 
week and had been below 70 percent in five of the preceding six weeks. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- | canILLAC 


day. Prices are for sale of Jan. 18.) 
(Sold 257 cars out of 380 offerings.) 
BUICK—’55 Special Riviera 2-dr., 2 at 
$2,700* (ps). °54 Super Riviera 2-dr., 
$2,200*, $2,155* (ps); Century Riviera 
2-dr., $2,190% (ps), $2,175*%. '53 RM 
Riviera 2-dr., $1,550* (ps); Super Ri- 
viera 2-dr., $1,450*; 4-dr., $1,400* (ps); 
Special Riviera 2-dr., $1,325, $1,290*, 


$1,130, $930*; 4-dr., $1,200* "52 


Super Riviera 2-dr., $1,045*. 

’55 (62) conv., $4,945* (ps). 
’54 (62) coupe, $3,880* (ps). ’53 (62) 
coupe deVille, $2,825* (ps), $2,585* (ps); 


(ps). 


conv., $2,675* (ps); coupe, $2,655* (ps); 
4-dr., $2,540* (ps), $2,310* (ps), §$2,- 
280* (ps), $2,225* (ps). 


CHEVROLET—’'55 Two-ten (8) Handyman, 
$2,100; Bel Air (8) 4-dr., $1,755. '54 
Bel Air Sport coupe, $1,550°; 4-dr., $1,- 
390°; Two-ten 2-dr., $1,140. '53 Bel Air 
Sport coupe, $1,230; 2-dr., $1,045* $985°*, 


| FORD —’55 Fairlane 


Two-ten 4-dr., $1,065*, $1,060°, 
$905, $850, $805*; 2-dr., $1,- 
$950, $925, $905. ’52 SL 
$775; station wagon, 
$605. '51 SL Deluxe 


(ps); 
$1,010*, 
060*, $1,045*, 
Deluxe Bel Air, 
$760; 4-dr., $670*, 
Bel Air, $550*. 

CHRYSLER—’53 NY 4-dr., 
’52 Windsor 4-dr., $910*. '50 NY New- 
port, $520°; 4-dr., $260*°, $245°*. 

DeSOTO—’53 Powermaster 2-dr., $1,050* 
(ps), $990*. ’52 Fire Dome (8) 4-dr., 
$750* (ps); Sportsman, $515*. '51 Cus- 
tom 4-dr., $390*%. ’50 Custom 4-dr., 
$410*, $350*. 

DODGE—’54 Coronet conv., $1,485*%. °53 
Coronet 4-dr., $955*, $925*, $840*; Diplo- 
mat, $940*. ‘51 Meadowbrook 4-dr., 
$355* °50 Meadowbrook 4-dr., $280*. 

(8) Victoria, $2,- 
205*; Custom (8) 2-dr., $2,050°, $1,890°. 
'54 Crest (8) Victoria, $1,755" (ps), 
$1,520*; Main (6) Ranch Wagon, $1,600; 
Main (8) Ranch Wagon, $1,565; 2-dr., 
$1,110; Custom (8) 4-dr., $1,510*%; 2- 
dr., $1,305*, '53 Main (8) Ranch Wagon, 
$1,300; Custom (8) 2-dr., $1,165, $1,045. 

HUDSON—’53 Jet 4-dr., $785, $590. ’52 
Hornet 4-dr., $725*; Pacemaker 2-dr., 
$320. ’51 Hornet 4-dr., $630*, $470°. 


$1,290* (ps). 





KAISER—’52 4-dr., $695*. 

LINCOLN—’52 Capri 4-dr., $1,185°. 

MERCURY — ’'55 Monterey 4-dr., $2,540°. 
’53 Custom 4-dr., $1,280*, $1,180. ’52 
Custom 4-dr., $890*, $800*, $695*; Sport 
coupe, $860. ‘51 4-dr., $475*; 2-dr., 
$435. '50 4-dr., $370, $215. 

NASH—’'53 Ambassador club coupe, §$1,- 
330*; Rambler club coupe, $1,035*. '52 
Rambler station wagon, $710*. 

OLDSMOBILE—’55 (98) Holiday, $3,175*; 
4-dr., $2,970* (ps). '54 (98) Holiday, 
$2,525* (ps); (88) Holiday, $2,500* (ps), 
$2,355* (ps), $2,350*° (ps); 4-dr., $2,- 
355* (ps). °’53 (98) Holiday, $1,850* 


Average Used-Car Prices 


(Compiled by Automotive News) 


* Prices on 1955 models added to tab- 
ulation; prices on ’47s dropped. 


Nov. 
1954 


Jan. 1955 
To Date 


$2,247* 
1,660 


Dec. 
1954 


$1,793 
1,147 
804 
589 
446 
304 
209 
175 


$1,848 
1,197 
854 
604 
459 
330 
227 
166 





753 
533 
390 


$ 683 $ 711 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


(ps); 4-dr., $1,695* (ps); (88) 4-dr., 
$1,720*. 
PACKARD—’53 Clipper 4-dr., 2 at $1,- 


150*. ’°51 (200) 4-dr., $625°. 
PLYMOUTH — ’54 Belvedere 4-dr., $1,490, 
$1,410*. ’53 Cambridge Suburban, $925; 
2-dr., $790, $765; Cranbrook 4-dr., $920, 
$905, $880, $850, $845, $785, $775, $730; 
2-dr., $905, $850. °52 Cranbrook 4-dr., 
$575; 2-dr., $570. 
PONTIAC—’54 Star Chief 
$1,915*; 4-dr., $1,610*; 
2-dr., $1,255. °52 Chieftain 


(8) 
Chieftain 
(8) 


Catalina, 
(8) 
4-dr., 
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TRADE MARK 





Watch for this long black line 
that sweeps into a curve at the 
end of a big yellow bus. It’s the 
design that distinguishes Oneida 
as America’s No. 1 Quality Safety 
School Bus. 





SCHOOL BUS SALES DIVISION 
ONEIDA PRODUCTS CORPORATION 


CANASTOTA, NEW YORK 





$840°, $755; 2-dr., $715*. °'51 Silver 
Streak (8) Catalina, $690°, $545*. °49 
Silver Streak (8) club coupe, $365*. 

STUDEBAKER — ‘54 Commander Land 
Cruiser, $1,290*. °53 Champion club 
coupe, $1,075*; 2-dr., $970*; 4-dr., $790°. 
‘51 Commander 4-dr., $405*; club coupe, 
$300*; 4-dr., $275. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 14.) 


(Sold 157 cars out of 230 offerings.) 


BUICK—’55 Special 4-dr., $2,600*; Riviera, 
$2,500*. °54 Century Riviera, $2,075*, 
$2,000*. °53 Super 4-dr., $1,550*; sta- 
tion wagon, $1,530* (ps). ’50 Super 4- 
dr., $300*. 

CADILLAC—’53 (62) 4-dr., $2,310*. ’52 
(62) coupe, $2,050*. '51 (62) 4-dr., $1,- 
400°. ’50 (62) 4-dr., $1,310*°. °47 (62) 
conv., $260. '41 (62) 4-dr., $350. 

CHEVROLET—’55 Two-ten station wagon, 
$2,100; 4-dr., $1,600; Delray coupe, $1,- 
880°; Bel Air (8) 4-dr., $1,840; Bel Air 
(6) 4-dr., $1,600, $1,550. °54 Bel Air 
conv., $1,550*; 2-dr., $1,325; MTwo-ten 
Delray coupe, $1,415; 4-dr., $1,240, $1,- 
225; %-ton pickup, $1,100, $950. '53 Bel 
Air 4-dr., $1,070*; Two-ten 4-dr., $1,- 
000*. '52 SL Deluxe Bel Air, $840, $800; 


2-dr., $725. '51 SL Deluxe 2-dr., $725; 
FL Deluxe 2-dr., $670. '50 SL Deluxe 
4-dr., $610; Bel Air, $370; 2-dr., $330. 


*49 SL Deluxe 2-dr., $405, $400. '47 SM 
4-dr., $215. '46 FL club coupe, $300. 
CHRYSLER—’51 NY conv., $625*. ’50 NY 
sedan, $550. '48 Windsor 4-dr., $175. 
—_— Fire Dome (8) coupe, §2,- 
DODGE — ’53 Coronet 4-dr., $975, $870; 
Diplomat, $945; Meadowbrook 4-dr., 

$600. 

FORD—’55 Fairlane (8) 4-dr., $2,225, $2,- 
180*; Main (8) Ranch. Wagon, $2,200; 
Custom (8) 4-dr., $2,140. ’54 Main (8) 
Ranch Wagon, $1,700; 2-dr., $990; Crest 
(8) 4-dr., $1,675* (ps); Victoria, $1,625, 
$1,575; Custom (8) 2-dr., $1,275. °53 
Crest (8) conv., $1,225; Custom (8) 2- 
dr., 2 at $1,100, $1,080, $1,020; Main 
(8) 2-dr., $930, $910. ’52 Crest (8) Vic- 
toria, $950; Main (8) sedan, $775; Cus- 
tom (8) 2-dr., $770. °51 Custom (8) 
Victoria, 2 at $600; coupe, $600. ’50 
Custom (8) 2-dr., $650, $530; Custom 
(6) 2-tr., $475, $425. '49 Custom (8) 
4-dr., $310. ’48 Custom (6) 2-dr., $180. 

HUDSON—’51 Super 4-dr., $365. 

MERCURY—’54 Custom 4-dr., $1,585*. °53 


Monterey coupe, $1,300*. °52 Monterey 
coupe, $1,000. ‘51 4-dr., $760, $585; 
2-dr., $400. 
NASH—’53 Statesman Hard Top, $1,075. 
’52 Statesman 4-dr., $730. 
OLDSMOBILE —’55 (98) coupe, $3,400* 


(ps). °54 (98) 4-dr., $2,400°; (88) Super 
4-dr., $2,300* (ps). °53 (98) conv., $1,- 
650*. ’°51 (98) 4-dr., $750. 50 (88) 4-dr., 
$520; (98) 4-dr., $435; (76) 2-dr., $275. 
PLYMOUTH—’'54 Belvedere 2-dr., $1,350; 
Savoy 4-dr., $1,150. '53 Cranbrook 4-dr., 
$1,050, $800; Cambridge 4-dr., $515, $750. 
"52 Cranbrook 4-dr., $650, $550. 
PONTIAC—’55 Chieftain (8) Catalina, $2,- 
700* (ps). °54 Chieftain (8) Catalina, 
$1,925* (ps); Star Chief (8) 4-dr., $1,- 
850*. °53 Chieftain (8) Catalina, $1,- 
480° (ps), $1,450*. °52 Chieftain (8) 
conv., $950°%; 4-dr., $930*. 
STUDEBAKER—’51 Champion 2-dr., $350. 
WILLYS—’52 2-dr., $425. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Jan, 17.) 


(There were no acute changes in to- 
day’s market. The average level of prices 
climbed a few dollars on sharp, ready- 
to-sell merchandise. For the past three 
weeks prices have, been growing steadily. 
The large percentage sold, 100 cars out 
of 123 offerings, indicated a hot auction 
with many new buyers attending.) 
BUICK—’55 Super 4-dr., $2,850*; Century 

Riviera coupe, $2,760*. '53 Special 4-dr., 
$1,160*. '52 Super 4-dr., $1,030*. '51 RM 
4-dr., $760*, $750°*; Special 4-dr., $560*. 


’50 Super Riviera coupe, $625*; 4-dr., 
$330. 
CADILLAC—’55 (62) 4-dr., $4,550° (ps). 


"51 (62) 4-dr., $1,610*, $1,470°, $1,440*. 
'48 (62) 4-dr., $570°. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
970, $1,930*%; Two-ten (8) Delray coupe, 
$1,760. '54 Two-ten 2-dr., $1,425°; 4-dr., 
$1,320. '53 Two-ten Handyman, $1,310; 
Sport coupe, $1,110; 4-dr., $1,160, $1,- 
090* (ps), $1,025, $990; Bel Air coupe, 
$1,170; 4-dr., $1,050; One-fifty 4-dr., 
$850, $810. '52 FL Deluxe 2-dr., $670*; 
SL Deluxe 4-dr., $610*. "51 FL Deluxe 
4-dr., $560°; SL Special 4-dr., $390. '50 
SL Deluxe 4-dr., $480. '49 SL Deluxe 
2-dr., $350; 4-dr., $310, $300. ‘48 FL 
Aerosedan, $210; FM coupe, $200. °'47 
FM conv., $150. 

CHRYSLER—’'52 Windsor conv., $730*. '51 
Imperial coupe, $610* (ps). 

DeSOTO—’53 Custom club coupe, $1,100* 
(ps). ’52 Custom 4-dr., $920* (ps); sta- 
tion wagon, $790*. 

DODGE—’53 Meadowbrook coupe, $790. '52 
Coronet 4-dr., $600; Wayfarer 2-dr., 
$390*. : 

FORD—’55 Custom (8) 2-dr., $1,750. °54 
Crest (8) Victoria, $1,435°; Custom (6) 
2-dr., $1,420*°. °53 Crest (8) 4-dr., $1,- 
100*; Custom (8) 2-dr., $970; conv., 


(Continued on Page 39, Col. 1) 
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Used-Car Auction Prices 
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(8) 2-dr., $500. °50 
*49 Custom (8) 
'47 Deluxe 4-dr., 


$940. °51 Custom 
Deluxe (8) 2-dr., $310. 
2-dr., $300; 4-dr., $230. 
$110. '46 Deluxe 2-dr., $110. 
MERCURY—’49 club coupe, $240*. 
OLDSMOBILE—’54 (88) Holiday, $1,900*; 


(88) 4-dr., $2,030° (ps), $1,650°, °53 
(98) 4-dr., $1,600* (ps); (88) 4-dr., 
$1,450*, $1,180*, °52 (88) 4-dr., $630*. 
’51 (88) Holiday, $980°, 50 (98) 4-dr., 
$420*. 
PACKARD—’51 (200) 4-dr., $630°. ‘49 
(200) 4-dr., $220. 


PLYMOUTH—’ 54 Belvedere coupe, $1,450*. 
’52 Concord Suburban, $820. '51 Concord 
Business coupe, $280. ’50 Special Deluxe 
2-dr., $290. ’°48 Deluxe 2-dr., $220. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
420*; 2-dr., $2,135°. °53 Chieftain (8) 
Catalina, $1,470*; 4-dr., $1,330%. ‘52 
Chieftain (8) 4-dr., $780*. ’51 Silver 
Streak (6) 4-dr., $475. ’50 Silver Streak 
(8) 2-dr., $590, $425, $400*. °49 Silver 
Streak (8) 4-dr., $290. 

STUDEBAKER—’50 Champion coupe, $160. 

WILLYS—’52 (4) station wagon, $500*. 
'46 jeepster, $370. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Jan. 14.) 
(Sold 162 cars out of 256 offerings.) 


BUICK—’55 Century Riviera, $2,875* (ps); 
Special Riviera, $2,535*. °54 Century 
4-dr., $2,005*. ’53 Super 4-dr., $1,400*. 
’52 Super Riviera, $950*. ‘51 Super Ri- 
virea, $725*; Special 4-dr., $470. '50 
Super Riviera, $495*. °'49 Super 2-dr., 
$250*, $195°*. 

CADILLAC—’54 (62) coupe deVille, $3,- 
995* (ps). '53 (62) 4-dr., $2,580* (ps); 
conv., $2,485* (ps). °52 (62) coupe 
deVille, $1,955*, $1,655*; 4-dr., $1,800*. 
"50 (62) 4-dr., $1,125", $1,065*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
975*; Two-ten (8) 2-dr., $1,870*; Two- 
ten (6) 4-ar., $1,860*; Bel Air (6) 4- 
dr., $1,790. '54 Two-ten station wagon, 
$1,590; Bel Air 4-dr., $1,355*; 2-dr., 
$1,310. ’53 Bel Air coupe, $1,280*, $1,- 
250; Two-ten 2-dr., $930. ’52 SL Deluxe 
club coupe, $320*. ’51 SL Deluxe club 
coupe, $550, $425; 4-dr., $530*, $525. 
’50 SL Deluxe 2-dr., $415, $410, $385. 

CHRYSLER — ’'49 Windsor 4-dr., $310; 
Saratoga 4-dr., $310, $305. 

DeSOTO—’52 Custom Sportsman, $860. ’50 
Custom 4-dr., $445, 80. 

DODGE — '53 ’ Coronet 4-dr., $970*. ’52 
Meadowbrook 4-dr., $545, $515°. ’51 
Wayfarer 2-dr., $385. ’49 Coronet club 
coupe, $210. ’°47 Custom 2-dr., $145. 

FORD—’55 Fairlane (8) Victoria, $2,305*, 
$2,140. '54 Main (8) Ranch Wagon, §1,- 
500; Custom (8) 4-dr., $1,290. '53 Crest 
(8) Victoria, $1,200*; Custom (8) 4-dr., 
$1015*, 2 at $1,000*, $1,000. ’52 Main 
(8) 2-dr., ’51 Custom (8) 2-dr., 
$560, $545, $495. ’50 Custom (8) 2-dr., 
$595*, $445, $225; Custom (6) 2-dr., 

. *49 Deluxe (8) 2-dr., $220; Cus- 
tom (8) 2-dr., $245, $150. 

HUDSON—’54 Hornet Hollywood, $1,640. 


*49 Commodore (8) 4-dr., $170; Com- 
modore (6) 4-dr., $160. 

KAISER—’53 Deluxe 4-dr., $955*. 

MERCURY—’54 Monterey 4-dr., $1,375*; 
coupe, $1,365*; conv., $1,155. °52 Mon- 
terey 4-dr., $975*, $760*. ’51 club coupe, 
$555*. °’50 club coupe, $360. °49 club 
coupe, $190. 

NASH—’52 Statesman 4-dr., $520*. ’50 
Ambassador 4-dr., $205*; Statesman 4- 


dr., $150, $125*. °48 (600) club coupe, 


$105. 

OLDSMOBILE—’55 (98) Holiday, $3,350* 
(ps); (88) 4-dr., $2,550*. ’54 (88) Holi- 
day, $2,415*, $2,185*, $1,995". '53 (98) 
4-dr., $1,650* (ps), $1,530*; (88) 4-dr., 
$1,450". °52 (98) 4-dr., $1,115*, $1,030°; 
(88) 2-dr., $1,115*, $1,110*. '50 (88) 


4-dr., $585*, $565°, $295*. 

PACKARD—’53 Clipper 4-dr., $960°; club 
coupe, $925. 

PLYMOUTH—’53 Cranbrook Belvedere, $1,- 
000; 4-dr., $910, $875*, 2 at $795, $775*, 
$775; Cambridge Suburban, $985. °'51 
Cambridge 4-dr., $420. '50 Special De- 
luxe 4-dr., $295. ’°49 Special Deluxe 4-dr., 
$240, $190; 2-dr., $175. 

PONTIAC—'55 Star Chief (8) Catalina, 
$2,365*. '53 Chieftain (8) 2-dr., $1,110*. 
‘51 Silver Streak (8) 4-dr., $725*, $690°; 
club coupe, $600. 50 Silver Streak (8) 
club coupe, $360; 2-dr., $355*. '49 Silver 
Streak (8) 2-dr., $260*. 

STUDEBAKER — ’51 Commander 2-dr., 
$400*; club coupe, $365*. '50 Champion 
4-dr., $210*; club coupe, $190. 


DETROIT 


(State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 18.) 

(Market strong and continuing to hold 
its own. Conditions look favorable as 
buying is very brisk. Sold 89 cars out 
of 116 offerings.) 


BUICK—’54 Special conv., $1,800. 
per 4-dr., $625*. '50 Super 4-dr., 
$370; Special 4-dr., $200*. 

CADILLAC—’46 (75) 4-dr., $330*. 

CHEVROLET—’54 Two-ten 2-dr., 
$1,250. °53 Two-ten 2-dr., $945*; One- 
fifty 4-dr., $775. ’52 SL Deluxe 2-dr., 
$685, $625*; SL Special 2-dr., $510. ’51 
SL Deluxe 2-dr., $575*, $500; SL Special 
2-dr., $410. '50 SL Deluxe club coupe, 
$395*. ’°49 SL Deluxe 2-dr., $330. °48 
SM 4-dr., $195. '47 SM 4-dr., $215, $165. 

CHRYSLER—’51 NY 4-dr., $675; Wind- 
sor 4-dr., $600. 

DeSOTO—’52 Custom (8) 4-dr., $680* (ps). 
"51 Custom (6) 4-dr., $500*. 

DODGE—’54 Royal (8) club coupe, $1,- 
410°; 4-dr., $1,320* (ps). °53 Coronet 
club coupe, $565. '52 Coronet 4-dr., $570. 
’51 Coronet 4-dr., $435*; Meadowbrook 

4-dr., $400*. 50 Coronet 4-dr., $310. ’49 
Custom 4-dr., $300. 
(8) Country sedan, 


FORD — '54 Custom 
$1,790*; 2-dr., $1,330. '53 Custom (8) 
2-dr., $970* (ps); 4-dr., $920%; Custom 
(6) 2-dr., $845, $835, $800; Main (6) 
Business coupe, $680. '52 Custom (8) 
2-dr., $775*, $720, $710, $700. ’51 Cus- 
$525*; Victoria, $470*; 


tom (8) 4-dr., 
Custom (6) 2-dr., $400. '50 Deluxe (8) 
$310. '49 


2-dr., $335; Custom (6) 2-dr., 

Custom (8) conv., $100*. 
HUDSON—’50 Commodore (6) 2-dr., $200. 
MERCURY—'53 Monterey club coupe, $1,- 

370° (ps). ’49 club coupe, $250*, $135. 


"51 Su- 
$445", 


$1,275, 


NASH—’51 Custom 4-dr., $325; 2-dr., $300. 


OLDSMOBILE—’54 (98) Holiday, $2,500°. 
’53 (98) Holiday, $1,710* (ps). 


club coupe, $785*. '50 (76) club coupe, 2-dr., $565*. 
$385. KAISER—’53 Manhattan 2-dr., $835*. ’51 
PACKARD—’53 club coupe, $1,250*; 4-dr., Deluxe 2-dr., $450. 
$1,235* (ps). ’48 station wagon, $200. MERCURY — "61 4-dr., $580. °49 2-dr., 
PLYMOUTH—’54 Belvedere 4-dr., $1,410* so 
(ps); club coupe, $1,295. '53 Cambridge | NASH—’51 Statesman aa en . 
4-dr., $685, °52 Cranbrook club coupe, | OLDSMOBILE—-'55 (88) 4-dr., $2,635. °54 
$525: 4-dr., $500, "51 Cranbrook 4-dr.,| (88) Super 4-dr., $2,280* (ps). '53 (88) 
$510, $400, $375, $355, $350; Cambridge | Holiday, $1,635° (ps), $1,585° (ps); 2- 
2-dr., $175. '50 Deluxe 4-dr., $380, $375, | 2f-, $1,430%, $1,375°. °52 (98) Holiday, 
$280. . $1,350*. °51 (88) Super 4-dr., $700*. °49 
I 4 (98) 4-dr., $270*. '48 (98) club coupe, 
PONTIAC—'55 Star Chief (8) 4-dr., $2,-| 170°, 
120. ’°53 Chieftain (8) 2-dr., $1,170. '52 |) pacKARD—’50 4-dr., $300. 
Chieftain (8) dts $700". ae ade, | PLYMOUTH—'53 Cranbrook Savoy, $1,110. 
aoe ; 4-dr.,/ '50 Special Deluxe 2-dr., $330. 
$540°. '50 Silver Streak (8) 4-dr., $415. | poNTIAC—'55 Chieftain (8) Catalina, $2,- 
49 Silver Streak (8) 4-dr., $275*. '48 605*. '53 Chieftain (8) 2-dr., $1,095*, 
Torpedo (8) 4-dr., $135, $115. $1,080*, °52 Chieftain (8) 4-dr., $740. 
’51 Silver Streak (8) 2-dr., $580. '49 
FT. WAYNE, IND. Silver Streak (8) 4-dr., $390*, $370; 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 18.) 


(Market steady. Sold 78 cars out of 


103 offerings.) 


BUICK—’ 54 Special Riviera coupe, $2,125*; 
53 RM Riviera, 
Riviera, 
’52 Super Riviera, $735*. 


2-dr., $1,795*. 
(ps); Super 
-dr., $1,250*. 





’51 Super Riviera, 


Super Riviera, 


$550*. 
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$460*; 2-dr., $260*%; Super 2-dr., $295. 
48 RM 4-dr., $135°. 
CADILLAC—’52 (62) 4-dr., $1,745* (ps). 
CHEVROLET—’54 Bel Air 2-dr., $1,300. 
’53 Bel Air 2-dr., $1,050*; Two-ten 4-dr., 
$775. °51 SL Deluxe 4-dr., $585; 2- -dr., 
$525, $500*. °48 FM 2-dr., $190. 
DeSOTO—’49 Custom conv., $240. 
DODGE—’52 Coronet Diplomat, $780. ‘49 


Coronet club coupe, 


4-dr., $280. '46 2-dr., $130. 


"51 (88) Crest (8) conv., $1,490*. 


2-dr., $350. 
$155. 

STUDEBAKER — 
$270. 


$1,630* 
$1,510*; Special 
$765*, $760*. ’'50 
49 RM Riviera, 


FORD—’55 Custom (8) 2-dr., $2,120*. 
‘51 Custom (8) 


$300; Meadowbrook 


"48 Torpedo (8) club coupe, 


50 Commander conv., 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Jan. 18.) 


(Market seemed to hold steady. Clean 
autos sold very well with retail improv- 


"54 


ing quite generally. Sold 55 cars out 
of 87 offerings.) 

BUICK—’54 Special 2-dr., $1,835*; 4-dr., 
$1,760. ’52 Special Riviera 2-dr., $945*; 
4-dr., $720; Super Riviera 4-dr., $910*. 


CHEVROLET — '53 Two-ten 2-dr., $925, 
$825. ‘52 SL Deluxe 4-dr., $700; SL 
Special 2-dr., $550. 50 FL Deluxe 2-dr., 
$375; SL Deluxe Bel Air, $365; 4-dr., 
$335, $305. '49 FL Deluxe 2-dr., $255, 
$155. 


DeSOTO—’53 Custom (6) 
4-dr., $1,055* (ps). 

DODGE—’52 Coronet 4-dr., $600. 

FORD—’53 Main (8) Ranch Wagon, §$1,- 
340* (ps); Crest (8) 4-dr., $1,000*; Vic- 
toria, $935; 2-dr., $885; %-ton pickup, 
$620. °52 Main (8) 4-dr., $685*, ‘51 
Custom (8) 4-dr., $565*; club coupe, 
$510; Deluxe (6) 2-dr., $400. '50 Deluxe 
(8) 2-dr., $310. '49 Deluxe (8) 2-dr., 
$295, $220. 

HUDSON—’51 Hornet club coupe, $420*. 
"50 Commodore (6) club coupe, $300. 
MERCURY—’54 Monterey club coupe, $1,- 

525. 

NASH—’53 Statesman $825. 
(600) 4-dr., $135. 

OLDSMOBILE—’53 (88) Holiday, $1,350*; 
4-dr., $1,300*. ’°52 (98) 4-dr., $1,100*; 
(88) 4-dr., $1,000*; 2-dr., $945*. ’51 
(98) 4-dr., $675*. "50 (76) 2-dr., $270*. 
"49 (76) 2-dr., $225*. 

PLYMOUTH—’ 54 Belvedere 4-dr., $1,445°*. 
’51 Cranbrook 4-dr., $500. °50 Deluxe 
4-dr., $350. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
540; 2-dr., $1,465*. °51 Silver Streak (8) 
4-dr., $660*. '49 Silver Streak (8) 4-dr., 
$300°*. 

STUDEBAKER — ‘51 Commander club 
coupe, $300; Champion 2-dr., $300. ’50 
Champion 4-dr., $235; Commander Land 
Cruiser, $205. 

WILLYS—’49 station wagon, $225. 


conv., $1,375*; 


4-dr., "49 








Why not write today for the tested plan 
that keeps your customers from 


going down the street to make a deal! 
-..and it’s profitable, too! 


See us at 





NADA Show! 
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MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Jan, 14.) 

(Market good. Sold 140 cars out of 
178 offerings.) 

BUICK—’54 Special 4-dr., $1,790*, $1,600. 
‘53 Super Riviera, $1,475*, $1,455*. ‘52 
RM Riviera 4-dr., $1,155*; Super conv., 
$800*. °51 RM station wagon, $835*; 
Special 2-dr., $670*. ‘50 Super 4-dr., 
$485*. 

CADILLAC—’55 (62) conv., $5,110* (ps). 
53 (62) coupe, $2,710* (ps). °52 (62) 
coupe, $1,950*. ’51 (62) 4-dr., $1,490* 
(60) 4-dr., $1,395*. '49 (62) 4-dr., $735*. 

CHEVROLET—’55 Bel Air (8) conv., $2,- 
350*; 2-dr., $2,070*; Bel Air (6) station 
wagon, $2,050*; 2-dr., $1,680; Two-ten 
(6) 2-dr., $1,700; One-fifty (6) 2-dr., 
$1,570. °54 Two-ten 4-dr., $1,210. ‘53 
Bel Air 2-dr., $1,385*%; 4-dr., $1,175"; 
Two-ten 4-dr., $1,000*; One-fifty 2-dr., 
$860. '51 FL Deluxe 2-dr., $655. °49 SL 
Deluxe 4-dr., $380. 

CHRYSLER—’52 NY Newport, $1,110*; 
Imperial 4-dr., $890*. '51 NY Newport, 
$885*, "48 NY 4-dr., $240*. '46 Windsor 

4-dr., 


4-dr., $210*, $195*. 

DeSOTO—’53 Fire Dome (8) $1,- 
280*. '50 Custom Sportsman, $540". 

DODGE—’53 Coronet (8) 4-dr., $1,100*, 
$1,000*; Meadowbrook station wagon, 
$1,005; 4-dr., $710. °’52 Coronet 4-dr., 
$710*. °48 Custom 2-dr., $355. 

FORD — '55 Thunderbird, $2,980*; 
Fairlane (8) 4-dr., $2,200*; Custom (8) 
4-dr., $1,780. '54 Crest (8) conv., $1,- 
420*; Main (8) 2-dr., 31,125. '53 Main 
(8) Ranch Wagon, $1,360*; 2-dr., $950. 
’51 Custom (8) 4-dr., $600*; club coupe, 
$450. '50 Deluxe (8) 4-dr., $350; Custom 
(6) 2-dr., $280. 


HUDSON—’50 Commodore 4-dr., $240. 
(Continued on Page 106, Col. 3) 





With the new models you're selling outstanding performance, 


exciting new features, breathtaking styling! 


But . . . will your prospects still go down the street to make a deal? 


That’s a question only you can answer! And—you can only answer 
it one way. That’s by selling—along with your exciting new 
models—your dealership, its facilities, personnel and competence! 


How best to sell these vital intangibles? There’s just one way! 


Wrap up in a form of Dealer’s Guaranty all the reasons why it 
pays to do business with you! Carlife Guaranty is the ove Guaranty 
that visually sells all these intangibles to your customers... 
builds the confidence your customers must have in you if you are 
to build a sound business over the years. 


Yes, Carlife Guaranty is issued and administered by you...a 
guaranty of satisfaction beyond that provided by any manufac- 
turer. You guarantee the new car you sell for two years or 25,000 
miles. You offer no idle claims to customers . . . but a hard core 
Warranty ...an expression of faith on your part regarding your 
dealership, facilities, personnel, competence and integrity. 


Small wonder successful Dealers across the nation use Carlife. 
It gives them a concrete means of saying, “Yes, you can buy from 
us with confidence!” 


ee eo ee a a ee ae 


Name 
Make of Car 
Address 
City 


The CARLIFE GUARANTY CO. 


16501 Wyoming, Detroit 21, Michigan 


Telephone: Diamond 1-2388 


Tell us, without cost or obligation, all about the 
Carlife Profit Story: 


Name of Dealership 


Zone 
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in passenger-car advertising 


In 1954 manufacturers of passenger cars invested 
$8,516,549 in LIFE—$1,317,487 more than in the 
next leading magazine. 
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with new-car buyers 


In a nationwide survey, new buyers of ten different 
makes of automobiles were asked the following ques- 
tion: What magazine or magazines do you read 
regularly? In all ten groups of new-car buyers, LIFE 
was named first by a wide margin. 
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Cole Motors in New Building— 


The new headquarters of Cole Motors (Studebaker), Monroeville, Ala., is located 
a short distance from the main business area. The salesroom is 30 by 45 feet. A 
used-car lot adjoins the structure. 





Lederer Heads Autopoint 


J. W. Alsdorf, president of Cory | division of Cory. Lederer formerly 
Corp., Chicago, has announced the|was vice-president and sales di- 
appointment of Jules W. Lederer| rector of National Presto Indus- 
as president of Autopvint Co., a!tries, Eau Claire, Wis. 
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(Continued from Page 17) 


Smith Named Manager of 


Automotive Transportation 


Chester A. Smith has been ap- 
pointed general manager of Auto- 
motive Transportation Co., New 
York City. 

ATC, affiliated with Truck Rental 
Co., Inc., offers a “package plan” 
for fleet users. Smith formerly was 
regional director of the fleet section 
of General Motors in New York. 

+ * - 


Ford Appoints Denman 


Appointment of John L, Denman 
as associate in the office of civic 
affairs, Ford Motor Co., has been 
announced by Thomas R. Reid, di- 


rector of the office. 
* * + 


Henry, Kasnik Named 


Stanley H. Henry, Ann Arbor, 
Mich., has been made technical serv- 
ice representative for lower Michi- 





O., Ohio salesmen, by John B. 
Moore Corp., Nutley, N. J. 
* * 


GMAC in Newfoundland 


General Motors Acceptance Corp. 
has opened a branch in Corner 
Brook, Newfoundland. Ralph Mac- 
Gillivray, who has been with GMAC 
since 1952, will manage the branch. 

* * * 


Chrysler Names Hughes 

Appointment of William Hughes 
to the organization department 
staff of Chrysler Corp. has been 
announced by F. W. Misch, vice- 
president. Hughes has been sales 
promotion manager of DeSoto. 

+ 


Mitchell Gets New Post 


In Chrysler Purchasing 

G. C. Mitchell has been ap- 
pointed staff executive of Chrys- 
ler Corp.’s central purchasing 
department by Joseph Pfeiffer, 
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Where can you find. ... we 


customers than the farm families served by SUCCESSFUL FARMING? 


...In three years, 1951 to 1953, 4% built new houses, 


and 82% remodeled or repaired their homes...47% bought new 


furniture and 43% new furnishings for living rooms... 16% new 


furniture and 50% new furnishings for dining rooms. 


@ 


They are a big market— 1,300,000. And a rich new car market— 


SF subscribers average just under $10,000 cash income from farming 


alone. And a market equivalent to another national suburbia, in 


this one magazine! To reach the most and the best buying power 


among U.S. farmers...to balance national schedules where general 


media fail to penetrate deeply... you need SUCCESSFUL FARMING! 


...Call any SF office. 





o 


MEREDITH PuBLIsHING Company, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 


Cleveland, Atlanta, San‘Francisco and Los Angeles. 


Chrysler director of purchases. 

Mitchell has been a divisional 
purchasing agent of the company 
for the past seven years. In addi- 
tion to administrative duties, he 
will be responsible for liaison be- 
tween the purchasing and engi- 
neering departments and for 
coordinating new model pro- 
grams. ‘ 

* 


Tucker Named Assistant 


To President of Goodrich 


Frank T. Tucker, identified with 
the advertising and merchandising 
of the B. F. Goodrich Co. for more 
than 30 years, has been named 
assistant to the president, it is 
announced by W. S. Richardson, 
Goodrich president. 

Tucker joined Goodrich in 1919. 
He was named director of adver- 
tising in October, 1940. 

* * * 


Kevitt and Wicklatz 


Named by Alemite 


Leo J. Kevitt has been appointed 
manager of manufacturing of the 
Alemite lubrication equipment and 
Stewart-Warner instrument division 





Leo J. Kevitt 


E. G. Wicklatz 


of Stewart-Warner Corp. Edward 
G. Wicklatz has been named man- 
ager of Alemite and instrument en- 
gineering. 

The appointments fill the dual va- 
cancy created by the recent resig- 
nation of David C. Peterson as 
vice-president and director of en- 
gineering and manufacturing. 

+ * * 


GMC Names Gottschalk 


John E. Gottschalk has been 
appointed superintendent of main- 
tenance at the GMC Truck & 
Coach division, according to 
Thomas E. Wilson, general manu- 
facturing manager. Gottschalk was 
shift superintendent of the engine 
plant prior to his latest appoint- 


ment..- 
® #s « 


Joseph Appointed 


Oscar L. Joseph has been ap- 
pointed purchasing agent of the 
Plymouth (Mich.) plant of the 
Barnes - Gibson - Raymond division 
of Associated Spring Corp., accord- 
ing to N. M. Purple, general man- 
ager of the division. 


* = cad 


Goodrich Ups Gaston 


William M. Gaston has been 
named manager of the New York 
office of International B. F. Good- 
rich Co., according to H. E. Heil- 
man, sales vice-president of the 
firm’s international division. Gas- 
ton, who joined Goodrich in 1926, 
had been New York district sales 
supervisor. 

* Ed *~ 


Stover Appointed Director 
Of Dodge Main Planning 

The appointment of George H. 
Stover as director of planning for 
Dodge Main has been announced 


by M. C. Patterson, Dodge general 
works manager. 


Stover joined Chrysler Corp. in 
1932 and served nine years in the 
planning department of the Chrys- 
ler Jefferson plant. He later be- 
came factory manager of the 
Chrysler tank plant. 

7” * » 


Ethyl Names Warne 


Frederick P. Warne has been 
appointed general counsel of Ethyl 
Corp., President E. L. Shea has 
announced. He succeeds William 
R. Perdue who was recently elected 
vice-president and treasurer. 

* + * 


Brakeblok Shifts Price 


The American Brakeblok divi- 
sion of American Brake Shoe Co. 
has assigned George Price as sales 
representative for its Cleveland 
territory. Price previously was 
Brakeblok representative in the 
eastern territory. 

(Continued on Page 44, Col. 3) 
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Ever see an advertisement that said so much in so very few words? 


: W CARS _ siteepane 
y A single glance tells you that General Motors leads the style parade 
. ¢ P U t OU ? in every price class. 


e 
; And it includes the schedule for the GM Motorama of 1955. It’s a greater 
; On i h e L, a h i e— show than ever this year—will make GM cars the “buy” word 
é‘ from coast to coast. 


This ad is one of a series of sparkling and power-packed messages appearing 


‘ ] in national magazines, mostly in four colors. 
= | I \ | e It’s a campaign designed to bring folks to your showroom sold on the idea 
d 


that the key to greater value is the key to a General Motors car. 
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GM Motorama of 1955: New York, Jan. 20-25; Miami, 
Feb. 5-13; Los Angeles, Mar. 5-13; San Francisco, 
Mar. 26-Apr. 3; Boston, Apr. 23 to May 1 
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National Motor Bearing 


Names Corsi to New Job 


George Corsi has been appointed 
to the newly created position of 
chief applications engineer for Na- 
tional Motor Bearing Co., Inc., De- 
troit. 

Corsi will be in charge of a new 
oil-seal applications engineering 
service which will provide direct 
liaison and assistance on sealing 
problems between car makers and 
NMB’s plants in Ohio and Cali- 
fornia. 


. os nell 
: re . 





Fette Ford in New Home— 

A new building with an unusual layout and in ultramodern style has been com- 
pleted by Fette Ford, Inc., Clifton, N. J. Henry Fette is president. The service depart- 
ment has 10 hydraulic lifts and other modern equipment. 


* 2 * 


Chrysler Appoints Two 


In Management Development 


Appointments of Wayne E. 
Grimm as director of manage- 
ment development and Albert R. 
Walcott as senior staff coordi- 
nator, management development 
department, have been announced 
by Robert W. Condor, director of 


Berner Joins Hudson 


Milford C. Berner, has been,and eastern Iowa. Berner has been 
named Chicago zone manager for|in the automobile business for 22 
Hudson. The zone takes in north-| years and served with Packard in 
ern Illinois, nerthwestern Indiana | Chicago for some time. 





minimum time and effort. 


@ St. Mary’s Square Garage, a 
modern five-level underground 
Structure in a hillside, eases 


parking in downtown San 
Francisco. Capacity 1,025 cars. 
Lube facilities on fourth level. 


A picturesque park on roof. See Your Automotive Wholesaler 


“We are indeed pleased with the Aro over- 
head reels and supply pump system in operation at 
St. Mary’s Square Garage,” says S. E. 
tive vice-president and general mgr. “We find them 
highly efficient as we can dispense motor oil, trans- 
mission fluid, gear oil and chassis lubricants with 


Whatever your lube service needs . . 
modern answer to help you profit more! 


Auto Personnel 





(Continued from Page 42) 


— relations of Chrysler 
rp. 

Grimm will direct central staff 
activities in connection with the 
installation and administration of 
a corporation-wide management 
development program. Walcott 
will be responsible for coordinat- 
ing the work of the staff and op- 
erating division personnel as- 
signed to the program. 

* * * 


Airline Aide Named 


Jack A. Tompkins, Detroit dis- 
trict sales manager for American 
Airlines, has announced the ap- 
pointment of E. Patricia Hughes 
as staff manager of administrative 
services for the Detroit sales or- 
ganization. 

* * e 


Le Roi Appoints Permar 


Field Sales Manager 


Le Roi division of Westinghouse 
Air Brake Co. has named Don 8S. 


Onorato, execu- 


“Outstanding display appeal of this Aro 
installation not only enhances our lubrication depart- 
ment but affords splendid sales promotion.” 


. ARO has the 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Canada, Ltd., Toronto 1, Ontario 
Offices in all principal cities 


LUBE EQUIPMENT 


. Air Tools... 


Aircraft Products... 


Grease Fittings 





Permar to the newly created post 
of field sales manager. 

Jack E. Heuser, general sales 
manager, said Permar will provide 
administrative liaison between the 
factory and field sales staffs. 


* > * 


Sadler Joins Wilkening 


Ralph W. Doherty, sales man- 
ager of the Replacement division 
of Wilkening Mfg. Co., Philadel- 
phia, has announced the appoint- 
ment of Fred C. Sadler as service 
engineer. 

* * * 


Wolverine Tube Names 


Murray Sales Agent 

Wolverine Tube, Detroit, a divi- 
sion of Calumet & Hecla, Inc., has 
appointed A. B. Murray Co., Eliza- 
beth, N. J., as sales agent for con- 
denser and heat exchanger tubes, 
according to John M. Dumser, sales 
director of Wolverine. 

Murray, founded in 1845, has 
warehouse facilities in Blizabeth 
and McKeesport, Pa. 


* * * 


Coward, Schmidt, Heckscher 


Named to Top Budd Posts 


Halton A. Coward, vice-president, 
and Ernest R. Schmidt, manufac- 
turing vice-president, have been 





H. A, Coward 


E. R. Schmidt 


made _ executive vice-presidents, 
and J. G. Richard Heckscher, for- 
merly commercial products man- 
ager, has been made vice-president 
of Budd Co., Philadelphia, accord- 
ing to Edward G. Budd jr., presi- 
dent. . 
Coward, who joined the organi- 
zation in 1919, became secretary in 
1929 and vice-president in 1947. 
Schmidt, a vet- 
eran of more 
than 37 years 
with Budd, has 
headed company- 
wide manufac- 
turing operations 
since 1951. 
Heckscher be- 
gan his career as 
a welding en gi- 
neer in 1933 and 
after nine years : 
in the sales de- J. G. Heckscher 
partment became assistant secre- 
tary in 1945. He was promoted to 
secretary in 1952 and became com- 
mercial products manager in 1953. 
x cs J 


L-M Appoints Howard 


To Manufacturing Post 


J. B. Howard has been appointed 
assistant general manufacturing 
manager of Lincoln-Mercury, ac- 
cording to D. J. Bracken, general 
manufacturing manager. 

In his new position, Howard will 
be responsible for the operations 
of Lincoln-Mercury’s four assembly 
plants and for other manufactur- 
ing activities. 

A veteran of 24 years with Ford 
Motor Co., Howard for the past 
3% years has been production 
manager of the Ford division. He 
has been in charge of production 
in its assembly plants. 

* « + 


Auto-Lite Names Hasemeyer 


Production Vice-President 


Harold E. Hasemeyer has been 
appointed production vice-president 
for Electric Auto-Lite Co., Toledo, 
according to 
James P. Falvey, 
Auto - Lite presi- 
dent. He suc- 
ceeds Byron A. 
Fay who retired 
Jan. 1. 

George Kessel, 
assistant comp - 
troller, will as- 
sume Hasemey- 
er’s previous du- 
ties as manager 
of Auto-Lite’s 








H. B. Hasemeyer 
Lockland (O.) plant, Falvey said. 

Hasemeyer joined Auto-Lite in 
1915, and during his 39-year career 
has managed several of the com- 
pany’s plants. 
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ALL AMERICA 
PLAUDS THE NEW 
1955 DESOTO 








a 








. 


Greatest announcement Everybody is saying... 
gets exciting results! 


De Soto dealers in every state of the Union have enjoyed the biggest, 
most exciting Announcement in their history. Public demand for 
the 1955 DeSoto is shattering every record in our books. Never has 


any new car been given such a resounding vote of approval by the 


American public. La 
Yes, folks everywhere have fallen in love with the new, Forward ln31feof Or 4 1e 


Look style of the 55 DeSoto. But more important still, THEY’RE S C 
SAYING IT WITH ORDERS! NUT CWS’ 


~ Just another reason why it pays to be a De Soto-Plymouth dealer! 
| 
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NADA Clinic Offers Words to the Wise... 


Profit Keys: Equipment, Training 


Following is a digest of talks 
given Saturday at the clinic on 
“Service Equipment” at the 
NADA convention in Chicago. 


Opening Remarks 


by 
Herb C. Lamborn 
John E. Wolf, Detroit, Mich. 


Many dealers expect equipment | 


and tools to last almost forever 
without replacement or repair and 
do not consider obsolescence or 
maintenance from the standpoint 


of profit. Some dealers delay the | 


purchase or repair of currently 
needed equipment in an endeavor 


to hold down expenses, but it is| 


actually costly in many cases com- 
pared with the results. 

Most dealers, however, are willing 
to buy necessary equipment to do 
the job, if shown the need and 
profit potential from the invest- 
ment. But too often after investing 
in such tools and equipment, they 
find their mechanics still using old 


,Model T methods instead of the 
modern time-saving, part-saving 
and customer-saving to’ols and 
equipment. In many cases, when 
some tool or piece of equipment 


maintenance or repair, it gets 
| shoved back into the corner—soon 
to be forgotten and not used. 
Equipment or tools are of no 
value unless maintained and 
used to provide a profit on the 
investment. Since mechanics are 
the individuals in your organi- 
zation who use the tools and 
equipment that you invest money 
in—they and their training be- 
come just as important a factor 
in today’s service operation as 
| the equipment itself. 
| Your service manager needs your 
|help, your assistance, your direc- 
tion, your counsel, your leadership, 
|to be or become the high-caliber 
|Man you need on this important 
| job. You can’t afford to have the 
| wrong man in this position, as it 
is YOUR investment, it is YOUR 





gets out of order for the need of | 


‘ a. | 
business, it is YOUR reputation, it | 


|is YOUR profit or loss. 
* ef * 


| Equipment That 


Sells Service 
by 
Laverne P. Marshall 
Marshall Auto Co. (Nash), Flint 


| In small and medium-sized shops, | 
| where customer and employe regu- | 


larly meet, the need for having 
| well-trained operators with neat 
|appearance and good personality 
is just as important as the appear- 
| ance of the shop and its equipment. 
|The operators having the highest 
ratings in these respects will 
always be a reward to the customer 
|and a credit to the management. 

| One of the most important pieces 
of equipment, and the one most 
|generally in use, is the free- 
| wheeling hoist. It is also the one 


| most appreciated by the customer. 


|hoist should be conveniently lo- 


Regardless of make or type — a| 


| cated in a well-lighted area, where 
tionally clean and dry condition, 
|with lubricants piped out to the 
lift, to conceal unsightly drums and 
| containers. 
When conditions are such, the 
| customer-e m ploye relationship 
will be ideal for the skillful 
development of many additional 
parts, labor and accessory sales. 
The customer’s opportunity to 
“get out and under” and visually 
| check, along with the operator, 
point by point, many of the vital 
parts upon which much of his 
safety depends will not be missed 
by many. 
A tune-up machine or analyzer is 
| practically a “must” for the mod- 
|ern shop. People buy when they 
understand why. This is the best 
| piece of equipment you could pos- 
|sibly have to show graphically the 
| condition of the engine’s “metabo- 
|lism.” After the adjustments or 
|replacements are made, be sure to 
prove the effectiveness of your 
work by a recheck with your cus- 


|tomer watching. 


* * * 


Balancer Is Effective 


Another important piece of 
|equipment that attracts the car 


the only 


Growing 


Daily Newspaper 


in Chicago 


IN THIS POSTWAR ERA 
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The circulation of the Chicago Daily News 


stands at its postwar high—UP 85,304 from 1946. 


86,354 


All other Chicago daily newspapers are DOWN 
from 1946. The Daily Tribune has lost 183,987. 
The Daily Sun-Times has lost 86,354 since the 
Sata Umbc Mm i Mie meee he TLC Lat elt 


parison. The Evening American has lost 11,076. 


Source: 


ABC. Publishers’ Statements for six- 


month periods ending September 30, 1954... 


and prior years. 
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the floor can be kept in an excep-| 


|owner’s attention is the wheel bal- 
ancer. Once the customer watches 
the vibrations eliminated, he him- 
self will always be quick to detect 
any out-of-balance condition and 
the effects of wear and tear ac- 
cumulate. 

“How is your headlamp light 
pattern?” should be a question 
asked by the service salesman each 
time a sealed-beam lamp requires 
replacement. The modern portable 
equipment available today can 
quickly check and SHOW your 
customer any out-of-alignment or 
variation in candle-power. 

One of the most important 
features of any service depart- 
ment, that must operate during 
cold weather, in an enclosed 
structure, is a simple and prac- 
tical exhaust ventilating system. 
It ... promotes an atmosphere 
in which customers will wait 
with a great deal more patience 
than would otherwise be the case. 

Tool boards for your special 

tools, prominently, yet conveniently 
placed—help sell the owner by let- 
ting him know that you are 
equipped to do a specialized job on 
his car. 

Battery display stands... 
duce sales and profit. 

A good wrecker or tow-truck 
will help sell by getting you both 
mechanical work and body work— 
jinstead of its going to some other 
| shop—perhaps an independent. 

* * * 


pro- 





| Charts Aid Customer 


Departmental signs of your vari- 
}Ous services—are not only decora- 
| tive, but are suggestive sales aids. 
| This is also true of posters on cur- 
|rent or seasonal services. 
| Price charts, listing the most 
frequently needed maintenance 
|services, and the labor prices— 
|make it easy for many people to 
| buy and tor your service salesmen 
|to sell extra items. Some dealers 
leven show the approximate parts 
cost for a total cost of the individ- 
ual operations, rather than quoting 
|labor only. 

Check-up or inspection cards, 
while not exactly classed as tools 
or equipment, are really a sales 

| tool, for use by the mechanics to 
| indicate work they find is needed, 
| and are a valuable aid to selling 
| more items per repair order for 
| a profit. 

Good equipment alone is not 
enough. Proper placement in clean 
surroundings is equally important. 
When you have this combination 
of factors working together, satis- 
factory results are sure to be 


| obtained. 
* 


Equipment That 


Serves 
by 
W. C. Gleisner 

Schwartzburg Chevrolet, Milwaukee 

There are still many service de- 
|partments inadequately equipped 
ito do the job expected of them. 
|For many years, service was re- 
garded as a necessary evil, and in 
|} some localities the new-car owner 
discovered, only too soon, that the 
dealer was incapable or uninter- 
|ested in properly maintaining the 
|cars he sold. 
The great trouble was the 
dealer did not fully understand 
his responsibility to the factory 
or the customer. The word — 
service — in the dealer’s book 
meant “free” and he wanted no 
part of it. 

During the second world war, 
most dealers came to learn the 
|value of a good healthy service 
operation. Today a good profit- 
producing service department is 
|regarded as a necessary and a 
|very vital part of a retail car 
dealership. 

Good equipment serves the cus- 
tomer, the mechanic and the 
dealer. 

From the customer standpoint it 
permits higher quality work, done 
faster, more efficiently and for 
more satisfaction, at no extra cost 
—and it creates a feeling of con- 
fidence that his car is in expert 
and capable hands. 

From the mechanic point of 
view, it means more production 
and more earnings, which is his 
first interest. But it means even 
more as it means jobs done right 
with less come-back; less tiring 
work so he can turn out more 
work in a day and do work that 
he is proud of; it means better 

(Continued on Page 49, Col. 1) 
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theyre new! 
theyre ditferent! 


THEY’LL SELL! 





A MESSAGE FROM 
BENJAMIN PUTTERMAN 


President, Yankee Metal Products Corporation 


Since 1915, when | was making acetylene headlamps 
for the Ford cars, I’ve seen a lot of products come — 
and, unfortunately — go. In all these forty years 

1 can frankly say that | have never seen the perfect 
blend of unique styling and functional design 

that our engineers have developed in the two 

new mirrors shown in this advertisement. 

1 am proud that my friends in this industry to whom 
I have shown the Pacesetter and the Comet 

express as much faith in them as | do. We at Yankee 
are sure that you and your customers will be 

as thrilled as we are about our two new 

“Mirrors of Tomorrow.” Please examine them — 
then let me hear your comments. 


#540 

YANKEE COMET 
fender or 

body mount mirror 


YANKEE 
PACESETTER 
fender or 

body mount mirror 


4\2"" mirror head with non-glare, distortion-free 
glass. Select-O-Matic positioning of spring tension 
ratchet arm permits easy adjustment for all posi- 
tions. Offset head gives maximum swivel and tilt. 
Rust-proof head, die-cast arm and base all finished 
in Yankee Blue-White Chrome that will outlast the 
chrome on the car. Mounts easily on any car fender 
or body with stainless steel mounting screws — no 
brackets. Material and workmanship uncondition- 
ally guaranteed. 


4” replaceable head on 1 piece “Y” support set in 
heavy chromed ring. Highest quality non-glare glass. 
Mirror and ring adjust by loosening screw at base. 
Head can be focused by tilting outer edge to de- 
sired position. Finished in Yankee Blue-White 
Chrome. Mounts in any position on any car with 
stainless steel screws — no brackets. Material and 
workmanship unconditionally guaranteed. 


Write for catalog, shipping and price information to 


YANKEE METAL PRODUCTS CORPORATION 
Norwalk, Connecticut 





The dash and design 
of, tomorrow's cars 
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trademark is your guarantee that the 
Pacesetter and Comet are as rich in 


appearance as they are rugged and ated \ 


durable. These exclusive Yankee designs 
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NADA Clinic Offers Words to the Wise... 





Equipment, Training 
Open Profit Door 


(Continued from Page 46) 


working conditions and less time 
loss. 

As to the dealer’s position—it 
means plenty — more profit being 
the prime factor, even beyond cus- 
tomer satisfaction. It assists in 
quality productivity with higher 
quality workmanship, for more 
customer confidence and satisfac- 
tion — and repeat customers; it 
attracts the higher type of me- 
chanics with less turnover of 
personnel; it avoids the necessity 
of subletting or “farming it out,” 
with the resultant loss of profit. 
Most of all is the time saving—and 
—saving time is the equivalent of 
adding space and manpower. 

* ” * 


Wheel Testing Mandatory 


Take, for instance, wheel align- 
ment, wheel and tire balancing 
equipment. The so-called front end 
department with a top notch expe- 
rienced, conscientious operator can 
be kept busy the year around, at 
a handsome profit. No high-pres- 
sure selling is required, just a sin- 
cere explanation on the part of 
the customer contact man of what 
is needed, why it is necessary, and 
how much it will save him—the 
customer. 

Next as a builder of goodwill 
and owner advertising, I would list 
a good reliable steam cleaner or 
comparable equipment. Whenever 
you have a major job of any kind 
in the shop, the unit being repaired 
should be thoroughly cleaned. Many 
owners can be sold a steam clean- 
ing of the engine and related parts. 

A good accurate valve refacer, 
and valve seat grinder, should be 
classed as equipment that serves. 
When the owner seems appalled 


Md. Truckers Hit 


Expressway Ban 


BALTIMORE. —A committee of 
the Maryland Motor Truck Assn. 
has held a special meeting to dis- 
cuss the proposed state law that 
would bar trucks from the state 
section of the Baltimore-Washing- 
ton expressway. Trucks are already 
barred from the Federal portion of 
this expressway. 

A bill to bar trucks from the ex- 
pressway is due to be introduced in 
the General Assembly by Delegate 
Robinson, Baltimore Democrat. 

In 1953 Robinson introduced a 
similar bill which passed the House. 
But the bill was killed later when 
representatives of the trucking in- 
dustry agreed voluntarily to bar 
over-the-highway carriers. But the 
voluntary ban has not worked. 








Os 





Electronic Tire Plant— 


Electronic equipment for tire-cord ten- 
sioning and gum dipping, which has been 
installed in the Gastonia (N. C.) plant of 
Firestone Tire & Rubber Co., is designed 
to produce safer, stronger and longer- 
wearing tires, according to the firm. The 
unit contains a chemical mixing section, 
heat-treating towers and many banks of 
individually powered rolls. Shown is dip- 
Ping of the fabric before it passes through 
the towers and several series of tension 
rolls, 








because it never happened on his 
old “collapsible,” just show him 
that you are equipped to do a fac- 
tory job on valves. 

A good reliable cylinder hone 
is certainly equipment that serves, 
but the fitting of wrist pins, 
unless you have a very large 
shop, can be done more economi- 
cally on the outside. I make this 
statement because equipment to 
bore or fly cut bushings is ex- 
pensive, and unless the operator 
is using it almost daily, it would 
not be a paying investment. 

Electrical test equipment is most 
important in engine tune-ups, and 
in checking out any electrical irreg- 
ularities. This equipment is used 
and required more each day than 
anything in the shop. 

In this day of high compression 


engines, it is more important than 
ever that distributors be removed 
from the car, and tested for dura- 
tion of dwell, weak distributor arm 
springs and proper governor oper- 
ation. 


Generators and voltage regula- 
tors require testing and adjusting, 
or actual repairs. This is truly 
equipment that serves for a profit. 

Brake equipment and brake 
drum lathe are a vital part of 
every shop setup. Examine the lin- 
ing on one front wheel after 10,000 
miles. Make this a custom and a 
courtesy check. Show the owner 
your drum lathe and riveting 
equipment. Prove to him that you 
can restore his brake system to 
new-car efficiency. 

By all means, the fixtures, tools 
or special equipment recommended 
by your car manufacturer are 
equipment that serve to save time 
and do better work. Such tools 
should be neatly and prominently 
displayed and should be in good 
condition and kept clean and fresh 
looking as though used. Many 
shops lack some of this most 
essential equipment or the tool dis- 
play boards are dirty and greasy 
and certain tools are dust covered, 


presenting a sorry picture of ne- 


glect and disuse. 
* * * 


Maintenance 


And Use 


by 
Len Brand 
Cc. W. Marquardt Co. (Chrysler), Chicago 


In my many years as a service 
manager, I have found the phrase 
—“Prestige for Profit”—is the key 
to an efficient and profitable serv- 
ice department. Every car dealer, 
regardless of size, who is aware 
of the competition existing today 
in this business, realizes that a well 
equipped, well organized and well 
operated service department is a 
primary requisite for profit. 

Your customers today are very 
observing. If they see that you 
have plenty of good equipment, 
they are impressed. But if they 
don’t see that special equipment 
being used—or see it dirty and in 
a neglected condition — then they 
are impressed, but NOT favorably. 
That costs you prestige. 

Someday, perhaps, a good tool 
or equipment salesman sells the 
service manager on the advis- 
ability of buying some special 


tool or piece of equipment—to do 
the job better and faster, or to 
make more service sales. As time 
goes on, the newness wears off— 
like a lot of other things in life— 
and that tool or equipment that 
Was supposed to produce profit 
is used only periodically — per- 
haps by only a few men—and 
ultimately it gets pushed aside 
out of the way. 

WHY? Because the mechanics 
have not been thoroughly trained 
in its use—are not sold on the fact 
that it will enable them to do a 
particular job quicker and better 
than the method they are accus- 
tomed to using — OR — perhaps 
some replacement part is needed 
to make the tool operate. 

I feel that it is the service man- 
ager’s responsibility to make sure 
that every piece of equipment is 
in proper operating condition—and 
in its proper place. 

I have my mechanics make a 
thorough and complete mainte- 
nance check every morning before 
any work is started. By rotating 
them—each mechanic will have a 
chance to check the different 
equipment and soon will become 
familiar with all of it. 


If any equipment needs attention 
(Continued on Page 50, Col. 1) 
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LUXURY 
STREAMLINER 
SKIRT 
DESIGN 





SEE IT ON 
DISPLAY 
BOOTH 6 


NATIONAL 
AUTOMOBILE 
DEALERS 
EXPOSITION 


HERMAN BODY CO. 
4400 Clayton Ave. 
St. Lovis 10, Mo. 


SEND ME SPECIFICATIONS 
ROUTEMASTER. 


Citys... 
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The New HERMAN 


Routemaster FOR FORWARD CONTROL AND 
PARCEL DELIVERY CHASSIS 


The new ROUTEMASTER is designed with dashing new lines of 
structural beauty . . . performance-packed to give years and years of 
famous, industry-proved Herman Service. We are understandably 
enthusiastic about this latest handsome addition to the Herman Body 
line . . . and you will be too—Look it over—read these outstanding 
features and send today for full particulars .. . it’s profit-packed for you! 


onvere 


IMMEDIATELY 
AVAILABLE 


AND LITERATURE ON THE HERMAN 
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STEEL OR ALUMINUM 


“1 wis BODY TODAY 
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THE BODY FOR EVERYBODY 


4400 CLAYTON AVE. 
ST. LOUIS 10, MO. 
FRanklin 1-5300 
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WILL OPEN 
YOUR EYES 
TO NEW 
DRIVING 

EASE 


LOOK AT 
THAT 
GRILL! 
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SENGER 
PAS’ VENTILATION 


MOST 
BEAUTIFUL 
BODY EVER BUILT! 
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Profit Keys: Equipment, Training 


(Continued from Page 49) 


—I immediately assign a mechanic 


to it—if it is something we can | 


do satisfactorily. If we can’t do 
it ourselves—or if a replacement 
part is needed—I contact the job- 
ber right now—TODAY not TO- 
MORROW—BUT TODAY. Here we 
are perhaps fortunate in being 
right close to our jobbers. Some 


of you folks in the outlying areas | 


are not so ideally located and | 
really need preferred service. | 
* 


Jobber’s Role Vital 


This is where the jobber enters 
the picture in our plan for profit | 
through equipment maintenance | 
and use, by providing the replace: | 
ment part or necessary service— | 
promptly — to keep that tool or| 
equipment he sold performing and | 
producing a profit. With some 


ok tk 


,in the use of the equipment sold 
| also is a part of the jobber’s or 
manufacturer's 
|}our team. Not just the initial in- 
| struction but periodic calls and 
| check-up on the actual use of the 
| equipment—to help keep it sold to 
our men and used—or to assist in 
getting®vitally needed replacement 
parts or maintenance service. 

For if a good selling job is 
done to the mechanic he will 
realize that the proper use of 
the equipment means more earn- 
ings for him and he will then be 
| vitally interested in its proper 
maintenance. Otherwise the 
equipment—not used—becomes a 
liability to the dealer—for it will 
become obsolete and the dollars 
invested will be virtually wasted 
—for no profit. 


I plan a particular instruction 





responsibility — on | 


the equipment and making that a 
provision of the order. 

| Following such jobber represen- 
| tative sessions with our men I find 
\it a mighty good idea to wind up 
with a sort of pep talk in which 
I explain to the men that it is this 
and other such tools and equip- 
ment that makes our service de- 
|partment so different and more 
efficient than the average inde- 
pendent garage or repair shop. 

I try to get over to our men 
| that they should really be salesmen 
| themselves—of our place and our 
| equipment—that when a customer 

seems interested in a _ particular 
tool or piece of equipment — to 
explain WHY he is using it and 
|HOW it will benefit the owner 
| through better performance of his 
|car—and that without such special 
|tools or equipment 
|almost impossible for him to do a 


equipment—lack of use for just|and selling period for the benefit | Te! efficient and eatiefactory job. 


one day could cost us plenty of|of our mechanics—by scheduling | 
| sessions for the jobbers’ salesmen | 
Proper instruction of our men or representatives when ordering; A very important factor for this 


profit on work—NOT DONE. 


ie 


Makes Cop 


National has important news for business 
everywhere! The duplicate copies you see 
above were made without carbon paper! This 


is made possible by use o 


aa AYOYT 


ae 


& 
exactly the same 


f a special paper checks, etc.). 


developed by the research laboratories of 


The National Cash Register Company. It is 


called ‘NCR Paper” (No C 
NCR Paper puts an end to 


of carbon paper — inserting, removing, 


storing. 


Saves Time, Avoids Smudges. 
Can’t smudge copies or fingers. 


Making multiple records is now as easy as 


picking up 3, 4, (or more) f 
and inserting them in 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Better Copies. 
arbon Required). 


irksome handling 


Ends Carbon 
Faster. 


orms from a stack 


a typewriter or 


949 OFFICES IN 94 COUNTRIES 


business machine. And NCR Paper provides 


copies by hand (receipts, sales slips, guest 


gether and written on — by typewriter, busi- 
ness machine, or by hand — clear, clean 
copies are made without carbon paper. 


NCR Paper, troublesome removal and dis- 
posal of used carbon sheets are avoided. 


Try the new NCR Paper and be amazed at 
the new ease, simplicity, cleanliness and 
time-saving it brings to multiple copying. 


* * 


Teamwork Necessary 


ar iKaE | 





it would be)! 


|plan to succeed is that the manu- 
|facturer, the jobber and his repre- 
sentatives must be completely 
| willing to cooperate in the main- 
|tenance and the instruction of 
|mechanics in the use of the tools 
|}and equipment sold. 

| The periodic calls—call ’em good- 
will if you like—are just as impor- 
|tant to the jobber and manufac- 
| turer as they are to the mechanics, 


—who has purchased the equip- 
ment. If such calls are arranged 
on a systematic basis—it should 


|—for the entire team. 

So—it is obvious then — if — 
|equipment is to be maintained for 
|daily use and used daily—it is a 
jteam project. No one person or 
company can accomplish it alone 
—as it takes a well co-ordinated 
|activity of all concerned, working 
|in complete harmony with one goal 
|in mind — prestige for profit — 
|for all. + * # 


| Planned Training 
For Quality 
by 


John Henderson 
Williamson Motor Co., Rockford, IIl. 


Training is any measure you 





‘thout Carbon! 


advantages when making 


When forms are placed to- 


Paper Disposal. With 


" STRADE MARK REG, U.S. PAT.OFF. 


Contact your local business 
Sorms printer for NCR Paper 


or your nearby National 


representative — or write to 
The National Cash Register 
Company, Dayton 9, Ohio. 





the service manager and the dealer | 


mean—more sales for more profit | 


take to improve a man’s perfor- 
mance on the job. Dealers must 
learn to know and recognize the 
signs of training need, which are 
customer complaints which indi- 
cate a definite lack of mechanical 
know-how; come-backs, even with- 
out complaints, which indicate 
negligence, or a need for intensive 
training on specific operations, ant 
personnel turn-over. 

The tremendous technical 
j}advance in present-day cars and 
trucks requires a continuous train- 
ing program, which makes the 
difference between a profitable 
| service operation and a losing one. 
| In establishing a training plan 
|there are three basic steps: At- 
| tracting, selecting and holding 
| personnel. 

It has been proven that good 
| personnel will gravitate to the 
shop that is modern, attractive, 
well managed and well equipped 
—and—they stay longer if good 
working conditions and maxi- 
mum earning opportunities pre- 
vail. Advertising media, such as 
| word-of mouth; classified news- 
paper and radio must be used 
| to reach as many people as pos- 
sible to increase your range of 





selection. 

Once you have aroused the inter- 
lest of likely employes, your job 
| becomes one of screening the most 
|desirable applicants for employ- 
ment. In selecting personnel, it is 
|important that you carefully re- 
view the personal background and 
| qualifications of both skilled and 
unskilled prospects. Remember—it 
|is better to avoid.a mistake than 
|to correct one. 
| Most of the things that attract 
personnel will also keep them on 
|the job. But in addition to good 
| working conditions, equipment and 
|}earning possibilities, there is an 
additional factor which should not 
|be overlooked if employes are to 
| be satisfied and remain on the job. 
This all important factor is morale 
jand it is developed by the con- 
scientious application of fairness, 
|human understanding—a_ certain 
|warmth and consideration in per- 
|sonal matters, which will result in 
|higher quality workmanship, loy- 
alty, increased productivity and 
greater efficiency. 
| You will find that once your shop 
jis recognized as a good place to 
| work—your personnel problem of 
gaining and retaining becomes 
|much less of a problem. 
| ° oo * * 


| Use All Available Media 


| It is logical that you should now 
|ask: “How do I reach the men I 
|; want?” Advertise in every appro- 
|priate way through radio, local 
| publications, personal contact with 
your friends, a “help wanted” sign 
in your window; contact employ- 
|ment agencies, your state employ- 
|ment service offices and the Vet- 
}erans Administration. The disabled 
| veterans rehabilitation program has 
|trained many men to perform use- 
ful skills. It has been found that 
many so-called “disabled” persons 
make better employes than more- 
|able bodied men. 

Ask your friends to be on the 
lookout for likely service depart- 
ment prospects. They may know of 
some apt young man worthy of 
training or of some skilled men 
desiring to change. 

Special local publications—school, 
labor and trade papers, foreign 
language papers, shopping news— 
}are inexpensive and are read by 
|special interest groups not ordi- 
narily reached through regular 
classified newspaper advertising. 
Radio spot announcements give 
you the widest audience of all. 

A “service training program” 
must contain certain basic, pur- 
poseful elements. Responsibility 
for the planning and working of 
the program, in some cases may 
be assumed by the dealer him- 
self—in other instances it will be 
delegated. 

Your “planned training program” 
should be divided into THREE 
basic parts— 

1.The general training portions 
should consist of one meeting a 
month, on a subject affecting ALL 
departments—such as customer re- 
lations—a company policy program 
—an informative session on prod- 
uct features—or subjects that can 
put you in a better profit position. 

2.The specific training part of 
the plan deals with departmental 
groups—such as body repair, engine 
overhaul, axle overhaul. Such train- 











ing aids as slide films, shop 
(Continued on Page 52, Col. 1) 
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Citi Pit Sts 


Here’s a man of many parts... 


Pictured is a typical Holiday reader indulging in a 
favorite pastime: pampering his car. 

Since he earns three times the national average, 
he can afford at least one . . . often two or even more. 
And he really likes to climb behind the wheel and 
go places. (That’s why he reads Holiday in the 
first place! ) 

This kind of activity not only burns up great 
quantities of gas and oil, it also accounts for a tidy 
sum in spare parts, service and repairs. 


Just look, for instance, at the replacement parts 


Meet your but Cublomens... tn he fs 


that Holiday families buy in one year: 14% million 
tires ... 2% million spark plugs. . . over 350,000 
batteries . . . 250,000 oil filters, to name a few. 


Quite a market. But then, Holiday readers are 
no ordinary people. When you advertise in Holiday, 
you're talking to America’s most mobile-minded, 
driving-est families about one of their favorite 
subjects! 

And you'll be in smart company. Currently, 52 


canny automotive advertisers are using Holiday to 
spark their sales. 
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NADA Clinic Offers Words to the Wise... 
Equipment, Training 
Open Profit Door 


(Continued from Page 50) 


manuals, service letters, wall 
charts, actual parts and equipment, 
should all be on hand and in order. 
A demonstration should be included 
whenever possible—visual proof is 
far more impressive than a word 
picture. 

3.The outside school section of 
your training plan is available from 
equipment suppliers who offer 
specialized training in many oper- 
ations such as front end alignment, 


Henry Sells to Milner 

R. E. Dumas Milner, Jackson, 
Miss., has purchased Wat Henry 
Pontiac Co., Tulsa, Okla., from Wat 
Henry and will do business as 
Milner Pontiac Co. Milner also has 
dealerships at San Antonio and 
New Orleans. Henry retains deal- 
erships at Bristow, Okla. and 
Nowata, Okla. 


| wheel 





balancing, engine analysis 
and others. All manufacturers of 
motor vehicles today have periodic 
factory-sponsored schools. Make 
sure that your line mechanics, not 
just your service managers, attend 
these very informative and bene- 
ficial schools. Take advantage of 
the counsel available from your 
factory field manager. They are 
always ready to help you with your 
service operation. 

THE KEY TO SUCCESSFUL 
TRAINING IS ORGANIZATION! 

+ - ~ 


Planned Meetings Excel 


Each meeting should be carefully 
planned so that the men feel they 
are getting something worthwhile 
out of it. Don’t plunge into an 
actual training program or meeting 
without first making a careful plan. 

Meeting facilities should be ade- 








“eet | pate—in any discussion, 
‘| questions, make suggestions and 
||thoroughly discuss the problems 


Brogan Opens Passaic Branch— 


Brogan Cadillac-Oldsmobile Co., Paterson, N. J., has opened a branch in Passaic- 
Clifton, N. J. The firm also has a showroom in Ridgewood, and a used-car depart- 


ment and a body shop in Paterson. 


quate and comfortable: lights, 
ventilation and seating. Look for 
new ways to make the session in- 
teresting and effective. Make every- 
one feel “at home.” Remember, 


their co-operation will be the great- 
est when they can be made to feel 
that they are a part of the pro- 
gram. 

Encourage each man to partici- 
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The crankshaft in the modern V-8 engine requires the ultimate in 
forging technique. Today's high compression engines, with continually ~ 
See horsepower, further emphasize the portance of screrns saat, 
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to raise 


being covered—especially in non- 


| technical meetings. Technical meet- 
/|ings should consist of a _ period 
‘| when information is presented, fol- 


lowed by a short discussion and a 


“shirt sleeve” session, actually 


||trying out the operations. Remem- 


ber, your men do not become 


||experts until the process learned 


is part of their “thinking skills.” 

The training job does not end 
with the covering of a specific 
subject just once or at the end 
of the meeting. Review and repe- 
tition may become necessary. 
Training will only make greater 
profit for you—if your men learn 
and apply in their daily work— 
what has been covered in the 
meetings. Watch your men’s 
performance to assure yourself 
that they are doing what they 
have been trained to do. 
Performance on the job is the 
best barometer to tell how your 
plan is working. If complaints and 
come-backs begin to disappear, if 
an employe attitude is “happy,” 
then—and only then—do you have 
the makings of a plan that will 
attract, hold and develop better 
mechanics for a quality service 
operation. 


Die Casters Plan 
Information Drive 


For U. S. Industry 


NEW YORK. — An information 
program designed to show indus- 
try how better metal components 
produced by die casting, can meet 
the squeeze of high costs and high 
quality, has been announced by the 
American Die Casting Institute. 


David Laine, secretary of the 
national association of job shop die 
casters, said the program is direct- 
ed only at industry. 

The program was drawn up, he 
said, because of the feeling that 
many segments of the manufactur- 
ing industry have not fully recog- 
nized the importance of experience 
and “know-how” in producing 
high-precision and high-quality die 
castings. 

Purpose of the program, he said, 
is to acquaint design engineers and 
production executives as to the full 
potentialities of die casting and the 
absolute necessity of knowing the 
“art” involved in die casting. 

One of the first important steps 
in the program is the showing of 
the American Zinc Institute film 
“Die Casting—How Else Could You 
Make It” to _ special industrial 


| groups throughout the country. 


Various local conferences to dis- 


| cuss design problems in die casting 
|} also are Hannet. 





| Mac Laughlin Takes DeSoto 


Mac Laughlin Oil Co. is the new 
DeSoto - Plymouth dealership in 


Enderlin, N. D. Gay Gilbertson is 
the dealer. 





Feminine Note— 


R. C. Somerville, Dodge sales vice- 
president, and Carmelita Pope appear at 
the Chicago Auto Show at the introduc- 
tion of Dodge's La Femme Royal Lancer 
hardtop whose interior is in pastel shades 
of pink. Among its features are two 
matching pink leather covered accessory 
cases on the back of each front seat, 
containing cosmetic case and other femi- 
nine items. The rain wear worn by Miss 
Pope is part of a vinyl rain coat and 
sou'wester hat, printed in the same pat- 
tern as the upholstery. The umbrella is 
collapsible and fits into the leather case 
on the back of the driver's seat. 
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by John T. Benedict 





— were a number of sur- 
prises in Ford’s recent presen- 
tation of data on its gas-turbine 
engine project. In addition to cer- 
tain technical features of the en- 
gine itself, one of the most unex- 
pected things was the amount of 
detailed information disclosed by 
Albert Beaufrere, manager of the 
Ford scientific laboratory’s gas- 
turbine department. 

The report showed performance 
curves plotted from data obtained 
during several years of research on 
such turbine engine components as 
burners, turbines, compressors and 
heat exchangers. I believe it was 
the first time that such extensive 
data of this type was revealed by 
an automotive company. 

A natural question at this time 
is: “Just where does Ford stand 
with its turbine project?” How 
far along is it? How does the 
status compare with that of the 
General Motors and Chrysler 
turbine experiments? 


Any effort to answer these ques- 
tions should begin with an expla- 
nation of major 
problems—and 
methods of attack 
chosen by Ford 
turbine research- 
ers. According to 
Beaufrere, the 
initial develop- 
ment _ objective 
has been to im- 
prove componen- 
ents (and their 
efficiencies) as 
separate pack- 
ages, not to introduce a complete 
engine. 

The principal problems of per- 
formance and efficiency were sum- 
marized in Beaufrere’s statement: 
; . Before the gas turbine could 
attain an important position in the 
automotive field, many fluid dy- 
namic and material problems would 
have to be solved. Acceleration per- 
formance and fuel economy, par- 
ticularly at part load, would have 
to be greatly improved.” 

The approach decided upon was 
to work on improving individual 
efficiencies of the various turbine 
components— and, at the same 
time, to develop an effective heat 
exchanger, Extensive investigation 
of complex turbine cycle rearrange- 

(Continued on Page 62, Col. 1) 





A. H. Beaufrere 


Electronic Computers Mechanize Auto Design Studies... 





Engineers Turn to ‘Robot Brains’ 


By John T. Benedict 
Engineering Editor 


DP... a curtain of secrecy 
blanketing the latest computer 
projects in most automotive com- 
panies, there’s no longer any ques- 
tion that such equipment has be- 
come recognized as an essential aid 
to research and design programs. 
A number of automobile manu- 
facturers and industry suppliers 
have their own automatic, high- 
speed analogue and/or digital 
computer installations. Some 
companies are using these ma- 
chines in everyday operations, 
but will not make any public ac- 
knowledgment that they even 
own such equipment. 
Nevertheless, as John Stresen- 
Reuter, chief research engineer at 
Holley Carburetor Co., says, “It is 
important for designers and engi- 
neering executives to realize that 
practical utilization of computers is 
now so well accepted in many or- 
ganizations that they are regarded 
as a thoroughly integrated, indis- 
pensable function in engineering 
and research operations.” 
Electronic computers are no 
longer a novelty. Nor are problems 
run through them merely for aca- 
demic reasons—or to demonstrate 
amazing mathematical feats. On 
the contrary, throughout the indus- 
try, there is a general feeling that 
the computers have long since 
proved themselves necessary in the 
organized drive for further refine- 
ment and progress of the automo- 
bile through improvement of its 
many components. 


* * ES 
Two Computer Types 
In General Use 


7=s two types of computers in 
general use today are analogue 
and digital. Although frequently 
lumped together in a reference to 
“mechanical brains,” they actually 
are very different in construction 
and application. 

Analogue computers are so 
named because they operate by 
setting up physical situations 
that represent mathematical in- 
terpretations of events to be an- 
alyzed. An electrical, electronic 
or mechanical “model” is ar- 
ranged to depict the inter-rela- 
tionship of factors in the actual 
phenomenon. 

For example, a fundamental nat- 
ural law of electricity says that 
“voltage equals current times re- 
sistance.” By substituting different 
values as currents and resistances, 
it is possible to perform multipli- 
cations in which the answers are 
read as voltages. 

As explained by Robert Roggen- 
buck, section supervisor, engineer- 
ing research department, Ford En- 
gineering Staff: “In an electronic 
analogue computer, special amplifi- 
ers are used for any of three oper- 
ations: Integration, algebraic addi- 


Here’s What They Contain . . . 


Peek Inside ‘Power Package’ 


ROUNDUP of “power pack- 

ages” indicates that six com- 
panies offer optional special equip- 
ment for engine modifications de- 
signed to boost performance. 

A four-barrel carburetor, with, 
of course, the accompanying 
change in air cleaner and intake 
manifold, is the common item 
included in “high-performance 
packages” offered by Chevrolet, 


Ford, Plymouth, Studebaker, 
Pontiac and Dodge this year. 

In addition to the four-barrel 
carburetor, a dual exhaust system 
is provided on Chevrolet, Stude- 
baker and Dodge. 

A high-compression cylinder head 
and automatic choke are supplied 
by Ford—which does not class dual 
exhausts as “extra,” since the 


© 
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Equations Defining Injector System— 


These six ordinary differential equations and two partial differential equations 
were used by GM Research Laboratories in a study of the diesel fuel injector. They 
form a part of the so-called “mathematical model” constructed for computer use. 
Equation (5) defines valve motion—and, together with the block diagram shown as a 
separate illustration, is the complete mathematical model for the valve. 


a * * 


tion, or sign-changing. Voltage- 
dividing potentiometers are used to 
perform the oper- 
ation of multipli- 
cations by a con- 
stant.” 

“Every variable 
in an equation 
is represented by 
a voltage on the 
computer. Setting 
up an analog for 
a particular equa- 
tion or set of 
equations in- 
volves intercon- 


R. A. : aes 
nection of these amplifiers so they 


DETROIT. — The basis of a new 
technique for welding steel to cast 
iron is a recently developed elec- 
trode having a bi-metallic core of 
copper and mild steel, with arc- 
shielding flux coating. 

In operation it is similar to the 
arc welding of mild steel with 
coated electrodes, in that the arc 
is fast and smooth and the deposit 
flows freely. Equally good results 
are obtained with AC or DC cur- 
rent, according to its maker, C. E. 
Phillips & Co., Detroit. 

The deposit has a slight cop- 
per color, shows a tensile strength 


power package is available only on 
the Fairlane and Station Wagon 
series, and dual exhausts are stand- 
ard on these. 


. * 7 
A TYPICAL effect on engine 
power curves is to increase 
the maximum torque and horse- 
power ratings, and also shift the 
(Continued on Page 54, Col. 2) 





Steel-Cast Iron Welding 


New Process Using Bi-Metallic Electrode 
Developed by Detroit Firm 


* * * 


are forced to produce the desired 
result.” 

Fundamentally thought of as a 
“differential equation solver,” the 
analogue computer is particularly 
valuable in linear dynamics prob- 
lems, and with additional equip- 
ment, is capable of solving systems 
of non-linear equations—where the 
change in result is not proportional 
to input increments. Accuracy of 
one-tenth percent is possible, but 
the general average is about 1 to 2 
percent accuracy. 

The analogue computer is being 
used for such automotive engineer- 
ing work as: Studies of control 





much higher than cast iron, is 
tough and ductile and highly re- 
sistant to shock, the firm says. 
The deposit also can be peened 
and is free from cross checking, 
it is said. 

Designated the Phillips 100-X 
Electrode, it is available in the %, 
5/32 and 3/16-inch sizes. The fol- 
lowing current values are recom- 
mended: % inch, 40 to 135 amperes; 
5/32 inch, 70 to 150 amperes, and 
3/16 inch, 125 to 175 amperes. 


When DC machines are used, re- 
verse polarity is recommended. 
The wide range of heats for vari- 
ous electrode sizes is very impor- 
tant. Current must be adjusted to 
| suit the thickness of the work and 
the condition of the work pieces. 
Best results are obtained when 
welding areas are well cleaned and 
free from oil or grease. Otherwise 
higher heats have to be used. 

It is desirable to use just 
enough heat so that the deposit 
flows freely, and to carry the 
operation through to completion 
as rapidly as possible, holding 
the heat input to a minimum. 
When welding intricate castings 
the welder must study each piece 
carefully and work out a weld- 

(Continued on Page 54, Col. 3) 





system stability; analysis of power 
steering characteristics; ride an- 
alysis and suspension system de- 
velopment; investigation of valve 
gear vibration, and crankshaft tor- 
sional vibration studies. 

* * ok 


1. other main family of com- 
puters — digital — includes all 
those calculating devices whose 
basic operation is one of counting. 
The digital classification includes 
machines that operate by counting 
wheel revolutions, as in a desk cal- 
culator; those that count holes in 
punched cards; and very high- 
speed computers that count elec- 
trical pulses. 

Since it operates in a purely 
numerical manner, performing 
essentially what are “additions” 
at an extremely high rate of 
speed, the digital computer gives 
answers to problems in addition, 
subtraction, multiplication, divi- 
sion, squares and square roots, 
ete., to an accuracy limited only 
by the numerical capacity of its 
registers. 

Main advantages of the digital 
computers are their high speed of 
operation, high order of accuracy 
and adaptability to repetition of 
simple arithmetic processes. The 
IBM Type 701 data processing ma- 

(Continued on Page 64, Col. 1) 


Planing Applied - 
To Surface-Finish 


Brake Linings 


OLLAND, Mich. — Experiments 

are under way on a number of 
automotive applications for a new 
family of surface finishing ma- 
chines that adapt wood planing 
principles to the high-production 
planing of thin, flexible abrasive 
materials. 


In announcing the Micro-Sur- 
facer machine, President Jay Pet- 
ter, of Buss Machine Works, said 
tests are being conducted on 
brake lining materials, tempered 
hardboard (for dies), and large 
plastic sheets. 

It is believed the machine will 
(Continued on Page 82, Col. 3) 








Planing Linings— 


Experiments in which brake linings are 
planed on the Micro-Surfacer machine, 
instead of being surface-finished with 


grinders, typify potential automotive uses 
for a new machine that processes hard, 
flexible materials. 





with 
1 could do it myself in 10 


minutes and I’m really 
inexperienced ! 


See Page 106 


SIMPSON'S WEEKLY 
AUTO AUCTIONS 


IN THE BIG MOTOR CITY 


State Fair Auto Auction 


19600 Woodward — Detroit 
Phone: TO. 6-9902 


Every Tuesday — 1:30 P.M 


Simpson Bros. Auto Auction 


U. S. 25 at M-97 
Mt. Clemens, Mich. 
Phone: HO. 8-9436 


Every Friday — 1:30 P.M. 


"s Finest Conducted Auto 
all new models one 
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Here’s What They Contain... 


Take a Peek Inside 
55 ‘Power Package’ 


(Continued from Page 53) 


peak values to a higher engine] volume, rather than by accelerator 


speed. 

In some cases (such as Plym- 
outh), the torque curve peak is 
flattened to a “plateau” that 
sustains the highest torque level 
over a range of about 400 r.p.m. 
These changes account for the 
fact that maximum effectiveness 
of the power package generally 
is found in the middle and high- 
speed ranges. 

Most engine designers attribute 
the performance gain largely to 
improved breathing characteristics 
and increased volumetric efficiency. 


The four-barrel carburetor is 
considered the major factor in sup- 
plying the necessary boost in fuel 
and air flow for high-output per- 
formance. When dual exhausts are 
a part of the power package, 
decreased hack pressure also is a 
contributing factor in gaining us- 
able horsepower. 

+ + + 


Four-Barrel Design 


HEVROLET’S four-barrel, 

downdraft carburetor is basic- 
ally two dual carburetors con- 
tained in one assembly. The section 
containing metering rods, acceler- 
ating pump and choke is termed 
the primary side. 

The secondary side of the car- 
buretor, which also has two bar- 
rels, has only the nozzles and 
main metering jets. These are 
brought into supplementary 
operation when the accelerator 
pedal is depressed heavily for 
high speed or acceleration. 


The secondary throttle plate is 
so linked to the accelerator control 
lever that the secondary barrels 
cannot come into operation until 
the accelerator pedal is depressed 
to half-throttle position. The sec- 
ondary nozzles then operate in 
parallel with the primary nozzles 
for maximum engine performance 
on demand. 


The automatic choke operates 
only on the primary side of the 
carburetor. Linkage design is such 
that the secondary throttle plate 
will not operate, regardless of 
accelerator pedal position, until the 
engine temperature is high enough 
to open the choke. 

This prevents loss of choking on 
high acceleration demands follow- 
ing a cold start. 

ES * * 
HE Ford four-barrel carburetor 
functions somewhat differently, 
since operation of the last two 
barrels is regulated by air-flow 


pedal position. 

Whenever the Ford power 
demands exceed the breathing 
capacity of the primary venturis, 
vacuum opens secondary throttle 
plates to the position that will 
admit the right amount of addi- 
tional air and fuel. Entirely 
distinct from the accelerator link- 
age, their function depends only 
on the amount of air flowing 
through the primary venturis. 

On Plymouth, the last two bar- 
rels of the four-barrel carburetor 
are controlled by a combination 
mechanical linkage and vacuum 
over-riding control. The secondary 
throttles are connected to the pri- 
mary throttles by a linkage that 
causes them to start to open when 
the primary throttles are half open, 
and continue until both sets of 


Steel to Cast-Iron 
Welding Possible 
With Electrode 


(Continued from Page 53) 
ing sequence to avoid building 
up excessive stresses. 

If there is danger of distortion, 
he can usually prevent it by stag- 
gering his welds. If any preheating 
is done a maximum of 300F is rec- 
ommended; also 300F maximum for 
any post heating. 

Scope of the 100-X Electrode in- 
cludes repair welding on all grades 
of iron castings, welding east iron 
to carbon and alloy steels, welding 
heavy cast iron sections without 
studding and welding copper to 
cast iron, the company said. Welds 


can be made with it in all posi- |, 


tions and can be overlaid with mild 
steel or nickel alloys. Ninety per- 
cent of welds made on cast iron 
do not have to be machined, it is 
said. 

In one application the new 
welding technique was used for 
fabrication to avoid the expense 
of making a new pattern to ac- 
commodate an engineering 
change. Fifteen hundred auto- 
mobile engines were to be con- 
verted to marine or industrial 


use. 

An important change which had 
to be made was the removal of one 
of the exhaust outlets on the cast 
iron’ manifolds. The three-step 
plan that was worked out was: (1) 
Cut outlet from manifold; (2) cut 
a piece of steel plate to fit the hole, 
and (3) weld the plate to the cast- 
ing. 


throttles reach maximum opening 
at the same time. 


To ensure that secondary ven- 
turis are used only when needed, 
a velocity valve is placed above 
each secondary throttle. This valve 
opens only when partial vacuum 
is great enough to overcome the 
balance weight—a condition that 
occurs when the engine calls for 
more air than can be supplied by 
the primary venturis. 

At other times, the velocity 
valves remain closed, sealing off 
the secondary venturis, even though 
the secondary throttles may be 
open. * * ® 


Speed Is Needed 


Es the power package 
generally provides a measurable 
improvement in car performance 
throughout the entire speed range, 
its effect on accelerating ability is 
most strongly noticeable at speeds 
above 45 miles per hour. 


This is, of course, precisely the 
region in which increased per- 
formance capability may be most 
useful, since it usually chops one 
or two seconds off time needed 
to complete highway passing 
maneuvers that call for sudden 
acceleration in the range of 50 
to 80 m.p.h. 

The potential safety value of this 
decrease in passing distance is 
realized when it is recalled that a 
car moving 60 m.p.h. travels a 
distance of 88 feet every second. 

Although not “official,” the per- 
formance figures shown in the ac- 
companying table are believed to 
give a fair idea of what may be 
expected from the power package 
installation. 

On the Chevrolet, time required 
to accelerate from 55 to 70 m.p.h. 
is reduced by about 1% seconds. 
And, on the Ford, a power package 
gives about 31 percent improve- 
ment in acceleration rate from 50 
m.p.h. * * «* 
pDUsERe answers to the ques- 

tion of what people expect when 
they buy power packages—and why 
the manufactur- 
ers supply them, 
are summarized 
in a statement by 
Ed Cole, Chevro- 
let chief engi- 
neer: “We believe 
a lot of people 
like a feeling of 
excitement when 
they are driving. 
The power pack 
gives them this 
element of excite- 
ment. Technically, the most favor- 
able thing the power pack does is 
to take advantage of the torque- 
developing capabilities of the en- 
gine in greater measure. 

“This in turn translates into 
terms of greater passing ability 
that is desirable in the medium 
and higher speed ranges.” 

Although most companies are 
understandably reluctant to supply 





E. N. Cole 





figures on top speed of their cars, 
it is apparent that some increase 
in top speed probably is gained as 
a by-product of the improved 
accelerating qualities provided in 
@ power package. 

The best available information 
indicates that such an installation 
usually will result in an increase 
of about 4 to 8 percent in top 
speed. 


Fuel Thirst Grows 


— effect of the power package 
on constant-speéd engine fue! 
economy for the various cars 
ranges from negligible to “a slight 
improvement.” Normally, people 
would expect to burn a little more 
gas with the four-barrel carbure- 
tor. 


Surprisingly enough, unoffcial 
constant-speed runs with a Chev- 
rolet indicate a 3 to 5 percent 
gain with Powerglide and a 10 
to 16 percent improvement for a 
three-speed transmission with 
overdrive. 

Although the efficiency of a com- 
plete power package modification 
appears to provide some slight 
increase in inherent fuel economy, 
it is only natural to expect that 
actual tank mileages may not 
accurately reflect this condition. In 
brief, the reasons center around 
the idea that a power-package car 
usually will be driven differently 
than a standard job. 

The driver will tend to take 
advantage of the extra performance 
ability—with the net effect that he 
may use a little more total “power” 
in getting from place-to-place. 
When you refer to the basic fuel 
consumption measuring unit, which 
is pounds of fuel per horsepower 
per hour, it is apparent that the 
“extra” power will be paid for in 
“extra” fuel. 

* * * 


—— contacted on power 
packages were in agreement 
that such equipment has no harm- 
ful effect on engine durability or 
life of parts in service. 

The compression ratios, speeds 
and loads developed in each en- 
gine are considered well within 
the capabilities of the design. 

It is generally believed that car- 
owner variations in driving habits 
and maintenance attention are a 
far greater factor in determining 
engine life than the mere addition 
of a power pack. 


Although not included in the 
scope of this “power package” 
survey, the wide variety of engine 
selections offered by the various 
companies is another indication of 
the effort made to tailor the prod- 
uct insofar as possible to meet the 
specific preferences of each buyer. 

At a number of companies, it is 
standard practice now to accom- 
modate the buyer if he wants a 
“deluxe” engine in the “standard” 
car in a given line. 

—JoHN T. Benepict 





Engine ‘Power Packages for 1955 









CHEVROLET FORD PLYMOUTH PONTIAC DODGE STUDEBAKER 
Available on these Any V-8 Fairlane and Sta-| Any with 260 Cu./ Any _— Hydra- | Any Model** Commander 
Models tion Wagon with] In. V-8 
Fordomatic 
4-Brl. Carb 4-Brl. Carb. 4-Brl. Carb. 4-Brl. Carb. 4-Brl. Carb. 4-BrlL. Carb. 
Air Cleaner Cyl. Head Air Cleaner Air Cleaner Air Cleaner Air Cleaner 
Major items included | Manifold Air Cleaner Manifold Manifold Manifold Manifold 
*Dual Exhaust Manifold Dual Exhaust Dual Exhaust 
Auto. Choke 
Compression None From 7.6:1 None None None None 
Ratio Change To 8.5:1 
‘/Engine (Standard 257 Lb.-Ft. 258 Lb.-Ft. 231 Lb.-Ft. 264 Lb.-Ft. 245 Lb.-Ft. 250 Lb.-Ft. 
. | Torque @ 2200 RPM @ 2200 RPM @ 2400 RPM @ 2400 RPM @ 2400 RPM @ 2800 RPM 
Power Pack 260 Lb.-Ft. 268 Lb.-Ft. 231 Lb.-Ft. 278 Lb.-Ft. 245 Lb.-Ft. 258 Lb.-Ft. 
@ 2800 RPM @ 2600 RPM @ 2800 RPM @ 2800 RPM @ 2800 RPM @ 2800 to 
3200 RPM 
Engine (Standard 162 HP 162 HP 167 HP 180 HP 183 HP 162 HP 
Horse- @ 4400 RPM @ 4400 RPM @ 4400 RPM @ 4600 RPM @ 4400 RPM @ 4000 RPM 
power /|Power Pack 180 HP 182 HP 177 He 200 HP 193 HP 182 HP 
for motorists @ 4600 RPM @ 4400 RPM @ 4400 RPM @ 4600 RPM @ 4400 RPM @ 4500 RPM 
and with Safe-T-Belt. Drive with ° 
(os alta mpeg elgg 15% Less Time to| 9%,0—30 MPH Custom Royal: Up| 10% Less Time from 
or out of the car when you stop suddenly or when an Accel. from 55 to| 19%, 0—60 MPH to 15% Increase in| 55 to 70 MPH 
phys fatigue while driving. Simple to instoll. The 70 MPH 30%, 0—30 MPH fom Ability Rand 
' » ao an gure gure dle and High- 
sacihing with 2° phasic fps, ond eqeioged wth fon bir - 15 Seconds Less|48% Greater Dis- 7 ; ~ o , Speed neues . 
—— eodend to = Time to AccelL| tance in First Ten Avaliable Avaliable 
UL CARS, INCLUDING 1955 MODELS from 55 to 70 MPH | Seconds 
eee hn oe ost $1% Better Accel- Coronet and Royal: 
rere Se oe obae. eration Rate Avail- Up to 20% Im- oF 
, able from 50 MPH provement in 
) TOOL & MANUFACTURING CO. in Third Gear i 
340 Fairbanks, N.£ Grand Rapids 3, Mich. 


* No Dual Exhaust on Station Wagons. ** But only with ‘‘Double-Rocker’’ engine option on Coronet and Royal. 
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MAXIMUM 
UNDERSIDE ACCESSIBILITY 


i . 


reduces 
servicing time 
up to 50% 


You can speed and improve service on 75% of all jobs when 
you use a Globe “‘Frame-Kontact” Hoist. 
Standing erect and working freely without obstruction, 
mechanics reach a// underside parts faster, easier than any 
other way. Needed tools are quickly obtained and there is no 
wasted effort spent crawling to and from the job. 
Job conditions are cleaner, better. And mechanics work at 
maximum efficiency for low-cost results. 
With a Globe ““Frame-Kontact”’ Hoist at every mechanic’s 
station, volume goes up, profits go up. = 
Users report “*133% increase in parts sales” .. . “75% in- - 3 =.  y ps a 
crease in repair orders” . . . 89% more lube jobs.” Ss : = — 


Get complete data from your local Globe distributor. Or 
write to us. Globe Hoist Company, East Mermaid Lane at 
Queen Street, Philadelphia 18, Pa. 






WEAR POINTS 
FULLY PENETRATED 
BY LUBRICANT 





SINGLE POST 
““FRAME-KONTACT” HOIST 
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Hydraulic C-Frame Presses 


For Low-Tonnage Jobs 


This line of C-frame presses, ranging 
up to 200 tons, is designed for low- 
tonnage jobs and includes 11 sizes. A 
choice of control valve assemblies is 
offered for each model. 

Features include a high-speed differ- 
ential circuit and inching control for 
ramming downward or upward while the 
dies are set. Hydraulic Press Mfg. Co., 
Mount Gilead, O. 


PR 


Digital Decade Counters 
For High-Speed Operations 


Two digital decade counters for high- 
speed electronic counting are offered. 
Both types use the printed circuit princi- 
ple, permitting maximum ventilation, 
lower operating temperature and longer 
life. ‘ : 

Type A has decades with a staircase 
output of voltage proportional to the 
count. This enables the output of the 
decades to be recorded on a direct writ- 
ing oscillograph. Type B has decades with 
a four-line coded output which can be 
used to operate mechanical printers. 


Brush Electronics Co., 3405 Perkins Ave., 
Cleveland 14, O. ‘ 





é a 
Automatic Thread Tapping 
Offered for Drill Press 


Fully automatic or semi-automatic lead 
screw tapping on any drill press is fea- 
tured in Auvto-Tap heads which use Bellows 
Air Motors and Electro-Aire valves for 
activating the clutch mechanism. 

The lead screw is said to assure the 
production of perfect threads. Tap break- 
age and work spoilage are reduced be- 
cause the lead screw takes all end thrust 
and guides the tap in all directions. Au- 
tomatic Methods, Inc., 965 W. Grand St., 
Elizabeth, N. J. 

a oe 


Phosphor Bronzes 


Fine-grain phosphor bronzes with bet- 
ter fatigue life and increased formability 
ore now produced by American Brass Co., 
25 Broadway, New York 4, N. Y., under 

















the name Duraflex. They are available 
in the range of tempers listed in ASTM 
specification B103 and in alloys A, C and 
the specification. They come in 
sheet metal thicknesses up to 0.062 inches 
and in wire up to three-sixteenths of an 
inch diameter. 


* * * 
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Tinning Tool Utilizes 
Impregnated Cartridge 


The Tin Master is an all-purpose tinning 
tool which utilizes a replaceable cart- 
ridge with a flux core and impregnated 
steel wool outer jacket that digs in to 
remove rust and pits. 

Because greater pressure can be ap- 
plied to working surface, faster tinning 
action over welds and carbonized steel 
is possible. .Marson Corp., Revere, Mass. 

ei ee 
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Floor Cleaner Redesigned 
For Added Versatility 


The redesigned Floormobile is a mobile 
suction unit which facilitates cleaning of 
large floor areas. The new model is more 
compact and lower and is said to be 
more rugged and have an improved filter 
bag construction. 

Standard safeguards include a _ fuel 
tank safety fill and vent cap, metal sedi- 
ment bowl, spark arrestor and push-button 
engine shutoff. Handling Devices Co., Inc., 
43 Pearl St., Brookline 46, Mass. 





Advancements Announced 
In Ross Valves 


Design advancements in the 880 series 
of hand and foot valves are said to be 
incorporated in both the three and four- 
way models. 

The valves are available with single- 
foot or double-foot treadle, vertical hand 
lever or horizontal hand lever controls. 
They can be disconnected without dis- 
turbing the piping. Ross Operating Valve 
Co., 120 €. Golden Gate, Detroit 3, Mich, 
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Platform Truck Offered 
For Multi-Purpose Hauling 


The Multiton-Excelsior is a lightweight, 
motor-driven platform truck designed for 
multi-purpose hauling of loads up to 
1,500 pounds. Its platform is less than 
12 inches from the floor and measures 69 
by 38 inches. 


It is said to be suited especially for 
mixed-load horizontal transportation and 
to complement fork lift trucks in many 
instances. Stokvis-Edera & Co., Inc., 18 
Secatoag Ave., Port Washington, N. Y. 

* . « 





Rockwell Tool Unit Enters 
Metalworking Lathe Field 


Introduction of an 11-inch cabinet model 
variable-speed drive lathe with 24-inch 
capacity center-to-center and one-inch 
collet capacity has been announced. 


The lathe features a back gear shift 
lever which is said to eliminate any need 
for using wrenches, pulling out pins or 
opening guards to shift from direct spin- 
die drive to back gear spindle drive. 
Speed range is from 44 to 1,550 r.p.m. 
DeltaPower Tool Division of Rockwell Mfg. 
Co., 438 N. Lexington Ave., Pittsburgh 8 
Pa. 





Redesigned Reducing Camera 


Provides Greater Accuracy 


The Neofiow reducing camera has been 
redesigned for greater accuracy, easier 
focusing and simpler maintenance. It 
makes copies—at reductions from 2:1 up 
to 6:l—on the continuous-flow principle. 


The new design has an improved op- 
tical system and exposure unit and is 
offered in three models. Peerless Photo 
Products, Inc. Shoreham, Long Island, N. Y. 


* * * 


Torque Converter Couplings 


Three new models of torque converter 
couplings for industrial and materials 
handling equipment are described in a 
folder issued by Fuller Mfg. Co., Kalama- 
z00, Mich. Designed for engines develop- 
ing 180-225 pound-feet of torque at 











2,000 rpm or higher, the couplings de- 
liver up to 2.1 to one torque multiplica- 
tion with automatic adjustment to 
torque 


1:1 


coupling operation as demand 


| drops. 





Machine Limit Switch Offers 
Increased Wiring Space 


The DM heavy-duty machine limit 
switch includes increased wiring space, 
protection against excessive overtravel 
achieved without shear pins, separation 
of electrical and mechanical mechanisms 
and nylon-to-steel wearing surfaces. 

The switch is rated at 10 amperes 
continuous capacity up to 600 volts a.c. 
or 550 volts d.c. It is available with one- 
half or three-quarter-inch conduit connec- 
tions. Clark Controller Co., 1146 E. 152nd 
St., Cleveland 10, O. 





Overhead Traverse Wheel 
Featured in Grinder 


The Grindmatic No. 545 features over- 
head traverse grinding wheel, fast ac- 
curate setup, easy inspection and ample 
coolant flow. 

The work is 
removal easily measured. 
ucts, Inc., Bedford, O. 

-. @& 4 


fully visible and stock 
Lempco Prod- 


Spring Loader 


A loader which receives red hot auto 
springs from a coiler, rotates them into 
an oriented position and transfers them 
to a quench bath is marketed by Hautau 
Engineering Co., 721 Wanda, Ferndale 
20, Mich. The machine handles up to 700 
springs an hour. 





Torque Wrench Features 


Automatic Release 


The Pow-Or-Tork wrench operates first 
as nut runner, then functions as a torque 
wrench until fastener reaches the prede- 
termined torque. 

Its continuous operation eliminates in- 
accuracies stemming from alternate static 
and dynamic friction during the tighten- 
ing cycle. Operation can be designed for 
air power, standard 60-cycle or high cycle 
use, with magnetic or air differential re- 
lease. Ohisson & Rice, Inc., 3340 Emery 
St., Los Angeles 23, Calif. 








Plastic Headshields 
For Welding Operators 


Two molded fiberglass 
shields for the protection of 
operators are said to combine 
weight with full protection from 
and spatter. 

Type 971 


head 
welding 
light 
arc 


plastic 





has the lens holder molded 


into the shield to eliminate light leaks. 
Type 973 is of the same general design 
but has a lift front lens holder to permit 
view without raising hood. Hobart Bros. 
Co., Hobart Square, Troy, Oo. 





Optical Pyrometer Has Range 
From 1,300 to 6,300 Degrees 


The Pyropto is a radiation optical py- 
rometer for the measurement of tempera- 
tures of glowing masses in annealing, 
hardening and calcining furnaces, molten 
or flowing metal or glass and red-hot 
ingots. It is also suitable for testing 
thermo-electric pyrometers. 

The instrument's range is from 1,300 to 
6,300 degrees Fahrenheit. It is produced 
by Hartmann & Braun, Frankfurt, Germany, 
and marketed in the U.S. by Epic, Inc., 
154 Nassau St., New York 38, N.Y. 

¢ © ®@ 





Chicago Firm Offers 


Stacker, Tractor, Cantilever 


A rider-operated stacker with retract- 
able mast and fork assembly, the Uni-Grip 
operator-led tractor which couples with 
industrial trailers in two seconds, and a 
heavy industrial truck with cantilever- 
|ram are now being marketed. 

The ESRT transveyor is designed for 
tiering and detiering in aisles as narrow 
as 6% feet. It has a capacity of 4,000 
pounds with pallets up to 48 inches in 
size. The Uni-Grip is said to couple to 
any trailer without use of special adaptors 
by a_ hydraulically-operated draw bar. 
The cantilever-ram gives the operator full 
vision, and is available on the Giant 
series of Automatic Transportation Co., 
149 W. Eighty-seventh St., Chicago 20, 
ul. 








Sponge Rubber Backing 
Bonded fo Floor Mat 


Cushioned rubber mats and runners 
with nonskid qualities are said to provide 
comfortable footing, because they will no! 
slip, slide or creep. 

The mats are one-quarter-inch thick anc 
come in sizes of 18 by 24, 18 by 30 and 
18 by 36 inches. Runners come in 18 or 
36-inch rolls of 30 or 60 feet. Flexi-Mat 
Corp., 2249 Calumet Ave., Chicago 16, lil. 
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Linco/n ENGINEERING COMPANY 


QnnoOunces THe |] SYSTEMS 


ror POWER LUBRICATION 





Applications Unlimited 


AIR-OPERATED 


Adopted by leading Fleet and Bus Operators 
for automatic, controlled application of 
lubricant to bearings each time driver applies 
the air brake. Complete Systems available in 
handy kits for simplicity of installation. 
Air-Operated Multi-Luber Systems may be 
effectively used wherever compressed air 

is available as motive power, and are slashing 
operating costs and increasing performance 
efficiency on equipment ranging from transport 
trailers to automated, high speed lathes 

and packaging machinery. 





For applications where compressed air is not 
available, the air cylinder of the Multi-Luber 
can be replaced with a manually actuated 
push button. These Systems are also available 
in convenient Kits for quick installation on 
tractors, farm implements, and a wide range 
of industrial machinery for positive, 
dependable lubrication in seconds. 





VACUUM-OPERATED 


Multi-Luber Systems are also available for 
instantaneous, automatic lubrication of ie 
equipment ranging from light trucks to we od 
fork lift trucks, or for any application which 
makes available vacuum as motive power. A 
finger-tip touch of the control button, located 
wherever desired, provides a pre-measured 
quantity of refinery-pure lubricant which is 
applied with positive uniformity by the 
Multi-Luber sealed system. 





LINCOLN ona MERCURY 


motor cars 


Here is the newest and most revolutionary 
application of Lincoln’s vacuum-operated 
Multi-Luber System. Now, purchasers of new 
Lincoln or Mercury motor cars have available 
instantaneous Power Lubrication at their own 
convenience. A mere touch of a button on the 
instrument panel provides the continuous 
pleasure of smoother car performance, greater 
steering ease and increased operating economy. 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT FOR A QUARTER CENTURY + Lincoln Engineering Company + 5709 Natural Bridge Ave., St. Lovis 20, Missourl 


. *Trade Name Registered Patent Pending 
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Elmer G. Schacht, president of 
Behr-Manning Corp., Troy, N. Y., 
has announced that Edwin C. Evans 
has been made vice-president and 
assistant general manager, 
William I. Clark jr. has become as- 
sistant to the president, in addition 
to his present responsibilities as 
secretary. 

Evans joined Behr-Manning in 
1934 as a member of the sales an- 
alysis department. Clark joined the 
firm in 1933 as a credit clerk. 

+ 


McRoberts Elected Manager 


Of Progressive Welder 


Jd. F. McRoberts has been 
elected general manager of Pro- 
gressive Welder Sales Co., De- 
troit. 

Named to the board were John 
Johansen, Josephine Johnson, 
John F. Langs and R. F. O’Heron. 
In realigning executive responsi- 


bilities, the board named Lang | 


Technical PERSONNEL CHANGES 


and | 











vice-president; Josephine John- 
son, secretary; Johansen, treas- 
urer, and Robert Barley, general 


sales manager. 
* 2 * 


Eutectic Names Quaas 


Production Director 


Joseph F. Quaas has been appointed | 
director of manufacturing and pro- 
duction for Eutectic Welding Alloys 
Corp., Flushing, 
N. Y. Before his 
promotion, an- 
nounced by Rene 
D. Wasserman, | 
president, Quaas| 
had been man- 
ager of the Elec- 
trode production 
division. 

Quaas’ most re- 
cent previous as- 
signment in- 
cluded supervi- 
| sion of installation of a _complete 





J. F. Quaas 
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new extrusion press and ovens in 
Eutectic’s new plant annex. 
* * * 


Gehlsen, Zeppenfeld Named 
By Joy Connector Division 


Joy Mfg. Co., Pittsburgh, has | 


appointed R. G. Gehlisen as man- 
ager and H. B. Zeppenfeld as 
sales manager of the Electrical 
Connector division. 

Gehlsen has been with the Joy 
organization, and with Mines 
Equipment Co. which is now a 


part of Joy, since 1945 and has 


been largely responsible for de- 
velopment of many products, in- 
cluding the Joy safety circuit 
center. 

Zeppenfeld has been succes- 
sively procurement manager for 
Mines Equipment and industrial 
sales manager for the Electrical 


Connector division. 
* * + 


Carboloy Shifts George 
Ernest E. George, manager of 
magnetic products engineering at 
the Carboloy Department of Gen- 
eral Electric Co. has been ap- 


pointed plant manager of the de-| 
partment’s s permanen it magnet 


‘The BIG PROFIT JOBS 


Qouxt DRIVE IN... 
They “4c TOWED IN” 


[CCITT 
Sa 


HOLMES 


CHEVROLET 
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525 Model 


The new 525 model was designed for all-round 


| 





plant in Edmore, Mich., according 
to K. R. Beardslee, general man- 
ager. George joined Carboloy as 
manager of magnetic materials in 
1950. 


* * * 


NAM Appoints Devor 


Regional Vice-President 


| J H. Devor, president of Wagner 
Electric Corp., St. Louis, has been 
| appointed a regional vice-president 
in the Midwest 
division of the 
National Assn. 
of Manufacturers. 
He was elected to 
the board of di- 
rectors of the as- 
sociation in De- 
cember, 1952. 

Nearly 400 
member manu- 
facturers are lo- 
cated in the Mid- 
west division 
|which covers 11 states and has 
three regional vice-presidents. It is 
one of five major divisions of the 
association. 








4d. H. Devor 


ner in 1950, has been — a _member 


Devor, elected president of Wag- | 


road service and is capble of performing a wide 
variety of work. It has speed and flexibility for 
light work, with power and capacity for han- 
dling the average trucks. Each boom has a lift- 
ing capacity of 6 tons, a pulling capacity of 15 
tons. The unit is fast, efficient and of moderate 
size for use on a 114 or 2 ton truck. 





This unit, although different in design and con- 
struction from the larger Holmes models, has 
many features that make it ideal for light pick- 
up, towing and delivery service. The Wrecker 
has a capacity of 3 tons and is capable of han- 
dling the average service call. It is light, easy 
to uandle and economical to operate. Furnished 
either hand or power operated for mounting 
on any 2 to 1, ton trucks. 


by SHOPS with NEW 


Wheckes Egupwiad 


Today no shop can afford to be without its own Modern 


Wrecker Equipment... F/RST, for service to its regular 
customers. SECOND, for those whom the shop hopes to 
obtain as new customers. Shops with up-to-date road 
units, such as shown, have little trouble holding on to 
regular customers or securing valuable new customers. 
The use of Holmes Equipment makes it possible for an 
operator to render complete 100% service. It enables 
him to go a long way to service customers and bring in 
jobs the shop could NOT otherwise obtain. Why be lim- 
ited to drive-in customers when it is so easy to pick up 
new and profitable ones. REMEMBER, “The Big Profit 
Jobs Don’t Drive-In, They are TOWED-IN” . . . by 
those who go after the business with new Holmes 
Wrecker Equipment. See your jobber or write factory 
today for model specifications and prices. 


ERNEST HOLMES COMPANY 


Chattanooga, Tennessee 


See HOLMES Exhibit at the NADA SHOW, Booth 22, 23, and 24 


of the company’s board of director: 


since 1945. 
* ° o 


Lenik, Wickham, Kelley 


Named by Vickers 

Expanded operation for the 
company’s Brookfield (Ill) sales 
office to include responsibility 
for branch office activities in 
Tulsa and Minneapolis has been 
announced by M. J. Taup, man- 
ager of mobile products sales of 
Vickers, Inc. 

Chester F. Lenik will be in 
charge of the new branch office 
in Minneapolis. Alan R. Wick- 
ham will manage the Tulsa of- 
fice. Joining the Brookfield staff 
is James W. Kelley, formerly of 
the Tulsa office. 


* * * 


Conrad and Bowman Named 
By Clark Equipment 
Appointments of Lowell Con- 
rad as director of engineering 
and Raymond H. Bowman as 
chief engineer of the engineer- 





Ray H. Bowman Lowell Conrad 
| ing section have been announced 
by Clarence E. Killebrew, vice- 
president of Clark Equipment 
| Co.’s construction machinery di- 
| vision, which manufactures the 
| Michigan line of power shovels, 
cranes, draglines and tractor 
| shovels. 
| Conrad formerly was chief en- 
| gineer for the Michigan tractor 





shovel line. Bowman joined Clark 
| earlier this year, previously being 

chief engineer of the Browning 
Crane Shovel Co., Cleveland. 


* * * 





Detroit. 

The new plant 
will provide man- 
ufacturers on the 
east coast with 
contract brazing 


| Koselok Heads New Branch 
and heat treating 
facilities for 


Of Wall Colmonoy Unit 
Establishment of a new branch 
of the company’s stainless proces- 
sing division in Morrisville, Pa.. 
has been an- 
nounced by R. L. 
Peaslee, vice- 
president of Wall 
Colmonoy Corp 
| 
| John Kozelski stainless steel 
jalloys and aircraft components. 
| John Kozelski will serve as general 
| plant manager of the new branch. 
| Prior to accepting his new assign- 
| ment, Kozelski was eastern repre- 
| sentative for the stainless proces- 
| sing division. 
] * * * 





| Vickers Moves Mezger 
| To New St. Louis Office 


| Expansion of services through 
| reopening of a district sales office 
|in St. Louis has been announced 
| by F. T. Harring- 
ton, sales vice- 
president of 
Vickers, Inc. 
Heading the 
new Office as dis- 
trict sales man- 
ager will be Rob- 
ert H. Mezger, 
whose appoint- 
ment was also 
announced by 
Harrington. In 
his new position, 


R. HL Mezger 

| Mezger will be responsible for pro- 
| viding assistance to customers 
jusing oil- hydraulic equipment in 
| industrial and mobile products. For 


ithe last five years he has been 
associated with the Chicago district 


sales office. 
* a * 


|Ford Gives Top Posts 


To Tallberg, Altmansberger 


V. Y. Tallberg has been named 
executive assistant to Earle 8. 
MacPherson, engineering vice- 
president, and George E. Alt- 
mansberger has been appointed 
director of engineering adminis- 

(Continued on Page 59, Col. 1) 
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i . oe ager. 
Ore. 4 ‘ager of the division. Rockafellow “Griffin will have 
aer e |has been a member of the staff of charge of all en- 

’ GMC Appoints Neal |the operating manager of Chrysler es sets Pnearing, metal- 
Production Engineer |Corp. since 1953. B, ©, Jacob jr. R, E. Hewlett lurgy, research 
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search Council, Advisory Board | quality inspection on the staff of | ment has been announced by F. T. 
on Quartermaster Research and | the operating manager since 1952.| Harrington, sales vice-president of 
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(Continued from Page 58) 


tration at Ford Motor Co., ac- 
cording to MacPherson. 
Tallberg, associated with Ford 
for 26 years, will assist MacPher- 
son in policy formulation and 
management, and will carry out 
special assignments. 
Altmansberger, with Ford since 
1948, was assistant general man- 
ufacturing manager for Lincoln- 
Mercury prior to his latest ap- 


Donald W. Neal has been ap-| 


pointed production engineer at the 
GMC Truck & Coach division, ac- 
cording to T. E. 
Wilson, general 
manufacturing 
manager. 

Neal, formerly 
GMC, succeeds 
Bert T. Olson 
who has been 


division, Dayton, | 
as plants man- 
D. W. Neal ager. 


Neal started his career with the 
GMC Truck & Coach in 1929 as a 
cooperative student of the GM In- 
stitute. He was appointed plant en- 


gineer in 1953. 
* * & 


Keating Joins Wesson 


Wesson Metal Corp., Lexington, 
Ky., manufacturer of cemented 
carbides, has announced the ap- 
pointment of Edward F. Keating 
to the New England sales engi- 
neering staff. Keating formerly 
was with the Carboloy Department 


of General Electric Co. 
* * eK 


Alpha Appoints Lewis 


Alfred Sonntag, president of 
Alpha Corp., 
has announced the appointment 
of Alfred Lewis as chief chemist. 
The move is part of an expan- 
sion program undertaken by Al- 
pha to increase its service in 
supplying molybdenum 
lubricants to 
said. 


Cat, Fieve Atle, 
Named to U. S. Post 


Appointment of Everett O. 
Clark, manager of industrial prod- 
ucts sales for Vickers, Inc., De- 
troit, as the first director of the 
General Industrial Equipment di- 
vision of the Business and De- 
fense Services Administration, U. 
S. Department of Commerce, has 
been announced by BDSA Admin- 
istrator Charles F. Honeywell. 

Clark is on loan to BDSA from 
his Vickers position. 

* * * 


industry, Sonntag 


* 


Bobco Promoted 

William D. Bobco, has been pro- 
moted to assistant manager of the 
mechanism and dynamics research 
department at Armour Research 
Foundation of Illinois Institute of 
Technology, Chicago. 

* * * 


New Duties for Dixon 


plant engineer at | 


transferred to the | 
Delco Products | 


Stamford, Conn., | 


disulfide | 


Development, as assistant to the 
executive director. 
+ * * 


Chrysler Puts Hewlett, Jacob 


In Top Engineering Posts 
Raymond E. Hewlett has been 


been associated with the Great|appointed staff project engineer, 
Lakes Diesel Co. and the Detroit|and Brent C. Jacob jr., chief in- 


Diesel Engine division of General 


Motors. 
o + * 


Rockafellow Appointed 


Appointment of R. S. Rockafel- 
low as staff industrial engineer of 
the Automotive Body division of 
Chrysler Corp. has been announced 
| by John E. Brennan, general man- 


Speight Joins Testers 


Frank Y. Speight has joined 
the staff of the American Society 
for Testing Materials as assist- 
ant technical secretary. For the 
past eight years, he has been on 
the staff of the National Acad- 





| dustrial engineer of Chrysler divi- 
sion, according to A. M. Fleming, 
manufacturing vice-president. 
Hewlett for the past 19 months 
has been general works manager 
of the Chrysler Tank Engine divi- 
sion operating the Army’s Michoud 
Ordnance Plant in New Orleans. 











| 


| 
| 
| 
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Martz Gets New Post 

Martin J. Caserio, chief engineer 
of automotive products and re- 
search at AC Spark Plug division, 
has announced the appointment of 
William M. Martz as administra- 
tive assistant to the chief engineer, 
a new position. 

* * * 


Vickers Appoints Stancliff, 


Herrmann and Cannon 
Appointment of Gilbert L. Stan- 

cliff jr. as manager and Charles J. 

Cannon as assistant manager of 





Ww. Jd. Herrmann G. L. Stancliff jr. 
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Vicker’s, Inc. 

At the same time, Berton E. 
Rogers, general factory manager, 
announced the appointment of Wil- 
liam J. Herrmann as factory man- 
ager of the Detroit plant. 


Griffin Named Chief Engineer 


Of Herbrand Division 


Robert F. Griffin has been named 
chief engineer of the Herbrand di- 
vision of Bing- . 
ham-Herbrand 
Corp., Fremont, 
O., according to 
Turner A. McMul- 
len, general man- 





and development 
for tools and . 
forgings. Griffin = ©. Om 
had been general superintendent of 
the aviation division. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 


emy of Sciences, National Re- |Jacobs has been supervisor of | the Federal contracts sales. depart- | every week throughout the year. 








Arthur G. Dixon, vice-president | 
of Modine Mfg. Co. of Racine, Wis., | 
has been assigned to coordinate | 
and direct the company’s engineer- 
ing activities. Dixon has been with | 
Modine for 28 years. 

a x 





“Quaker State Super Blend ? Here's 
why it's best for these new cars!" 


oil for the newer high compression motors! ~ 

And Super Blend is a long-lasting motor oil! 
It’s the new year-round—SAE 10W-30 HD 
oil that offers your customers Quaker State 
endurance . . . that famous Quaker State 
quality that all motorists like! 

The trend is to Super Blend! It’s the highly 
advertised, premium-priced, long-profit motor 
oil you ean sell with complete confidence— 
the oil of the future, here today! 


* 


White Motor Names Durr 


Gasoline Engine Engineer 


Henry H. Durr has been named | 
gasoline engine engineer for The 
White Motor Co., it was announced 
by F. S. Baster, 
engineering vice- 
president. Durr 
now ig responsi- 
ble for the design 
and testing of all 
gasoline engines 
in the White 
Mustang line. 

During the past 
two years, Durr 
has been in charge 

2. of engine devel- 
opment at Reo 
Motors, Inc. He 








Super-refined from costly 100% Pure Pennsyl- 
vania Grade Crude Oil, it is naturally and 
basically a marvelous, long-lasting, high-qual- 
ity motor oil. But beyond this, it is scientifi- 
cally fortified and blended with the most 
modern chemicals—detergent, anti-wear, anti- 
corrosive and anti-oxidant additives—to pro- 
vide the special properties needed to safe- 
guard modern engines and keep them clean, 
powerful, ping-free! Super Blend is the perfect 
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Nash 


There are two ways for a car-maker to achieve volume 
sales in the automobile business today. 


One is to build a flood of cars, load them up on a dealer, 
and let him sweat it out. The factory makes the money — 
the dealer cuts his profit per car. 


The other way is to make volume selling 50 profitable to 
a dealer that he will double and triple his volume on his 
own hook. 


The latter method, in our opinion, is the only right way 


to volume ‘sales — for the dealer, for his company, and for 
the good of the industry as a whole. 


We say, frankly, that this announcement of the new Nash 
plan will be a bombshell. Nothing like it in scope has ever 
been presented before in the automobile industry. Nothing 
like it in fairness has ever been made to a dealer organi- 
zation before. 


The name is the Nash Dealer Volume Investment Fund. 


Rush for Full Confidenti 





Yes, Nash Is 
Laying It on the Line... 


with New Profit Oppor- 
tunities for the Broadest 
Line of Cars in the Industry 


Nash Announces the 
Dealer Profit-Sharin 
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Another Dynamic Step Ahe 





Open to Every Nash Dealer, 
Regardless of Volume 


We say boldly that this plan is devised to make it possible 


for any Nash dealer to make more money than dealers for 


the heavy volume, but oft-times profitless lines. 


It assures the greatest return — not only as to profit — but 
in the actual investment a dealer has in his business. In fact, 


countless Nash dealers can double their present capital this ‘ 


year. 


It answers the crying need of every dealer in today’s market 


who wants to make volume sales and build for that volume, 


without sacrificing profit. 


Different from any plan you ever heard of, its benefits 


accrue not to just a few key-city volume dealers, but to 


every franchised Nash dealer across the board, regardless 


of the size of his contract, his location — his present volume 


or future volume. 


In Nash today you get the widest market coverage 
in the industry —a full 97%. You cover every 
buyer’s requirements, with the magnificent new Nash 
Ambassador, the popular-priced Statesman series, the 
sensational new Rambler, at America’s lowest prices 
—and the new Metropolitan, already America’s 
largest-selling imported car. 


Rambler Resale Value Now 
Right Up There, at the Top! 


In Rambler you have today’s most important de- 
velopment in mass-volume automobiles —a whole 
“new idea” in motoring — a car of 6-passenger room 
that’s absolutely first in smartness, handling ease, 
maneuverability and economy. All at America’s 
lowest prices! 





— 


Significantly, Rambler resale valu 
greater than the average of all 
according to a recent survey} mad 
business magazine! 


And that’s not all! 


Newest Designs ini th 


Nash dealers will shortly present ; 
of Ambassadors and Statesmtn of 
design — cars with the widelit wi 
shield, widest front seats, ro¢imies 
industry. And headline “are 
greatest V-8 engine, the Anassac 
as well as the LeMans Dual Jetfir 
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Most Revolutionar 
Plan in 90 Years! 


head by American Motors 


This plan will also be available to all mew dealers who join 


Nash now, where open points exist. And we believe there 


are many who will welcome this opportunity to get out of 


a “profitless prosperity” situation, into a profitable volume 


operation. 


{ Consider These Exclusive 


“Profit Benefits’’ 


For obvious reasons, we cannot divulge details or figures 


to non-qualified dealers. But as a Nash dealer, you will 


enjoy these important exclusive “profit benefits”— 


@ The Nash Dealer Volume Investment Fund is effective 
immediately and applies to the first car. It applies to 
all dealer purchases of 1955 Ambassador, Statesman 
and Rambler models. 


@ The greater the volume of factory sales, the greater 
is the dealer return. 


! Information — 


value today is 9.2% 
fF all low-price cars, 
;made by the leading 


i the Industry 


sent a whole new line 
tn of sensational new 
it Wrap-around wind- 
imiest interiors in the 
pe be the latest and 
assador V-8 Jetfire — 
jetfire “Six” and three 


other engines famous for economical performance. 
And that’s not all! 


7 Revolutionary Features 


Nash dealers will have a corner on the “‘new feature” 
market. Cars completely new in safety and durabil- 
ity, with the first Double Strength Single Unit Body 
Construction. Cars with a new “Deep Coil” ride, 
dramatically the best-riding cars on the road. Cars 
with new chaise longue Reclining Seats, Twin Travel 
Beds, for today’s far-traveling buyers. Cars with the 
best turning radius and stopping power in all Nash 
history! Cars with complete All-Season Air Con- 
ditioning* priced hundreds of dollars less than other 
makes! *Patents applied for 


@ As Nash volume grows, dealers will receive higher 
returns on current sales. 


@ This program does not depend upon your effort alone. 
You share as other dealers prosper, and as factory 
sales increase, and as the Nash dealer organization 
grows. 

It is obvious by now that American Motors is leaving no 

stone unturned to make the Nash franchise a true profit 

volume franchise. 


Big Things Are Happening! . 


Yes, big things are happening at Nash. New plans, new 
products, new promotions that spell a brand new profit 
opportunity for dealers. 


Regardless of the car you are selling now — regardless of 
your volume — it will be worth your while to get all the 
facts on the “most revolutionary dealer profit-sharing plan 
in 50 years.” 


Isn’t it worth finding out about? 





Mr. Roy Abernethy, Vice President —Sales 
Nash Motors Division, American Motors Corp. 
14250 Plymouth Road, Detroit 32, Michigan 


Dear Mr. Abernethy: 

I'd like you to tell me personally, and I know we will 
respect each other’s confidence, full details and figures based 
upon my operation, on the 


NASH DEALER VOLUME INVESTMENT FUND 


NAME 
ADDRESS__- 
CITY 
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ments was ruled out as offering 
less promise of steady progress and 
ultimate success. 

* + + 


Fuel Economy May Compare 
With That of Piston Engine 


S BEAUFRERE said: “It was 
resolved that our initial gas- 
turbine research program could be 
best accomplished through explora- 
tion of components. In order to 
facilitate testing and instrumenta- 
tion, these components were de- 
signed as separate packages. How- 
ever, they were capable of being 
ducted together for operation as a 
complete power plant of the regen- 
erative free turbine type. Consider- 
ation of inherent advantages of 
light weight and clean configura- 
tion was deferred in favor of ob- 
taining reliable and flexible test 
components.” 
The degree of success already 
achieved was summarized in the 
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“regenerative power plant fuel 
economy” curves published on Page 
48 of Automotive News’ Jan. 17 is- 
sue. Although it was not publicly 
disclosed at the SAE meeting, we 
learned that Ford is operating on 
the upper curve in the series show- 
ing regenerator effectiveness. 
these laboratory test 
efficiencies to equivalent pre- 
dicted vehicle fuel economies in- 
dicates that Ford may expect 
about 15 miles per gallon at ap- 
proximately 25 miles per hour. 

Shape of the curve is such that 
peak economy of 17% m.p.g. is 

attained at a speed of about 40 

m.p.h., with a drop to 11 m.p.g. 
at 75 m.p.h. 

My interpretation of information 
thus far publicly presented is that 
development testing of individual 
turbine components has progressed 
to a point where efficiencies 
achieved have enabled Ford to as- 


semble a complete turbine for lab- 


oratory tests—and obtain fuel econ- 
omy figures comparable with those 
now delivered by piston - engine 
cars. No actual road test of a tur- 
bine-powered automobile was re- 
ferred to in the presentation. 


This might indicate that Ford’s 
turbine project has not yet caught 
up with those under way at GM 
and Chrysler. Or it could mean that 
Ford is just “giving it to us in 
digestable chunks.” —and holding 
something back for future an- 
nouncement. 

In any case, since it is reasonable 
to presume that information given 
in the paper lags at least six 
months behind current status, Ford 
obviously is coming up fast in what 
now is publicly acknowledged to be 
a three-horse race for the pas- 
senger-car turbine. 

* * + 


Steering-Wheel Cushion 
For Crash Protection 


A PADDED steering wheel is 
being tested by at least one 
of the automobile companies. As 
we understand the design, a cir- 
cular area of soft sponge rubber 
projects slightly above the “hub” 
or center portion of the wheel. 
When a driver is thrown forward 


DIMS HEADLIGHTS 


AUTOMATICALLY ! 


Hats off to you... when you put 
headlight control in the proved electronic 
hands of GM's famous Autronic-Eye! 


This amazing device makes 

your highway courtesy automatic! 
You end that constant push-push 
on dimmer switch. As traffic approaches, 
lights dim automatically for safety ... 
then back to bright when all’s clear! 


For new night driving convenience, courtesy 


and safety, see your Cadillac or Oldsmobile dealer. 
Try the Autronic-Eye ... on the road! 


AUTOMATICALLY AT NIGHT 


cm 


GUIDE 


by the force of a violent collision, 
it is thought that perhaps injury 
may be lessened by having his 
chest make contact with the pad. 

It’s still too early to tell 
whether tests will show the idea 
to have any practical value. If 
the cushioned wheel hub does 
prove out as a promising safety 
device, it is expected that such 
design problems as horn blowing, 
steering-wheel angle and appear- 
ance will not offer any great 
difficulty. 


* * * 


No Limit to Dreams 
Of Plastics Experts 


yo are the possibilities of 
having plastic wheels in the 
near future? When this question 
was put to a duPont man, he said, 
“Why ask about wheels — we're 


already thinking of plastic crank- | 
shafts!” Although spoken in jest, | 
this remark does give some idea | 


of the virtually limitless horizons 


envisaged by those with the long- | 


range view of potential uses for 
plastic materials. 

Anyway, getting back to the 
subject of wheels: It is thought 
that plastics eventually may 


LET YOUR COURTESY SHOW ! 
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LAMP DIVISION 


General Motors Corporation 


Anderson, Indiana 


| come into use for such parts. 

Not soon. But perhaps in five to 
10 years. 

What might be some of the 
potential advantages? When the 
experimental work and develop- 
|ment programs are far enough 
|along, users probably will be 
| attracted by traditional plasti« 
| benefits — such as light weight, 
|integral color in any desired hu 
| or shade, and savings from molding 
|to required size, which eliminates 
finishing operations. 

. . o 








Canadian Cry Arises: 
Deemphasize Women 


HE Thorold (Ont.) Board o/ 

- Trade has called on the Can- 
adian automobile industry to pay 
more attention to engineering 
and less to “frivolous feminine 
foibles” in design, according to a 
dispatch from Jules Larochelle, 
our Montreal correspondent. 


| The board also criticized the 
trend to longer and wider cars 
and wide doors, which cause em- 
barrassing parking problems and 
require enlarged garages. It in- 
dorsed continuance of the pres- 
ent highway speed limit of 50 
miles per hour, with a maximum 
of 45 mp.h. for trucks. 

As for engine trends, the board 
“noted with alarm” the tendency 
to equip cars with powerful en- 
gines and “then create automatic 
features which tend to cause 
some drivers to relax their re- 
sponsibility in keeping the car 
under constant control.” 

I can understand any group 
that takes part in the popular 
sport of criticizing automobile 
manufacturers for building the 
kind of low-slung “big package” 
people want to buy. But, with 
the historical high ratio of 
Frenchmen in Canada, I wonder 
how this particular body ever de- 
cided to suggest that “less atten- 
tion be paid to women”! 


* * cd 


‘Whirling Filter’ Talk 
Going Around Town 


WED heard so much speculation 

about the imminence of the 
centrifugal oil filter’s passenger- 
| car debut that it seemed worth- 
while to do some checking. Engi- 
neers at one company denied that 
any of their experiments with de- 
signs of this type were nearing the 
point of production release. 

We were told that some re- 
maining problems include objec- 
tionable high noise level and rela- 
tive “inefficiency” in removing 
foreign particles from engine oil. 
Cost also was said to be a draw- 
back, along with complexity of 
the unit—and the need for a 
rigid structure. Other complica- 
tions were identified as precision 
bearing requirements and possi- 
ble balancing difficulties in a de- 
vice spinning at 5,000 to 8,000 
revolutions per minute. 

At another company, the engine 
designer likewise indicated that 
none of its centrifuge filter projects 
was about to go on production cars. 
He added to our list of “problems” 
by pointing out that it is difficult 
to “get the filter to take out the 
things you want to get rid of, with- 
out removing desirable oil addi- 
tives at the same time.” 

The trail finally narrowed down 
to a well-known industry supplier 
as the most likely candidate for 
early announcement of a centrifu- 
gal filter for passenger cars. In a 
roundabout way, We learned that 
such a unit may indeed be about 
ready for production release on 
certain 1956 cars. Contrary to the 
above speculation, unusual] effi- 
ciency and competitive cost for a 
car-life filtering job are alleged 
advantages of the new design. 


Battelle Facilities 


Near Completion 


COLUMBUS, O.—The first units 
of facilities for an expanded pro- 
gram of research for industry are 
near completion at Battelle Memo- 
rial Institute’s site near here. 


The new facilities, according to 
Clyde Williams, Battelle president, 
will be used primarily for large- 
scale studies in chemical engineer- 
,; ing, metallurgy and minerals proc- 
essing. 
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Yes, from a small beginning, the truck industry 
has grown to become one of the great giants of 
American business. As evidence, there were 
approximately 10,000,000 trucks on the road in 
1954! And the outlook for the future importance 
of trucking is even brighter! 


This outstanding achievement is due largely to 
the efforts of you N.A.D.A. members. Like the 
trucking industry, the N.A.D.A. has grown 
steadily over the years, until today it is one of 


A PRODUCT OF 








the most vital and forward-looking groups of its 
kind in the entire nation. 


We at Dodge Truck are proud to be associated 
with so respected an organization. We are proud, 
too, that so many N.A.D.A. members have real- 
ized the great profit potential offered by the 
Dodge Truck sales agreement, and hope that 
many more of you will take advantage of this 
unusual opportunity during 1955. Dodge Truck, 
21500 Mound Rd., Detroit 31, Michigan. 


DODGE !4éh’ TRUCKS 


CHRYSLER 


CORPORATION 
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Design Mechanized .. . 





Auto Engineers Turn 
To ‘Robot Brains’ 


(Continued from Page 53) 


chine, for example, is capable of 
performing more than 2,000 multi- 
plications and divisions per second, 
plus more than 16,000 additions and 
subtractions. 

Typical problems for which the 
digital computer is used include 
dynamometer data reduction, cam 
design, bearing load calculations, 
vehicle performance prediction, and 
development of procedures for har- 
monic analysis. 

In such work, it mechanizes com- 
putations and acts as a labor-sav- 
ing device on such a scale that it 
often saves literally months of 
steady, laborious manual calcula- 


tions. 
* * * 


_ Problems Identified 


For Computer Solution 
E following general categories 
have been identified by Roggen- 


buck as candidates for one or the 
other type of high-speed com- 
puter: 

1. Problems that require a large 
number of solutions for different 
values of the design factors. 

2. Problems that call for the 
“iterative” method of solution, 
where the results of the first 
solution are put back into the 
problem to give an improved an- 
swer on the second trial, and so 
on. 

3. Problems which may require 
only one or two solutions, but are 
too complicated to be solved by 
hand methods in a reasonable time. 

4. Problems which are not clearly 
defined, or those concerning de- 
sign factors about which little is 
known—and where some “experi- 
mental mathematics” may be use- 
ful. 

In organizing Ford Engineering 
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Injector Design for Computer Study— 

Purpose of the mathematical analysis was to learn what effects the various para- 
meters have on behavior of the system. Investigations were made to study cam shape, 
port area, valve mass, plunger shape, delivery line length and pump volume. Output 


of the computations are pressures in various parts of the system, valve positions, and | 


flow rates for each of many successive angles of cam rotation. 


Research computation and analysis 
facilities, emphasis has been placed 
on the fitting of various types of 
problems to the machine best 
suited for the particular job. With 
both analogue and digital equip- 


ment available, maximum benefit 
may be gained from the advan- 
tages of each, with due regard for 
their inherent limitations. 

With the rapid growth of com- 
puter techniques in the past few 
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Testing 6 Harrison radiators 
in rigorous “life-cycle 


” 





Testing a Harrison heater at 
sub-zero in the cold tunnel. 





Testing radiator performance 
on huge dissipator machines. 
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The heat’s on... at Harrison! 100 degrees in the hot tunnel and 
there isn’t any shade! Wind velocity up to 100 miles per hour! 
Here in this modern inferno, we test the performance of 
Harrison radiators and air conditioning systems. Hour after 
hour, scorching air blasts the front of the car. Actually, 

it’s like driving across the desert in the teeth of a high, 

hot, August wind! Tests like this prove beyond doubt that 
Harrison radiators and air conditioners are designed to stand 
up under every kind of driving condition. If you have a 


cooling problem, look to Harrison for the answer. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N. Y. 


TEMPERATURES 
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TO 
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years, it may truly be said that an- 
alytic methods have come _ into 
widespread use in automotive re- 
search and engineering work. A 
wide range of designs may be 
studied economically, and the ef- 
fects of changes in design quickly 
evaluated. 

In the words of Ford research 
engineer, Robert Jeska: The engi- 
neer can effectively “cut-and-try” 
|to his heart’s content without 
spending a penny on actual con- 
struction or physical tests. 

* + + 


| Spd vince of computer 
techniques may be seen by the 
following examples. One set of 
bearing load calculations took a 
total of 36 hours on the digital 
|computer, including card prepara- 
tion. The 38,000 multiplications and 
| 30,000 additions, plus other mathe- 





matics, would take an engineer 
almost five months if performed 
manually. 


An automobile frame deflection 
analysis, which necessitates solv- 
ing a “redundant” construction, 
can be handled on the analogue 
computer after mathematic an- 
alysis has produced the appro- 
priate system of algebraic equa- 
tions. Solution by normal hand 
methods is such a _ formidable 
job that the whole analytic pro- 
cedure would be considered im- 
practical. 


The computer greatly reduces 
the amount of experimental con- 
| struction, because many different 
designs may be simulated by turn- 
ing a few dials after the problem 
has been set up. Only those designs 
that appear most promising need 
be investigated further. 
| Computer men insist there is 
|nothing “magic” about their high- 
|speed calculating machines. They 
|say the machines “do just exactly 
| what they are told to do, and ac- 
curately solve the equations given 
them.” It’s up to the engineer to 
provide the right equation to de- 
|scribe the situation under study. 

Universal recognition of this fact 
was typified by thinking encoun- 
tered at Chrysler engineering divi- 
sion—where it was pointed out 
|that the engineer “must educate 
himself to keep up with the com- 
puter.” In other words, to take full 
advanage of this versatile research 
and design tool, the engineering 
organization must include a new 
breed of men who are adept at ex- 
pressing a problem in mathematical 
terms. 





Ed = x 
|User’s Imagination 
Only Limitation 
ROUND-TABLE discussion with 
Chrysler research engineers 
Robert Janeway, David Borden, 
Fred Timpner and Jerome Rogoff 
convinced this writer that it is ab- 
solutely essential for a large, mod- 
ern automotive engineering organ- 
ization to have computer equip- 
ment available. When asked about 
possible limitations of such tech- 





Jerome Rogoff R. N. Janeway 


niques, Rogoff enthusiastically said 
that computer applications are lim- 
ited only by the imagination and 
initiative of the engineers who use 
them. 

Janeway and Borden agreed that 
entire new areas of research and 
design thinking are opened in fields 
of investigation where the prob- 
lems could not be handled by for- 
mer methods. 

With a technique for exploring 
a whole range of variables merely 
by turning knobs and pushing 
buttons, the engineer is able to 
get results not attainable in any 
other way. 

One hidden benefit of everyday 
use of computers is that they com- 
pel the engineer to make an accu- 
rate, thorough analysis of the prob- 
lem. To write the -mathematical 
equations that are needed to begin 
preparing a problem for machine 
computation, it usually is neces- 
sary to completely identify all de- 
sign factors and forces involved, 

(Continued on Page 65, Col. 1) 
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Design Studies Mechanized .. . 


Engineers Turn to ‘Robot Brains’ 
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ind to arrive at a clear understand- 
ng of their inter-relationship. 
* * * 

a* THE General Motors Tech- 

nical Center, Donald Hart, in 
GM research laboratories division’s 
data processing section, described 
a straightforward _ step - by - step | 
“procedure for the machine solu-| 
tion of a problem.” 

1. Problem formulation—describe 
the physical situation in mathe- | 
matical form. 

2. Mathematical analysis—find a| 
numerical approach for solving dif- 
ferential equations. Break problem 
down to “arithmetic” operations 
(for digital machine). 

3. Programming — plan the 
strategy for machine to follow 
in solving the problem. A logical 
layout shows the block diagram | 
that indicates work flow through | 
machine. 

4. Coding —translate mathemati- | 
cal statement of problem into lan- | 
guage of coded letters and num-| 
bers used to feed instructions to 
the machine. 

5. Checkout — approach machine | 
with problem for trial runs. Cor- | 
rect coding errors and make other 
adjustments needed to get problem | 
in shape for the computer. This is | 
the phase where slow-speed people 
are establishing communication 
with a high-speed machine. | 

6. Production computation — pre- | 
sent successive sets of data to ma-| 
chine and obtain answers. This is | 
the pay-off in “mechanized” high- | 
speed calculation. 

7. Evaluation of results — inter- 
pret answers in terms of the orig- 
inal physical situation. Rule out 
“unreal” answers, and analyze sig- 
nificant data for practical value. 

* * * 


Variety of Problems 
Solved on Computer 


TH four general classes of prob- | 
lems to which high-speed com- 
puters have been applied are: Data 
reduction, formula evaluation, de- 
sign of a physical system and sta- 
tistical work. 

A good example of the “data re- 
duction” operation was described 
in a recent talk by George J. Hueb- 
ner jr., Chrysler 
Corp. executive 
engineer. Hueb- 
ner referred to 
the reduction of 
dynamometer en- 
gine test results, | 
which is a time- 
consuming daily 
chore. 

At the end of | 
each day’s run-| 

A ning on an ex-| 
G. J. Huebner perimental en- | 
gine, it is necessary to reduce the} 
various test data to results that | 
will permit comparison with other | 
engines, or the same engine using 
modified components. 

It is, of course, imperative that 
the engineer know the perform- 
ance of the engine on one test 
before he can decide the next 
move in the process of improving 
its operation. 

The time lag presented by hand 
computation of test data is a bottle- | 
neck that prevents the engine from | 
being run each day, and hence | 
slows the progress of the project. | 
Huebner ‘reported that introduction | 
of machine computation reduced | 
the task of data reduction from 
four hours to about 15 minutes. 


Formula evaluation includes the 








designer thus may obtain the ef- 
fect of literally months or years 
of experimental work—now he 
need perform actual tests only on 
the smaller number of experi- 
mental units designed with the 
aid of the computer. 

One approach described by Hart 
is the use of a computer as an aid 
in the design of 
a physical system 
by designing for 
a particular set of 
conditions, then 
using machine 
calculations to 
learn how the 
unit will function 
under other sets 
of conditions. 
This requires de- 
sign of a “mathe- 
matical model’— 


D. E. Hart 
and its “test” on the computer. 


Another approach, called “syn- 
thesis,” is to begin with a statement 
of the desired result—then use the 
computer to work backward and 
determine design factors needed to 
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| 
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achieve it. This is a particularly 
fruitful area of application, since 
there are numerous occasions in 
automotive engineering when an | 
explicit set of formulas is not avail- 
able to achieve a numerical solu- | 
tion to a design problem. 

One type of statistical work done 
with the computer at GM was a/| 
“correlation analysis” that aided | 
in development of an unusual 
noisemeter. Instead of indicating | 
decibel level, or degree of loudness, | 
this meter reads what normally are | 
thought of as subjective reactions 
—and shows relatively how “objec- | 
tionable” the noise will be to hu-| 
man ears. 

* *~ * 


| Engineers Able to Study 


| Two Variables at Once 


| (CHRYSLER'S Timpner pointed 
out an example of computer 
use in solving for the output of a 
modified four-bar linkage. This 
problem typifies an entire class of 
difficult engineering problems, since 


Breaking Bead! 
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Valve Motion Block Diagram— 


Analysis by GM Research Laboratories engineers indicated that, between the valve 
seat and stop, the valve behaves as a simple spring-mass system. Damping and a 
forcing function are caused by the difference in pressures between the two ends of 
the valve. The various decisions (triangles) on the block diagram are for determining 


| if the valve is against the stops. Actual computation of the valve position by evalua- 


ticn of equation (5) is done in the rectangle labeled “compute y:.”"’ 


in one hour on digital computer 
equipment. 

In many types of engineering 
tests, where there are a large 
number of inter-related varia- 
bles, the tests are repeated many 
times with one variable changed 

(Continued on Page 78, Col. 1) 


the output or result is a function 
of two independent input factors. 
Normally, Timpner said, they would 
have made graphical solutions that 
require about two weeks. Instead, 
the problem was set up in mathe- 
matical form, and answers obtained 
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Expander (pat. pend.) as- 
sures positive seating of 
TTT ae for easy, quick 
i ae 


BUY BIG 4 HENDERSON 





oe 





Now! 


AND GO AFTER THE 


THE HENDERSON TIRE 


mules end complicated aystems of| ‘ RICH, NEW MARKET IN CHANGER BALANCES 
simultaneous equations. Some cal- | 
GE a tee See vee \)\  TUBELESS TIRE SERVICING 


by engineers and designers. Now, | 
the high-speed computer is used to 
Solve the equations rapidly over 
the entire usable range of values. 
This provides data from which con- 
venient tables and charts are pre- 
pared for reference use. 
* * * 
Qtaa calculations, particularly 
those in dynamics problems re- 
quiring complex differential or in- 
tegral equations, may be done on 
} the electronic computer in only a 
| 
| 


Don't Be Fooled! Be Sure! Buy Big 
Four's Henderson And Take The 
Risk Out Of Tubeless Tire Servicing! _*3 


WHEELS, T00! 
SEE IT AND US AT 
BOOTH 270, 

N.A.D.A. SHOW 


fraction of the time needed for 
longhand solution. 


In a few days or weeks, the 
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‘/[verybody goes for 
the New "“Go-Ahead’ Look! 


DEALERS KNOW IT... 


SALES SHOW IT! 


It happened before . . . in 54! Oldsmobile launched a 
sensational car that became the hottest-selling 


: “Rocket” in history! 


But . . . just watch Oldsmobile go ahead again in 55... 
with that new “Go-Ahead” look! Here’s a massive 
front end, a bold new fender line, a dramatic new use 
of color that packs even more sales appeal 
than last year’s exciting model! Add the flashing action 
' of Oldsmobile’s all-new “Rocket” 202 Engine 


and you’ve got a selling punch that’s a knockout! 





Finally, team this spectacular new car with Oldsmobile’s 
enthusiastic dealer organization, and you’ve got a 

winning combination. Then you'll know why 

Oldsmobile is way ahead to stay ahead ... and that 

now, more than ever... “It’s SMART to BE with OLDS!” 






OBILE 








OLDSMOBILE DIVISION 
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88°" Series—Here you find all of Oldsmobile’s 
*Go-Ahead” advantages in styling and power at 
a price competitive with the “lowest-price” field. 
Yes ... there’s a “Rocket” for every pocket! 


Ninety-Eight Series—Here’s Olds- 
mobile’s glamorous new ““Go-Ahead” 
look! Every slim action-packed line, 
every style-setting feature says that 
here is Oldsmobile’s masterpiece! 


Super ‘88° Series—There’s new styling all 
around . . . from new hooded headlamps to 
sweeping fender flair! And there’s the flashing new 
power of Oldsmobile’s “Rocket” 202 Engine! 


GENERAL MOTORS CORPORAT LANSING, MICHIGAN 
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Shop Products at NADA Show 


in exhaust gas removal systems as 


=) | well as tubing materials, new dual 






INTERCOMMUNICATION — Flash-A-Cell 
service moderhization and production 
control program is displayed by Inter- 
Communication System of America, Chi- 
cago. (Booth 353.) 

* 


* * 





on ti Sat 


ONE-END LIFT—Walker Mfg. Co., Ra- 
cine, Wis., shows Handy Boy, hydraulically 
operated one-end bumper lift which fea- 
tures long bicycle grip operating handle 
which folds down when not in use. (Booth 
244.) 





CAR HEATER—E. A. Laboratories, Inc., 
Brooklyn, N. Y., exhibits GM-55 custom- 
built heater for 1955 Chevrolet cars. Firm 
plans to sell fresh-air and recirculating 
heater direct to dealers ‘‘at considerable 
savings over price paid to factory.” 
(Booth 330.) 





HYDRAULIC JACK—Blackhawk Mfg. Co., 
Milwaukee, shows SJ-25 hydraulic jack for 
one-end bumper lifting, whose arms have 
42-inch span and fit all bumpers. Safe 
one hand release. (Booths 308-9.) 

oe “2 


Exhaust Gas Removal 


National System of Garage Ven- 
tilation, Decatur, Ill., shows latest 


exhaust and various types of com- 
plete systems. (Booth 330.) 


TESTING EQUIPMENT—Allen Electric & 
Equipment Co., Kalamazoo, Mich., shows 
AC-operated motor analyzer, Model E- 
1400; AC-operated Syncrograph distribu- 
tor tester, Model E-1416HD, and two low- 
priced battery chargers, Models F-560 and 
F-562. Model 1400 requires 40 percent 


less floor space than ordinary units and 
includes two newly-designed 
(Booths 239-40.) 


test units. 





UNDERCOATING DISPENSER — Daubert 
Chemical Co. (formerly Nox-Rust Chemical 
Corp.), Chicago, shows new methods of 
storing and dispensing undercoating ma- 
terial. Available are five or seven-drum 
undercoating dispensing units which are 
said to provide savings in handling and 
storage, eliminate contamination of under- 
coating and maintain material at proper 
consistency. (Booth 346.) 





BUMPER LIFT—Mobile hydraulic bumper 
lift, which carries vehicle load, not on 
air, but on column of oil, and is said not 
to tip, is among displays of Weaver Mfg. 
Co., Springfield, Ill. (Booths 251-2.) 





CLEANING VAT—Among displays of 
Inland Mfg. Co., Omaha, is this parts hot 
cleaning vat. Also shown are radiator test 
and repair bench and Fio-Test machine, 
which tests radiators on cleaning needs. 
(Booths 204-6.) 








AUTO POLISH—Complete line of Mirror 
Glaze automotive polish built around 
theme, “Supreme Beauty with Maximum 
Protection,” is exhibited by Mirror Bright 
Polish Co., Pasadena, Calif. (Booth 234.) 


INFRA-RED OVENS — Dry Clime Lamp 
Corp., Greensburg, Ind., exhibits Model 8 
(above) and 16 which are designed to be 
used as auxiliaries to larger models. 
Firm's DriQuik division also will present 
new lease plan which eliminates capital 
outlay. (Booths 211-2.) 


LUBRICATION EQUIPMENT — Stewart- 
Warner Corp., Chicago, shows Alemite 
Super “H" pump for Pressurtrol, which 
provides a pressure range at control valve 


of 6,000 to 7,000 pounds, and other lubri- | | 


cating equipment. (Booths 288-9.) 


* x x 





TIRE CHANGER — Big Four Industries, 
Inc., Cincinnati, shows this Air Lock tire 
changer and wheel balancer. With touch 
of foot valve entire tire and wheel as- 
sembly is raised and suspended for bal- 
ancing. (Booth 270.) 


* * * 


Merchandising Services 


Nelson Associates, Inc., Detroit, 
displays a purchase reserve plan, 








daily sales topics and other dealer 
merchandising programs. 
318-9.) 


a ; 
he iv - (4 9 
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LUBRICATION—Lincoln Engineering Co., 
St. Lovis, shows line of air-operated, auto- 
matic retracting, ceiling Lubreels for all 
standard services. (Booths 245-7.) 


* * * 


GSE gen ciocsite re 


SERVICE PROMOTION — Personalized 
dealer service promotion, which includes 
checking of repair orders monthly, will 
be discussed in booklet on “Make More 
Dough" program sponsored by John E. 


‘| Wolf Co., Oklahoma City, Okla. (Booth 


255.) 


ey 
| 
as 
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TRANSFER PUMP—Balcrank, Inc., Cin- 
cinnati, exhibits this air-operated unit 


‘| with a pumping capacity of 20 gallons 


per minute. It handles oils, transmission 
fluids, antifreeze and alcohol. (Booth 256.) 


* * * 





AUTO ADVERTISING — Collier's maga- 
zine exhibits automotive advertisements 
of 50 years ago as well as some of cur- 
reat ads from magazine. (Booth 277.) 


(Booths 














VACUUM CLEANER—Series 80 heavy- 
duty Auto-Vac is displayed by Brever 
Electric .Mfg. Co., Chicago. It is available 
in three models, three-quarter, one and 
1¥%-inch horsepower. (Booths 266-7.) 

se ae 





INVENTORY SERVICE—Allied Inventory 
Co., Chicago, highlights Miss Physical In- 
ventory. Services include taking, pricing 
and extending to wholesale valuation of 
parts, accessories and equipment. Visitors 
will be given an opportunity to partici- 
pate in competition featuring valuable 
prizes. (Booth 222.) 

* 


| 


x * 





CONNECTING ROD ALIGNER—Ammco 
Tools, Inc., Chicago, displays this Model 
3300 connecting rod aligner for cars and 
light trucks, together with 3700 midget 
ridge reamer and 3800 cylinder surfacing 
hone. (Booths 233-4.) 

. * <6 





BRAKE DRUM LATHE—Low-priced Drum- 
Master is among exhibits of Lempco Prod- 
ucts, Inc., Redford, O. Also shown is 
Model 521 hydraulic press with 20 tons 
of capacity. (Booth 253.) 

(Continued on Page 80, Col. 1) 
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CH RYSLERS 100-MILLION-DOLLAR LOOK 


is a totally mew fashion* 








in sleek, tailored steel. 
Backed by the Biggest 
advertising program in 
Chrysler history... 
supported by the “biggest 
surprise hit on TV,” 

“It’s a Great Life!’’ 
...and paying off right 


now for Chrysler 


*For example... 

Chrysler’s trend-setting 
new Twin-Tower tail 
lights say unmistakably 


Dealers under the eres or aie 


that is bold, dramatic, 
and youthfull 


most liberal factory- 


dealer sales agreement 


~ mm >» 


CHRYSLER DIVISION ~ Chrysler Corporation 
12200 E. Jefferson Avenue, Detroit 31, Mich. 
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For Speedy... Economical Assembly 


SPECIFY 


MINDLANID | 
Welding Nuts 








Ideal for Hard-To-Get-At Places 
«+. Will Not Work Loose or Rattle! 


Whether you’re designing a product or 
building it, the Midland Welding Nut 
is the answer to the problem of accurately 
and securely fastening metal parts into a 

. main assembly . . . speedily, economically. 
It is welded to the parts so that a bolt 
can be turned into it without the need 
for any device to hold it and keep it from 


turning. 


This frequently means that one man 
can do the work of two, for with an 
ordinary bolt and nut one man usually 
has to hold the nut in place while a 
second man turns the bolt into it. 


Midland Welding Nuts are perfect, 
too, for those hard-to-get-at places in 
assembly operations: Welded in advance 
to those inside spots where it is difficult 
—or impossible—for hands or tools to 
reach, Midland Welding Nuts hold fast 
while bolts are turned into them. 


Write or phone for com- 
plete information today! 








The MIDLAND STEEL PRODUCTS COMPANY 
6660 Mt. Elliott Avenue ° Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N.Y. 


Manufacturers of 


AIR AND VACUUM 
POWER BRAKES 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 


AUTOMOBILE AND 
TRUCK FRAMES 





- 











DODGE 1~10n 6x6's Wits: 


Original Gov't Cost $3,860.00—An Amazing Value 


EXCELLENT CONDITION 


All-Wheel Drive 


MAKES ITS OWN 
ROADS — PULLS 
ANYTHING 
ANYWHERE! 


MPD cs. son 


BETTER ORDER TODAY WHILE AVAILABLE 
(Only 50 trucks in stock) 


Priced at a fraction of original cost. Ideal for tow trucks, snow 
plows, landscrapers, farming, contractors, and off the road 


work. 
FULTON AUTO EXCHANGE 


CALL, WRITE 
Telephone FAirfax 8606 °¢ Atlanta, Ga. 
















OR WIRE 
2235 Stewart Ave., S.W. ° 
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By Martin L. Whitmyer 
Staff Writer 

John Sasso, director of public re- 
lations for G. M. Basford Co. says 
it is almost incredible that the func- 
tion of public relations service in 
the advertising agency picture could 
ever be neglected or ignored by ex- 
perienced marketing men, but that 
nevertheless this is happening. 

Speaking at the annual eastern 
conference of the American Assn. 
of Advertising Agencies in New 
York, Sasso asserted that agency 
men for the most part have given 
public relations “either lip serv- 
ice or none at all, have never 
delved into its relationships to 
other techniques, have never an- 
alyzed it in relation to agency 
economics or agency growth.” 

Sasso attributed the neglect of 
the public relations functions by 
many agencies to: 

1. No clear understanding of, or 
respect for, the technique by top 
echelons. 

2. Immature conceptions by many 
agency men that publicity and ad- 
vertising are competitors. 

3. Failure of agencies to plan and 
coordinate the technique with other 
sales tools. 

4. Failure of top brass to pay 
the kind of salary demanded by the 
major-league manpower needed. 

“Space advertising, direct mail, 
merchandising and the many 
other advertising-function tech- 
niques play a vital part in the 
complex marketing picture,” said 
Sasso, “but so does public rela- 
tions and its principal tool, pub- 
licity.” 

“Public relations and publicity do 
not conflict with advertising, no 
matter who tells you so. One can- 
not replace the other.” 

In considering public relations as 
a potential sales tool, said Sasso, 
“remember that the man or men 
handling the technique must meas- 
ure up to its demands.” 

“Good men in the field must 
have sales sense, imagination, an 
ability to analyze, knowledge of 
editorial requirements, knowledge 
of media, the acquaintance and 
acceptance of editors, an ability 
to work with people, no fear of 
hard work and long hours,” Sasso 
asserted. 

“There is no one man with all 
these qualifications, but the re- 
quirements must be approximated 
if a good job is to be done,” Sasso 
said. 


* * * 
PR Directory Released 

The Detroit Chapter of the Pub- 
lic Relations Society of America 
has released its 1954-55 member- 
ship directory, according to James 
W. Lee, president. 

In addition to the alphabetical 
listing of public relations people in 
the area, there is a business affilia- 
tion listing. 

* * * 


Post Ads Top Million Lines 


The New York Post ran 1,017,617 
lines of advertising during the first 
11 months of this year, according 
to Harry Rosen, advertising 


director. 
co oe * 


Goodrich Appoints Jenkins 


Thomas I. Jenkins, formerly as- 
sistant manager of passenger tire 
sales, has been appointed a special 
account representative for B. F. 
Goodrich Co.’s tire and equipment 
division. 

Jenkins, who has 
Goodrich since 1925, handled indus- 
trial tire sales for the company’s 
automotive, aviation and govern- 
ment division before becoming 
manager of industrial tire sales in 
1947. 

He was appointed assistant man- 
ager of passenger tire sales last 


year. 
* * cS 


Film on Packard V. 


Transfilm, of New York, has pro- 
duced “A New Concept of Power,” 
20-minute Eastman color motion 
picture for Packard. 

The film deals with Packard’s 
newly developed free breathing- 
high torque V-8 engine which has 
had an equivalent of four million 
miles of testing. 

Highlight of the film, which 
traces the development of the new 


Auto Advertising 








been with | 


engine, is the 25,000 mile durability 
test-run photographed at the 2% 
mile track of Packard’s proving 
grounds in Utica, Mich. The film 
will be shown to both the public 
and dealers. 
* * * 

Newspaper Ad Drive On 

Primary objectives of the 1955 
sales program of the Bureau of 
Newspaper Publishers Assn. is to 
increase general advertising lin- 
age in newspapers by at least 10 
percent, according to Harold 8. 
Barnes, bureau director. 

The program does not cover 
automotive advertising. 

“The bureau is not taking auto- 
motive advertising for granted,” 
Barnes said. “We’re keeping up 
a full head of steam in Detroit. 
But the fact remains that gen- 
eral advertising is the critical 
area.” 

+ ob 


Pontiac Appoints Taylor 


William H. Taylor jr., has been 
appointed assistant advertising 
manager of Pontiac, according to 
H. E. Crawford, 
general sales 
manager. 

Taylor joined 
Pontiac in 1934 in 
the time depart- 
ment andwas 
transferred to the 
sales department 
in 1939. 

During the war, 
he was assigned 
to work in Pon- 
tiac’s Oerlikon 
gun and torpedo departments. He 
joined the advertising department 
in 1948. 


* * * 
ANA Offers Movie Data 

The Assn. of National Adver- 
tisers has announced publication 
of a new book, “The Dollars & 
Sense of Business Films,’ con- 
taining data on production and 
distribution costs of 157 non- 
theatrical films. 

The 128-page book, priced at 
$5 plus tax where applicable, is 
available from ANA at 285 Madi- 
son Ave., New York 17, N. Y. 


* * * 


BSF&D Elects Officers 


Guy C. Smith, chairman of the 
board, and William S. French, 
chairman of the executive commit- 
tee of the Brooke, Smith, French 
& Dorrance ad agency, have an- 
nounced the transfer of operational 
responsibilities to younger key ex- 
ecutives in the organization. 

Spearheading the changes was 
the election of Walter C. Ayers 
as president and Thayer Ridg- 
way as executive vice-president 
of the agency. 

Besides Ayers, French, Ridgway 
and Smith, the senior operating 
executives of the agency will be 
L. C. Barlow, Herbert R. Bayle, 
C. Allison Monroe, Blount Slade, 
Jack G. Williams and George J. 
Johnston. All are officers and stock- 
holders of the company. 

Vice-presidents are William F. 

- * 


W. H. Taylor jr. 


* 








Austin jr., L. Grant Hamilton, King 
Harris, Kenneth Jones, L. S. Mac- 
Glashan, Harry E. Pengel, Richard 
Reins, Parker Wood, Frederick P. 
Zick, John R. Bowers, John Kiely 
and John S. Pingel. 


* * * 


Adler Adds PR Division 


William Hart Adler, Inc., Chicago 
ad agency, has added a public rela- 
tions division with headquarters in 
Detroit. 

The new division, formerly Con- 
roy Associates, will operate as Ad- 
ler’s Detroit subsidiary. It will be 
supervised by J. Robert Conroy, 
general manager, and will offer 
clients both public relations and 
publicity services. The Detroit office 
|is at 726 Lothrop. 


| * * * 


Austin Appoints Hoyt 


Austin Motor Co., Ltd., of Eng- 
land, has appointed Charles W. 
Hoyt Co., New York, to handle its 
advertising. The account will be 
serviced from the agency’s San 
Francisco, Los Angeles and New 
York offices. Bascom & Bonfigli 
formerly handled the account. 

+ + * 


Army Times in Detroit 


Army Times Publishing Co., 
Washington, has announced the 
opening of an office in the 
Guardian Bldg., Detroit. It will 
be under the direction of H. J. 
Crichton. 

The Detroit setup marks the 
12th advertising service office put 
into operation domestically and 
overseas by the publishers of 
Army Times, Air Force Times, 
Navy Times, American Daily and 
Military Market. 


* * * 


Miami GM Dealers Active 


The appointment of Curt Le 
Wald Advertising, 1400 N. W. 
Thirty-six St., Miami, as advertis- 
ing counsel for the greater Miami 
General Motors Dealers’ advertis- 
ing for the 1955 Motorama to be 
held at Dinner Key auditorium 
Feb. 5-13, has been announced by 
Anthony Abraham, president of 
Anthony Abraham’s Thiel Chevro- 
let Co. and chairman of the special 
GM dealers committee. 

Stressing newspaper advertising, 
the campaign will implement the 
GM Miami Motorama promotion 
and will point up special events to 
be sponsored by GM dealers in the 
area. 

Other members of the committee 
are E. E. Potter, of Potter Olds- 
mobile; Lee Spence, of Luby Chev- 
rolet, treasurer; P. K. Hodson, of 
Hodson Pontiac, Inc.; Frank Edel- 
sen, Ungar Buick; Edgar Jones, 
Nolan-Brown Motors (Cadillac); 
Denzil Liegerot, GMC Trucks, and 
F. H. McDonald jr., Domestic Re- 
frigeration Co. Inc., Frigidaire 
distributors. 

The committee also announced 
that Varley P. Young, former Chev- 
rolet public relations director and 
now associated with Curt Le Wald 
Advertising, would be account 
executive for the Motorama special 
events advertising activities. 
| * * a 





Technical Writers’ Institute 


The third annual Technical 
| Writers’ Institute will be held at 
scneeawen oe Bowe Ti. Col. 1) 

x 


Comics Advisory Council Meets— 


Members of the Newspaper Comics Advisory Council hold their first session in 
New York to discuss the position of comics both editorially and in advertising. Seated 
clockwise around the table are Dick Anderson, editorial director of Metropolitan 
Sunday Newspapers; Paul D. Aird, Sunday editor, Detroit News; Walter Kurz, national 
advertising manager, Chicago Tribune; Maurice Reilly, executive vice-president, 
Tribune-News Syndicate; Milt Caniff, creator of “Steve Canyon;"’ Charles T. Kline, 
president of Metropolitan Sunday Newspapers and chairman of the council; Walt 
Kelly, creator of ‘‘Pogo;"’ Ernest Lynn, vice-president, NEA Service; Seward Davis, 
national advertising manager, New York News; Edward P. Kasun, promotion director 
and feature editor, Pittsburgh Press, and Kimball Root, comics coordinator, Metro- 
pelitan Sunday Newspapers. 
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Affecting Factories and Dealers . . . 
| Auto Advertising 
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(Continued from Page 70) 


Rensselaer Polytechnic Institute, 
Troy, N. Y., June 13-17. 

Among the special lecturers will 
be Robert T. Hamlett, publica- 
tions manager for Sperry Gyro- 
scope Co.; Gilbert E. Smith jr., 
head of technical publications for 
General Electric Co.; S. M. Ar- 
wine, vice-president and director 
of technical publications for Mc- 
Laughlin Research Corp.; Harry 
W. Smith jr., president of Harry 
W. Smith Inc.; Elmer T. Ebersol 
jr. associate editor of “Product 
Engineering,” and Frederic C. 
Regan, manager of publicity for 
Behr-Manning Corp., Troy. 

A staff of eight from the Rens- 
selaer faculty conducts the Techni- 
cal Writers’ Institute under the 
directorship of Jay R. Gould. The 
institute is a service of the R.P.I. 
Cooperative and Extension Group. 

* * om 


GM Buys Air Time 


General 
19 station breaks on WCBS Radio, 
New York, to plug its Motorama 
exposition Jan. 18-25. 

* x * | 
Truckers Name’ Allman 

Allman Co., Detroit, has been| 
named advertising agency for the 
American Trucking Assn., accord- | 
ing to John V. Lawrence, ATA 


managing director. 
* * * 


Randall Appoints Bumberg 


Randall Products Mfg. Co., New 
York, automotive division of Amer- | 
ican Resinous Chemicals Corp., | 
Peabody, Mass., has retained Jay 
Gabriel Bumberg, New York, as its 
agency and counsel in all promo- 
tional media and devices. 

Immediate plans call for intro- 
duction and promotion of Perma- 
Save, an anti-freeze additive. 


Trade direct mail is being used 
this season along with dealer coop- 
erative ads, officials said. The sec- 
ond cycle will follow up with mass 
media, trade and motoring publi- 
cations. 


cg * * 


Names 


Carl E. Hassel, director of media, 
has been appointed a vice-president | 
of Ross Roy, Inc. | 


Nort Wyner has been named ac- 
count supervisor for Rayco Auto| 
Seat Covers and Manischewitz Wine 
at Emil Mogul Co. advertising 
agency. Wyner formerly served as 
account executive on the Rayco ac-| 
count, 


Edward T. Fulham has been ap-| 
pointed public relations representa- 
tive for General Petroleum Corp. 


Ralph Noble, of Look’s New York 
sales staff, has been named Cleve- 
land ad manager of the magazine. 


Mrs. Mary W. Howard has joined 
Nation’s Business as assistant to | 
the advertising director. She was 
previously associated with Morgan 
& Lester, publishers. 


Arnold C. Shoop has been named 
as publisher of House & Garden, 
a Conde Nast publication. Shoop 
had been business manager of the | 
magazine for the past two years. | 

Morgan S. Campbell has been) 
appointed promotion and mer-| 
chandising manager of True mag- 
azine. Campbell formerly was with | 
the Hare ad agency in Boston. 


Lawson Paynter has joined 
Campbell-Ewald Co., Detroit, as 
business manager of the television- 
radio department and creative 
writer. 

Steve Richards, former resident 
representative in Flint for Kudner 








Portland Garages Submit 
Plan to Curb Gas Wars 


PORTLAND, Ore.—A proposed 
ordinance aimed at curbing gaso- 
line price wars has been presented 
to the City Council by the Portland 
Automotive Trades Assn., represent- 
ing independent garages and service | 
stations. 


The proposal urges elimination of | 
deceptive advertising and seeks to| 
“prevent the tendency toward cen- | 
tralized control of both wholesale | 
and retail sales of gasoline.” 





Motors has purchased |_ 


Agency, Inc., has been designated 
to supervise Buick publicity in the 
Pacific region, according to J. H. S. 
Ellis, Kudner president. 


Carl E. Hassel has been named 
a vice-president of Ross Roy, Inc., 
Detroit. 


Ross E. Phillips has been ap- 
pointed automotive editor of the 
Independent, Press- Telegram in 
Long Beach, Calif. 

Robert C. Beiser, automotive edi- 
tor of the Cincinnati Inquirer, suf- 
fered a fracture of the right leg in 
an auto crash near Claysville, Pa., 
during the holidays. 

John William Dailey has been 
named West Coast editorial man- 
ager of Look, a newly created posi- 
tion. He formerly was features edi- 
tor of McCall’s magazine. 

Robert J. Hakken has joined the 
Detroit staff of Ross Roy, Inc., as 
a copy chief. 

Mrs. Betty Gardiner, formerly of 
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Magill-Weinsheimer Co., has been 
appointed a sales representative 
for Oberly & Newell Lithograph | 
Corp., New York. 


A. M. Young has been named 
general sales promotion manager 
of .Libbey-Owens-Ford Glass Co., 
Toledo. 


Daniel D. Mich, vice-president 
and editorial director of Look, has 
been elected to the magazine’s 
board of directors. 


John H. Smith jr., former man- 
ager of public affairs for the Na- 
tional Assn. of Radio and Tele- 
vision Broadcasters, has been 
named to handle specialized work 
on public relations project develop- 
ment at Chrysler Corp. 


John L. Denman, Ford Motor 
Co.’s Washington public relations 
manager, has been named an as- 
sociate in Ford’s office of civic 
affairs. 

ATTENTION 
craft speaker this week 


Detrorr ApMEN: Ad- 
(Friday, 


Feb. 4, at the Statler Hotel) is 
Harry J. Maginnis, executive man- 
ager, Associated Third-Class Mail 
Users, Washington. Maginnis will 
speak on patron mailing and postal | 
rates. Feb. 4 will be Direct Mail 
Day in Detroit. 


, 


| § 





L-M Used-Car Managers Discuss Merchandising— 


Details of a used-car sales and merchandising program, which will be carried to 
more than 2,000 dealers, were discussed at a meeting in Detroit by Lincoln-Mercury 
used-car managers. It was the first of five regional meetings. Attending were (from 
left), Ray Long, Buffalo district used-car manager; Virgil E. LaMarre, central regional 
sales promotion manager; Walter Apt, Pittsburgh district used-car manager; Eugene 
Rebhan, assistant national used-car manager; R. R. Nadal, assistant general sales 
manager; Steve Conroy, of Nelson Associates; N. E. Crews, central regional sales 
manager; Fred K. Parsons, central regional administrative assistant; Paul Husting, 
Cleveland used-car manager; James Carruthers, Detroit district used-car manager; 
Marvin Bell, Cincinnati district used-car manager; Haford Kerbawy, of Regan Film 
| Productions, and Traver C. Smith, national used-car manager. 
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Iv’s THE 1955 


WOLF PLAN 
BLUEPRINT 


CUSTOMER 


PRODUCTION 


TO A 


LINE 





for PROFIT!* 


IT SHOWS YOU HOW 


more DO ...mEANS MORE DOUGH 
WITH AN Effective PLAN OF 


e SERVICE FOLLOW-UP 
e SERVICE PROMOTION 
e SERVICE SELLING AIDS 


You CAN enjoy an “endless chain" of satisfied customers with the 1955 
Wolf Plan BLUEPRINT FOR PROFIT! It’s a new edition of a proven plan 
that's paid-off for thousands of automotive dealers since 1934! What- 
ever the size of your dealership, you'll find the Wolf Plan fits your needs 





and puts more profit in your pocket at the lowest possible cost. It'll 
pay you to find out everything about the WOLF PLAN right now! 


100% COVERAGE OF YOUR POTENTIAL 
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AUTOMOBILE DEALERS 


ys Aen ... SINCE 1934 





6th & North Robinson * Oklahoma City, Okla. 


THE WOLF PLAN 


OF SERVICE MERCHANDISING 


*GET YOUR FREE COPY 
AT BOOTH 255—N.A.D.A. CONV. 
OR eee 









* 1 can use more customers! Without any obligation, 
please send a copy of the Wolf Plan BLUEPRINT for 
PROFIT and the booklet, MORE DO... MEANS 
MORE DOUGH to: 
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| What other magazine 
gives you support 


| 






like this? 


Only one magazine in America provides 
the automotive industry with the kind of 
support you see illustrated on these pages. 


~ LOOK does it with: 


1. Frequent editorial features about cars and 
safe driving . .. presented to an every-issue 
audience of more than 20,000,000 readers. 


2. Community-wide safety programs across 
the country which stimulate the sale of au- 
tomotive parts and service. 


In 1954 the 10-point safety check program, 
co-sponsored by LOOK, the National Safety 
Council and the Inter-Industry Highway 
Safety Committee, resulted in safety 
checks for more than a million cars. It 
was the biggest and most successful cam- 
paign of its type on record. 


Plan to tie in with LOOK’s 1955 automotive 
program. It will funnel extra business to 
you in a year of tough competitive selling. 


Write now for particulars to: Woody King- 
man, Dept. A, LOOK, 488 Madison Avenue, 
New York 22, N. Y. 


LOOK 
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Typical scenes from the safety check drives co-sponsored in 165 communities by 
LOOK, the National Safety Council and the Inter-Industry Highway Safety Com- 
mittee during May, 1954. 
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How these two related phenomena 


affect your sales of 1955 






What changes there are in 
the ’55 models. Is there any 
industry as ever-changing 
as the auto industry? Yet 
model changes are just typ- 
ical of the myriad changes 
that come thick and fast 
throughout the year. 
Prices, factory policies, gov- 
ernment actions—to name 
a few—initiate far-reaching 
og that vitally concern 
the decision makers in deal- 
erships and factories. They 
must be apprised of 
changes to make the right 
moves at the right time. 
That’s why bey turn 
to the only weekly news- 
paper of the industry 
AUTOMOTIVE NEWS— 
to get industry news and 
authoritative commentary. 
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What: Rendenkip! 


Decision makers in factories and dealerships 
need the news. They need it fast. That’s why 
they need a weekly newspaper. That’s why 
they buy AUTOMOTIVE NEWS. 


Fourteen editors and 106 correspondents 
give 41,287 (ABC) subscribers what they 
need to know. They pay $8.00 a year for it 
and 87.42% renew their subscriptions. Both 
figures are the highest of any publication in 
the industry. 

They read it because they need it. It’s as 
simple as that. Confirmation . . . 


NEW READERSHIP SURVEY 

A new survey by Crossley, Inc. now offers 
proof that AUTOMOTIVE NEWS reaches 
not only the owner in dealerships but his 
service and parts manager as well. 

This study covers readers of AUTOMOTIVE 
NEWS by title; frequency of reading; read- 
ing time per copy; pass-along readership; 
and identification of editorial items and 
advertisements. 

Your AUTOMOTIVE NEWS’ representa- 


tive has a copy for you. Ask to see it on his 
next visit. 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 


PENOBSCOT BUILDING e DETROIT 26, MICHIGAN 





New York—Edward Kruspak, Advertising Manager, 51 E. 42nd St 


360 N. Michigan Ave 
2506 West Eighth 
2666 Penobscot Bidg 


tae Sal eee Pe 
State 2-6273 

Dunkirk 3-0303 

Woodward 3-0495 


Chicago—J. Goldstein, Western Manager 
er te ds 


Detroit—Dick Webber 


REPRESENTATIVES 


los Angeles—R. H Street 





What Changes! 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


| (Kelley) in obtaining them was 
| to sell them to the Indiana pur- 


ONSIDERABLE discussion has) chaser for use in that state—not 


arisen from time to time over 
the legal question: Under what cir- 
cumstances can a dealer avoid pay- 
ment of sales tax on automobiles 


for use in Ohio. 


For comparison see Trotwood v. 
Evatt, 142 Ohio St. 197. Here auto 





he sells to out-of-state purchasers? | trailers were manufactured in Ohio 


A higher court clearly explained the 


law on this subject. 

In Kelley Motors, Inc., v. Peck, 
118 N.E. (2d) 
showed facts, as follows: 

Kelley Motors, of Springfield, 


O., sold to a firm in Indiana 69 | 


autos for the use of its employes 
in that state. 


The autos were delivered by a} 


Michigan manufacturer to Kelley. 
With each auto Kelley received 
the usual manufacturer’s certifi- 


cate; it procured an Ohio certificate | 
of title in the name of the Indiana | 


purchaser. Kelley then delivered all 
the certificates of title to the pur- 
chaser in Indiana for registration 
there. 

When each certificate was deliv- 
ered to the purchaser, it was ac- 
companied by Kelley affidavit which 
recited that the auto would be de- 
livered to the purchaser outside the 
state of Ohio. 


* * * 


| Delivery Outside State 


IKEWISE, each certificate was 
4 accompanied by a car invoice. 
Twelve of the 69 cars were taken to 
Indiana by Kelley. The remaining 
57 were driven from Springfield to 


chaser. 

Payment was made by checks 
sent to Kelley by the purchaser 
from its main office in Michigan. 
The Ohio tax commissioner as- 

sessed a sales tax on this transac- 
| tion. Kelley contended that no sales 
tax should have been paid on these 
69 cars inasmuch as they were pur- 
chased outside the state of Ohio for 
use outside Ohio, and that the de- 
livery of the certificates of title to 
the purchaser in Indiana was in 
fact a delivery of the autos in that 


state. 
OK om . 


Sales Tax Refunded 


eT higher court rendered a de- 
cision in favor of Kelley and 
| ordered the tax commissioner to re- 
|fund the sales tax. The court said: 
| “There is no question that the 
| autos were purchased ‘for use out- 
| Side this state’. At no time was 
| there the slightest doubt about 
either the origin or the destina- 
tion of the cars. They were man- 
| ufactured in Michigan and the 
| sole purpose of the appellant 








Ford, GM Boost 
Output, Payroll 
In Georgia Plants 


ATLANTA. — Both Ford Motor 
|and General Motors have reported 
| increases in production and em- 
|ployment in their Georgia plants 
| during 1954. 

| Ford employed more people, 
| Spent more money, and built more 
| cars and trucks in the Atlanta area 
jin 1954 than in any year since the 
| company started operations here 
|nearly a half-century ago, a spokes- 
|man said. 

| The 96,796 cars and trucks pro- 
|duced at the Ford plant here top- 
|ped by nearly 5,000 units the pre- 
| vious alltime high of 91,831 built in 
| 1953. 

| Ford also expanded its opera- 
|tions here by establishing a re- 
|gional sales office of its Tractor & 
| Implement division. 


Indiana by employes of the 4 


aon pen to the specifications of 


each purchaser located outside the 
state. 


408, the testimony | * * 


Pickup of Vehicles 
EN the construction of his 
trailer was completed, he re- 
| ceived a bill of sale therefor and 
came to the Ohio factory with his 
license plates to obtain delivery. He 
paid the purchase price and took his 
| trailer. 


The higher court held that the 
Ohio tax commissioner could col- 
lect Ohio sales tax on these 
trailers. 


| “Generally, where a sale involves 
|the delivery of merchandise to a 
| destination outside the state where 
| sold,” the court said, “a sales tax 
by such state on such transaction 
may not be applied; however, such 
|@ tax may be applied to sales of 
|merchandise made on orders ac- 
|cepted within but received from 
| purchasers residing without the 
|taxing state, provided delivery is 
|made, not to an-interstate carrier 
| for transportation beyond the state, 
|but to the purchaser who comes 
| within the state to close the trans- 
|action and to accept delivery.” 

This court explained that if the 
Ohio manufacturer had shipped or 
delivered the trailers to the pur- 
chasers outside Ohio, no sales tax 
would have been payable. 





|Cut-Rate Shipping 
For U.S. to Be 
Debated at Parley 


NEW ORLEANS.—Whether the 
Federal Government’s present au- 
thority to negotiate cut-rate trans- 
portation with shippers is fair to 
the public will be the major topic 
Feb. 3 at a Southeastern transpor- 
tation conference here. 

The conference is sponsored by 
the U. S. Chamber of Commerce 
in cooperation with the New Or- 
leans area chamber, the Alabama 
and Florida state chambers, and 
the Mississippi Economic Council. 

The question of cut-rate trans- 
portation to the Government will 
be debated by a panel moderated 
by Warner B. Shepherd, general 
traffic manager of Aluminum Co. 
of America. 

Panel members will be James F. 
Pinkney, American Trucking 
Assns., Inc.; Donald W. Markham, 
Air Transport Assn. of America; 
Chester C. Thompson, American 
Waterways Operators, Inc.; W. M. 
Maloney, Assn. of American Rail- 
roads; L. A. Parish, Pan Atlantic 
Steamship Corp.; Gordon C. Locke, 
Committee for Pipeline Companies, 
and Jack Garrett Scott, National 
Assn. of Motor Bus Operators. 








| GM reported a record number of 
|6,211 employes on the 1954 payroll, 
| due largely to expansion of a night 
lshift at the Buick - Oldsmobile- 
Pontiac assembly plant, the open- 
|ing of a Service Training Center, 
the building of a retail store for 
the GMC Truck & Coach division, 
and increased space at Chevrolet 
and Fisher Body divisions. 

Both companies reported large 
production rates in December. Ford 
produced 10,356 units, and GM 





Chevrolet plant in Atlanta. 





Die-Cast Frame— 


Lower 
dows 


channels for rear-quarter win- 
of Ford's Crown Victoria now are 


completed 22,921 cars and trucks. | made from a one-piece zinc die casting. 

Of the GM total, 13,298 were pro-|A_ highly polished 
duced at the B-O-P plant in Dora-| used to produce a part that replaces one 
ville, and 9,623 were built at the/| formerly assembled of welded rolled sec- 


single-cavity die is 


tions and steel stampings. 
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What makes a product “snowball” into national prominence? Why are car dealers 







in every state in the Union turning to Meguiar’s MIRROR GLAZE? 






Simply because MIRROR GLAZE lives up to its promise. It does exactly what we say it 






will do. Tests prove that it actually will outperform any other glaze, wax or 







polish on the market today. 


All we ask is that you try MIRROR GLAZE just once. Other dealers who have done so, now 







report their polish department has turned from a problem into a profit. 





Get aboard the MIRROR GLAZE “snowball” today! 





product of 


MIRROR BRIGHT POLISH CO. 


365 No. Foothill Blvd., Pasadena, Calif. 









EASTERN DIVISION: Mirror Glaze Distributors, PO. 6263, Washington D.C. 






Offices in Major Cities Coast-to-Coast 


fine polishes since 1901 










YOU ARE CORDIALLY INVITED TO 
MIRROR GLAZE BOOTH #235 AT THE NADA SHOW 









76 


Legislative Action Expected Next Year... 
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States Reevaluate Speed Limits 


ROPOSALS for revision of 

speed limit laws will be among 
the many issues on highway safety 
to be taken up by state Legislatures 
next year. Following is a summary 
of developments to be expected: 

Itunois—Speed limit legislation 
will be revived next year as a legis- 
lative issue in Illinois, where the 
1953 Legislature rejected a bill pro- 
posing a limit of 65 miles an hour 
in the daytime and 55 miles at 
night. 

One proposal would set similar 
limits for cars, plus a 40-mile 
limit for trucks in daylight and 
35 after dark. Illinois now has a 
truck speed limit of 45 miles an 
hour. 

InpiuNA—A proposal which may 
be recommended to the 1955 Legis- 
lature calls for a 40-mile speed 
limit for cities. The measure would 
provide for a 10-mile-an-hour in- 
crease in present 20-mile and 30- 
mile zones to expedite both city 
and highway traffic. 

Advocates of more liberal speed 
limits say that many 30-mile zones 


were established years ago and do 
not recognize modern conditions. 


The Legislature last year enact- 
ed a law establishing a 65-mile 
speed limit for highways. 

* + * 


sera rer William Beardsley 
and his traffic safety committee 
have advocated the enactment of a 
speed limit law and legislators who 
unsuccessfully introduced such 
bills in 1953 say they intend to try 
again next year. 


The bills will call for a daytime 
speed limit of 60 or 65 miles and a 
night time limit of 50 or 55. Pres- 
ent Iowa law provides that motor- 
ists must drive “at a careful and 
prudent speed” that is “reasonable 
and proper” and must be prepared 
to stop “within the assured clear 
distance ahead.” 


Maine — Enactment of speed 
limits has been advocated by the 
Governor’s Highway Safety Con- 
ference. Under the proposed law, 
the present “prima facie” system 
of fixing speed limits would be 





kept, but maximum limits also 
would be set. 

A driver exceeding the prima 
facie limit would have to prove to 
the court that his speed was rea- 
sonable and proper under existing 
conditions, and might thus be ac- 
quitted. But if he exceeded the 


maximum limit, conviction would | 


be automatic. 

The conference suggested a prima 
facie limit of 20 miles an hour and 
a maximum of 35 in business dis- 
tricts; 25 and 40 in residential dis- 
tricts, and 45 and 60 on the open 
road. 

MicuicAN—A bill which would 


have fixed speed limits at 65 miles |~ 


during the day and 55 miles per 
hour at night was rejected by the 
1954 Legislature, but may be re- 
vived next year. 
* * * 

noun Speee limit legisla- 

tion is regarded as certain to 
be raised as an issue in the 1955 
Legislature. The Legislature last 
year rejected a bill which would 








woke, 





have empowered the State High- 
way Commission to establish speed 
limits. 

On the grounds that the issue 
needed further study, Gov. Phil 
Donnelly early this year turned 
down a request by the Missouri 
House of Representatives for a 
special session to permit consider- 














NEW YORK: William A. Maher 
415 Lexington Ave., Murray Hill 2-9197 


BIG 
WIND 

FROM 
PHILADELPHIA 


CHICAGO: J. J. Twomey 
333 N. Michigan Ave., Andover 3-5270 


If incessant gales of advertising from down 
our way have blown dust in your eyes, we 
pass the eyewash along with the top of 
the morning. 


Just in case you’ve been had, there are 
three (3) papers in Billy Penn’s Greene 
Towne. Paper B (Bulletin) , Paper C (In- 
quirer) and our bright evening tabloid, 
the PHILADELPHIA DAILY NEWS. 


We're in our 30th year, Gentle Space 
Buyer, and kindly chisel these words on 
the nearest marble slab: in Philadelphia, 
only the DAILY NEWS is racking up con- 
sistent advertising and circulation gains. 


Why? Look in the Philadelphia news- 
papers for your answer. Look at all three. 
You'll see why more and more Philadel- 
phians are reaching out for the paper that 
gives them more . . . more sparkle, more 
features, more life. The DAILY NEws glis- 
tens with features, from Earl Wilson to 
Bishop Sheen. The DAILy NEws, friends, 
is bought to be read, not wrapped around 
a day-old pumpernickel. 


Next time you're in our town, look at all 
three. The bright paper is the DAILY NEWS. 
That's why it has scored circulation gains 
for 35 consecutive months. And that’s why 
it pays off like magic for advertisers. 


DAILYANEWS 


Hitch your wagon to a rising star! 


A-l 


P.S. Only the DaiLy NEws is gaining in Philadelphia! 
Total Daily Advertising linage, 1954:* 


DAILY NEWS $391,509 GAIN 
Bulletin 128,682 
Inquirer 1,633,527 Loss * Media Records Inc. 


DETROIT: Charles J. Sheppard 


1061 Penobscot Bidg., Woodward 2-3080 





ation of highway safety laws, in- 
cluding regulation of speeds. 

Oregon—Being studied for sub- 
mission to the 1955 Legislature is 
@ proposal which would superim- 
pose maximum day and night 
speed on the present law, which 
permits an arrest only when 
speed can be shown to be a haz- 
ard. 


State Police Superintendent H. G. 
Maison said he believed it would 
be easier to enforce traffic laws if 
there was a definite speed limit. 


Retention of Oregon’s basic rule 
| law was advocated by State High- 
way Engineer R. H. Baldock, who 
|said that 85 percent of Oregon 
drivers operate their cars in a rea- 
sonable and prudent manner. He 
|also observed that 74 percent of 
| the fatal accidents in the state in- 
| volved speed of 50 miles an hour 
| or less. 

PENNSYLVANIA—A bill calling for 
a speed limit of 60 miles an hour 
on all open roads, including the 
| Turnpike, is being studied by traf- 
| fic experts for possible submission 
| to the 1955 Legislature. 

+ * + 
HODE ISLAND — Legislation 
previously proposed unsuccess- 
fully, but which may be revived 
next year, would fix for trucks the 
same maximum highway speed 
limits provided for cars—50 miles 
by day and 45 miles by night. A 
State Traffic Commission regula- 
tion now fixes the open-road speed 
|limit for trucks at 35 miles an 
hour. 


TENNESSEE—Gov. Frank Clement 
said he is sure the issue of a speed 
limit law will be considered by the 
1955 Legislature, but he did not in- 
dicate whether such a _ proposal 
would have his endorsement. 


The Governor’s Emergency Traf- 
fic Safety Committee recommended 
a statutory speed limit of 60 miles 
an hour during the day and 50 
miles an hour at night for cars 
and buses. Speed limit for trucks 
is 40 miles an hour. 


Wisconsin—A recommendation 
that speed limits be reduced was 
submitted to the State Legisla- 
tive Council’s motor vehicle in- 
surance committee by R. C. Sal- 
isbury, director of the highway 
safety division of the State Mo- 
tor Vehicle Department. 


Salisbury said Wisconsin’s speed 
limits of 65 miles an hour in the 
daytime and 55 miles an hour at 
night are the highest in the nation 
and are almost impossible to en- 
force. He advocated an immediate 
drop to 60 miles daytime and 50 at 
night, with an eventual reduction 
to 50 miles per hour day or night. 

Salisbury said study showed that 
Wisconsin has a record of 10.1 
highway fatalities per 100 million 
miles traveled in 1945 when there 
were 631 deaths, and 7.5 in 1952 
with 895 deaths. 

He said Massachusetts brought 
down its rate from 7.2 to 3.7 over 
the same period by dropping to a 
40-mile speed limit. He noted that 
the study further revealed that 
New York and Pennsylvania went 
to a 50-mile maximum and brought 
down their respective showings 
from 10.2 and 9.1 down to 5.9 and 
5.5 fatalities per 100 million miles. 


| 








|'Son Takes Over— 


Bathrick Pontiac, Inc., Los Angeles, has 
a new owner in the son of a dealer who 
has retired. From left are Keller Bathrick, 
the new owner; Don M. House, zone 
manager; John S. Bathrick, founder of 
the firm, and Jack Murray, metropolitan 
district manager. 


’ 
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NEVER BEFORE! 


Con-Pet 


Put yourself in business with this new, complete Car- 
Pet department, for an investment of $53.10. Every- 
thing is included to increase your sales and profits. The 
Car-Pet Sales Center sells, displays and stocks. You 
receive a carefully selected assortment of 30 Car-Pets 
in 11 Colorama colors; a sturdy, non-corrosive metal 
display rack; a color guide of all eleven colors attached 
to the display, and a complete merchandising program 
to build permanent, repeat profits. 





SALES CENTER 


Requires only 17 x 22 Inches of Floor Space 


aged in permanent, transparent plastic that protects 
from dust and handling. Car-Pets can’t be soiled—can’t 
be damaged. 

And your only investment is $53.10. A single turn- 
over earns for you $35.40 in gross profit—66-2/3% of 
your original investment! Fill out the coupon below 
and we’ll rush you complete information on how a 
Car-Pet Sales Center can turn 17 x 22 inches into your 
most profitable floor space. 





TO BUILD SALES 


AND PROFITS 














Each Colorama-Styled Car-Pet is individually pack- 





Car-Pet—an all-star attraction on any dealer’s floor! 


$995 LIST PRICE 







Car mats have been growing in popularity 
every year. But never before has one been 
offered to equal Car-Pet. Colorama-Styled of 
viny! plastic permanently fused to Thana Foam 
Latex, they're available in 11 high styled 
colors—both pastels and deep shades. These 
colors are locked-in—they can’t fade. Thana 
Foam Latex grips the car floor. Car-Pet is 
truly “always under foot.” 

Colorama-Styled Car-Pet: Medium Dark 
Blue, Medium Dark Green, Pastel Blue, 
Pastel Green, Citrus Yellow, Turquoise, Silver 
Gray, Salmon Piak, Snow-White, Flame Red, 
Jet Black. 













Floor Topper 
TAU ae 










NEVER BEFORE! Cushion “Top SALES CENTER 


Shipped Complete in a Single Package 





















Each Cushion Topper Sales Center includes a strong 
metal display rack that displays 6 and stocks an addi- 
tional 6 Cushion Toppers, a sample swatch book, en- 
velope stuffers, a wall banner, a window streamer, a 
complete merchandising assortment to build continuing 
profits. Fill out the coupon. Take advantage of these 
automatic sales and profits today. 


Take your choice of three selected assortments in the 
famous Cushion Topper color range: 


1. 8 standard Cushion Toppers, 


2. 6 standard Cushion Toppers and 2 of the brilliant 
new Saran Plastic Toppers, or 


3. 8 Saran Plastic Toppers in lovely pastel shades. 







The New Saran Plastic Cushion Topper in Gay Pastel Shades 


Now! Just what your customers have been waiting for—the new Saran Plastic Cushion Topper, 
available in pastel red, pastel blue, and pastel green. It combines all of the famous features of 
Cushion Topper with those of Saran Plastic. Colors are locked-in—they can’t fade. Saran Toppers 
wipe clean with a damp cloth. There are no soft fibres to absorb stains or moisture. And Cushion 
Toppers’ method of fusing Saran Plastic to Thana Foam Latex retains the breathing quality and 
keeps the cushion cool and comfortable, even in the hottest weather. Saran Plastic Cushion 
Toppers are available with the Sales Centers. Place this Cushion Topper merchandising unit on 
your sales floor now! Fill out the coupon below. 





ee 


THE CREST COMPANY 
5735 Cass Avenue @ Detroit 2, Michigan 











Please rush me complete details on 
C] Car-Pet Sales Center 
C] Cushion Topper Sales Center 
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CUSHION COVER 





Company Name 
Address faint 
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Design Mechanized .. . 
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Auto Engineers Turn 
To ‘Robot Brains’ 


(Continued from Page 65) 


each time, and the others held 
constant. Now, with computers, a 
more realistic situation may be 
arranged—in which two or more 
variables change simultaneously. 

The analogue type of computer 
really comes into its own in ana- 
lytical investigations of dynamics 
problems of this sort. In an air- 
measuring system such as a car- 
buretor, for example, the electrical 
system inductance and capacitance 
have their counterparts in the ven- 
turi fuel-flowing system, which 
carries a moving mass—and the 
spring-loaded elements, which rep- 
resent the electrical condenser 
function. 


The carburetor meters to a pre- 
determined schedule of fuel-air 
ratio, based on a steady-state con- 
dition. But in actual service, throt- 
tle opening, car speed, or one of 


the other many factors is always 
changing—so the carburetor seldom 
operates under steady-state condi- 
tions. This makes it an ideal job 
for the computer, since the ana- 
logue machine is useful for inves- 
tigating “the effect of one variable 
on another.” 


At Holley, Stresen- Reuter de- 
scribed an interesting problem in 
design of a fuel control device. In 
this hydro-mechanical] fuel meter- 
ing unit, the spring-loading was 
designed to produce a predeter- 
mined fuel flow at steady-state. But 
tests showed that the device was 
continuously oscillating. Fuel read- 
ings could not be made, since the 
system never reached steady-state. 

Restrictions on spring size and 
maximum piston diameter were set 
by overall package size limitations 
for the control device. By using the 
















Typical Problem 


Vibration Analyses 


Special Gear Design..... 


Automotive Applications 
Card Programme 


Engine Cam Design.................:0c00000+ 
Torque Converter Blades.................. : 
BONNY POND sisi sovsngsevsencssssnssserssesvecssses 
Shafting Design Data....................... 
Thermodynamic Analysis................... 
Gear Design Tables....................0...0. 


Transmission Gear Design.......... eee 
Rear Axle Gear Design. ............::..cccscecccsescoscesess 


Hand 
Machine |Computation 

Time Time 
ineaseertmeeel 4 hrs. 3 wks. 
esonideeaeaas % hr. 3 days 

pivlsepenivibevs 80 hrs. 4,000 hrs. 
Siahaliosebicon’ 8 hrs. 2 mos. 
pscmestidiens 3 hrs 2 wks. 
phaveadvocdins 200 hrs. 4 yrs. 
3 hrs 2 wks. 
fealeredtthans 5 min 4 hrs. 
2 hrs. 4 wks. 
— 10 min 4 hrs. 





Calculator 


This brief list shows some of the problems Chrysler has solved on the computer. The 
ratio of estimated time to do the calculations by hand as compared with time required 
for the high-speed computer generally is of the order of 50 to 1. 


computer to evaluate the effect of 
the entire useful range of piston 
sizes and spring rates, it was 
quickly found that the solution 
consisted of altering piston diame- 
ter and changing the spring load- 
ing, while making certain modifi- 
cations to the servo-valve. 


Physical Tests 
Still Important 


oo one of the many com- 
puter men interviewed empha- 





2 Washes a Day Puts This Choldun 
Auto Laundry in Your Wash Bay! 


This Choldun Auto Laundry, CARWASHER and DRYER COM- 
PLETE, can be yours in time for the tremendous washing 


season, financed through your Authorized Choldun Jobber 


and the Commercial Credit Plan. 2 washes a day will more 
than pay for this equipment. A golden opportunity to obtain 
the leading, most advanced carwasher available on a ‘‘pay- 


as-you-earn" basis—with profits to spare. 


With a press of a button—the New for '55 Choldun ‘‘Auto- 
Magic” Carwasher allows you to turn out better, faster, more 
profitable wash jobs with minimum help. It wets, shampoos 
and rinses automatically with not a single spot uncovered by 


Washing" with “Purple Magic’’ Shampoo .. . 


the sure way 


to customer satisfaction. Underwriters Laboratories Approved. 


To really make your wash bay hum, to eliminate the big 
drying bottleneck that cuts deeply into your washing profits, 
Choldun offers the new, inexpensive “Auto-Magic” Car Dryer. 


Cuts drying time and effort as much as 75%. Now you can 
turn out sparkling dried cars as fast as specialized auto laun- 


its blanketing spray. And only the Choldun ‘“Auto-Magic” 


allows you to wash panel and delivery trucks as a regular 
part of your wash service—for those extra profits. 


Features: New all Aluminum Elevator, push button operation, 
“no track" installation (leaves your floor and bay completely 
free), shampoo meter control, self contained motor and pump, 
operates regardiess of water pressure, spectacular Up-and- 
Down operation that attracts new customers and “Wax- 


CHOLDUN 


MANUFACTURING CORPORATION 
NEW HAVEN, CONNECTICUT 


NAME 


STREET 


CITY & STATE 


CHOLDUN MFG. CORP. 
NEW HAVEN, CONN. 


dries for hundreds of dollars less than you'd expect to invest 
in washing equipment. Mail the Coupon Today .. . for de- 
tails that show how you can make your wash bay a profitable 
part of your business. 


The Choldun “Auto-Magic"’ Carwasher or “Auto-Magic” Car 
Dryer can be purchased separately. 


Tell me how | can put my wash bay 
on a high paying basis. 


sized the importance of correlating 
the machine - computation results 
with a program of actual test-work. 
The computer is to be thought of 
as a useful part of the research 
and design operation—but it is by 
no means a complete substitute for 
physical testing. Since a large part 
of the work with computers is 
aimed at “predicting” something, it 
is necessary that a certain number 
of tests be performed as a “check” 
on the calculations. 

The computer doesn’t really 
“think”—it just does what it is 
told to do—but fast! It will solve 
any problem that is presented to 
it. But the engineer must make 
sure he accurately translates the 
problem into mathematical form. 
The machine does not have the 
ability to originate the necessary 
equations. 

A visit to the Computation Lab- 
oratory at Wayne University, De- 
troit, is one of the quickest ways 
to obtain an idea of the wide scope 
of automotive engineering opera- 
tions in which machine computa- 
tion already has become estab- 
lished. 

A briefing on computer applica- 
tions and potential fields of use by 
Dr. Arvid W. Jacobson, laboratory 
director, runs the 
gamut from gear 
design problems 
to ride analysis. 
In a listing of dy- 
namics problems 
where the com- 
puter is essential, 
Jacobson said: 
“The high - speed 
computer makes 
it possible and 
profitable to carry _— 
on investigations A. W. Jacobson 
dealing with the thermodynamic 
cycles in an engine, heat conduc- 
tion in and around the spark plug, 
manifold design, fuel flow and com- 
bustion, torsional vibration of 
crank and cam shafts, electrical 
transients in the ignition system, 
aerodynamical properties of body 
design and the riding qualities of 
an automobile.” 

The Wayne Computation Labora- 
tory is a noteworthy pioneering 
effort, since it is said to be the only 
installation of this type in the com- 
munity supported entirely by pri- 
vate interests. A major portion of 
the financial support has been de- 
rived from the more than 20 indus- 
trial and business organizations 
which sponsored the computer pro- 
gram. 

The laboratory’s primary purpose 
is to carry on educational and re- 
search activities, and training in 
the operation, utilization and de- 
sign of high-speed computing, con- 
trol and data processing machines. 
The second objective is to provide 
a computing service to industry 
and the University. Many parts of 
the 1955 crop of cars now on the 
roads have been designed on the 
basis of information derived from 
this computer service. 

* * ca 


New Trends Evident 
In Computer Field 


ACOBSON said that the past 

year in thé computing machine 
field has witnessed some new 
trends. Large data handling sys- 
tems are being field-tested and ac- 
tually tried in industry—in account- 
ing and management areas, as well 
as in research and engineering. 
Across-the-board mechanization of 
data handling on a companywide 
basis is being attempted in a num- 
ber of organizations, according to 
Jacobson. 

As more emphasis is placed on 
a rational, scientific approach to 
automotive research and devel- 
opment activities, purely empiri- 





cal methods of design and ex- 
periment already have become 
outmoded. One of the most press- 
ing problems in organizations 
which are installing computers 
is that of finding qualified per- 
sonnel to program, operate and 
maintain them. 

The computer is having its ef- 
fect on the organization and per- 
sonnel for engineering research 
and design. There is an ever-grow- 
ing need for engineers with the 
facility of translating physical sit- 
uations into mathematical terms. 
As Huebner said, “This does not 
mean that we will need men skilled 
only in mathematical technique, we 
will also need more mathematical 
thinking on the part of our engi- 
neering staffs to visualize the prob- 
lems in mathematical terms re- 
quired for computer solution. After 
all, machines can only follow in- 
structions and carry out the indi- 
cated process leading to a solu- 
tion.” 


As with any newly introduced 
technique, the computer advocates 
have not advanced this far without 
overcoming some resistance. Ac- 
tually, there still is considerable 
difference of opinion as to the de- 
gree to which the computer can 
profitably be applied to automotive 
engineering and manufacturing op- 
erations. 

+ = z= 

KEPTICISM of the, practical 

validity and real significance of 
data obtained by the computer 
technique sometimes is attributed 
to die-hard “hammer-and-tong” en- 
gineers, who cling stubbornly to 
older experimental methods be- 
cause they often lack the neces- 
sary knowledge of computers to 
acquire confidence in their use. 

Actually, given proper perspec- 
tive to understand the integra- 
tion of high-speed computers into 
the total engineering activity, no 
one appears to deny that they 
have their uses. The main ques- 
tion usually is whether the tech- 
nique is applicable to the par- 
ticular problem under discussion 
and just how far you can go in 
“turning dials and pushing but- 
tons” as a substitute for actual 
test work. 

One engineer pointed out that 
consideration should be given to 
“the matter of balance between 
experimental investigation and 
computational] investigation.” 
Where the physics of the problem 
is well enough understood to per- 
mit calculation of the strength and 
performance of a device with rea- 
sonable confidence, then the deci- 
sion as to whether to calculate the 
answers for a range of designs, or 
to build and test a series of de- 
signs, is largely an economic one. 

As the cost of experimental pro- 
cedures and of test parts rises, 
there is said to be a growing reali- 
zation of the advantages to be 
gained in time and money by sub- 
stituting the computational ap- 
proach for a large part of the usual 
experimental testing. 

Jacobson said, “The analogue 
computer is a powerful tool in the 
solution of differential equations. 
It can, of course, be used in prob- 
lems for which the solution may 
be obtained by analytical methods. 
However, if a large number of solu- 
tions are desired for different val- 
ues of the parameters involved, the 
machine method is the only prac- 
tical one. The same is true if the 
equation is non-linear.” 

A statement often made by mem- 
bers of organizations using the 
computers is that “everyone who 
has come in contact with this 
equipment has been completely 
sold on it.” 

Machine calculation is in its in- 
fancy, but growing rapidly. One 
large company has more than 200 
different projects being processed 
by this technique. Some people pre- 
dict that use of computers will be 
a necessity in all research and de- 
sign activities within a few years. 

* o 
Computer’s Influence 


On Future Design 


QrE of the contributions of the 
computer that will be most 
readily appreciated by the public 
undoubtedly will be in the field of 
ride and roadability developments. 
Higher standards of performance 
and the steady progress of the me- 
chanical components involved has 
caused the problem of achieving a 
satisfactorily riding automobile to 
(Continued on Page 79, Col. 1) 
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Design Studies Mechanized . . . 
Engineers Turn to ‘Robot Brains’ 


(Continued from Page 78) 
become increasingly complex in re- 
cent years. 

All of the automobile companies, 
and a large number of independent 
research activities, are using com- 
puter techniques for ride analysis 
and suspension development work. 
One authority says that “definite 
progress has been made in placing 
the problem in a mathematical 
framework.” 

The analogue computer not 
only extends the analytical 
method into entirely new areas 
of investigation, but it can pro- 
duce results in a short enough 
time to be of practical useful- 
ness. The speed with which a 
full range of variables can be ex- 
plored in all their possible com- 
binations, offers a reasonable 
promise of finding the optimum 
arrangement of parameters. To 
carry out the same process ex- 
perimentally would be _ prohibi- 
tive in expenditure of time and 
money. 

The trend of automotive engi- 
neering is toward use of servo- 
mechanisms to provide either auto- 
matic controls or power assistance 
in the operation of a vehicle. We 
already have power steering, power 
braking and automatic transmis- 
sions. Here the question of deter- 
mining optimum response charac- 
teristics becomes of fundamental 
importance. Many experts believe 
that the analogue computer offers 
an ideal method of exploring these 
relationships. 

Huebner asserted that “in the 
development of new automatic con- 
trol mechanisms which may now 
exist only as nebulous ideas, the 
analogue computer will make it 
possible to determine the feasibility 
of such control, and the exact type 
of response required to obtain the 
desired performance. With such 
guidance, practical realization of 
these advanced developments will 
be greatly accelerated.” 

* * 


Test Part Integrated 


In Computer Circuit 


A= technique just now com- 
ing into use at several com- 
panies is the testing of actual con- 
trol components as a part of an 
analogue computer system. This 
process, if successful, will simplify 
the study of component perform- 
ance. 

One of the first such tests is a 
“power steering simulator” now 
being built by the Ford engineer- 
ing staff to obtain information 
about the dynamic characteristics 
of power steering mechanisms. 
Use is made of a half-frame on 
which a power steering unit is 
mounted. An electronically con- 
trolled hydraulic cylinder applies 
torque to a dummy front-wheel 


Plastics Parley 


Set for Feb. 8-10 


LOS ANGELES. — The 10th an- 
nual Reinforced Plastics Division 
Conference of The Society of the 
Plastics Industry, Inc., will be held 
Feb. 8-10 at the Hotel Statler here. 

The three-day conference is ex- 
pected to draw hundreds from all 
Parts of the United States, Canada 
and other countries. 

Manufacturers of products made 
of reinforced plastics will speak on 
& variety of subjects. Speeches will 
cover the application of these prod- 
ucts in such fields as station wagon 
components, light delivery trucks 
and others. 


Ammonia Considered 


As Refining Tool 

NEW YORK.—Liquid ammonia is 
being considered as a refining tool 
for the more economical production 
of high-octane gas, improved diesel 
fuel and lubricating oils, chemical 
engineers gathered here for their 
annual meeting were told. 

Dr. Merrill R. Fenske, Pennsyl- 
vania State University, in reporting 
to a technical symposium at the 
Annual Meeting of the American 
Institute of Chemical Engineers, 
said that liquid ammonia has proved 
to be a versatile solvent for extract- 
ing useful fractions from a wide 
variety of hydrocarbon mixtures. 


spindle on the half-frame. The 
spindle also is connected through 
the usual linkage to a power- 
steering gear unit. 

The hydraulic cylinder is to be 
used for applying a reaction to the 
power gear similar to that obtained 
from front-wheel tires in actual ve- 
hicle operation. Input information 
on all the pertinent factors will 
initiate an electrical signal to a 
servo-valve that controls the hy- 
draulic cylinder and causes it to 
develop the required torque. 

Since the computer circuits take 
into account such variable design 
factors as roll-rate, suspension de- 
sign, center of gravity location, 
etc., the device is expected to eval- 
uate power gear performance in 
relation to vehicle design. Studies 
of stability, cornering qualities and 
general vehicle handling may be 
greatly facilitated by use of such 
a laboratory model. 

* * * 
At CHRYSLER, research engi- 
neers visualize an eventual use 
of the analogue computer which is 


especially intriguing — namely, the 
study of functional relationships 
of a man-machine system. An ap- 
proach to the laboratory study of 
dynamic man- machine inter-rela- 
tionship may be made by introduc- 
ing the human response mechanism 
as part of an analog that stimu- 
lates the mechanical system. 

The idea is to have a man- 
operated control, applied as a 
feedback in response to a signal 
from the system. This may aid in 
predicting the overall resultant 
behavior of the man - machine 
combination. As it develops, this 
technique should open up many 
new possibilities for investigat- 
ing the functional effects of hu- 
man response in control of auto- 
motive vehicles. 

Despite their high-speed opera- 
tion and fantastic mathematical 
feats, however, the new electronic 
computers cannot be put on a par 
with the human brain. Dr. John 
Bowman, research director of the 


Cantilever-Ram with Full Vision— 





Full vision for the driver is provided by this new cantilever-ram feature introduced 


in all Giant series automatic trucks made 


comparison of the digital computer 
to the central nervous system of a 
human being. 

“After all,” Bowman said, “the 
brain designed the machine.” 

The human brain was said to be 
superior to present-day computers 


by Automatic Transportation Co., Chicago. 


ability to differentiate between 
various tastes and odors. 
Computers excel in operating 
about 10,000 times as fast as hu- 
man brain-power—and in not show- 
ing fatigue in the same way. A 
warning device signals the operator 


when the machine “makes a mis- 
take.” 


in ha’ 10,000 times the memory 
storage capacity ... and also in 


Mellon Institute, recently made 
this conclusion after a detailed 





DURABAKE 
° DESIGNED 


To provide—- 
the factory 
quality finishing 
and fast service 
your customers 
demand. 

The lower 
refinishing 
costs and in- 
creased shop 
volume YOU 
want. 

















Gain the advantage of a BIG infrared 
oven at practically a portable price with 


the New Mobile-Dry Jr.“ 


Mobile-Dry Jr., Featuring the Famous Fostoria SPECIFICATIONS: © 
Gold Plated Radiant Wall, gives you the merchandising © Goes Ooty ae eee. 
advantage of the bigger Fostoria ovens at a very © Precision gear type motor 
low equipment cost. Mobil-Dry Jr. is designed for es, See Sree 
use with both lacquers and enamels. Requiring only © Shipped completely wired 
10KW, Model 414V can generally be operated 

from existing power services. Write for 


with master switch and 
three section bank switches. 
new literature, details on Mobil-Dry Jr. 


@ Safety controls are available 
for operation of the oven 
within spraying enclosure. 


FOSTORIA PRESSED STEEL CORP., Dept. 113, Fostoria, Ohie 


Gentlemen: 
Please send me literature, details on the new MOBIL-DRY Jr. 
Traveling Oven [] and for other Durabake drying units [] 


cea “Re 


= ?e@ Nome. cemveetonmatpe 
storia “"— : 
Sy 5 ee Street Address. eeenneene ‘ 
Visit our Display in Booths 230% 231 == ©#7 —_—_____________Siate aon 
at the NADA Show 
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Shop Products at NADA Show 


set up. (Booths 210-12.) 





(Continued from Page 68) 





DISPATCHER SYSTEM—Executone, Inc., 
New York, features service dispatcher sys- 
tem for service department control opera- 
tions, as well as other two-way communi- 


cation systems. (Booths 284-5.) 
a" 2.2 


ACCELERATOR DEPRESSOR—A detach- 
able accelerator pedal depressor to hold 
r.p.m. at any desired level is exhibited 
by John Bean division of Food Machinery 
& Chemical Corp., Lansing. Also shown 





Orr Gives Engine to College 


A 250-horsepower Chrysler V-8 
engine has been presented to Pasa- 
Equipment Co., St. Louis. Also shown are| SERVICE PROMOTION—Nu Orm Plans, dena City College by Verne Orr jr., 
bleeder cap for 1955 Chrysler cars, brake | Inc., Los Angeles, exhibits master control Schapsien Phpmoumh) — aon . 
drum lathes and cone setters for 1955/| plan for promotion of greater service vol- ADDING MACHINE — National Cash/ Calif. The engine will be used by 
Pontiacs and Chevrolets. (Booths 313-4.)| ume and sales. (Booth 226.) Register Co., Dayton, shows adding ma-| shop students in their training. 


TIRE TRUER—Machine which trues tires 
on or off car is displayed by Barrett 








and 117,000 ovr oF 226,200 
asses HOUSEHOLDS EXCLUSIVELY 


the nationally recognized newspaper 
research organization, Dan E. Clark Il 
& Associates. 





WHEN YOU ADVERTISE IN... 


Che Seattle Gimes 


Represented by O'MARA & ORMSBEE, INC. © New York © Detroit « Chicago © Los Angeles © San Francisco 


chines employing “live” keyboard princi-| are several frame. and axle straighteners 
ple—figures add and print as they are|and portable wheel alignment set. (Booths 


275-6.) 





LICENSE FRAME—Douglas Co., Minne- 
apolis, exhibits Chrome-Craft die-cast li- 
cense frames and dealer name embiems, 
along with Krome Kal ads, Scotchlite 
Day-Nite ads and Aristocrat aluminum 
rear deck plates. (Booth 307.) 

S” § 





U. C. ADVERTISING—Litho-Paint Poster 
Co., Chicago, in addition to automotive 
service advertising program, introduces 
used-car advertising promotion. (Booth 
258.) 





PAYROLL BOARD — Multi-Post Payroll 
Board will be exhibited by Norick Bros., 
Oklahoma City. It records at same writing 
payroll check, employe record and payroll 
summary. (Booths 241-3.) 

* 8 * 





CAR HOIST—Globe Hoist Co., Philadel- 
phia, shows the Frame-Kontact hoist, to- 
gether with a “pennies-per-day” plan for 
making hoists available to service shops. 
Also exhibited are time studies on savings 
in the use of hoists, compared with jacks. 
(Booths 214-5.) * 





DISTRIBUTOR TESTER — Sun Master is 
among displays of Sun Electric Corp., Chi- 
cago. Also shown is tune-up tester, Model 
TUT-5, for six and 12-volt systems. (Booths 
207-10.) 

(Continued on Page 84, Sol. 1) 
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THUNDERBOLT — ForD 


FIT1&2 Makes the Customline look 
longer and lower 









FORD FAIRLINER: 


it was the Mainliner 
before 


FOR NEARLY EVERY CAR: Regal exclusives, by the 
organization which, for over 40 years, has created acces- 
sories that add custom beauty and help increase sales of 
America's fine cars. These moulding kits protect fenders 
and doors from dents and paint chipping and, in nearly 
every instance, permit the use of contrasting or comple- 
mentary color within the mouldings. They are quickly and 


FORD CRESTLINER: 


converted 


easily installed with snap-on clips (without removing uphol- eae 
stery) . . . sell on sight and are profitable. tomline 


ALL KITS ARE AVAILABLE FOR BOTH 
TWO DOOR AND FOUR DOOR MODELS 


Retail 
Kit No. Make, Model and Body Weight List* 


FTT-1 1955 Ford Customline Tudors, all models... 4 ibs. 18.95 
FTT-2 1955 Ford Customline Fordors, all models... 4ibs. 19.95 


See FIT-3 1955 Ford Mainliner, Tudor, all models. .... Albs. 18.95 ; 
Your FTT-4 1955 Ford Mainliner, Fordor, all models... .. 4ibs. 19.95 FORD MONTCLAIR: from 
FTIT-5 1955 Ford Tudor, Customline & Mainline... 4 Ibs. 17.95 wn . 
N + FIT-6 1955 Ford Fordor, Customline & Mainline... 4ibs. 18.95 Mainliner, ee or 
eares FIT-7 1955 Ford Tudor, Mainline & Customline... 2Ibs. 9.95 airlane 
FIT-8 1955 Ford Fordor, Mainline & Fairlane & PLYMOUTH: 
REGAL I rr ee eee 2\bs. 9.95 looks like th 
FTT-9 1955 Ford Customline, Fairlane H. T. & Conv. 2\Ibs. 9.95 OOKS like tne 
DISTRIBUTOR e PTT-2 1955 Plymouth Savoy (and Plaza with Front Belvedere . . . 
Fender and Door Moulding) Tudor....... 4\lbs. 16.95 from the 
Address of PTT-4 1955 Plymouth Savoy (and Plaza with Front Savoy or 
Fender and Door Moulding) Fordor....... 4\ibs. 18.95 PI. 
aza 
Distributor MIT-1 1955 Mercury Custom Tudor ............. 2Ibs. 9.95 
MTT-2 1955 Mercury Four Door, Monterey & Custom 2ibs. 9.95 
Supplied MTT-3. 1955 Mercury Tudor, Monterey and Custom 
i iene ster aca ee ti 2ibs. 9.95 
on Request BTT-1 Super & Roadmaster, Hardtop & Convertible 4\Ibs. 19.95 
BIT-2 Century & Special, Hardtop & Convertible.. 4ibs. 19.95 
CCT-2 All 1955 Series 150, Two Doors .......... 2\ibs. 14.95 
CCT-4 All 1955 Series 150, Four Doors .......... 2ibs. 15.95 


*Subject to Dealer Discount 


Catalog Sheets Available on All Kits Shown MERCURY MONTCLAIR: from 


Monterey or Custom 


BUICK 
LEAGUE-LEADER: 
from Super, Road- 
master or Century, 
Special — hardtop 
or convertible 


CHEVROLET BABY CADILLAC: 

from all 150 Series 1955 Two Doors and Four 

Doors. Coming—DREAM CAR KIT—for Chev- 

rolet 210 and Bel Air Series. MOTOR PRG DUCTS int. 


6325 GRAND RIVER AVENUE, DETROIT 8, MICHIGAN 
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‘STEEL SHELVING 


offers so many exclusive features 
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ADVERTISEMENT 
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Automobile Dealers, New and Used, 


Boat Buy 





This beautiful new Owens 
cruiser —in your showroom or 
lot—is a real traffic stopper 
and interest ‘rouser. 
PROVE this to yourseif: 10% of the ad- 
ing, promotion, management and 
sales efforts you devote to the sale of 
automobiles can, if directed to the boating 
field, produce very satisfactory extra earn- 


Here’s why: your competition in the boat- 
ing field is much less severe and aggres- 
sive. 

Here’s why: the 10% additional effort 
suggested need not be subtracted from 


OWENS YACHT CO. ° 


ers Are 





100 STANSBURY ROAD ° 














































Attention Please! 


Car Buyers 





your car sales effort. Ie can and should be 
in addition to it. 

Here’s why: boat prospects are car pros- 
pects and owners! The two go well together. 
Here’s why: boat business is Big business, 
and it is growing with lightning speed. 
Here’s why: Minimum capital investment 
—minimum time investment — maximum 
profits—and pleasure into the bargain. 
Here’s why: the Owens line includes 18’, 
21’ and larger cruisers, listing from $1390. 


Direct Dealer Franchises are availabie in 
some markets. Your inquiry will receive 
instant attention. Write today! 


BALTIMORE 22, MD. 
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On the Financial Front. . 





Short Interest Drops; 
Auto Shares Lead 


NEW YORK.—A decline in short 
interest on the New York Stock 
Exchange in the month ended Jan. 
14 was led by auto shares, the 
Exchange reported last week. 

The short interest in stocks of 
four auto makers dropped nearly 
60,000 during the month, the 
Exchange said. Among all types 
of shares, the short interest de- 
clined 248,367 shares to 2,831,191, 
it said. 

The totals did not include shorts 
in odd lots. 

Auto declines during the period 
included: Chrysler Corp. down 
from 79,790 to 54,867; General Mo- 
tors, down from 66,147 to 49,059; 
Studebaker - Packard, down from 
63,082 to 46,623, and American 
Motors, down from 11,558 to 11,178. 

Other major declines in short 
position included: General Elec- 

tric, down from 115,104 to 95,506; 
International Telephone & Tele- 
graph, down from 18,693 to 6,- 


Planing Applied 
To Surface-Finish 
Brake Linings 


(Continued from Page 53) 


have broad applications in process- 
ing flat surfaces on materials now 
finished by sanding or grinding 
methods. An indication of diversity 
of potential uses is seen in prepa- 
rations for experiments with cork 
gasket material and aluminum 
metal. 
* + € 

UCCESSFUL manufacture by 

Carboloy of long (40 inches) 
solid cemented carbide knives was 
a major contributing factor in the 
development of the new machines. 

These carbide blades are shock 
resistant, and will sever foreign 
materials in the stock. In addi- 
tion, they make possible long 
production runs between grind- 
ing (sharpening) and mainte- 
nance operations. 

Tolerances of “plus or minus a 
few thousandths” are claimed in 
sizing hard, flexible materials with 
a high-speed (4,500 r.p.m.) rotating 
cutter-head. 

Rubber feed rollers move the 
stock under the cutter-head, where 
it is held flat by a vacuum system 
in the center work table. 

7” * * 

ag ge says that tests already 

have proven that the machine 
offers practical advantages of im- 
proved surfacing and lower unit 
costs in processing brake linings— 
and that “it certainly will prove 
superior to all present methods for 
doing this job.” 

Tolerance held in sizing brake 
lining is plus or minus .002 inch, 
according to Petter. Cuts of 1/64 
to 3/82 inch were being taken to 
finish the material “flat and 
clean” on both sides. 

Tests to date with tempered 
hardboard are said to indicate that 
surfacing precision may exceed 
even that attained on brake lin- 
ings. Ordinary hardboard planing 
is being done commercially with 
high-speed steel knives. 

But, on tempered hardboard 
(used for laminated dies), knife 
wear has made such operations 
impractical. Now, however, devel- 
opment of the carbide blades ap- 
pears to have opened the way for 
use of planing techniques for the 
tempered variety. 


Basic Materials 
To Be Displayed 


PHILADELPHIA. — The third 
Basic Materials Exposition will be 
held here May 31-June 3 with its 
name changed to include the sub- 
title, “The Design Engineering 
Show.” 

The exposition, held in Chicago 
last year and New York in 1953, is 
unique because no machinery nor 
end product is displayed. 

Exhibits are restricted to materi- 
als which go into the making of 
end products for consumer or in- 
dustrial use. 


986; National Aviation, down 
from 23,170 to 4,700, and U. S. 
Steel, down from 63,459 to 44,447. 

Considerable increases included: 
Alleghany Corp., up from 34,045 to 
63,785; Merritt-Chapman & Scott, 
up from 54,613 to 112,838, and New 
York Central, up from 53,169 to 
60,662. 


Firestone Reports 


Tubeless Output 
Is 75% of Total 


More than 75 percent of Fire- 
stone’s domestic car tire produc- 
tion is now of the tubeless type, 
according to Harvey S. Firestone 
jr., chairman of the rubber firm. 

Firestone reported to stockhold- 
ers net sales of $916,047,040 in 1954, 
compared with $1,029,402,035 in 
1953. Profits amounted to $40,509,- 
944, compared with $46,748,971 the 
previous year. 

The principal officers reelected 
were Harvey S. Firestone jr., chair- 
man; Lee R. Jackson, president; 
Raymond C. Firestone, executive 
vice-president; James E. Trainer, 
executive vice-president; John J. 
Shea, Harold D. Tompkins and 
Harold M. Taylor, vice-presidents; 
Harvey H. Hollinger, treasurer; 
Joseph Thomas, secretary and gen- 
eral counsel, and Claude A. Pauley, 
comptroller. 

Directors reelected were Harvey 
S. Firestone jr., Jackson, Shea, 
Trainer, Hollinger, Leonard K. 
Firestone, Raymond C. Firestone, 
Roger S. Firestone and Thomas. 

* 


GM Share Owners 
Dip in 4th Quarter 


NEW YORK.—The number of 
owners of General Motors common 
and preferred shares totaled 487,- 
874 in the fourth quarter of 1954. 
This total compares with 490,355 in 
the third quarter of 1954 and with 
494,372 in the fourth quarter of 
1953. 

Holders of common shares num- 
bered 459,099 in the fourth quarter 
of 1954, compared with 461,363 in 
the third quarter of 1954 and with 
464,854 in the fourth quarter of 
1953. 

There were 28,775 owners of pre- 
ferred shares during the fourth 
quarter of 1954, of whom 19,597 
were holders of the $5 series pre- 
ferred and 9,178 were holders of 
the $3.75 series preferred. There 
were 28,992 holders of preferred 
shares in the previous 1954 quarter 
and 29,518 in the fourth quarter of 
1953. 


* * * 


H. K. Porter Splits Stock; 


Boosts Dividend Rate 


H. K. Porter Co., Inc., New York, 
has announced a four-for-one stock 
split and an increase in the annual 





dividend rate, with a declaration 
of a quarterly dividend of $1 per 
share on the old stock or 25 cents 
per share on the new after giving 
effect to the stock split, payable 
to stockholders of record Dec. 20. 

Stockholders will receive three 
additional shares of common for 

7 ~ ~ 


BUSINESS ACTIVITY VS. STOCK PRICES 
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each share they now own. The last 
time Porter stock was split was in 
April, 1945, when a 30-for-one split 
took place. 


Prior to the latest announcement, 
Porter stock was selling for ap- 
proximately $100 a share compared 
with a price 10 years ago of less 
than $1 per share after the stock 
split of 1945. 


Double Trouble 
U. S. Probing Tax Dodges 


On Securities 


Treasury Secretary George M. 
Humphrey has directed T. Coleman 
Andrews, commissioner of internal 
revenue, to investigate alleged 
abuses under which taxpayers se- 
cure double tax deductions by giv- 
ing securities away. 

Humphrey wrote Andrews that 
he is “concerned” about reports of 
abuses. He asked Andrews to in- 
vestigate the problem immediately 
and “take appropriate steps to cor- 
rect it.” 


Humphrey said the alleged abuses 
involved purchase of high premium 
bonds to secure a tax deduction for 
amortization of the bond premium 
and then an additional tax deduc- 
tion for a later gift of the same 
bonds to foundations or charitable 
organizations. 

There is no estimate of possible 
revenue loss, or the extent of the 
alleged abuse, Humphrey said. 


* * * 


Goodyear Dividend 


A dividend of 50 cents per share 
on the split stock of The Goodyear 
Tire & Rubber Co., payable Mar. 
15 to stock of record Feb. 15, has 
been authorized by the board of 
directors. The dividend is equiva- 
lent to $1 per share on the old 


stock. 
= * o 


Lee Rubber Directors Seek 


Three-for-One Stock Split 


Directors of Lee Rubber & Tire 
Corp. have recommended a three- 
for-one split of the capital stock. 
Stockholders will vote on the 
proposal at the annual meeting 
Feb. 24. 

A. A. Garthwaite, Lee pres- 
ident, said this move was made 
to increase the number of shares 
available to the public and to 
develop more widespread owner- 
ship of Lee stock. At the present 
time there are 281,425 shares of 
$5 par value Lee stock out- 


standing. 
B = 


Londoners Snap Up 


Rootes Debentures 


An offering of 3 million pounds 
sterling (approximately $8.4 million) 
in 4 percent debenture stock of 
Rootes Motors, Ltd., has been over- 
subscribed in London. 


Lists remained open for only 
three minutes, but subscriptions to- 
taled nearly 80 million pounds. 
Rootes, a family-controlled busi- 
ness, manufactures Hillman, Sun- 
beam and Humber cars. 

ok ~ Ba 


Associates Investment 


Associates Investment Co., South 
Bend, Ind., has sold a 23-month 1% 
percent senior term note of $2 mil- 
lion and a one-year 1% percent 
senior term note of $5 million. The 
new money has been obtained from 
institutional investors in anticipa- 
tion of an increase in the volume 
of finance business, the company 
said. 
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Stock Prices Up 60 Percent in Year— 

An increase in stock prices of 60 percent since September, 1953, becomes apparent 
in a statistics published by Standard & Poor's Corp., while industrial production went 
slightly down last year before taking an upward swing in the last months of 1954. 
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OLD DEALERS WILL TELL YOU! NEW DEALERS WILL TELL YOU! — 
Studebaker 
is the franchise of | 
big ew opportunity 


32 years a Studebaker dealer 
and more than ever sold 
on the franchise 





“In all our experience with the Stu- 
debaker organization—and our 
association began in 1923—we 
have never entered a new-model 
year as confident as we are this 
year. We like Studebaker's new 
low-level competitive pricing of 
course. But more importantly we 
like the vigor and drive of Stude- 
bakers new merchandising ppli- 
cies. ‘America’s Friendliest Factory’ 
is friendlier than ever now in its 
dealer-minded attitude." —Ralph 
Farmer, Sr., President, Farmer 
Motor Co., Lexington, Ky. 





3 months a Studebaker dealer and 
doing better than he ever expected 


"You feel you're really getting somewhere if you're a Studebaker dealer 
right now. | know. | hear from dealers all over this area who want to find out 
if the Studebaker franchise 
is as good as it's purported 
to be. | tell them yes. | 
joined with Studebaker 
because | wanted to be 
with a real ‘growth’ outfit 
—and that's what this go- 
getting Studebaker man- 
agement surely is.'’— 
Bernard T. Redrow, Partner, 
Bernie's Motor Sales, 
Dayton, Ohio. 


BeAr sroc «a 
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Partners in Progress 
Bernard T. Redrow Norman W. Redrow 





> You have already seen the resourceful new Studebaker- them in everything that Studebaker-Packard does. They are 


Packard Corporation team score a ten-strike for Studebaker 
dealers. 

Outstanding new 1955 models—the most competitive 
cars and trucks in Studebaker history—are receiving such a 
public response, the Studebaker plants have had to go on 
overtime! 

New low-level Studebaker pricing is playing an impor- 
tant part in this electrifying upsurge in sales, of course. 

In addition, Studebaker dealers are cashing in on the con- 
stant news-making that is part and parcel of Studebaker- 
Packard Corporation's forward march. 

Car buyers everywhere see progress that appeals to 


coming in to Studebaker dealers’ showrooms and finding 
out first-hand that all the good things they hear are true. 

That's the reason Studebaker dealers like what's happen- 
ing—and that’s the way we intefid to keep things progressing. 

That's why the signs all point to a better life and a better 
living for the dealer with a Studebaker franchise. 

There is room for a few more dealers on this victory- 
minded Studebaker team backed by the resources and the 
constructive initiative of the great new Studebaker-Packard 
Corporation. 

Write immediately to Director of Sales, Studebaker Divi- 
sion, Studebaker-Packard Corporation, South Bend 27, Ind. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION ... 
WORLD'S 4TH LARGEST FULL-LINE PRODUCER OF CARS AND TRUCKS 
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Shop Products at NADA Show 


(Continued from Page 80) 





TRAVELING OVENS — Fostoria Pressed 
Steel Corp., Fostoria, O., ‘exhibits Dura- 
bake Mobil-Dry traveling ovens. It comes 


Smith Wins Bermuda Trip 

W. F. Smith, president of Bill 
Smith Pontiac, Jacksonville, Fla., 
won a six-day Bermuda holiday in 
Pontiac’s sales contest. 







wired ready for hookup to power service. 
(Booths 230-1.) 





TOUCHUP OUTFIT—DeVilbiss Co., To- 
ledo, displays an outfit for touchup of 


small nicks, scratches, door jambs and 
upholstering tinting. The compact P-EGA 
gun with needle control trigger gives 


precision manipulation of the spray pat- 
tern, it is stated. With the kit comes a 
15-foot air hose. (Booth 358.) 


‘| reverse” in handle. (Booths 237-8.) 
* * * 


allows operator to anchor at frame, by- 

pass obstructions and pull metal back at 

angle it was driven i (Booth 354.) 
* 







PME ct alti Nia 


SPEED WRENCH—Thor Power Tool Co., 
Aurora, Ill., exhibits its No. 55 speed 
wrench which features new “finger tip 


PIN FITTER—Sunnen Products Co., St. 
Louis, exhibits a new LBA-666 pin-fitting 
machine equipped with an AG-300 clear- 
ance gauge which reads in tens of thou- 
sandths. It is designed for pin-fitting in 
pistons and rods as well as for measuring 
the large bore of the rod and is said to 
cut pin-fitting time in half. (Booth 278.) 





BODY REPAIR—Kansas Jack, Inc., Mc- 
Pherson, Kans., displays jack system which 


sell twice as much 


(time) with 


the same number 
of mechanics 


























¢ FAST « SAFE 
e EFFICIENT 


No slight of hand, no magic here, just BAY LIFT. Be- 
cause you double, yes, DOUBLE, the efficiency of your 
service department with this versatile, dependable piece 
of quality shop equipment. Raises either end of car 50” 
in 10 seconds, holds at any convenient working height. 
It’s easy to handle, goes anywhere an air hose will reach. 
That’s why your men do a job in 30 minutes that’s listed 
at an hour in the flat rate book. And do it better. If you're 
profit-minded you can carry it from there... get your 
BAY jobber over today. 


BUMPER JACK 


Standard and Hinged-Type Models 
Air Operated to drop wheels 
clear of deep rear fenders— FAST! 
Write Dept. N for FREE folder 
showing entire BAY line. 


— 





43rd i rok Ne 









UPHOLSTERY CLEANER — Arndt-Palmer 
Laboratories, Inc., Melvindale, Mich., ex- 
hibits its Universal cleaner which deodor- 
izes to restore clear scent, plus other 
reconditioning products. poem 279.) 





AS 

SANDER - GRINDER — Black & Decker 
Mfg. Co., Towson, Md., exhibits seven- 
inch heavy-duty unit weighing only 14 
pounds, yet giving 90 percent more power 
than previous heavy-duty sander. (Booths 
264-5.) 





CAR PAINT— Automotive Solvents & 
Specialties, Inc., St. Clair Shores, Mich., 
displays line of Tru-Match touch-vp colors 
for all. cars. All orders of 60 bottles or 
larger are shipped postage prepaid. 
(Booth 322.) 





AUTO TURNTABLE — Macton Machinery 
Co., Inc., Stamford, Conn., exhibits the 
Paravanette, turntable approximately three- 
quarters the scale of Paravane and de- 
signed to take smaller cars. Main feature 
of both turntables is they are hardly 
visible. Wheel pad assemblies can be 
removed for ease of shipment. (Booths 
336-9.) 





LEATHER TRIM — Upholstery Leather 
Group, New York, shows products current- 
ly used on 11 makes. Products include all 
modern shades and designs. (Booths 356- 


7.) 
_ (Continued on Page 85, Col. 1) 
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100 Feet of 48-12” x 18” Pennants 





MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohic, dept. N 
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(Continued from Page 84) 





COMPRESSOR LINE— Newly designed 
cir compressors with enlarged cooling fins 
are exhibited by Curtis Mfg. Co., St. 
Lovis. Other products include auto lifts 
and commercial air-conditioning condens- 
ing units. (Booth 213.) 








SERVICE MERCHANDISER — Complete 
line of Service departmental merchandis- 
ers, steel cabinets, work benches, wall 
backgrounds, fixtures and furniture are 
exhibited by Shure Mfg. Corp., St. Louis. 
(Booths 280-1.) * 


* 





a 


IMPACT WRENCHES — Chicago Pneu- 
matic Tool Co., New York, exhibits this 
electric impact wrench (CP-725-EW) with 
half-inch square drive. Other 
shown are air-operated wrenches 
heavy-duty model. (Booths 326-7.) 

- 


and 


models : 








ACCOUNTING MACHINE — Burroughs 
Corp., Detroit, displays Model ‘600° ac- 
counting machine for small dealerships as 
well as microfilm recorder and reader, 
Sensimatic bookkeeping machine ond the 
Ten Key adding machine. (Booths 315-7.) 

* 





VALVE SEAT GRINDER—Heavy-duty ad- 
dition to Kwik-Way line of engine recon- 
ditioning equipment is shown by Cedar 
Rapids Engineering Co., Cedar Rapids, 


ADVERTISEMENT 


VER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED | 
NAME PLATES | 
ASK FOR DETAILS | 


STEMAC (23,0 ters: 


DENVER, COLORADO | 





la. It features 53-degree angle drive 
which permits working on hard-to-get-at 
engines and takes up to four-inch valves. 
(Booths 228-9.) ‘ 





SERVICE CONTROL — Reynolds & Rey- 
nolds Co., Dayton, exhibits service cus- 
tomer follow-up system and repair orders 
produced on paper requiring no carbon. 
(Booths 299-300.) 





M8 OM REFINING CORP. OF CTE! 
mace mw UR A. 
ne 





MOTOR Oll—Quoker State Oil Refin- 
ing Corp., Oil City, Pa., exhibits Super 
Blend motor oil and multi-purpose lubri- 
cant. (Booth 247.) 


Herbst Opens in La. 


Herbst Motors has replaced Pro- 
gressive Motors as the Dodge- 
Plymouth dealership at 6730 St. 
Claude Ave., Arabi, La. Ed Herbst, 
head of the new firm, was formerly 
employed by R. J. Young Co. 
(Dodge-Plymoutb), New Orleans. 





‘ 





TURBO-PROP PLANE — Capital Airlines 
will put 60 Viscount turbo-prop airplanes 
into service next spring. They are said to 
lack vibration and to feature smooth ride. 
(Booth 352.) 





CHASSIS DYNAMOMETER — Clayton 


Mfg. Co., El Monte, Calif., displays new 


C-49 chassis dynamometer for general 
service use, which features power absorp- 
tion unit and inertia plywheel. Entire 
dynamometer installation fits within one 
service stall. Photo shows top-floor model 
which can be installed without excavation 
or other building alterations. (Booth 259.) 


* * * 





LEATHER GOODS—Brecher Bros., 
New York, shows this set of men's sofft- 
side aniline-dyed, top-grain cowhide lug- 
gage as well as various types of women's 
luggage and accessories for every occa- 
sion. Firm says it is prepared to develop 


Inc., 


tailor-made programs for each dealer. 


(Booth 203.) 
(Continued on Page 388, Col. 1) 








Sell safer all-weather driving ... sell 


MONRO-MATIC 


SHOCK ABSORBERS 


The Shocks the Indianapolis Winners use 


Make the winter months your Extra Profit Months! Monro-Matic 
Shock Absorbers, proved by the world’s fastest drivers to 

provide a smoother, safer ride on the race track, will also provide 
smoother, safer driving for your customers in winter’s snow and 

ice and slush. So, for greater customer satisfaction, easier sales, 


bigger profits, sell Monro-Matics! 


a Cash in on this PROFIT TIP... 


MONRO-MATICS MAKE YOU AN EXTRA $12 ON WINTER TUNE-UP JOBS 
Every winter tune-up should include a check of the shock absorbers. When you 
replace worn shocks with Monro-Matics you build customer goodwill, 
gain an extra $12 profit from the tune-up job. 





MONROE AUTO EQUIPMENT CO., MONROE, MICHIGAN 


World’s Largest Maker of Ride Control Products 





while you 






FREE RIDE 
PLAN 


Get the facts on the indusiry’s most s 
sensational sales-producing plan. Be 
Dealers report sales and profits & 
upped as much as 500% by the a 


Monroe 30-Day Free Ride Pian. 
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You are invited to o FREE 
Showing of “Behind the Scenes 
at Indianapolis.” Ask your job- 
ber for date of showing. 
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The present circulation of SPORTS ILLUSTRATED is 575,000. 
Initial research shows readers’ annual median income is $7800; 


new magazine median age 38; size of family, 3.3. 
for a new gen eration These are, by and large, the successful young (and young- 


at-heart) families of the nation—who look for colorful, authentic 


reporting of their new world of sport in SPORTS ILLUSTRATED. 
of new car buyers The automotive manufacturers whose advertising you see 


here are reaching successful young Mr. and Mrs. America 
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Presenting the new 1955:Lincoin-with striking new beauty all around 
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in the first new weekly magazine to win their approval since 
the advent of the hardtop; of the automatic transmission; of 
tubeless tires. 

It is a market which in 6 short months has conclusively 
demonstrated its responsiveness, to the idea of this new magazine, 
and to the products and services which have appeared in SPORTS 
ILLUSTRATED’s editorial and advertising pages. William H. 

. Holman, Advertising Director, 9 Rockefeller Plaza, N. Y. 
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| 
including samples of printed forms, ledger | cation manual, plans to use its space os 
cards and statements. Also on display | rest center for dealers to discuss business : 
will be Sched-U-Graph visual control of | conditions in comfort. (Booth 271.) { 
sales and “in-shop”’ service oles.) cue se 
(Booths 248-50.) 
x 
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Customer Contact Service 





Customer Control, Inc., Long Is- 
land City, N. Y., as in previous} 
years, offers “Owner Follow-Up 
Plan” and direct mail material. 
(Booths 304-5.) 


WINDSHIELD WASHER — Among prod- | 
ucts displayed by Chrysler Motor Parts | 
| Division is Jiffy-Jet, windshield washer | 
with special switch which operates both | 
wipers and spray. Washer solvent pre- 
vents solution from freezing. (Booths 294-8.) | 

2 6s 





AUTO MANUAL—Dealers Supply Co., | CAR WASH—U. S. Washmobile Corp., 
Detroit, besides showing its American|Nework, N. J., shows the Washmobile 


Automobile Manual and used-car specifi- | ‘49er, described as the lowest-priced cor 


| wash unit ever offered. It is said to fit 


° ° ° |any wash rack without structural changes 
Price Publication land to increase efficiency by as much cs 


Automotive Market Report, Pitts-| 809 percent, enabling one man to wash 











TRANSMISSION TOOLS — Kent-Moore 
Organization, Inc., Detroit, shows line of 
automatic transmission service tools as/ Co1oR NAME PLATES —Stemac, Inc.,| _ _ burgh, which features recap of | 29 to 30 cars a day. (Booth 268-9.) 
well as number of valve lifters. plus Hy-| Denver, displays line of baked enamel| BOOKKEEPING MACHINE — Remington | used-car market averages, has ex- s © ¢ 
draulic Valve Lifter Leakdown Tester.| colors on metal and Scotchlite reflecting | Rand, Inc., New York, shows low-cost|tended this service to the West | 
(Booths 286-7.) bookkeeping machine for auto dealers,! (Booth 201.) 











TIRE TRUZIR — Bear Mfg. Co., Rock 
Island, Ill., exhibits “‘Comfort-R de" pro- 
gram for 1955, which permits dealers to 
offer ncw package service to customers. 
| Comfort-Ride consists of true wheeis, true $ 
tires and perfect balance on all wheels. 
(Booth 223-4.) 





AM ee eee ge a 


JOMA MIRRORS for better visibility! ie 


Nowhere will you find mirrors that reflect today’s smart car styling better than 
Joma mirrors! They're designed to compliment and enhance all car styles and 
provide better rear visibility for safer driving. 





a oie 


POCKET SECRETARY—Systems Co., To- 
ledo, shows this simplified follow-up sys- 
| tem which keeps salesmen's work up to 
| date. (Booth 259.) 

(Continued on Page 94, Col. 1) 





What's more, Joma mirrors feature turret-screw locks—absolute insurance 
against sagging heads. Once locked, they stay locked! And replacing heads is 
never a problem. Simply loosen turret screw, replace head and tighten into 
position . . . without removing the bracket mounting. 








ADVERTIS®*tenw™ 


Since 1919 Joma has designed and manufactured the most complete line of I could use 
body mount mirrors for cars and trucks—all fully guaranteed. Joma mirrors 
are custom-contoured for cars and trucks . . . triple chrome plated . . . mirror 


heads of selected optical glass. 








When you have Joma mirrors, you are sure you have the best—a sure-fire 


: ; . : F - 
guarantee of bigger sales and bigger profits. If you want to get on the profit oe oe 


It’s high, wide and handsome! Mirror 


bandwagon—ask your jobber. head measures 344" x 5%"—and has 
all the fine features of the JF 88. 
LIST — $5.50 





Vision Qunite) —_- 


TEMPLATE FOR HOLE ALIGNMENT 





evening gown 
AND STILL STAY DRY! 


See Page 106 








CAR BUYERS 
RATE 
PLYMOUTH 
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_BEST-LOOKING 





CAR 


of the low-price 3 





A well-known independent research 
organization asked thousands 

of car buyers from New York to 

Los Angeles to compare the appearance 


of ‘‘all 3.’’ Here is the summary 


of what men and women told them... 





COMPARED WITH CAR ‘‘A’”’ COMPARED WITH CAR ° 


Plymouth is better looking..... y Plymouth is better looking..... 
Oo) Malad - Wad Te oc aM cel ce ree ( OF Teams © feat oes cos gates’ dy): ene 
Almost 4 to 1 in favor of Plymouth Almost 4 to 1 in favor of Plymouth 


(No preference 22% (No preference 1/% 


KRasiest Car to Sell...Best Car to Buy 


Plymouth N.A.D.A. Convention Headquarters are in Room 18 on the mezzanine of the Drake Hotel and will be open daily. 





Technical News in Brief 





Free layout service for stock- 
rooms is now provided by Equipto 
Division, Aurora Equipment Co., 
100 Prairie Ave., Aurora, IIl. 

Services of factory trained engi- 
neers are offered to anyone plan- 
ning to build, modify or expand 
storage facilities. 

* 


Magnetic Control 

A new edition of: “Magnetic Con- 
trol of Industrial Motors,” by Ger- 
hart W. Heumann, General Electric 
Co. engineer, has been published 
by John Wiley & Sons, Inc. New 
York, and Chapman & Hall, Ltd., 
London. 


New Alloys Forecast 

New alloys based on such ele- 
ments as vanadium, chromium, 
rhenium and silicon will appear on 
the industrial scene within a few 
years, in the opinion of Robert A. 
Lubker, manager of metals re- 
search Foundation in Chicago. 

In the meantime, Lubker expects 
continued progress in broadening 
the application of more familiar 
metallurgical materials. 

* . * 


Refrigeration Study 

The American Society of Refrig- 
erating Engineers, through its 
technical and task committees, is 
undertaking a program to investi- 
gate and coordinate technical 
information on mobile refrigerated 


es e 
1,162 Suits Filed 
For Back Truck 
a e 7 
Taxes in Illinois 

SPRINGFIELD, Ill.— The State 
of Illinois has begun a final drive 
to collect an estimated $20 million 
in deficient truck license fees. 

A total of 1,162 Circuit Court 
suits for an estimated $1 million 
was filed recently in Chicago. The- 
mis N. Anastos, assistant attorney 
general, said more suits will soon 
be field in Springfield. 

The amounts sought are the dif- 
ference between former truck li- 
cense fees and the higher fees au- 
thorized. by a law which became 
effective in 1952. 

Truckers paid the lower rates 
pending litigation to test the valid- 
ity of the higher scale. They lost 
their appeal to the U. S. Supremie 
Court in May, 1952. 

Anastos said Illinois already has 
collected about $14 million in back 
fees. 


Nash Sales Post 
Goes to Saunders 


DETROIT.—M. A. Saunders has 
been appointed eastern division 
sales manager for Nash, according 
to Roy Aber- 
nethy, sales vice- 
president. 

Saunders for- 
merly was mid- 
western divisional 
manager of 
Kaiser - Willys. 
In 1945, he was 
zone Manager in 
Pittsburgh and 
Chicago for 
Packard. 

He entered the 


. * 








M. A. Saunders 


auto business in 1938 as secretary- 
treasurer of Dormont Buick Co., 
Pittsburgh. Later he became gen- 
eral manager. 


New Passenger Car Registrations, Two States for December, 1954-1953 





Arizona ‘54| 30 
*53) 3 

Ilinois ‘54, 399 
‘53) 384 

ag States Re ‘4, 429 
p_Bete for December ‘53 417 








33, 63007 | 





To f Date 





‘“*The information contained in this report has been compiled from official state documents. Every reason- 
able precaution hag been exercised to insure accuracy of this report to the extent of the registrations 





transport and mobile refrigerating 
units. 

The study will cover temperature 
and humidity requirements, insula- 
tion, vapor barriers, vibration, sun 
and heat loads, shock, unit per- 
formance, standby operation and 
other factors. 


Engineering Firm. Opens 


Formation of Campbell Engineer- 
ing Co., 98320 Michigan Ave., Detroit 
10, has been announced by Charles 
Cc. F. Owens, Thomas J. F. Papez 
and Charles C. Wieder, who are 
partners in the new concern. They 
will offer general industrial, com- 
mercial and institutional building 
design service. 

* * * 


Underwriters OK Trucks 


Underwriters’ Type EE rating 
has been awarded to Yale’s K-51 
series of electrical industrial 
trucks. This means that these 
trucks meet all requirements pre- 
scribed by Underwriters’ Labora- 
tories, Inc., for materials handling 
in semi-hazardous areas. 

Underwriters’ approval also has 
been given to Yale’s trucks pow- 
ered by liquefied petroleum gas. 

+ * x 


Mashed-Thread Theory 


A new theory of pipe-fitting, 
proposed by Lockrey Co., South- 
ampton, N. Y., makes use of Liqui- 
Moly, based on the firm’s MoS2 
solid lubricant. 

The Lockrey system is to lubri- 
cate the pipe with Liqui-Moly, then 
run the fitting several turns past 
the last thread to mash end-threads 
against unthreaded metal. Such a 
seal, the firm says, will be main- 


tained under severe conditions. 
* - - 


Proceedings Offered 


Proceedings of the National Time 
and Motion Study and Management 
Clinic sponsored in Chicago last 
November are now available at 
$5 per copy from Industrial Man- 
agement Society, 35 E. Wacker 
Drive, Chicago 1, IIl. 

~ * * 


Oxygen Process Started 


McLouth Steel Corp. has put its 
new oxygen steel process into oper- 
ation at its Trenton (Mich.) plant. 

The process is a method of con- 
verting molten pig iron into fin- 
ished steel by using high-purity 
oxygen. The process is another step 
on the completion of McLouth’s 
$100 million expansion program. 

* ” * 


Alloy Text Revised 


“Constitution of Binary Alloys,” 
a textbook originally written in 
German in 1936 by Dr. Max Han- 
sen, is being revised by Dr. Hansen 
under Air Force sponsorship. 

The project is being carried on 
at Armour Research Foundation of 
Illinois Institute of Technology, 


Chicago. 
a + 


Zinc Use Gains 


The increasing general use of 
zinc die castings for both functional 
and decorative usé on autos and 
home appliances is one of the most 
encouraging factors contributing to 
improvement in zinc activity, ac- 
cording to the American Zinc Insti- 
tute. 

Increased die-casting use is lead- 
ing to record smelter shipments, 
the institute said. 


Goes Stes 


Industrial Stamping & Mfg. Co., a 
division of Vinco Corp., has re- 





AUTOMOTIVE NEWS, JANUARY 31, 1955 


cently “gone automatic” with the 
installation of Udylite automatic 


plating equipment. 
The Udylite 24-station automatic- 
return plating machine has re- 


placed the manual operations of 
copper, nickel and chrome plating 


of automotive parts. The new ma- 
chine operates at a production 
speed of 50 racks per hour based 
on a 55-minute nickel plate and is 
equipped with 3,000-ampere capac- 
ity carrier hooks. 


GE’s ‘Pulsing Curren?’ 


By making electrical current 
“beat” like your heart, only faster, 
General Electric Co. engineers am- 
plify signals so feeble that temper- 
ature can be regulated to less than 
a hundredth of one degree. 

The new principle of using pulse 
current to amplify small signals 
has led to the development of pulse- 
type amplifiers for use with con- 
ventional magnetic amplifiers 
wherever extreme sensitivity is de- 
sired. 


Current 





BUIOK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed,, $2,282.88; hardtop cpe., $2,- 
332. 43; 4-dr. hardtop, $2,409; conv., §2,- 
500.17; 4-dr. stat. wag., $2,974. Century. 
4-dr. ‘sed. +» $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4- dr. 
sed., $2,876. sah hardtop cpe., $2,830.56; 
conv., $3,224 Roadmaster——4-dr. sed., 
$3, 349, 36; Sandee cpe., $3,453.05; conv., 


$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) 


CADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 


clal—4-dr. sed., $4,728.32. 15—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-matic 
standard.) 

CHEVEO! — (Prices are for 6-cyl. 
models; for V-8, add $99)—One-Fifty—4- 


dr. sed., $1, 2-dr. sed., $1,685; utility 
sed., $1, ‘593: i Sede. stat. wag., $2,030. Two- 
Ten—4-dr. » $1,819; 2-dr. sed,, $1,775; 
cl. cpe., $1550; ” 2-dr. stat. wag., $2,078; 4- 
dr. stat. wag. $2,127. Bel Alr—4-dr. sed., 
$1,932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067: conv., $2,206; 4-dr. stat. wag., $2,- 
262. Corvette — conv., $2,799 plus extras. 
werglide optional at $178.35.) 
HRYSLER—Windsor ay sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2, 8.25; conv., 
$3,000.38; 4-dr. stat. — $3,332.25. New 


rker Deluxe—4- dr. $3,494.25; New- 
aan ~gi- = cpe., $3.662°28: St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 


4-dr. stat. wag., $4, bal stand- 
ard on New Yorker luxe, optional at 


man 
823. 2 baraiop ce 


8 
rdtop cpe., $2,938.75; e., $3,180.78. 
( PowerFlite optional at $189.) 
DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,468.75: 













































































Chevrolet Dealers on ‘Mystery Flight'— 


As a reward for outstanding sales records, 23 Chevrolet dealers of the Cleveland 


zone were taken on a “mystery flight.” 
Club in Newport, Ky., where it was feted 


Prices on N 


4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; hardtop cpe., $2,281; 
2-dr. 2-seat stat. wag., $2,452; 4-dr. 2- 
seat stat. wag, $2,566; 4-dr. 3-seat stat. 
wag., $2,668.25. V-8—4-dr. sed., 
$2,310; hardtop cpe., $2,395; 4-dr. 2-seat 
stat. wag., $2,658.75; 4-dr. 3-seat stat. 
wag., $2,760.75. Custom Royal V-8—4-dr. 


sed., $2,472.50; hardtop cpe., $2,542.50; 
conv., $2,748. (PowerFlite’ optional at 
$178.30.) 


FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr., 
sed., $1,763.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customitne — 4-dr. sed., 
$1,844. 66; 2-dr. : oe 55. Fairlane— 
4-dr. sed., $1,960.77; 2-dr. , $1,913.57; 
aan hardtop, $2,094.76; een Victoria 
el. $2,202.04; Crown’ Victoria - 
top, oP, 271.53; conv., $2,224.09. 8S 

Wagons—2-dr. 2-seat Ranch Wagon, $2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr, 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat Country Sedan, $2,- 
287.82; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbied — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$8,234.30. (Fordomatic optional at $178.20 
on — models, $215 on Thunder- 


IMPERIAL — Custom — 4-dr. sed., $4,- 
a hardtop cpe., $4,719.75. (Power 
Fiite standard.) 


KAISER —Ofanhattan—tecr. sed., $2,670. 
Darrin 161 , $3,668. (iydra-Matic 
optional at $#76%0 on Mamhattan; not 
available on 161, which carries 
overdrive as standard equipment. ) 
sed., $3,563; 
ee oe » $3,666. Oapri Special Custom 
—4-dr. ”” $3,752; hardtop pond ans 


conv., $4.0TLS0. (Turbo-Drive stan 
MERCURY — Oustom — 4-dr. sed., a in 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
‘Hardtop 


stat. wag., $2,848.50. Monteiair— 

cpe., $2,631; Sun Valley giasstop, $2,711. = 
conv., $2,712. (Merc-O-Matic optional 
$189.45.) 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 


cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop $2,714.39; 4dr. hard- 
top, $2,788; conv, $2,893.59. Series 98—4- 


The group was flown to Beverly Hills Country 


at a banquet. 


ew Cars 


dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, .140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 2 


PLYMOUTH—Piaza 6—4-dr. sed., 
sed., $1,737.50; bus. cpe., 
2-dr. 2-seat stat. wag., §$2,- 
. 2-seat stat. wag., $2,158.25. 
Plaza V-8—4-dr. sed., $1,884; 2-dr. sed., 
$1,841; 2-dr. 2-seat stat. wag., $2,180; 
4-dr. 2-seat stat. wag., $2,261.75. Savoy 6 
—4-dr. sed., $1,879.50; 2-dr. sed., $1,836.50. 
Savoy V-8——4-dr. sed., $1,983; '2-ar. sed., 
$1,940. Belvedere 6—4-dr. sed., $1,978.50; 





2-dr. sed., $1,935.50; hardtop cpe., $2,- 
113; 4-dr. 2-seat stat. wag., $2,32 1.75. 
Bel V-8—4-dr. sed., $2,082; 2-dr. 


vedere 
sed., $2,039; hardtop cpe., $2,216.50; conv., 
$2,351; 4-dr. 2-seat stat. wag.,$2,425.25. 
(PowerFlite optional at $178.30.) 
PONTI4AO — Chieftain 860—4-dr. sed. 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed,, so, conv., $2,691. Star Chief 
Custem—4-dr. $2, 455; Catalina, $2,- 
499. (iyara-iiatie’ ‘optional at $178.35.) 
RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr, sed., $1,585. Super—4-dr. sed., $1,- 
; 2-dr. sed., $1,683; 2-dr. stat. "wag., 
— Oustom—4-dr. sed., $1,989; hard- 
» Sees 4-dr. stat. wag., $2,098. (Hy- 
Matic optional at $178. 85. ) 


Bermuda 
optional at $178.55 





New Commercial Car Reshteetions 
Two States for December, 1954-1953 


Truck registrations by states are 
released “? weekly, as com- 


piled by R. L. Polk representa- 
tives in ae capitals 





Arizona *54| 1| 312 a 3 69| 50 1 ! 12 I 49| | yA 
"53 | 168 2| 47 143 55| 36 2 3 7 7 12| 
Hlinois *54) ! 1116 42 292| 1054 19%6 4% 14 3 54 64 87 
'53) | 1103 31 | 1224 216 429 7 2 71 48 69 a: 337 
Two States Reported 54) 2| 1428 42 367| 1298 265 545 15 4 66 65 136 = 
To Date for December 53) | rasp 33 351 13571 | rr 3| 5 "8 55 81 3\ 402 
Year “54 in| sane 2475| 55549| 247051| 62072) 77923) 5606) 2128; 9315) 9637) 15694; 5942 wears 
To Date ‘53| 1609) 307838} 3191] 76537] 242381} 77596} 89585; 6441] 3268] 21583] 11401; 16474 772| 865676 


“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R, L. Polk & Co. 
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received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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A personal invitation from L. F. Desmond, General Sales Manager, Dodge Division, to join 


the growing number of dealers who have sized up “The Big One”—and switched to Dodge. 


- 
r 


“Perhaps the first time you saw the "55 Dodge, you said to yourself, 
‘Boy! Wish I had that one to sell!’ Perhaps you even planned to look 


into what a Dodge franchise offered. 


“Well, all over America dealers by the score felt the same way— 
investigated—and signed up! And their reasons for switching to Dodge 


are a good yardstick of what you can expect with “The Big One.’ 


**A car that’s going over big! (Sales orders are rolling in at a 


record-breaking clip.) 


**Advertising and merchandising campaigns that are hard- 
hitting and provocative, plus sure-fire local promotions. 


**A factory organization that’s on the move . . . that offers 
outstanding growth potential for the future. 


**A field force alert to your needs, eager to work with you for a 


more efficient, profitable operation. 


“If you’re an aggressive dealer itching to go places, it will be well 
worth your while to investigate whether a Dodge franchise is available 
in your community. Write to me at the address below and I will handle 


your inquiry, personally, and in confidence.” 


L. F. DESMOND, General Sales Manager 
Dodge Division © 7900 Jos. Campau Avenue °@ Detroit 31, Michigan 


| Dodge Flashes ahead in °55 








OU once read in this column 

that we are dominated by one 
of four great drives, or desires— 
love, money, adventure or religion. 
Now (in the midst of a deluge of 
political oratory) America igs faced 
with the most wonderful oppor- 
tunity the world has ever known. 

If this paper’s one hundred 
thousand readers will remember 
the facts I am now trying to give 
them, regardless of who is elected 
to Congress in November, their 
children will have a better 
chance to live in a better world, 


marry the mates they like, make 
money and, perhaps, show greater 
respect for the religion of their 
fathers and mothers. 

While love always will have its 
inning, someone is always looking 
for money to pay the grocer and 
the milkman. And, although the 
Duke of Argyll is not exactly in- 
solvent, he has employed a crew 
of men and ships to dig up the 
treasure that sank with the Flor- 
encia, one of the ships of the great 
Armada which, beaten by the Brit- 
ish, and battered by the storm, in 
1588, was sunk in Tobermory Bay, 
Scotland, with gold, jewels and 
other treasure, estimated to be 
worth as much as $5 million. 

The men of science doubt that 
the Florencia, after she is relieved 
of the 5,000 tons of silt, which is 
being removed by the vacuum- 
cleaner method, ever carried such 
valuable treasure. Yet, such is the 
lure of sunken treasure that the 
search has been going on intermit- 
tently since 1680. 

* 


* * 


Search for Uranium 
oe every important 
corporation in the United 
States and Canada has its geolo- 
gists and mining experts searching 
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Byrne Builds New Home— 


Byrne Doors, Inc., manufacturer of industrial and aviation power-operated steel and 
aluminum doors, has moved into its new home at 16303 E. Nine Mile Rd., Detroit. 
The firm specializes in truck and railroad doors, canopy-type doors, swing and slide 
and four-leaf vertical doors for industrial and warehouse use. 





every favorable area of our west- 
ern states for deposits of uranium, 
which has become the basis of a 
new billion-dollar industry. 

Now the American supply comes 
from the Belgian Congo, from Aus- 
tralia and from the region of Great 
Slave Lake in Canada. The long 
neglected Navajos, through their 
tribal council, control some of the 


best deposits in Arizona and Utah. 


This means that atomic energy 
may soon revolutionize building 
materials and architecture. 


In the September issue of Ar- 
chitectural Forum, a writer says, 
“By irradiation plastics will be 
produced that are stronger than 
steel. These materials will be so 













CHARGING SYSTEM TESTING SIMPLI- 
FIED! Sun Volt-Ampere Tester—6 and 12 volt. 


Shops utilizing the new suN electronic 
Tune-Up Testers are selling “real need”’ 
service! They start engine tune-ups 
and repair jobs right with a rapid series 
of tests—8 to 10 minutes—gaining 
complete and exact information on 
the engine's operatin 


New SUN Service 


Operate, simple to use. Test 
dures are easy to learn—provide the 
facts needed to write up clear-cut 


>, & 
- A 


You are cordially invited 
to inspect new 


12 and 6 VOLT 
SUN EQUIPMENT 


NADA CONVENTION 


JANUARY 29—FEBRUARY 2 
CONRAD HILTON HOTEL 
CHICAGO, BOOTHS 207, 08, 09, 10 


mths 


asia 


ee 


YOUR PROFITS... 
condition. 
nits are easy to 


roce- 
SUN ELECTRIC 


3 MINUTES TO TEST A BATTERY! 
Sun Battery Starter Tester—6 and 12 volt. 


repair orders. The same units provide 
a double-check on completed work to 
assure peak performance. This is espe- 
cially important in servicin 
high compression engines. INCREASE 
. assure com 
customer satisfaction—make each job 
“‘a job well done” with sun! 


6327 Avondale Ave. 


uP TESTER 


| 


today’s 


lete 


CORPORATION 
Chicago 31 > 


...see how Sun’s amazing new Tune-Up 
Testers assure peak-performance servicing 
of high compression engines! 


INSTANT READING ELECTRONIC Dis- 
TRIBUTOR TESTER. Sun Tune-Up Tester 
6 and 12 volt. Run the engine . . . turn the knob 
... read the meter... IT'S THAT SIMPLE! 








| 









heat-resistant that they will not 
require heavy fireproofing. 

“Despite heavy denials,” says the 
article, “the news is now beginning 
to leak through the screen of in- 
dustrial secrecy that massive doses 
of gamma radiation have been har- 
nessed to make an ordinary sheet 
of plastic stronger than the same 
thickness of structural steel and 
so resistant to heat that it can be 
used in the after-burners of jet 
engines.” 

The processing plant, “would har- 
ness chemical and _ radiological 
products of nuclear fission to turn 
out raw materials for plastics, pro- 
vide food sterilization facilities and 
generate power,” the writer adds. 

+ * + 


Basic Problems Solved 


. JAMES B. CONANT, U. S. 

high commissioner in Germany, 
recently said “the basic technical 
problems for the use of atomic en- 
ergy in industry have been solved 
for a long time. It is the economic 
application that must still be de- 
veloped.” 

As one of the scientists who 
helped produce the atomic bomb, 
he added, “One may well consider 
the results achieved in the last 
fifteen years as a great accom- 
plishment of the human spirit. I 
am proud of the part American 
scientists have played.” 

On the same day, an event sig- 
nalled the opening of a new epoch 
in American naval history — the 
launching of the first atom-pow- 
ered submarine, the Nautilus, fore- 
runner of a flotilla of nuclear-en- 
gined undersea fighting craft. The 
3,000-ton, $15 million Nautilus was 
christened last January by Mamie 
Eisenhower. 

As the weeks pass you'll hear 
more and more about the “atomic 
age,” which has now definitely be- 
gun. Your children will be thrilled 
by the developments as they might 
well be if Mighty Mouse moved 
into the house next door and start- 
ed to do his stuff. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





NOW. .UNIVERSAL 
TWIN EXHAUST 
PIPE ADAPTERS 


For Garage 
Ventilation Systems 





| FITS ALL CARS ... ALL SYSTEMS 


Special "Y'' connection assures proper flow 
of gases. Attaches to any system by ‘‘quick"’ 
air-tight coupling. Order today. Money back 
guarantee. Only $34.60 each. Terms: 2% 15 
days, Net 30 days, or C.0.D., F.0.B., Decatur, 


| Hlinois. 





Approved Overhead and Underfloor Garage 
Ventilation Systems. A complete system in a 
complete "packaged" kit, from $206.25. 


Write for literature. 


THE NATIONAL SYSTEM OF 


GARAGE VENTILATION, INC. 
147 W. William Street 
DECATUR, ILLINOIS 




















for 


BENMATT 


FRAMES & MONOGRAMS 
See us at NADA 


BOOTH 301 


The Benmatt Organization, 
92 Milwaukee Ave., Chicago, 
HUmboldt 9-2470 
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..And 3 more things 
you should 


ent from man-response, even to 
the same piece of news. If you 
want to sell her a 1955 car, your 
approach must be to her—not 
to him, or even them. 


AUTOMOTIVE NEWS, JANUARY 31, 1955 





2. That a woman responds best 


when you approach her in a cli- 
mate that’s all hers and only 
hers—in a magazine that talks 
her language and devotes itself 
to all her interests. 


know 
about women! 


Ay 


1. That woman-response is differ- 





3. That the magazine which cre- 


ates this climate best — and 
gets the most response from the 
most women — is Ladies’ Home 
Journal.* 


* Statistical Dept.: Among a// magazines 
edited for women, the Journal is No. 1 in 
circulation, advértising revenue and news- 
stand sales. 


Never underestimate the power of the No. 1 magazine for women... 


JOURNAL. 
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Truck Products at NADA Show 


(Continued from Page 88) 


MILK TRUCK BODY — Boyertown Auto 
Body Works, Boyertown, Pa., displays 
SM-6 retail unit, lightweight body with 
rust-resistant properties for milk trucks. 
it is available with Stand-Drive controls 
on automatic-transmission trucks. Also 


shown is MD-12 refrigerated wholesale 


Chrest Adds Studebaker 

Chrest Motor Sales (Packard), 
Uhrichsville, O., has added the 
Studebaker franchise for Uhrichs- 

ville and Dennison. 


unit for delivery of perishable foods. 
(Booths 19-20.) 


TRUCK REFRIGERATION — Coldmobile 
division of Union Asbestos & Rubber Co., 
Chicago, displays Models LE and TR-15 
as well as hardware and doors for wet 
ice units. Compressor, which is driven 


from engine by V-belt, provides plug-in | in either aluminum or steel, will be shown | boxes installed on Willys truck as well as 
for night loading. Also. shown is line of | by Herman Body Co., St. Lovis. Body can| platform stake bodies. (Booth 26.) 


thermometers. (Booth 27.) 
eo 


FIRE APPARATUS—Howe Fire Apparatus 
Co., Anderson, Ind., exhibits this truck, 
HF-602, which has pumping capacity of 
500-600 gallons per fninute. (Booth 26.) 


DELIVERY BODY—Herman Routemaster 
forward control delivery body, available 


be mounted on all standard forward con- 
trol truck chassis. (Booth &) 
> 


ROAD SERVICE — Koenig Iron Works, 
Inc., Houston, exhibits this road service 
equipment including tow hoist and tool 


Eversolle-Rogers Opens 


Eversolle-Rogers Co. has been 
appointed a Dodge-Plymouth dealer 
in LaCrosse, Wis. Leslie D. Ever- 
solle and A. E. Rogers are partners 
in the firm. 


Ve ee SSC 


CHEVROLET 


BUY THE BEST 


BUY FOR LESS 


DIMENSIONS: 

Width — 305%”; Height 9”; 
Depth 111”. 

Weight: packed in individual 
cartons, 30 Ibs. 


The New Chevrolet Model GM-55 Twin Air Supreme Is Finer Than Ever 


Custom-built for the 55 Chevrolet, the GM-55 has more salable features 
than any other heater on the market. Everything — and we mean every- 
thing — is designed to build sales for you. 


Just compare these GM-55 Features with any other heater and see how 
each one spells readier sales for you: 


Effertiess installation without drilling + Living-room temperature with or 


BUY DIRECT AND MAKE MORE 


3S 


LABORATORIES, 


iNt.: 


without fresh air + Full heater output for super-efficient de-frosting and 
demisting + All new 12-volt 10-section motor — the most efficient and 
powerful made + Gleaming chrome control panel permits fingertip opera- 
tion of heater + 3-inch deep core completely copper and brass. Provides 
58 sq. in. of surface area for maximum heat + Specially designed balanced 
blower provides heater air equal in volume to that supplied by 12” fan 
¢ Air is re-circulated to keep out exhaust fumes in traffic. 


PROFIT—BUY E.A. HEATERS! 


BROOKLYN 5, 


See Us At The N.A.D.A. Show — Space 329 — And At The Conrad Hilton! 


a 


TRUCK WINDOW — Adjustable stake 
window will be exhibited by Arthur H. 
Kitson, Inc., Detroit. Unit is all steel con- 
struction and bolts securely to ends of 
slat that has been cut out to permit vision 
through back window. (Booth 323.) 


TAILGATE LOCK—Displayed by U. N. 
Co., Inc., Boston, is Dun-Locking automatic 
tailgate lock. An arm with roller connects 
with upper cam to open tailgate, and 
when body descends roller meets lower 
cam to lock gate. (Booth 220.) 

(Continued on Page 95, Col. 1) 


Safety Rules 
Offered as 
Dealer Guide 


WASHINGTON. — Dealers have 
been reminded by NADA of their 
obligation in safeguarding em- 
ployes from on-the-job accidents. 

In a bulletin, NADA passed on a 
set of principles suggested by the 
American Management Assn.: 


1. Be sure each man_ under- 
stands and accepts his personal re- 
sponsibility for safety. 

2. Know the rules of safety that 
apply to the work in the dealer- 
ship. Never let it be said that one 
of your men was injured because 
you were not aware of the precau- 
tions required on his job. 


3. Anticipate risks that may 
arise from changes in equipment 
or methods. 

4. Encourage your men to dis- 
cuss hazards of their work. No job 
should proceed where a question of 
safety remains unanswered. 


5. Instruct men to work safely 
with persistence and patience. 


6. Follow up instructions con- 
sistently. See to it that workers 
make use of the safeguards pro- 
vided them, and enforce safety 
rules by discipline, if necessary. 

7. Set a good example by dem- 
onstrating safety in your own work 
habits and personal conduct. 

8. Investigate and analyze every 
accident — however slight — that 
happens to any employe. 

9. Cooperate fully with those in 
your organization who are actively 
concerned with employe safety. 


e 
Canada Trucking 
° 9 
Drops During °54 
OTTAWA. — Freight traffic for 
the trucking industry was down 
slightly in Canada during 1954, 
William C. Norris, president of the 
Canadian Trucking Assns., stated 


in a review of last year’s develop- 
ments. 


General progress of the trucking 
industry continued with a substan- 
tial quantity of equipment replaced, 
many new terminals opened 
throughout the country, and wages 
at an alltime high, he reported. 

Norris pointed out that there is 
evidence that the railways and 
truckers are at war, with the rail- 
roads setting the pace. Fast, flexi- 
ble service remains the trucking 
industry’s greatest asset in the 
competitive struggle, he said. 














AUTOMOTIVE NEW 


Truck Products at NADA Show 


(Continued from Page 94) 








WRECKER BODY — Ernest Holmes Co., 
Chattanooga, Tenn., exhibits this one of 
its newest models in wrecker trucks. 


(Booths 23-25.) 
+ + 





SWIVEL FRAME — Truckstell Mfg. Co., | 
Cleveland, in conjunction with McCabe- 
Powers Auto Body Co., shows this new 
swivel frame which enables trucks to haul 
through places heretofore impassable. 
Models are available for all popular makes 
and types of drives. The McCabe-Powers 
body fits all chassis from one-half to 1' 
tons. The exhibit also includes a new- 
model dual-axle drive, the recently intro- 
duced Hydro-Trac trailing third axle, and 
two and three-speed auxiliaries. (Booths 
10-11 and 31.) 








Finance Group 
Sees High Sales, 


Warns on Credit 


CHICAGO. — Prediction of an} 
excellent market for automobiles 
in 1955, tempered with a caution 
against the lowering of standards 
in granting installment credit, is 
the message to automobile dealers 
from the American Finance Con- 
ference in its latest AFC Dealer 
Newsletter. 

Citing the encouraging public 
response to 1955’ models, and the 
prospect for a somewhat higher 
level of consumer income in the 
year ahead, the letter predicts a 
good year for dealers who offer the 
public the “best combination of 
intelligent salesmanship, service, 
financing and insurance conven- 
ience and net price.” 

Credit selling is an important 
sales tool for car dealers, the letter 
states, since upwards of 62 percent 
of all cars—new and used—are sold 
on installments. But, it cautions, 
low downpayments and over- 
extended terms bring serious prob- 
lems. 

“With competitive pressures run- 
ning high, terms will need close 
watching,” it says. “Easing up on 
financing standards may give a 
temporary edge over competition, 
but within a few months that type 
of borderline paper means trouble.” 

Other items in the Newsletter 
point out the increasing percent- 
age of automobile financing being 
done by sales finance companies, 
with corresponding reductions at 
commercial banks, and the long- 
range prospects for even greater 
expansion of automobile ownership 
and use in the years to come. 


American Airlines Relays 
Flight News Automatically 


NEW YORK. — An automatic 
reservations device, called the Mag- 
netronic Reservisor, has been put 
into service by American Airlines 
at its New York office. 

The machine receives arrival and 
departure information and relays 
it to flight agents from a magnetic 
drum, its “memory.” 


| 














BOOM WRECKER — Ashton Power 
Wrecker & Equipment Co., Detroit, shows 
this extension boom wrecker, Model 19-51 
EXB, with five tons capacity. 
on 1% to two-ton chassis and is equip- 
ped with a 7'%-ton winch. The boom ex- 
tends to a length of 15 feet and supports 
a suspended load of 1,500 pounds at 
extended lengths. (Booths 7-9.) 


It mounts 





TRUCK REFRIGERATION — Boyertown 
Auto Body Works, Boyertown, Pa., shows 
a new constant-temperature refrigeration 
system for trucks. Looking over the her- 
metically sealed unit, which is particularly 
designed for dairy and perishable food 
transport, are (from left), W. Sterling Kel- 
ler, sales manager; L. P. Gladfelter, sales 
representative of York Corp.; Frank White, 
York factory sales manager, and Paul R. 
Hafer, president of Boyertown. (Booths 
19-20.) 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
| MOTIVE NEWS gives you the entire story 
every week throughout the year. 

















own 23’ track. 


wheels and under fenders. 


e Washmobile fits your present wash rack without struc- 
tural changes. ¢ Only 8’ high and 8’ wide, it moves on its 
© The car stands still while Washmobile 
moves over it. ¢ Fifty high pressure nozzles spray the car 
first with water, then with detergent, then with water. 
¢ Two high pressure water guns and two air guns clean 
e Washmobile can be installed 
in @ morning and turn ovt 20 cars the some afternoon. 
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CORPORATION 


276 Halsey Street 


Newark 2, N. J. 
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Fish Facilities to Aid | 


Drivers at Speedweek 


DAYTONA BEACH, Fla. — A 
program involving stock-car racing 
and installation schooling has been 
announced for Fish Carburetor 
Corp. by John R. Fish, president. 


A wing has been added to -the 
Fish factory here to house dyna- 
mometers and other test equip- 
ment. Facilities will be offered 
during NASCAR’s Speedweek here 
to all drivers using Fish carburet- 


95 


tors. Immediately following Speed- 
week, the new building will be con- 
verted into a technical school and 
carburetor installation and service 
clinic. 





Atlanta K-F Folds 


Atlanta Kaiser-Frazer, Inc., At- 
lanta, has folded. The firm was 
three years old. New Kaiser and 
Willys dealers are expected to be 
appointed soon, according to D. D. 
Mathews, Atlanta K-W office man- 
ager. 








Dealers Tell Us— 


"Satisfied Service Customers Are The Best Source 
of Profitable New Car Sales” 
MODERNIZE YOUR SERVICE OPERATION! 
"HOLD" SERVICE CUSTOMERS! 


INCREASE SERVICE DOLLAR VOLUME! 


END SERVICE HEADACHES! ENJOY A SERVICE PROFIT! 


The Flash-A-Call Service Modernization Program is guaranteed to produce 
results for Dealers with a service potential of $10,000 or more. Your letterhead 
will bring a list of successful users and full information! 


FLASH-A-CALL PRODUCTION CONTROL DIV., 


1112 So. Wabash Ave., Dept. AN-97 





Chicago 5, Ill. 





spanking 


That’s 


Just give him the surprise of his life 
. .. deliver his car on time with his 
service job complete and the car 





clean inside and out— 


washed in a few minutes by WASH- 
MOBILE. 


sure fire service selling, 
dealers tell us. Top each repair job 
off with a wash job, and watch your 


service customer smile. Will he buy it? You 
can bet your bottom dollar he will. 


tomer good will. 






The important thing is that now you can wash 

. cars handily and at a profit, the WASHMOBILE 
way. Your cost is just 46 cents per car, and 
WASHMOBILE can turn out 50 to 60 cars a 
day where you used to get eight or 10. 


But here’s the voice of experience. Read what 
Homestead Lincoln-Mercury, Inc., says about 
WASHMOBILE: how this equipment has mod- 
ernized Homestead’s car washing department, 
turning it into a steady profit maker, a feeder 
for service sales, and a great builder of cus- 


You, too, can profit with WASHMOBILE. The 


smart thing to do is to get your order in now. 


aN perigee eee ater fa tte Socitrg ncn oui ae 


WASHMOBILE CORPORATION 


| 276 Halsey Street, Newark 2, N. J. 


! Gentlemen: 
PLEASE SEND INFORMATION [7] 


| PLEASE SEND YOUR REPRESENTATIVE (1) 


Name of Firm_ 
| Name___ 
| Address 


| a ca dia acendoaenenaie State_ 


ee ee ae ee ee ee ae ee 


| 


j 
eee eee 


___Phone_ 


= 
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| « This month MW A 
they’ve been packing them into the Wy y ey”: 
MW mi q yh | 


Be om 
first big auto shows of the year. For lay Ma "Fy = 


Ly 
‘" 
i! 7 
| 


aan, 
~~ SETS? 


you and- Detroit know the best way to 
sell a new model is to get prospects 
into the showroom to see it—in 
person. And the surest way to pull in 
the prospects Is to show them the 
car in print in full color first—in the 
magazine America reads, respects and 
responds to: The Saturday Evening Post. 
That is why the Post is the biggest 
Year-Round Auto Show, and carries 
more automotive advertising to more 


people than any other magazine. 


POST 


_ the heart of America 





" 


“\ 
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The first U.S. Auto Show was held 
November 3-10, 1900, at the old Madi- 
son Square Garden in New York City. 
For a reprint of this drawing, suitable 
for framing, write to Hamilton Cochran, 
Manager, Automotive Division, The 
Saturday Evening Post, Independence 
Square, Philadelphia 5, Pennsylvania. 











By L. H. Houck 

Staff Correspondent 
COLUMBIA, Mo. — Recognizing 
that no single cut-and-dried fi- 
nance plan can fit every prospect 
has increased sales volume in new 
and used cars, service and body 
work at Nathe Chevrolet, Inc., here, 

says A. C. Nathe, owner. 


With Columbia being the home 
of the University of Missouri, 
Stephens College and Christian 
College, many of Nathe’s customers 
are college students. Most people 
flip their liver just thinking about 
college students—panty raids and 
frat house tussles— but you can 
strike bingo if you’re an alert car 
dealer, Nathe said. 

College students make good : 
auto customers, according to 
Nathe, who said: “If you want 
to realize the importance of 
many of these students you 
should see the top brass from 
the big corporations down here 
casing the field for likely looking 
graduates. 

“Certainly if these big compa- 
nies need them so bad We can co- 
operate with students in giving 
them adequate transportation dur- 
ing the four years or so of college 
work.” 


Nathe said his firm regularly co- 
operates with students who need 
transportation by offering special 
terms that fit students’ funds. Most 
of them have no money to spare 
during the school period, but will 
graduate into good paying jobs. In 
years of doing business with stu- 
dents the loss has been negligible 






REMOVE 
DANGEROUS 






COMPLETELY 








UNDERFLOOR 
CARBON MONOXIDE 
REMOVAL SYSTEM 


CLOSING 
MECHANISM 








UNDER-FLOOR VENTILATING 
SYSTEMS now improved with the 
automatic door-closing feature! 
Prevents bruising of tires and 
accidental damage to open doors; 
protects workers and customers from 
tripping or falling. Foolproof, self- 
acting trip securely closes floor 
panel when tube is retracted. 







There’s a CAR-MON 
Safety type for every 
layout: 

UNDER FLOOR 
OVERHEAD HANGING 
OVERHEAD DISAPPEARING 


















CONTACT YOUR JOBBER OR WRITE 
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Thekeyto — profitable brake service 
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PAT’S ONE STOP SERVICE, INC. 
Oceanside, N.Y. 
‘“,..never any doubt as to perfect results.” 


“...we have eliminated the need for free readjust- 


ments.” 
BIENER PONTIAC, INC. 


Great Neck, N.Y 
“,.. speed has resulted in a reduction of 50% labor 


costs.” 
ACE BRAKE SERVICE 
North Hollywood, Calif. 
“After looking at all the Drum Lathes on the market, 
we chose Ammco. Our decision was justified.” 
BURGER’S GARAGE 

Robstown, Texas ‘ 
“,.. the new Infimatic Feed allows speed and accuracy such as | 
have never before seen.” 

TIRE SERVICE AND SUPPLY CO. 
Aurora, Colo. 

“The combination of the SAFE-TURN and the SAFE-ARC make a fast 
production, high precision combination that can‘t be beat.” 


HAROLD’S GARAGE 
Hollywood, Colif 





MODEL 2000 SAFE-ARC SHOE GRINDER 


“This equipment is an investment instead of an expense.” 
MacNEILL & BATTI 
Eost Bridgewater, Mass. 
“Speed, simplicity of operation and most of all RUGGEDNESS have 
been incorporated in the design of this equipment.” 





MODEL 3500 
Brake Drum Micrometer 


ASK YOUR JOBBER FOR A FREE DEMONSTRATION IN YOUR OWN SHOP 
AMMCO TOOLS, INC., 2108 Commonwealth Ave., North Chicago, Illinois 
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Also Gives Special Deals to Farmers... . 


Nathe Uses the Old College Try 





and virtually no instances are 
shown where trust has been vio- 
lated, Nathe said. 

The student market in the Co- 
lumbia territory is important and 
its cultivation brings good profit- 
able business. When it becomes 
known that each student’s finan- 
cial situation, his course of study, 
his aims and ambitions and his 
extra outside jobs will be consid- 
ered when he wants to buy a new 
or used car, this business will in- 
crease. Tailoring individual buying 
plans have paid off handsomely for 
Nathe. 

Another customer who rates 
special treatment according to 
Nathe, is the farmer. 

“There’s little industry here,” 
Nathe said, “so our biggest market 
is the farmer, the local resident 
and the student. In fact that’s our 
market. So we have a farm financ- 
ing plan for the farmer whereby 
he can make his payments when 
crops come in or livestock is sold. 

“We can make him a deal where 
he will have a payment every three 
months, or one every six months 
or a single full payment in 12 
months, or almost any number of 
reasonable combinations. On a pay- 
ment every six months he will have 
to put a little more down but he 
can get a payment deal that will 
cost him less money than most 
bank loans and flexible terms he 
might not be able to get at the 
bank.” 

Nathe cited an instance where 
a farmer who had a payment 


said he could not make it. The 
farmer gave details of his live- 
stock setup to show that any sale 
of the livestock would result in 
a heavy loss. 

Nathe asked the farmer what he 
wanted to do, telling him that he 
had to pay something. 

The customer suggested that he 
pay the odd dollars, a little less 
than $100, and make the balance in 
three equal payments three months 
apart. Since the owner had a high 
equity, Nathe agreed and the 
farmer paid up on the revised 
terms, well pleased with the serv- 
ice from Nathe. 

Nathe, who has been in the auto- 
mobile business a long time and 
was formerly a factory man, was 
puzzled by a spring lag in sales. 
evidenced in an increased difficulty 
in closing deals in February and 
March. In his experience in large 
| volume business in St. Louis and 
elsewhere he had not encountered 
such a trend. 

He tracked it down. Most of 
the residents of Columbia have 
an extra income. Many home 
owners rent extra rooms to col- 
lege students, there are many 
man-and-wife working teams and 
particularly absent are large 
numbers of salaried wage earn- 
ers. 

Salaried people use the short 
form for their income tax. Deduc- 
tions have been made from their 
checks and most of them have a 
refund coming back, which is usu- 
ally viewed as velvet. These per- 
sons are in the minority in Colum- 
bia. 
| Most of those with extra income 








coming due for more than $800 . 


and working wives have to use the 
long form to get credit for their 
extra deductions and during the 
month or so before filing date they 
are occupied with making out this 
form and getting up the cash for 
Uncle Sam. Consequently they 
make few car deals until after the 
income tax chore is over the hill. 

“Once you know what it is,” 
Nathe said, “you can figure on 
your sales strategy, which in this 
case is just to wait until they get 
through with the long form.” 

Another problem which every 
dealer has is the prospect who has 
a tradein that won’t make the 

downpayment and lacks the ready 
cash to make up the difference. 

Nathe uses a method that was in 
wide use before World War II. It 
is a plan that holds customers. 

He calls it the “Pickup Plan” 
and it is used on all sized deals but 
principally on used cars where it 
seems to be most needed. 

A sample deal under the Pick- 
up Plans works like this, al- 
though the time and the amounts 
can have almost endless varia- 
tion: 

A customer has a 1948 model to 
trade on a 1951 car. The time is 
Jan. 15. He will be allowed $100 
tradein on a $400 deal and needs 
another $35 to comply with one- 
third down requirements. The cus- 
tomer wants monthly payments of 
$35. He is asked if he can “pickup” 
the $35 in two weeks depending on 
pay days. If he can, he gets two 
weeks on that amount without in- 
terest. 

He makes the deal on Jan. 15, 
pays the rest of his downpayment 
on Feb. 1 and his first regular 
monthly payment is due Mar. 1. 
Up to three months can be given 
with pickup payments in between 
to complete the downpayment and 
the plan insures that the customer 
gets some more of his cash into the 
car within two weeks after the 
tradein has been left, a highly im- 
portant element of keeping a car 
sold. 

Where three months’ time is 
used a small monthly interest 
charge of 1 percent is charged. 
Customers that use this plan ap- 
preciate the effort the dealer has 
made for them and none of the 
deals have gone sour, Nathe said. 

Nathe sold 692 used cars in 1954 
with 21 repossessions, or about 3 
percent, which he regards as high 
and due to lack of more careful 
planning of the deals. Of 319 new 
cars sold only one was repossessed. 

Open accounts and budget ac- 
counts for repairs require careful 
checking and at the moment col- 
lections in this department are fair 
to sluggish. As a result, credit 
scrutiny is being increased. 


West Virginians Slate 
Annual Parley Aug. 21-23 


CHARLESTON, W. Va. — Ralph 
L. Ballard, general manager of the 
Automobile Dealers Assn. of West 
Virginia, has announced that the 
group’s 22nd annual convention 
will be held Aug. 21-23 in the 
Greenbrier Hotel at White Sulphur 
Springs, W. Va. 














Berrys Take Over DeSoto Dealership— 


The father-and-son team of John and Ray Berry has acquired the DeSoto-Plymouth 
dealership of Marshall & Clampett, Long Beach, Calif. Standing (from left) are John 
Berry and Dave Copeland, regional manager. Seated: Ray Berry and Dick Vogt, 


district manager. 
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APRIL I6TH With each ad—1!7,600,000 readers see color photos of seat 
cover fabrics woven with High-Tenacity JETSPUN, Enka’s 
A FULL PAGE IN COLOR 
rayon filament yarn...see these fabrics in use, read about 
IN THE SATURDAY EVENING POST. their exceptional wearing qualities, their easy upkeep, their 


beautiful Howard Ketcham-styled colors. 


TWO WEEKS LATER... With each ad—1!7,600,000 potential buyers visualize Jetspun- 
inspired fabrics in their cars—are definitely Jetspun-minded 


when they come in to buy. 


Right now alert mills, cutters, jobbers and retailers are making 
plans to take advantage of Jetspun’s first consumer promo- 
tion. Are you prepared for this triple-strength advertising 
AND TWO WEEKS AFTER THAT... promotion? Write or phone us for additional information. 


A THIRD FULL COLOR 
AMERICAN ENKA CORPORATION 


206 Madison Avenue, New York 16, N. Y. MU 9-0510 
5S 428 Jefferson Standard Building, Greensboro, N. C. 
Sy 2001 Industrial Bank Building, Providence, R. I. 


makers of rayon and nylon for textiles and industry 


POST AD ON JETSPUN. 
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‘(The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Advertiser is the first sales aid of 
its kind in the industry. : 
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By Robert M. Lienert 
Associate Editor 

DETROIT.—Two features of 
Plymouth’s “Tip-Top” used-car 
sales program have evolved as par- 

ticularly potent sales boosters, ac- 
cording to Paul M. Ruef, director 
of used-car merchandising for 
Plymouth. 

They are the “Classified Adver- 
tiser,” a guidebook to writing 
successful classified ads, and the 
“Tip-Top Check” ticket, a card 
on which a customer can rate a 
particular used car. 

First reports from the stepped-up 
used-car merchandising program, 
launched among Plymouth dealer- 
ships in December and November, 
have been highly pleasing to Ruef. 

“It has created goodwill and con- 
fidence,” he said. “However, the 
program was put in when used-car 
stocks were the lowest in years. 
The true value of the Tip-Top pro- 
gram cannot be determined until 
stocks increase to the point of deal- 
er concern.” 

Ruef’s basic premise is that 
| selling used cars is no different 
than selling new cars. His next 
premise is that to sell effectively, 
| the salesman must appeal to the 
| customer’s senses. 
| “The more senses he can work 
lin,” Ruef said, “the better his sell- 
| ing job will be.” 
| The Plymouth Tip-Top program 
|uses these theories of Ruef’s as a 
| foundation. The Classified Adver- 
| tiser might be termed the strategic 
‘portion of the sales campaign and 
the Tip-Top Check card the tacti- 
cal portion. 

The Classified Advertiser is a 








Want More Truck Sales? 


































-with EXTRA PROFIT? 


You Can Increase Your Sales Volume and Profits by Offer- 
ing Your Prospects Exactly What They Need a 


myviiveisttas 


DELIVERY VEHICLES 


are 
ENGINEERED and BUILT 
TO MEET THE SPECIFIC NEEDS 
of YOUR CUSTOMERS 


YOU, the Truck Dealer, handle the complete deal—with the 
full cooperation of MONTPELIER Sales, Engineering and 
Manufacturing Specialists—whether it be for one vehicle or 
a large fleet. You quote your customer on the complete 
“package”. 


Here’s How MONTPELIER Helps You 


1. You tell us the nature of your customer’s business, 
the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 


3. MONTPELIER will submit proposal and quotation to 
YOU—our recommendations based upon more than twenty 
years of experience in building delivery vehicles specially 
designed for maximum delivery efficiency, minimum cost. 


4. Simple, isn’t it? It will help you make More Plus-Profit 
Sales. MONTPELIER is especially interested in helping you 
get MORE FLEET BUSINESS—both Local and National. 


MONTPELIER Advertising Helps YOU, Too 


MONTPELIER Advertising appears in leading trade pub- 
lications going to those industries using the largest numbers 
of delivery vehicles. Your prospects read them. This 
advertising gets results—inquiries. Cash in on this 
result-getting advertising. 


Want. 





WRITE, PHONE OR WIRE 
FOR COMPLETE DETAILS 


THE MONTPELIER MANUFACTURING (CO., 


SPECIALIZED 
MOTOR 


VEHICLES 


MONTPELIER, OHIO 





Plymouth’s U. C. Push 


New Ad Writing Guide and Customer Rater 
Prove Stimulus to Sales 





250-page compilation of 2,592 clas- 
sified ads which, Ruef said, “incor- 
porate selling features with lots of 
punch.” 

It reprints used-car ads for each 
make and model of postwar car 
that have been proved as result- 
getters. 

According to Ruef, any used- 
car man, by using the Classified 
Advertiser, can become proficient 
in running his advertising pro- 
gram without wasting time and 
money on trial-and-error methods. 

The Classified Advertiser also 
gives scores of sample ads for sales 
promotion, help wanted, service de- 
partment, business policy and sales 
“scouting.” 

Ruef stressed that the Classified 









U.C. Turnover 
Held Key to 


New-Car Sales 


MILWAUKEE. — The primary 
limitation on new-car sales will be 
the ability to move used-car trade- 
ins, George P. Hitchings, manager 
of Ford Motor Co.’s economic an- 
alysis department, told a confer- 
ence on economic trends in the 
post-election period at Marquette 
University. 

Emphasizing that the new -car 
market potential for the next six 
years is strong enough to maintain, 
or even exceed, the record sales 
volume of the 1949-54 period, Hitch- 
ings said that the two factors in 
used-car demand —scrappage of 
older cars and growth of car own- 








ership—would normally be at a 
somewhat lower level in the next 
| two or three years. 

“There will be only 5% million 
| prewar models left at the begin- 
ning of 1955,” Hitchings said. “The 
only other cars old enough to be 
scrapped in heavy volume during 
| 1955-57 are the 6.7 million 1946-48 
| models.” 

Growth in ownership, according 
| to Hitchings, will be difficult to 
|/Maintain at recent levels because 
{of the unusually high rate of pur- 
| chases in postwar years. 

However, he added, increased 
selling effort and lower used-car 
prices will encourage greater re- 
placement of old cars and expan- 
| sion in ownership. 





In the Tip-Top Check, the cus- 
tomer is given a card to rate any 
given used car on the basis of ex- 
terior and interior appearance, en- 
gine performance, other mechan- 
ical performance, ride, handling, 
brakes, tires and accessories. 

Ruef said these cards appeal to 
the customer’s senses and help the 
salesman follow the logical se- 
quence of a sales presentation to 
get the customer behind the wheel. 


Ruef admitted that there is a 
secondary aim in this device: 
The card is intended to commit 
the used-car salesman into giving 
a demonstration ride, rather than 
brushing off potential buyers and 
loafing on the job. 


While he is giving the demon- 
stration, Ruef said, the customer’s 
tradein can be appraised. That 
way, he said, the salesman is in a 
position to close the deal at the 
end of the demonstration ride. 


“Too many sales are lost because 
an appraisal is given to a customer 
before any attempt has been made 
to sell him,” Ruef said. 


“If the sale attempt is made be- 
fore the tradein is appraised, the 
customer has a basis on which to 
compare the difference in value.” 


Ruef said he suspects another 
feature now being introduced in a 
sampling of dealerships also may 
prove particularly successful. 


That is the “Feature Card,” a 
listing of the car’s special fea- 
tures and specifications, along 
with a picture of the particular 
model. The card is suspended 
from the rear-view mirror to 
prompt the salesmen when it 
comes to listing features which 
sold the car when it was new. 


Plymouth’s “Feature Card” is 
similar to Universal C.1.T.’s wind- 
shield sticker, Ruef said, but he 
claimed his system is “much more 
elaborate.” 


Other features of the Tip-Top 
program are a used-car guarantee, 
which comes in three forms; deco- 
rative items such as lot banners 
and signs, pennants, decals and 
stickers; a simple inventory control 
system; a price board; giveaway 
items, and direct-mail campaigns. 

One of the items in the package 
which particularly appeals to Ruef 
is a small gummed sticker which 
fastens over the speedometer to 
hide the mileage. The sticker reads: 

“It’s not how far it’s been that 
counts—It’s how far it will GO.” 

Ruef smiled and said, “We give 
the tools to the dealer—all he has 
to do is use them.” 


Colbert Hails Styling, Ads 
In ‘Rebirth’ of Chrysler 


MIAMI.—A combination of new 
styling and multimillion-dollar ad- 
vertising has put Chrysler Corp. 
back in business 
as a major auto- 
motive power, L. 
L. (Tex) Colbert, 
president of 
Chrysler Corp., 
said at a press 
conference here. 

Colbert was in 
Miami to lend 
prestige to the 
& Plymouth dealers’ 

mn ea drive to get back 
L. L, Ostbert into the top three 
in the area. The campaign is said 
| to be the largest ever staged in a 
| single community for one make of 
car. 


Chrysler’s $250 million “For- 
ward Look” already has regained 
the ground lost by the corpora- 
tion during 1954 so far as produc- 
tion is concerned, Colbert said. 


“We hope to capture 20 percent 
of the automotive market in Amer- 
ica,” Colbert said, adding: “When 
we reach that goal, we'll set our 
sights higher.” 

Colbert said Chrysler has no 
plans for mass production of small 
sports cars such as Chevrolet’s 
Corvette or Ford’s Thunderbird.” 

“If the public wants it, we're 
prepared to go the limit on horse- 
power,” he said. “All of our engines 
are capable of greater horsepower, 
but we hope this demand for more 
power is leveling out.” 


Colbert said the Chrysler engine 








now rated at 300 horsepower is 
capable of producing 400. 

Colbert expressed great satisfac- 
tion over results of the $6 million 
advertising campaign the corpora- 
tion has launched. “Everywhere I 
go,” he said, “our dealers are show- 
ing enthusiasm. It’s wonderful.” 


Colbert also defended current 
styles of automobiles as to width 
and length. 

“The American public likes its 
cars long and wide,” he said. 


Auto-Theft Ring 
Laid to Trio 


ST. LOUIS. — Three men have 
been arrested at Collinsville, IIl., 
and charged with possession of 
stolen automobiles. 


They are Elmer Adams, a sales- 
man, who is also charged with 
junking an auto without a permit; 
Kelso B. Weaver, a carpenter, and 
Jerome Ashman, operator of West 
End Garage, Collinsville. 


The system used, according to 
police, was to buy a wrecked auto 
as junk and use the title in the 
sale of a stolen car. If the engine 
of the wrecked or junk car was 
serviceable it would be switched to 
a stolen car. At other times, motor 
numbers were altered to conform 
to the numbers on the titles. In 
some cases, police said, autos were 
stolen and sold without any altera- 
tions. 
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‘Tropical’ U. S. Cars Admired... . 


380 Makes Exhibited 
At Show in Belgium 





By George L. Glaser 
European Correspondent 
BRUSSELS, Belgium. — Citizens 
of this country, which produces no 
cars, were offered a selection of 
80 makes and 200 models of cars 
at the 38th International Automo- 
bile Salon here. 


The 1955 American cars won 
the admiration of most visitors, 
who were amazed at the autos’ 
“tropical splendor, expressed in 
the new styling and the many 
photogenic colors. Many feel that 
Europe generally doesn’t get 
enough sunshine to create a de- 
mand for so many bright colors. 
Advance publicity created much 
curiosity about the 1955 torsion- 
level Packards, but the Packards 
shown during the first few days of 
the show were 1954 models. 
Pinin Farina, the Italian car 
stylist of American Motors, had 
two Lancias on display. One was 
a roadster. I talked to Farina and 
he feels very optimistic about the 
long-range future of American 
Motors. 


Among the medium - priced. 
European production cars, Ford 
of Cologne presented the hit of 
the show, the new Taunus 15 M 
which has a four-cylinder engine 
capable of developing 57 horse- 
power. 


Using the unitized body of the 
earlier Taunus, the designers gave 
it a new grille and dashboard and 
some American-styled trim. The 
customer has a choice of a three- 
speed or a four-speed transmission, 
the latter taking the place of an 
overdrive. 


Many people feel that the U. S. 
heads of the European plants 


Amerotron Shows 
Advances Made 


In New Fabrics 


NEW YORK. — Significant bene- 
fits in the research, manufacturing 
and marketing fields have already 
been attained by the pooling of 
talent and facilities of American 
Woolen Co. Textron, Inc., and 
Robbins Mills through the Amero- 
tron Corp., it was announced by 
Robert L. Huffines jr., president. 

Amerotron is the selling, admin- 
istrative and management organ- 
ization formed by the three com- 
panies in October, 1954. 


Huffines spoke at a press pre- 
view of Amerotron’s two-day 
“Fabric Tableau for 1955,” the 
firm’s first presentation of the full 
line of diversified fabrics produced 
by the three companies’ 29 mills 
as Well as the end uses of many 
of these fabrics. 

Amos Griffin, head of the com- 
pany’s industrial and automotive 
fabrics division, disclosed impor- 
tant research developments on a 
synthetic base for use in a rayon 
chafer duck fabrics to give added 
endurance to tubeless tires. It is 
to be produced in the next six 
months. 

Highlighted in Amerotron’s 1955 
line of automotive upholstery 
fabrics is a highly stvled matelasse 






should let the officials here develop 
their own rear-wheel suspensions 
for better roadholding on the 
European highways. 

The German love for little de- 
tails is exhibited in this car by 
a chrome-plated metal strip 


which folds over the window glass | 


when the window is lowered. It 
looks like Ford, which has low- 
ered the prices of all Taunus 
models, has a car that will com- 
pete well with Opel’s Olympia. 
The Taunus is the third best 
seller in Belgium. 

Ford made a major effort for a 
larger part of the Belgium market 


by renting a complete hall for the 


show and by admitting all visitors 
free for the inspection of 49 differ- 
ent Ford cars and 40 Ford trucks. 
Capacity crowds attended. 


In attendance was Mr. Atimnoff, 


the Ford parts official from the 


Antwerp multi-make assembly 


plant, who must have a terrific job 


handling the parts, especially con- 


sidering the inflation he must cope | 
with. 


Among the luxury and sport cars, 


the white Porsche speedster, the 


Jaguar-Cooper and the Mercedes 


300SL coupe were outstanding. But | 
I can’t help feeling that perhaps 
some of these firms place too much 


emphasis on the prestige-racing 
cars, rather than on merchandise 


aimed at the general public. 


There is an old German saying 
which amounts to, “No matter 
how you throw a cat, it will fall 
on its four feet.” 


This is applicable to the old 


Belgium-made Minerva which has 
been introduced with two new 


75-h.p. engines, one air-cooled and 


the other water-cooled. The en- 


gines will be installed in the Land 


Rover, the British jeep-type vehicle 
Minerva is licensed to make. 

The popular sport cars, including 
Triumph and Austin-Healy are 
now being produced as sport 
coupes, also. 

Except for Japan, Spain, Aus- 
tralia and Argentina, I believe 


every country which makes cars| 
was represented at the show. It) 
seems that half the Belgiums are | 


auto dealers and the other half 
are rather selective customers. 

I’ve noticed for some time that 
the Swedish auto industry, with 
the Volvo and the Saab, is push- 
ing ahead with increased produc- 
tion and lower prices. 


From behind the Iron Curtain | 
came the Moskvitch, the same old | 
prewar Opel Kadett made by the} 


Russians from tooling found at the 
Opel plant in Brandenburg near | 
Berlin. 

Prices of European cars still are | 
moving downward. Opel recently | 
reduced the price on the Capitain | 
by $120 and the Olympia by $60. 


Other firms are cutting prices, also. | 


| 


Volkswagen had a business- 
traveler’s car on display. Instead 


of a rear seat, the car had a 


wooden insert for luggage and a 
luggage carrier on the roof. 

The German car manufacturers 
have a fresh-air heater which they 
confusingly call a “climatizing 
unit.” 

To heat the Salon halls, gas- 


| 


ONA-KAR TIRE TRUER 


Now you can true tires om the car or off 
the car with this combination portable and 
Stationary tire truer. 


And . .. it doesn’t tie up shop space either, 
because you can roll it from service floor 
to ramp. 


The new Barrett portable tire truer means 
additional profit for car dealers, garages 
and service stations, 


TIRE DOKTER 


Attaches to the world famous Drum Dokter. 
Trues and regrooves tires in a matter of 
minutes. A grinder attachment (available 
extra) gives that new-look, polished appear- 
ance demanded by your customers. 


And it’s accurate! Only the Barrett B-575 
has the new radius cutter that restores the 
original tire arc over the full width of 


the tread. Get tt from Your 0, th / 
BARRETT EQUIPMENT 





21st & CASS + ST. LOUIS 6, MO. 





to help you get your wed of this — .=7 4 A 






MODEL B-585 ONA-KAR TIRE TRUER 





See Us 


NADA SHOW 


Booths 
313-314 
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Low Cost, 
Multi-Purpose 


TRUCK 





BUMPER 


Build the utility value and the appearance of your demonstrator 
models with the new Mobile Bumper and watch sales climb 
when truck buyers note all these advantages: 


fabric made from a blend of cotton, 
wool, and synthetics. 
The blend is made in both stripes 


heated ceramic fixtures directed 
infra-red beams downward. I 





and jacquards, some with metal 
decoration, and achieves the stereo- 
scopic look in automobile interiors. 

A similar three-dimensional effect 
in seat covers is accomplished in 
Amerotron’s flat rayon material, 
produced in solids, plaids and jac- 
quards in all colors of the rainbow. 

In addition to supplying fabrics 
for head linings, side interiors, and 
Car seats, the company now is 
engaged in research on a new type 
of fabric from floor rugs, which, 
according to the division head, 
“promises to be completely differ- 
a from any floor covering now 
n use.” 


West Side Names LaCava 
Carl LaCava has been appointed 


general manager of West Side Auto 


Sales (Ford), Cleveland. 





should think that this would be 
an economical way to set up “hot- 
air” curtains for garage open- 
ings. Another advantage of this 
heating system is the immediate 
heat it provides. Perhaps the 
principle could be applied to car 
heating. 

I noticed that most of the list- 
ings and applications for spark 
plugs in U. S. catalogs are out of 
date. Why not revise these listings 
and test the plugs under European 
conditions with European gaso- 
lines to determine the correct heat- 
range types. 

In Holland recently I found most 
taxis equipped with a radio tele- 
phone. If the driver is unable to 
speak the customer’s language, he 
connects with his dispatcher who, 
being capable of several languages, 


‘gives instructions to the driver. 


@ Platform-size step areas with 
safety tread surfaces 


@ Allowance for more convenient 
full drop of tail-gate 


@ Car level bumper placement that 
facilitates parking and cuts 
traffic mishaps 


Let Mobile Bumpers add big selling features 
plus welcome profits. 
Write for prices and dealer discounts. 





OPEN—Profitable Distributorships in areas 
throughout the U. S. Write for details 
on exclusive territory franchises. 





@ Sturdy base for attachment of 
trailer hitch 


@ Extra protection of rear-end and 
rear fenders 


Bolt-On Hitch and Truck Bed Supports 
are optional—availgble at small ad- 
ditional cost. Deluxe Mobile Bumper 
with full platform also available. 


MOBILE BUMPER, INC. 
960 N. PENNSYLVANIA STREET 
INDIANAPOLIS 4, INDIANA 
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from N.Y. to Chicago 


TO HOLD ALL THE CARS OWNED 


BY NEWSWEEKS MILLION FAMILIES 


Shortest Road Distance, N. Y. to Chicago: 
857 miles* 


Cars owned by Newsweek’s million families: 
1,380,000 


As the automotive industry goes, so goes the 
nation’s economy—putting the Newsweek au- 
dience in a highly strategic position. For by 
automotive ownership and every other index 
of influence and affluence they are ‘‘ America’s 
most significant million.” 


95.8% own cars (U. S. average 65%) 
77.8% bought their car new 

Average family income — $11,896 

95.5% of Newsweek family heads are per- 


sons of consequence in business, industry, 
the professions and government 


These are people of mature and searching men- 
tality who are attracted to Newsweek by its 
unique and vital editorial service —a service 
that sums up not only what has happened but 
tells why ...and what is most likely to happen 
in consequence. 


*Source: AAA 


SERVING 
AMERICA’S 
MOST 
SIGNIFICANT 
MILLION 
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Sales Conditions in Various Areas... 





Auto Market Reports 


ure for any single year. The pre- 
vious high was in 1953, when 
registrations amounted to 19,423. 

Registrations by individual 
makes through authorized dealers 
franchised dealers and 1,701| were: Ford, 6,309; Chevrolet, 6,007 
through unauthorized outlets. (no cars registered locally from 

This was the highest unit fig- |Dec. 15-Dec. 31); Pontiac, 1,469; 


New Orleans 


A total of 22,376 new cars were 
registered in New Orleans during 
1954, a total of 20,695 through 








Finance Your Own Sales 


HOW TO FINANCE AND INSURE YOUR OWN TIME SALES is a 
manual of information for new car dealers which will show you 
how to earn maximum profits out of the finance and insurance 
business you originate. This 130-page book tells you how to 
fund, begin, and successfully operate 
your own time sales department. 


$6 per copy. 


Available only from 


Automotive Finance Association 
P. ©. Box 71 MIAMI 1, FLORIDA 















Oldsmobile, 1,389; Buick, 1,307; 
Plymouth, 920; Mercury, 862; Stude- 
baker, 671; Dodge, 355; Chrysler, 
326; Cadillac, 302; DeSoto, 239; 
Nash, 209; Packard, 102; Lincoln, 
97; Hudson, 33; Volkswagen, 22; 
Willys, 14; Jaguar, 13; Austin, 13; 
Kaiser, 12; MG, 7; Henry J, 7, and 
Renault, 4. 

Registrations through unauthor- 
ized outlets were: Chevrolet, 1,150; 
Plymouth, 190; Pontiac, 96; Ford, 
74; Buick, 72; Oldsmobile, 43; 
Dodge, 24; Mercury, 19; Cadillac, 
15; DeSoto, 7; Chrysler, 4; Lincoln, 
3; Willys, 3, and Nash, 1.—(Gor- 


don Hebert.) 
* = * 


Baltimore 

New-car registrations in Balti- 
more during December totaled 
3,165, compared with 1,898 in No- 
vember. Registrations for the en- 
tire year amounted to 27,535. 

Truck registrations in the final 
month were 298, compared with 
210 in November. The year’s total 
was 2,851. 

December car registrations by 
make were: Chevrolet, 1,083; Ford, 
896; Plymouth, 312; Buick, 206; 
Pontiac, 143; Oldsmobile, 135; 
Dodge, 76; Mercury, 74; Cadillac, 
60; Chrysler, 60; DeSoto, 44; Stude- 
baker, 31; Nash, 19; Hudson, 11; 
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ice Kit make tubeless tire mounting 


safer, easier. 


To save time and RuGLYDE, 
use RuGLYDE in its custom- 
designed Service Kit, with 
special brush and applicator. 
See your supplier for details 
and money-saving introduc- 


tory offer. 


"RUGLYDE is the registered trade-mark of 


AMERICAN GREASE STICK COMPANY 
Muskegon, Michigan 
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Lincoln, 9; Packard, 5; and miscel- 
laneous, 1. 

Registrations for the full year: 
Ford, 7,483; Chevrolet, 7,387; 
Plymouth, 2,725; Buick, 2,315; 
Pontiac, 1,688; Oldsmobile, 1,517; 
Mercury, 1,027; Dodge, 741; 
Chrysler, 520; Cadillac, 474; 
Studebaker, 408; DeSoto, 350; 
Nash, 342; Packard, 161; Lincoln, 
141; Hudson, 133; Willys, 64; 
Kaiser, 42; Henry J, 2, and mis- 
cellaneous, 65. 

December truck registrations 
were: Chevrolet, 137; Ford, 63; In- 
ternational, 51; Dodge, 15; GMC, 
15; White, 9; Diamond T, 3; Mack, 
2; Autocar, 1; Brockway, 1, and 
miscellaneous, 1. 

Truck registrations for the year 
were: Chevrolet, 1,182; Ford, 666; 
International, 282; Dodge, 248; 
GMC, 239; White, 69; Mack, 45; 
Willys, 32; Brockway, 18; Diamond 
T, 13; Federal, 11; Autocar, 9; Reo, 

6, and miscellaneous, 31.— (Kate 


Savage.) 
. * * 


St. Louis 

Demand for new cars in St. Louis 
remains exceptionally high, with 
January demand equal to, if not 
greater than, December’s. 

Stocks of new cars are ade- 
quate in most lines and are re- 
ported heavy in a few instances. 
Used cars are moving fairly sat- 
isfactorily, although some stock 
accumulation is evident. Service 
and parts business is reported on 
a decline with no pickup antici- 
pated before the first of March.— 
(Sam X. Hurst.) 

+ 


* * 


Pittsburgh 

| New-car registrations in the 
Pittsburgh area in the week ended 
Jan. 15 showed a decided drop 
from the previous week, according 
to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

Business in general also de- 
clined, with the bureau’s index 
standing at 160.9 percent of the 
1935-39 average, compared with 
163.0 in the previous week. 
Steel- mill operations, however, 

rose to 80 percent of practical ca- 

pacity, the highest rate reported in 

10 months.—(Leon M. Leffingwell.) 
a 


* * 


Detroit 

Ford was top seller in Wayne 
County (Detroit) during 1954, ac- 
cording to registration figures re- 
leased by the Detroit Auto Dealers 
Assn. 

Twelve-month totals gave Ford 
52,424 registrations, compared 
with 33,942 for Chevrolet. For 
Ford, that represented 32.62 per- 
cent of the 160,756 cars sold dur- 
ing last year. Chevrolet’s market 
penetration was 21.12 percent. 

Other totals for the year, with 
percentage of market penetration 
in parentheses, were: Buick, 15,183 
(9.44); Oldsmobile, 11,802 (7.34); 
Mercury, 9,861 (6.13); Plymouth, 
8,991 (5.59); Pontiac, 8,162 (5.08); 
Cadillac, 5,381 (3.35); Dodge, 3,658 
(2.27); Chrysler, 2,510 (1.56); Nash, 
2,074 (1.29); DeSoto, 1,790 (1.11); 
Lincoln, 1,404 (0.87); Packard, 1,263 
(0.79); Studebaker, 1,178 (0.73); 
Hudson, 692 (0.43); Willys, 156 
(0.10); Kaiser, 117 (0.07); Henry J, 
13 (0.01), and miscellaneous, 155, 
(0.10). 





* * * 


Greensboro, N. C. 

New-car registrations in Greens- 
boro during December totaled 840, 
while the new-truck count was 114. 

Car registrations by make were: 
Chevrolet, 189; Ford, 185; Buick, 
79; Pontiac, 77; Plymouth, 74; 
Oldsmobile, 58; Dodge, 38; Mer- 
| cury, 28; Chrysler, 24; Studebak- 
er, 21; Cadillac, 20; DeSoto, 19; 
Nash, 10; Lincoln, 5; Willys, 4; 
Packard, 3; Kaiser, 2; Henry J, 
1, and miscellaneous, 3. 

Truck registrations were: Chev- 
rolet, 41; Ford, 26; Dodge, 11; In- 
ternational, 10; GMC, 8; Mack, 7; 
Studebaker, 4; White, 3; Willys, 3, 


and miscellaneous, 1. 
~ + a” 


Hartford, Conn. 
“Long” trade offers are the order 
of the day in Hartford, with two 
volume dealerships leading the 
way. 

One offers new cars at $295 
down and five years to pay, with 
lots, cars, houses or boats ac- 
cepted in trade. The other offers 
similar downpayments, with three 
years to pay, and no payments 
until spring. 

Here are some typical used-car 











prices on ’53 models in this high- 
wage, high-employment area: 
Buick, $1,695 to $2,000; Cadillac, $2,- 
000 to $3,900; Chevrolet and Ford, 
$1,100 to $1,500; Chrysler, $2,100 to 
$2,600; DeSoto, $1,900 to $2,300; 
Dodge, $1,200 to $1,600; Plymouth, 
$1,050 to $1,450; Pontiac, $1,595 to 
$2,000; Studebaker, $950 to $1,500 
and Packard, $1,200 to $1,600. 

Hardly any 1955 models have 
been advertised on the used-car 
market in this area—(Thomas 
Marks.) 

+ * * 
Hutchinson, Kans. 

Although the bottom has not ex- 
actly dropped out of the used-car 
market here, there has been a 
sharp decline, especially in older 
models. 

Used cars are selling up to $400 
below what the same models sold 
at three months ago. 

There is still a heavy demand 
for used 1954 models, one dealer 
said. Older automobiles, such as 
1949, ’50 and ’51, have dropped up 
to $300 in price, he said. 

One dealer said 50 to 80 cars a 
week come over his auction block, 
nearly all from Western Kansas. 

The ’54 Fords and Chevrolets are 
in big demand and sell at $1,500 to 
$1,750. Cars five years and older 
are hurried to bring $300. One rea- 
son is that it is difficult to get such 
a vehicle financed —(George M. 
Hunholz.) 
* « s 
Houston 

December new-car registrations 
in Harris County (Houston), to- 
taled 5,031, compared with 2,882 in 
November, or an increase of nearly 
75 percent. 

New-truck registrations also in- 
creased to 646 in December, com- 

pared with 477 in the previous 
month. 

New-car registrations showed: 
Ford, 1,450; Chevrolet, 1,340; 
Oldsmobile, 559; Buick, 443; 
Plymouth, 256; Pontiac, 246; Mer- 
cury, 225; Cadillac, 117; Dodge, 
111; Chrysler, 91; Studebaker, 51; 
DeSoto, 44; Lincoln, 31; Nash, 
31; Willys, 11; Hudson, 8; Volks- 
wagen, 7; Imperial, 3; Jaguar, 2; 
Kaiser, 2; Austin, 1; Singer, 1, 
and miscellaneous, 1. 

Truck registrations were: Chev- 
rolet, 247; Ford, 210; International, 
77; Dodge, 36; GMC bus, 20; GMC, 
19; Mack, 16; International bus, 7; 
White, 5; Willys, 4; Chevrolet bus, 
2; Autocar, 1; Reo, 1, and Stude- 
baker; 1. 

Used-car sales in December to- 
taled 5.229, compared with 5,086 in 
November.—(Ruby Fenoglio.) 

* = oe 


Louisville 

New-car registrations for Decem- 
ber in Louisville were higher than 
in any December in five years. 

The total of 1,984 also repre- 
sented an increase of 52 percent 
over November. 

Registrations of 19,150 for the 12 
months of 1954 compared with 
18,179 for the full year of 1953. 
Record year was 1950, with 21,154 
registrations. 

Truck registrations fell to 149 
in December from 192 in Novem- 
ber. For the full year, truck reg- 
istrations totaled 2,300 in 1954 
and 2,517 in 1953. 

New-car registrations by make 
in December were: Ford, 697; 
Chevrolet, 530: Buick, 196; Olds- 
mobile, 123; Pontiac, 114; Plym- 
outh, 75; Dodge, 54; Mercury, 50; 
Studebaker, 46; Chrysler, 28; Cad- 
illac, 23; DeSoto, 19; Nash, 15; Lin- 
coln, 5; Hudson, 3; Packard, 2; 
Willys, 2; and Jaguar, 1. 

Truck registrations were: Ford, 
63; Chevrolet, 61; International, 12; 
Dodge, 3; GMC, 2; Mack, 2; Willys, 
2; Oldsmobile, 1, and White, 1.— 


(A. W. Williams.) 
* x * 


Canada 

Canadian dealers’ sales of new 
vehicles in the first 11 months of 
1954 were 18 percent fewer than 
in the same period of 1953, accord- 
ing to Canadian Government fig- 
ures. 

The value of such sales was off 
nearly 16 percent, the Government 
said. 

Number of new vehicles sold in 
the 11 months totalled 358,652, com- 
pared with 437,451 a year earlier. 
The retail value amounted to $923,- 
929,000, compared with $1,098,550,000 
in 1953. 

Sales of new cars declined 14.5 
percent in the period, to 290,490 
from 339,724. Commercial vehicles 

(Continued on Page 105, Col. 2) 








Precision Die-Cast 


Triple chrome plated for ae 
beauty. Original designs. Sketc 

submitted for your approval. Quan- 
tities as low as 100 may or- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 








HEATER FITTINGS 
FOR AUTOS & TRUCKS 


HOSE CONNECTORS, TEES, SHUTOFF 
VALVES, NIPPLES, ELBOWS — STANDARDS 
AND SPECIAL SIZES. 





Manufactured by 


CORMIER & SHAVER 
MFG. CORP. 


1838 E. 40 St. Cleveland 3, Ohio 


See Page 106 


for 


BENMATT 


FRAMES & MONOGRAMS 
See us at NADA 


BOOTH 301 


The Benmatt Organization, Inc. 
%2 Milwaukee Ave., Chicago, Ill. 
HUmboldt 9-2470 


USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF '53-'54 210 Chevrolets 5 
Custom Fords— * 

WE ARE AS NEAR AS 
YOUR TELEPHONE 


WITH A STEADY SUPPLY 
wk ALL CARS CLEAN x 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, lil. 
Phone: Museum 4-6969 
Ask for Ben Geller 





Auto Markets 


(Continued from Page 104) 


sales fell more than 30 percent, 
to 68,162 from 97,727. 

According to Government fig- 
ures, sales of European-made vehi- 
cles dropped to 19,997 units in the 
first 11 months of 1954, compared 
with 27,542 units in the same pe- 
riod of 1953. 

Shipments of U. S. vehicles fell 
to 20,880 units in the period, com- 
pared with 25,348 units in the 1953 
period.—(M. L. Schwartz.) 

aa 


* * 


San Antonio 

New-car registrations in Bexar 
County (San Antonio) totaled 12,- 
510 in 1954, compared with 12,885 
for the previous year. 

New-truck registrations amounted 
to 2,118, compared with 2,283 in 
1953. Total sales of all new vehicles 
for the entire year showed a loss 
of about 3.5 percent from 1953 ac- 
tivity. 

December new-car registrations 
were 1,456, compared with 1,078 in 
November. New-truck registrations 
were 148, compared with 165 in the 
previous month. 

Car registrations by make in 
December were: Chevrolet, 482; 
Ford, 403; Oldsmobile, 84; Buick, 
81; Plymouth, 80; Pontiac, 61; 
Dodge, 51; Mercury, 47; Chrysler, 
$7; Cadillac, 35; DeSoto, 24; Nash, 
19; Studebaker, 14; Lincoln, 9; 
Willys, 7; Hudson, 6; Imperial, 3; 
Kaiser, 3; MG, 3; Jaguar, 2; Pack- 
ard, 2, and miscellaneous, 3. 

Truck registrations were: Chev- 
rolet, 63; Ford, 31; International, 
20; GMC, 12; Dodge, 9; White, 5; 
Federal, 1; Studebaker, 1, and 
Willys, 1—(J. H. Reed.) 


* * * 


Cincinnati 

New-car registrations in Decem- 
ber in Hamilton County (Cincin- 
nati) totaled 3,482, an increase of 
55 percent over December. Only 
March and June were bigger 
months during 1954. 

Used-car sales by dealers totaled 
3,099 in December, down from 3,- 
480 in the previous month. Only in 
January were there fewer used-car 
transactions in 1954. 

New-truck registrations in De- 
cember totaled 277, compared with 
222 in November, and used-truck 
transactions were 146 in December 
and 174 in the previous month. 

December new-car registrations 
by make were: Ford, 1,189; Chev- 
rolet, 711; Buick, 306; Oldsmobile, 
291; Pontiac, 242; Plymouth, 188; 
Dodge, 98; Mercury, 92; Cadillac, 
15; Chrysler, 69; Studebaker, 66; 
Nash, 58; DeSoto, 54; Hudson, 13; 
Lincoln, 13; Packard, 9; Willys, 
4; Austin, 1; Kaiser, 1; MG, 1, 

and Volkswagen, 1. 

Ford topped Chevrolet for the 
year, 7,753 to 7,141. 

Truck registrations were: Ford, 
98; Chevrolet, 75; International, 53; 
GMC, 29; Dodge, 11; White, 3; 
Mack, 2; Reo, 2; Biederman, 1; 
Divco, 1; Studebaker, 1, and Willys, 
: 


* x * 


Providence 

A total of 1,288 new cars were 
registered in Providence during De- 
cember, compared with 1,086 in the 
previous month. 

New-truck registrations amounted 
to 106, compared with 102 in No- 
vember. 

Car registrations were: Ford, 
314; Chevrolet, 288; Plymouth, 
137; Oldsmobile, 98; Pontiac, 98; 
Buick, 95; Cadillac, 51; Mercury, 
47; Chrysler, 42; Dodge, 27; De- 
Soto, 25; Studebaker, 24; Nash, 
16; Hudson, 11; Lincoln, 9, and 
misceHaneous, 6. 

Truck registrations were: Ford, 
44; Chevrolet, 27; International, 12; 
Dodge, 9; Diamond T, 3; Mack, 3; 
Studebaker, 3; GMC, 2; White, 2, 


and Reo, 1. 
” a. 2 


Atlanta 

Atlanta new-car dealers regis- 
tered 2,094 new cars in December, 
the highest month since Septem- 
ber. The total was 61 percent above 
December, 1953. 

Ford and Chevrolet ran close, 
with Ford leading 683 to 667. How- 
ever, registered in the name of the 
factory or dealers were 101 Chev- 
rolets and 52 Fords. 

Buick took third place for the 








1lth consecutive month with 166 
registrations, including 20 factory- 
or-dealer listings. 


Registrations for other makes 
(with registrations to dealers or 
factories in parentheses) were: 
Plymouth, 122 (2); Pontiac, 121 
(8); Oldsmobile, 106 (12); Cadil- 
lac, 58 (4); Mercury, 43 (20); 
Dodge, 40 (10); Chrysler, 29 (4); 
Studebaker, 17 (12); Nash, 16; 
DeSoto, 11 (2); Packard, 4 (1); 
Lincoln, 4 (2); Austin, 3; Hudson, 
2, and miscellaneous, 2. 

New-truck registrations for De- 
cember totaled 213, divided as fol- 
lows: Chevrolet, 95 (1); Ford, 66 
(12); Dodge, 19; GMC, 17; Interna- 
tional, 8 (3); White, 6; Studebaker, 


1, and miscellaneous, 1. — (E. C. 
Bash.) 
. * * 
Clevelan 


A sharp comeback in registra- 
tions was reported for the second 
week in January when new-car 
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turnover touched 1,118 and used-| 


car transactions jumped to 1,654. 
Those figures compared with 
1955’s first-week totals of 752 new 


| cars and 1,309 used cars. 


In 1954’s total new-car regis- 
trations of 73,708, the Big Three 
accounted for 70,084, or 95 per- 
cent. 

December new- car registrations 





| 


| 





; a. 105 
totaled 8,110 compared with 4,838 in| 22; Hudson, 21; Willys, 11; Volks- 
wagen, 6; Kaiser, 5; Jaguar, 3; 


the previous month. 


Here is the December breakdown 
of registrations, according to Leon- 
ard Fuerst, clerk of courts: Chev- 
rolet, 2,592; Ford, 2,197; Buick, 549; 
Pontiac, 531; Plymouth, 467; Olds- 
mobile, 446; Mercury, 277; Cadillac, 
248; Dodge, 246; Chrysler, 161; De- 
Soto, 117; Nash, 77; Studebaker, 64; 
Lincoln, 32; Packard, 32; Imperial, 


English Ford, 2; MG, 2; Porsche, 1, 
and Triumph, 1. 


New-truck registrations totaled 
546 in December, compared with 
419 in November. They broke down 
as follows: Ford, 201; Chevrolet, 
154; International, 69; GMC, 37; 
Dodge, 34; Willys, 21; White, 14; 
Mack, 7; Diamond T, 6, and Divco, 
2.—(Sanford Markey.) 

















MANUFACTURERS OF 
@ Seat Covers 

®@ Convertible Tops 
@ Carpets 








Address all inquiries to 
Dept. A-155 







SAVE UP TO 60% ON 


CARPETS 


FOR ALL 


dillac 


MODELS 


For every model of Cadillac from 1941 to 
i954, Finely made of equal-quality material 
as your original . . . and reinforced with 
felt (ozite) under pad. In gray, blue, brown 
black, green or maroon. , 


COMPARE THESE LOW PRICES 
WITH FACTORY LISTS 
Front Carpets: $15 (Plus 8% Tax 


Rear Carpets: $13 (Plus 8 T 
Maroon & Blue Front $2 ai see ea) 


1954 Carpets $3.00 extra 
Available for other makes of cars. 





3%000.000 REASONS WHY 
YOU CAN RELY ON... 


ORIGINATORS OF 


Threaded Suspension Bearings 





PRESSED METALS OF AMERICA, INC. 


PORT HURON, MICHIGAN 
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_ three bedroom ground floor villa. 


Where Mrs America 
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Write immediately for 
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CLEARSPRAY quarantees low water 
consumption. 

Takes only an hour to install — no 
anchoring necessary. 

Attracts customer's attention to tires, 
batteries and accessories while car is 
being washed. 

Actual washing time using CLEAR- 
SPRAY by inexperienced operator — 
ONLY 10 MINUTES! 

CLEARSPRAY will attract customers 
by its quick, efficient method. 
CLEARSPRAY leaves the operator 
DRY! 

CLEARSPRAY is a high quality prod- 
uct which has PROVEN CUSTOMER 
SATISFACTION ! 


free information catalog. 


SPECIAL NOTE: DISTRIBUTORS ARE DESIRED FOR MOST STATES — 


PLEASE WRITE FOR 


FULL INFORMATION ! 


McGEE NATIONAL SALES CORPORATION 


2142 K STREET, NORTHWEST, WASHINGTON, D. C. 


and Her Family Vacation! 


Enjoy your own one, two or 


Completely furnished for vaca- 
tion living 


viras 950 «woot 


BEST FLORIDA 
VACATION BUY! 


WRITE FOR 28 PAGE 
ILLUSTRATED BOOKLET! 























MERCURY—’54 Monterey 2-dr., $1,920*; 


Used-Car Auction Prices 





$2.360*, $2,330*, $2,320*; Country sedar 
$2,505*, $2,475*; conv., $2,455*, $2,370* 
4-dr., $2,125*; Custom (8) 4-dr., $2,150* 
$2,025, $1, 935; Main (8) Ranch Wagor 
ae "54 Custom (8) Country sedar 
1,870. 


KAISER—’51 2-dr., $415. 
LINCOLN—’ 54 Cosmopolitan 4-dr., $2,450° 





(Continued from Page 39) *49 Cosmopolitan 4-dr., $330, $130. 
MERCURY—’54 Custom Sport coupe, $1 
RM Riviera, $2,345* (ps), $2,290* (ps); 975. 53 Custom Sport coupe, $1,510. ’5 
Century Riviera coupe, $2,245; 4-dr., Custom 4-dr., $935. '51 2-dr., $670; clu 


Custom 2-dr., $1,480. '53 Monterey 2-dr., 
$1,425*. ‘50 4-dr., $475. 


NASH—’51 Statesman 4-dr., $385. 

OLDSMOBILE—’54 (98) Holiday, $2,840* 
(ps); (88) 4-dr., $2,200* (ps). ’53 (98) 
Holiday, $1,650*; (88) 4-dr., $1,450*. '52 
(98) 4-dr., $1,220*. ’51 (98) 2-dr., $950*; 
4-dr., $880*. '50 (98) 4-dr., $550*. 

PACKARD—’53 Clipper club coupe, §$1,- 
090°. '51 4-dr., $800. '50 2-dr., $240. 

PLYMOUTH—’55 Belvedere (8) sedan, $2,- 
100. '54 Belvedere sedan, $1,520; Plaza 
2-dr., $1,135. °53 Cranbroow Belvedere, 
$1,170. °52 Concord Savoy, $850. ‘51 
Cranbrook Belvedere, $780, $670; Cam- 
bridge club coupe, $530. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,580*; 4-dr., $2,325*. '54 Chieftain (8) 
Catalina, $1,725*. '53 Chieftain (8) conv., 
$1,400*, °51 Silver Streak (8) 4-dr., 
$700*. '50 Silver Streak (8) 4-dr., $500. 
'49 Silver Streak (8) conv., $360. 

STUDEBAKER—’50 Champion 2-dr., $345. 

WILLYS—’50 %-ton pickup, $530. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Jan. 19.) 
(Sold 68 cars out of 103 offerings.) 

BUICK—’55 Special 4-dr., $2,500* (ps). 
’51 Special sedan, $700. '50 Special se- 
dan, $490*; RM sedan, $290. ’47 Special 
sedan, $165. 

CADILLAC—’53 (60) Special sedan, $2,- 
465* (ps); (62) sedan, $2,500* (ps). '52 
(62) coupe, $2,140* (ps). '50 (62) sedan, 
$1,000*. °49 (60) Special sedan, $650*. 
’46 (62) sedan, $450. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
925. '53 Two-ten sedan, $920. ‘52 SL 
Deluxe sedan, $530. ’51 SL Deluxe sedan, 
$650*; SL Special sedan, $560. '50 SL 
Deluxe sedan, $550*, $490. '49 SL De- 
luxe sedan, $370, $360; SL Special sedan, 
$365. 

CHRYSLER—’50 Windsor sedan, $530. 

DeSOTO—’51 Custom sedan, $575. °47 Cus- 
tom sedan, $175. 

DODGE — '52 Coronet sedan, $685. ‘50 
Coronet sedan, $490. 

FORD — '55 Thunderbird, $3,075; Custom 
(8) 4-dr., $1,875. °53 Crest (8) conv., 
$1,270*; Main (6) sedan, $870. ’52 Cus- 
tom (8) sedan, $505, $440. °49 Custom 
(8) sedan, $350. 

HUDSON—’53 Wasp sedan, $850. "52 Pace- 
maker sedan, $500. 51 Pacemaker sedan, 
$260. 

KAISER—’51 sedan, $290. 

LINCOLN—’53 Capri conv., $1,645*. 

MERCURY—’51 sedan, $560. °50 sedan, 
$475, $420. '48 sedan, $210. 

NASH—’51 Super sedan, $415; Ambassa- 
dor sedan, $350. 

OLDSMOBILE —’'51 (88) sedan, $675*; 


conv., $575*. '50 (98) sedan, $335*. ‘49 


(98) sedan, $200. '47 (78) sedan, $205. 
PACKARD—’52 sedan, $785*. 
PLYMOUTH—’53 Cranbrook sedan, $850. 

’50 Special Deluxe sedan, $400, $375. '49 


Special Deluxe sedan, $395. '46 Deluxe | 


sedan, $100. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
450°; sedan, $1,240*. '52 Chieftain (8) 
sedan, $780*. '51 Silver Streak (8) sedan, 
$615*, '49 Silver Streak (8) sedan, $375, 
$340, $265. °48 Torpedo (8) sedan, $190. 
’47 Torpedo (6) sedan, $175. 


STUDEBAKER — ’'51 Commander sedan, 
$450*, $350; Champion sedan, $220. 


(Flint Auto Auction, Inc. Sale every 

Wednesday. Prices are for sale of Jan. 19.) 

(The market was steady with no in- 
crease in price over last week. Percent- 
age of sales were down, however, as 

today’s autos were a little rough. Sold 77 
cars out of 140 offerings.) 

BUICK—’54 Century 2-dr., $2,215*; Super 
Riviera 2-dr., $2,150*: 4-dr., $2,105*. 
53 RM 4-dr.,'$1,440* (ps), $1,300* (ps); 
Super 2-dr., $1, 410*; 4-dr., $1,325*; Spe- 
cial Riviera 2-dr. $1, 355*, $1,150; 4-dr., 
$1,105. °51 Special 2-dr., $600*. '50 Spe- 
cial 4-dr., $375*; RM 4-dr., $290*. 

CADILLAC—’55 (62) club coupe, $4,775* 
(ps). ’53 (62) 4-dr., $2,380*; club coupe, 
$2,300*. 

CHEVROLET—’'55 Two-ten (6) 2-dr., $1,- 
675. ’54 Bel Air club coupe, $1,615* (ps); 
Two-ten 2-dr., $1,330*. '53 Bel Air 4-dr., 
$1,115*; Two-ten 4-dr., $960*. '52 FL 
Deluxe 2-dr., $700*. '51 SL Deluxe 2-dr., 
$520. '50 SL Deluxe 2-dr., $390. '49 SL 
Deluxe 2-dr., $230. '47 SM 2-dr., $150. 

OHRYSLER — '51 Windsor 2-dr., $670*; 
Newport, $650*. 

FORD — '54 Custom (8) Country sedan, 
$1,465*. °53 Crest (8) Victoria, $1,220*, 
$1,175*; Custom (8) 2-dr., $955. '52 Cus- 
tom (8) 4-dr., $765, $740°, $735*, $700; 
2-dr., $750, $700, $695; %-ton pickup, 
$560. '51 Custom (8) Victoria, $955*; 
2-dr., $500, $475; conv., $425; Custom 
(6) 2-dr., $300. °50 Custom (8) 4-dr., 
$380. °48 %-ton pickup, $215. 

HUDSON—’53 Wasp 2-dr., $745. ‘51 Hor- 
net 4-dr., $415*. 

KAISER—’53 2-dr., $610. 

LINCOLN—’49 Cosmopolitan club coupe, 
$110. 

MERCURY — ‘'52 Monterey club coupe, 
$980*. ’50 club coupe, $345. 

NASH—’51 Rambler station wagon, $400; 
Ambassador 4-dr.,. $270. '50 ?-dr., $185. 

OLDSMOBILE — ’53 (98) 4-dr., $1,490*, 
$1,470*. °52 (98) 4-dr., $1,050*, $985*; 
(88) 2-dr., $805. °51 (88) Holiday, $725*; 
4-dr., $635. °50 (88) 4-dr., $355. °'49 
(98) 4-dr., $100*. 

PACKARD—’51 Clipper 2-dr., $430. 

PLYMOUTH—’53 Cranbrook 4-dr., $715. 
’51 Cambridge 2-dr., $500. 

PONTIAC—'54 Chieftain (8) club coupe, 
$1,740*. '53 Chieftain (8) 2-dr., $1,150*, 
$1,140*, $1,095°; 4-dr., $1,135*, $1,130°. 
"51 Silver Streak (8) 2-dr., $625°. °49 
Silver Streak (8) 4-dr., $330*. 

STUDEBAKER—’53 Champion 4-dr., $715. 
*52 Commander Land Cruiser, $475. '51 
Champion club coupe, $325*. 50 Cham- 
pion 4-dr., $140. 

MISCELLANEOUS—’51 GMC %-ton pick- 


up, $510. 
DENVER 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Jan. 14.) 

(Prices slightly off on new units, Sold 
189 cars out of 473 offerings.) 
BUICK—’55 Super Riviera 2-dr., $3,050* 

(ps); Century Riviera coupe, $2,890. '54 


$2,190* (ps). '53 Super Estate Wagon, coupe, $670. '49 conv., $185. 
$1,770*; Special 4-dr., $890. '52 Super | OLDSMOBILE — ’'55 (98) Holiday coupe 


Riviera, $1,025*. '51 RM Riviera 4-dr., $3,390* (ps), $3,345* (ps); (88) Supe 
$655*. Holiday, $3,200* (ps); Deluxe Holiday 
CADILLAC—'55 (62) coupe deVille, $5,-| $2,885*. '54 (98) 4-dr., $2,600° (ps) 


150* (ps); 4-dr., $4,550* (ps). '54 (62) (88) Holiday coupe, $2,535*. '53 (98 
coupe de-Ville, $3,885* (ps). '53 (62) Holiday, $1,790* (ps). ‘'52 (88) Supe 
coupe deVille, $2,865* (ps), $2,800* (ps); 4-dr., $1,095°*. 

4-dr., $2,625* (ps). ’52 (62) coupe de- PLYMOUTH—’ 55 Savoy (8) 4-dr., $2,200° 
Ville, $2,270* (ps). $2,135*. '52 Cambridge club coupe, $605 


' , PONTIAC — '55 Star Chief (8) Catalina 
CHEVROLET—’55 Bel Air (8) Handyman, $2,825* (ps); Chieftain (8) station wag 


$2,290; 4-dr., $2,150, $2,090; Sport coupe, on, $2,635*; Catalina, $2,525*%; 2-dr 
$2,125; 2-dr., $1,965; Bel Air (6) 4-dr.,/ $1,915, ’54 Chieftain (8) station wagon 


$1,930; Two-ten (8) Delray coupe, $1,925; $1,750. '53 Chieftain (8) Catalina, $1,- 


Two-ten (6) 4-dr., $1,915; %-ton pickup, 365*. °52 Chieftai (8 onv 925* 
$1,600, $1,575. '54 Bel Air 4-dr., $1,640, STUDEBAKER aan 52 Peis Lan 
$1,555", $1,450, $1,395; Sport coupe, $1,-| Cruiser, $520*. ’51 Champion 4-dr., $460 
625°, $1,590*, $1,545. '53 Bel Air Sport| +43 Champion coupe. $135. 


coupe, $1,370°, $1,275%, $1,120; 2-dr.,| WILLYS—’55 station wagon, $2,095. '53 


$1,135. ’52 SL Deluxe Bel Air, $955. jeepster, $690. 
CHRYSLER—’53 NY 4-dr., $1,525* (ps). 3 
51 Windsor club coupe, $485*,. ’°50 NY NEW YORK CITY 


club coupe, $325*. °49 Windsor club 


coupe, $325*. (Skyline Auto Auction. Sale every Tues- 


DODGE —’'55 Royal Lancer, $2,545. ’52 day. Prices are for sale of Jan. 18.) 
Coronet club coupe, $550*. °51 Coronet (Market very firm here although con- 


4-dr., $520*. °50 Coronet 4-dr., $320*. signment light. We need many more clean 
FORD—’55 Fairlane (8) Crown Victoria, | ®utos as a large crowd of buyers were 
$2,600* (ps); Victoria, $2,385*, 2 at (Continued on Page 107, Col. 1) 





See it in Action... 


AT THE NADA SHOW 


THE SENSATIONAL 


Macton Paravane Turntable 


AND THE NEWEST 


| Macton Paravanette 
DESIGNED SPECIALLY FOR SMALL AUTOMOBILES 
xk *k * 





If you can't make the NADA show be sure to write for our 


catalog 10N. 


MACTON MACHINERY CO., INC. 
DYKE LANE . STAMFORD, CONN. 


GET THE 
PROFIT-MAKING 
FACTS about 


PURCHASE 
RESERVE 


PLAN... 


A New Kind of Merchandising for Dealers 
from NELSON Associates, Inc. of Detroit 


at BOOTHS 273-4 


Several choice territories open for men over 40 with automotive background. 
Speak to any Nelson man at Booths 273-4. 





7) etiee WAGON PARTS 


FOR ALL MAKES | 


WOOD PARTS 
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HARDWARE 
Refinishing | 
Materials 1 
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PROMPTLY SHIPPED 
ANYWHERE 
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. WOGD BODY REPAIR 
The [ANE LL So ermal? °°" Bi won 
Send for Price Lists and Literature 


618 Communipew Ave. e JERSEY CITY, N. J. « D&leware 3-6898 
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(Continued from Page 106) 
Sold 39 


grabbing at good merchandise. 
cars out of 69 offerings.) 
BUICK—’50 Super 4-dr., $410*. 
4-dr., $140. 
CADILLAC—'46 (62) 4-dr., $100*. 
CHEVROLET—’ 54 Bel Air 4-dr., 


’49 Super 


$1,450°; 








| 





Bil ll 





JIFFY CAR WARMER 
A DEALER MUST 


® Idies Car At Any Speed 

® Keeps Batteries Up on Used Car Lot 

® Mechanics Time & Money Saving Tool 

® No Lost Used Car Sales 

® Multiple Use of Tool Permits One Hours 
Work in Seven Minutes 

® Prevents Sticking Valves and Carbon 
Load-Up 

® Postage Paid on Prepaid Orders 

$5.95 Per Doz. 





“PORTER PAL" CO. 
BOX NO. 174 1608 E. FOURTH ST. 
ROYAL OAK, MICH. 
Jobber Inquiries Invited 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 





for 


BENMATT 


FRAMES & MONOGRAMS 
See us at NADA 


BOOTH 301 


The Benmatt Organization, 
962 Milwaukee Ave., Chicago, Ill. 
HUmboldt 9-2470 


BOO8P 
S\/ USED CAR 
SALES 

Systems Aids Promotions 


Write for free catalog 


BARRY AUTOMOTIVE co. 
1362 W. 65th St. Cleveland 2, Ohio 








Two-ten 4-dr., $1,105*; 
2 at $1,100, $1,000. 


One-fifty 2-dr., 
'563 Two-ten 2-dr., 


$945, $925, $900; One-fifty 4-dr., $780, 
$740, 2 at $725, $705; 2-dr., 2 at $730, 
$725, $710, 2 at $700. 

CHRYSLER—’54 NY Newport, $2,200*. 

DeSOTO—'47 4-dr., $140. 

FORD—’53 Crest (6) 2-dr., $950; Crest 
(8) 2-dr., $900*. '51 Custom (8) Coun- 
try Squire, $410. '50 Deluxe (6) 2-dr., 
$280. '49 Custom (8) conv., $200. 

MERCURY—’50 sedan, $275. 

OLDSMOBILE—’51 (88) Holiday, $760*; 
(98) 4-dr., $500*. '50 (88) 2-dr., $415*. 
*49 (98) 2-dr., $290". 

PONTIAC—’49 Silver Streak (8) station 
wagon, $275. 

STUDEBAKER—’49 Champion 4-dr., $240. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sales of Jan. 12-19.) 

(An excellent sale today. Sold 125 cars 
out of 163 offerings.) 


BUICK—’54 Super 2-dr., $2,150*; Special 
2-dr., $1,875*. ’53 Special 2-dr., $1,065. 
*52 Super 2-dr., $1,025; 4-dr., $885*. ’51 
Special 2-dr., $740*; 4-dr., $555*; Super 
2-dr., $725*. "50 Special 2-dr., $350*. '49 
Super 4-dr., $275*, $225; RM 2-dr., 
$215°*. 

CADILLAC—’55 (62) 4-dr., $4,450* (ps). 
"54 (62) 4-dr., $3,460* (ps), $3,430* 
(ps). °50 (62) club coupe, $1,250*; 4- 
dr., $995*. 


CHEVROLET—’55 Bel Air (6) coupe, $2,- 
165*, $2,060*; 4-dr., $1,850; Two-ten (8) 
4-dr., 2 at $1,890*. °54 Two-ten 4-dr., 
$1,215*; 2-dr., $1,275, $1,210. ’53 One- 
fifty Handyman, $1,245; Two-ten 4-dr., 
$930; 2-dr., 2 at $895, $890. "52 SL De- 
luxe 2-dr., $710, $705. '51 SL Deluxe 2- 
dr., $560. °50 SL Deluxe 2-dr., $500, 
$480, $410. 

CHRYSLER—’54 NY 4-dr., $2,060* (ps), 
$1,960* (ps). '53 NY 4-dr., $1,305* (ps). 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,485*. 
*52 Fire Dome (8) 4-dr., $840*. 

DODGE —’52 Wayfarer 2-dr., $465. '50 
Coronet Diplomat, $395*; 4-dr., $215*; 
Wayfarer 2-dr., $285. 

FORD — ’55 Thunderbird, $3,350* (ps); 
Fairlane (8) Country sedan, $2,325*; 
Victoria, $2,300* (ps); Main (8) Ranch 
Wagon, $2,265*; Custom (8) 2-dr., $1,- 
975*, $1,785, $1,775, $1,770, $1,745; 4-dr., 
$1,960, $1,825; Custom (6) 2-dr., $1,800, 
$1,715*; Mein (6) 2-dr., $1,535. °’54 
Crest (8) Victoria, $1,725*; Custom (8) 
4-dr., $1,505. °53 Crest (8) Victoria, 
$1,230*; Main (8) Ranch Wagon, $1,195; 
4-dr., $865, $855, $850, $840; Custom 
(6) 2-dr., $845*; %-ton pickup, $770. 
*52 Crest (8) Victoria, $930*; 4-dr., $715. 
"51 Custom (8) Victoria, $715; 4-dr., 
$540. °50 Custom (8) 4-dr., $315; Main 


(6) 2-dr., $265. °49 Custom (8) 2-dr., 
$235. '47 Custom (8) 2-dr., $165. 
HUDSON—’53 Hornet 4-dr., $1,090*. '52 


Wasp club coupe, $660*. 

KAISER—’51 Deluxe 4-dr., $435*. 

LINCOLN—’51 4-dr., $845*. 

MERCURY—’54 Monterey Sun Valley, $2,- 
095* (ps). ’53 Monterey coupe, $1,390*. 
’51 coupe, $710*. '50 4-dr., $485. 

NASH —’53 Statesman 4-dr., $875*. ’51 
Ambassador 4-dr., $440*. ’50 Ambassa- 
dor 2-dr., $275; Statesman 4-dr., $100. 
’49 Ambassador 4-dr., $125. 

OLDSMOBILE — '55 (88) 4-dr., $2,575*. 
*54 (88) Super Holiday, $2.275*; 4-dr., 
$2,050* (ps); 2-dr., $1,895*. °53 (98) 
Holiday, $1,855*; (88) Super 4-dr., $1,- 
450°. ’52 (98) 4-dr., $1,065*. °51 (88) 
Super 4-dr., $860*, $700*%; (98) 4-dr., 
$805*, $760*, $750*; Holiday, $750*. 

PACKARD—’52 Clipper 4-dr., $1,050*; 
trician 4-dr., $900* (ps). 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,935*; 
2-dr., $1,785. '53 Cambridge 4-dr., $505*. 
’52 Cranbrook Belvedere, $775. '51 Cran- 
brook Belvedere, $475; 4-dr., $465. °49 
Special Deluxe 4-dr., $355. 

PONTIAC—’55 Chieftain (8) 4-dr., 
’53 Chieftain (8) 4-dr., $1,185*, 
$995. ’52 Chieftain (8) 4-dr., 
$775*. '51 Silver Streak (8) 4-dr., 
2-dr., $570*. 
$275*. 

STUDEBAKER—’53 Champion 4-dr., $800*. 
*52 Commander Hard Top, $640*. ’51 
Commander 4-dr., $425*. '47 Commander 
Land Cruiser, $140*. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 

Wednesday. Prices are for sale of Jan. 19.) 
(A shortage of used cars has devel- 
oped in this area as the new car business 
is off. Some really nice autos offered 
today. Sold 71 cars out of 98 offerings.) 

BUICK—’54 Super 4-dr., $2,105*. '53 RM 
4-dr., $1,530* (ps), $1,520° (ps). ‘52 
Solo. 4-dr., $960*. ’51 Super 4-dr., $660*, 
640. 

CADILLAC—’53 (62) 4-dr., $2,510* (ps). 
"52 (62) 4-dr., $2,050*. '51 (62) 4-dr., 
$1,405*. °50 (62) 4-dr., $1,170*. 

CHEVROLET—’54 Two-ten 4-dr., $1,260. 
’53 Two-ten 2-dr., $955, $900, $835. '52 
SL Deluxe 4-dr., $650, $620. '51 SL De- 
luxe 4-dr., $500, 2 at $490. "50 SL De- 
luxe 4-dr., $440, 2 at $425. '49 SL Deluxe 
4-dr., $330, $305, $300. °48 SM 2-dr., 
$110. 

CHRYSLER—'54 NY 4-dr., 
’51 NY 4-dr., $840*. 

DeSOTO—’51 Custom 4-dr., 

DODGE — ’52 Wayfarer 4-dr., 
Custom 4-dr., $350*. 

FORD—’55 Custom (8) 4-dr., $1,800*. '54 
Custom (8) 4-dr., $1,405*. °53 Custom 
(8) 4-dr., $1,030*, $1,000, $990. '52 Cus- 
tom (8) 2-dr., $830, 2 at $825, $810. ’51 
Custom (8) 4-dr., $635, 2 at $555*, $550. 
’49 Deluxe (8) 2-dr., $205. 

HUDSON—’51 Deluxe 4-dr., $310*. 

KAISER—’49 Deluxe 4-dr., $100*. 

LINCOLN—’51 Cosmopolitan 4-dr., $505*. 

MERCURY—’54 Custom 4-dr., $1,625*. '53 
Custom 4-dr., $1,260*. ’'51 Custom 4-dr., 
$665*. ’50 4-dr., $500*. 

NASH—’52 Ambassador 4-dr., $860*. '51 
Statesman 2-dr., $605*; Rambler 2-dr., 
$410*. ‘49 4-dr., $225*. 

OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
340° (ps). 51 (88) 4-dr., $805*, $800. 
"50 (88) 4-dr., $700*, $640*. 

PACKARD—’52 Custom 4-dr., $600*. 

PLYMOUTH—’54 Plaza 4-dr., $1,110. '53 
Cranbrook 4-dr., $810*. ‘51 Cranbrook 

(Continued on Page 108, Col. 3) 


Pa- 


$2,025. 
$1,155*, 
$815*, 
$585°*; 
"50 Silver Streak (8) 2-dr., 


$1,905* (ps). 


$600*. 
$595*. '50 
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NEN OTT shop 
look like 
it means business 


rear 


Sahure-huilt equipment 


attracts and holds good customers...and 
good mechanics. That’s why Shure-equipped 
| shops enjoy increased service volume and 
\ increased net profits. 









_ Ask your jobber or write us for descrip- 
tive catalog on entire Shure -built line. 


| 
| ps 
Illustrated: Model 9200 Gp fy pe 


sts'tow oy'servce MANUFACTURING CORPORATION 


9205 “Low Boy” Service 
1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


Merchandiser. 


rel 


a 


BE SURE TO SEE THE DISPLAY OF SHURE- BUILT EQUIPMENT 
N.A.D.A. SHOW — BOOTHS 280 - 281 - 282 


slat ila a 


BOYERTOWN Adds Another REFRIGERATION SYSTEM 
The YORK Seated Gixeuct SYSTEM with Long Trouble-Free Service 


ra c= Se ge See This ALL NEW Unit at our NADA Booth #20 


This direct cooling, blower system operates by 
power from an electric generator driven by the 
truck motor while deliveries are being made and 
plugs into conventional A.C. current for dock- 
side or night operation. 


A new ingenious voltage control system, makes 
possible a constant, ample power supply, for 
cooling large or small truck loads of milk, meats 
or other perishable foods, even at idling speeds 
of the truck motor. A high peak of efficiency is 
attained by York Engineers in this unit plus 
weight savings of up to 1000 pounds on the 


larger bodies. 
For Hard-Hitting, Fact-Filled Sales Aids—Write to 


ee 


Compact Direct Blower System 
in Corner of Load Space 





Boyertown'’s New Dairy Delivery Body Model SM-6 
with Stand Drive and Many New Features will be on 


Hold-Over Plate Systems also available. Display at the NADA Exhibition. 
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a ae 


engine 


shampoo 


PN amen aE 
MAKES 2 GALLONS 





Takes cling out of oil and grease 
. emulsifies it . . . so that all dirt 
may be hosed off as easily as you rinse hands under 
water faucet. Launders engines faster, more completely, and safer than 
steam cleaning (warm the engine). Self scouring action brings out 
factory new appearance .. . provides accurate visual inspection . 
Gunked engines run cooler. Get Genuine Gunk in quart and larger 
sizes at better wholesale auto suppliers throughout the country . 
Flatly refuse imitations. 

Extra strength, ready-to-use Gunk in pint containers is available from 
any of the Harley-Davidson Motorcycle Dealers everywhere. 


TE DELWERN 
ve INT OR A : ead 


wind cs 


meee 





Gg TaAMe CAR Fazenda] ncaa 


SS 


Jack Fagan of 
Jack Fagan, Inc. 
230 So. 7th St. 
Phone 1073 
Delavan, 
Wisconsin 
Population 
4007 


“Our return on our investment has been excellent. 


duce that many dollars. 





Used-Car Auction Prices 


(Continued from Page 107) 


2-dr., $480, $420, $33% °50 Deluxe 2-dr., 
$320. 
PONTIAC -- 
$2,425* (ps). 
STUDEBAKER—’'51 Champion 4-dr., 
’50 Champion 2-dr., $235°. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 20.) 

(Dealer demand very good and prices 
up except on ’54 and ’55 models. Sold 83 
cars out of 102 offerings.) 
BUICK—’53 Super Riviera 2-dr., 

’51 Super 4-dr., $725. 
CADILLAC—’46 (75) 4-dr., $105°*. 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 


’55 Chieftain (8) Catalina, 
$360*. 


$1,175°*. 


950*; 2-dr., $1,965*. °54 Bel Air Sport 
coupe, $1,540; 2-dr., $1,230*%; %-ton 
pickup, $1,125. ’53 Bel Air 2-dr., $1,130; 


Two-ten 4-dr., $940. '52 SL Deluxe Bel 
Air, $985; 4-dr., $800*%; SL Special De- 
livery sedan, $550. "51 FL Deluxe 4-dr., 
$680*; SL Deluxe 2-dr., $425*; SL Spe- 
cial 2-dr., $410; %-ton pickup, $615. '50 
SL Deluxe station wagon, $745*; 4-dr., 
$600*, $425; club coupe, $445. °49 FL 
Deluxe 4-dr., $295; SL Deluxe 4-dr., 
$265, $175. '°48 FL Sport coupe, $315; 
Aerosedan, $170. '47 FL Aerosedan, $180. 

CHRYSLER—’51 Windsor 4-dr., $700*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,260* 
(ps). 

DODGE — '51 Coronet club coupe, $570; 
4-dr., $550. '49 Coronet club coupe, $160. 

FORD—’55 Fairlane (8) Victoria, $2,210. 
’54 Crest (8) 4-dr., $1,475; Custom (8) 
4-dr., $1,425*; 2-dr., $1,420*. °53 Crest 
(8) Victoria, $1,235*; Custom (6) 4-dr., 
$955*. ’°52 Main (8) 2-dr., $765. '51 Cus- 
tom (8) Country Squire, $680*; station 
wagon, $585*; Deluxe (8) 2-dr., $550. 
"50 Custom (8) 4-dr., $525, $505; Cus- 
tom (6) 2-dr., $365*. '49 Custom (8) 
2-dr., $330; Custom (6) 2-dr., $200. ’48 
Deluxe (8) 2-dr., $170. '47 Deluxe (6) 
club coupe, $170. ‘42 (6) coupe, $110. 
’37 coupe, $130. 

HUDSON—’49 Commodore (8) 4-dr., $280. 





It paid for 
itself faster than any other equipment we have. As for space, we 
utilized a former car-wash stall which everyone knows can’t pro- 


Inland properly trained our man and 


when I say properly I base that on the amazing small percentage 
of comebacks. And, Inland trained him at no extra charge.” 


Few automotive services offer such a potential for new and ex- 


panded business. 


Of the 60-million vehicles in the U.S., over 


15-million require radiator service yearly. Inland-developed equip- 
ment allows operators to employ highly profitable production 


methods. 


And Inland, world’s largest manufacturer of radiator 


repair equipment, offers the only complete package — equipment, 


training, merchandising. 


Why Watt? | 


Start by investigating this now. The j 
most it can cost you is a few minutes | 
of your time. And the reward can ; 


be amazing! a 
Fill out coupon now for your 
free copy of “Blueprint For ADDRESS. 
Profit." Gives details and city 
prices of required equipment (eee 
and experiences of other BY 


operators. 





If Dealer, make of car sold. 


Inland Mfg. Co., 1108 Jackson St. 
Omaha, Nebraska 


Please send free booklet ‘Blueprint for Profit." 


ee SS ee 


Are you now operating a radiator shop 


inland Manufacturing Co. 
1108 Jackson St., Omaha 8, Nebraska 


Dept. AN-1 


a tcaititintesepcicabiiaicts 


0 Yes (J No 


P.S. — Mail Coupon Now. Take Advantage of New Models At Lowest Prices Ever! 


SEE US AT THE N.A.D.A. SHOW 


BOOTH 204-205-206 


KAISER—’49 Deluxe 4-dr., $155. 
LINCOLN—'49 4-dr., $130*. 
MERCURY—’52 Monterey coupe, $1,015*. 
"51 4-dr., $560*. '47 sedan coupe, $125. 
NASH—’49 (600) 4-dr., $195*, $120*°, '48 
(600) club coupe, $135°*. 
OLDSMOBILE—’52 (98) 4-dr., $1,135*. '4 
(66) 2-dr., $180. 
PACKARD—’ 53 Clipper coupe, $1,135*. 
PLYMOUTH—’54 Savoy 2-dr., $1,215. '53 
Cranbrook 4-dr., $905, $815. 52 Cam- 
bridge 2-dr., $705. '48 Special Deluxe 
2-dr., $160. '47 Deluxe 2-dr., $140. '46 
Special Deluxe 4-dr., $130. 
STUDEBAKER—’52 Champion Hard Top, 
$590. °51 Champion 2-dr., $405; Com- 
mander 4-dr., $385*. 
PONTIAC—’55 Chieftain (8) 4-dr., 
‘53 Chieftain (8) 2-dr., $1,150. ‘52 
Chieftain (8) 2-dr., $930*. ‘49 Silver 
Streak (8) 2-dr., $370*. '48 Torpedo (6) 
4-dr., $250*. 
WILLYS—’47 (4) jeepster, $410. 
MISCELLANEOUS—’52 Henry J (4) se- 
dan, $300*. 


$2,250°*. 


CHICAGO 


(Greater Chicago Auto Auction. Sale ev- 
ery Thursday. Prices are for sale of Jan. 
20.) 

(Market strong on quality units of all 
years. Retail activity generally improved. 
Sold 154 cars out of 222 offerings.) 


BUICK—’55 Century 2-dr., $2,850* (ps); 
4-dr., $2,785* (ps). °54 Century 4-dr., 
$1,870*. ’53 Super 2-dr., $1,475*; Special 
4-dr., $1,050. °52 Super 4-dr., $930°; 
2-dr., $860°. '51 Special 2-dr., $550. ’50 
RM 4-dr., $205*. 


CADILLAC—’54 (62) conv., $3,890* (ps); 
coupe, $3,755* (ps). ’53 (62) 4-dr., $2,- 
300* (ps). ’52 (62) 4-dr., $1,835* (ps), 
$1,630* (ps), $1,600* (ps). '51 (62) 4- 
dr., $1,380*, $1,280*, $1,180*. °50 (62) 
4-dr., $995*, $915°*. 

CHEVROLET—’55 Bel Air (8) coupe, §$2,- 
100; Two-ten (6) 2-dr., $1,650. ’53 Bel 
Air coupe, $1,200; 4-dr., $1,005; Two-ten 
4-dr., $1,025, $1,015*, $990; 2-dr., $965*. 
‘52 SL Deluxe 2-dr., $625; SL Special 
2-dr., $535. ’°51 SL Deluxe 2-dr., $490*. 
"50 SL Deluxe conv., $380; %-ton pick- 
up, $395. 

CHRYSLER—’54 Windsor 4-dr., $1,705*. 
"52 NY 4-dr., $900* (ps). °51 NY conv., 
$335*. '50 NY 4-dr., $195*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,575* 
(ps). °52 Fire Dome (8) 4-dr., $765*, 
$750*. 


| DODGE—’53 Meadowbrook station wagon, 


$970; 2-dr., $650; Wayfarer 2-dr., $355. 
*52 Meadowbrook 4-dr., $500*. ’51 Mead- 
owbrook 4-dr., $365. °50 Coronet 4-dr., 
$330*. 

FORD—’55 Custom (8) 2-dr., $1,810, $1,- 
755, $1,735; Custom (6) 2-dr., $1,645. 
*53 Crest (8) Victoria, $1,270*; Country 
Squire, $1,200; Custom (8) 4-dr., $1,070, 
$610; Main (8) 2-dr., $795. °52 Custom 
(8) 4-dr., $740*. '51 Deluxe (8) 4-dr., 
$190. "50 Custom (6) 2-dr., $405; Cus- 
tom (8) 4-dr., $315. 

HUDSON—’54 Hornet Hollywood, $1,690. 
‘53 Hornet 2-dr., $1,045*; Wasp 2-dr., 


$845*. °51 Super (6) 4-dr., $295. 

KAISER—’51 Custom 2-dr., $290*; 4-dr., 
$195. 

LINCOLN—’52 Capri 2-dr., $290*; 4-dr., 
$195. 

MERCURY — ’54 Custom 4-dr., $1,625*; 


2-dr., $1,555. ’53 Monterey coupe, $1,415*; 
4-dr., $1,260*. '52 Monterey coupe, $900*; 
Custom Sport coupe, $880. °'51 4-dr., 
$865. 

NASH—’53 Rambler station wagon, $820. 
’52 Ambassador 4-dr., $790; Rambler 
station wagon, $650; Country club, $585. 
50 Ambassador 2-dr., $145°*. 

OLDSMOBILE—’55 (98) Holiday, $3,360* 
(ps). °54 (88) 4-dr., $2,255* (ps). $1,- 
885*. °53 (88) Holiday, $1,815* (ps), 
$1,795* (ps); 4-dr., $1,385*; 2-dr., $1, 
650* (ps). °51 (98) 4-dr., $735*, $510*; 
Holiday, $660*. 

PACKARD—’53 Clipper 4-dr., $1,155*. °52 
Clipper 4-dr., $735*. °'50 Super 4-dr., 
$200. 

PLYMOUTH—'54 Plaza 2-dr., $1,100. '53 
Cambridge Suburban, $1. 140; 4-dr., $705; 
Cranbrook 4-dr., 

PONTIAC—'54 Star Chief (8) 4- dr., $1,- 
550*. '53 Chieftain (8) Catalina, $1,465*, 
$1,405*; 4-dr., $1,235*, $1,130*, $1,045* 
(ps); 2-dr., $1,180*%; Star Chief (8) 
conv., $1,390*. ’52 Chieftain (8) 4-dr., 
$850*. ’50 Silver Streak (8) 4-dr., $375. 


STUDEBAKER—’54 Commander 4-dr., $1,- 
300*. °53 Commander coupe, $1,080*. 


OMAHA 


(Soderberg-Kline Auto Auction. Sale ev- 
ery Thursday. Prices are for sale of Jan. 
20.) 

(Market good and clean units in de- 
mand. We had a good sale today with 
plenty of buyers in spite of sleet and 
snow. Sold 65 percent of cars offered.) 


BUICK—’51 Super Riviera coupe, $725*; 
4-dr., $625*. °49 Super 4-dr., $315. °48 
Super 4-dr., $175*. 


| CADILLAC—’50 (61) coupe, $1,425*; (62) 


coupe, $1,350*. 

CHEVROLET — ’54 Bel Air Sport coupe, 
$1,645*; Two-ten Delray coupe, $1,350; 
sedan, $1,265*. ’53 Bel Air Sport coupe, 
$1,260; 2-dr., $1,215*; 4-dr., $935; Two- 
ten 4-dr., $905; 2-dr., $875. "52 SL De- 
luxe 2-dr., $650, $570. °51 SL Deluxe 
4-dr., $590; 2-dr., $535*; SL Special 
2-dr., $570*. ’50 SL Deluxe 4-dr., $505*, 
$340; %-ton pickup, $390. °49 SL Deluxe 
coupe, $280. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,275*. 
’51 Custom 4-dr., $610*; club coupe, 
$425. 

FORD—’55 Fairlane (8) Victoria, $2,375*, 
$2,355*, $2,350*; station wagon, $2,230, 
$2,105*. ’54 Custom (8) club coupe, $1,- 
415; 2-dr., $1,410. °53 Crest (8) Vic- 
toria, $1,255, $1,250; Main (8) Ranch 
Wagon, $1,235; 4-dr., $960; Main (6) 
4-dr., $850*°; Custom (8) 2-dr., $1,065; 
4-dr., $1,050*. °52 Custom (8) 4-dr., 
$855*; Main (8) 2-dr., $675, $670. ‘51 
Custom (8) 4-dr., $695*; 2-dr., $635°; 
station wagon, $585; Deluxe (8) 4-dr., 
$500. °50 Custom (8) 2-dr., $450, $385. 
'49 Custom (8) 2-dr., $275, $260; Cus- 
tom (6) 2-dr., $245. 

HUDSON — ’51 Hornet 4-dr., $520°. °50 
Hornet 4-dr., $445. 

KAISER—’52 4- dr., $685. 

(Continued on Page 112, Col. 3) 
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@ Custom-moulded of hi 
pact plastic (%4” thick) to ‘ft 
all groups of batteries—both 
6 and 12 volt! 

@ Corrosion-proof—resists acids! 

@ Holds battery snug — can’t 
rattle! 

@ Prevents shorts and grounds 
—can’t burn! 

@ Unaffected by extreme cold, 
heat, oil, water or grease! 

@ Lasts the life of the car! 
KANT-KER-RODE HOLD DOWNS 
IS THE HOTTEST DEAL EVER! 





Write for literature and 
name of Jobber nearest you. 


VAN ae aoe CO., INC. 
cL 
VAN BRODE KANT-K ER-RODE 


VAN BRODE KANT-KER-RODE VAN BRODE 
3009 NVA 300u-uIy-LNY IGOU NVA 








Buy Direct! 
Genuine 
LAMBS WOOL 
POLISHING 
BUFFERS 





SAVE MONEY AT THESE PRICES 
8" REC. OUR PRICE 12.50 doz. 


9" REG. OUR PRICE 13.50 doz. 
spect type type when ordering 


8:—Draw-string Sa tee On tamtier teat 


conde ee ele tad: (ne draw-: aries) 


These genuine Lambs Wool Polishing Bon- 
nets have been sold direct to car dealers 
more than 3 years. Our low, 
prices reflect tremendous savings. Order 
today! Write for quotations on all types 
of Buffers or Buffing Pads. We ship open 
account to rated dealers—F.0.B. New 

York City. Satisfaction guaranteed. 


Write fer Catalog 


CE aa eee 
P.0. BOX 71, NEW YORK 63, N.Y. 











for 


BENMATT 


FRAMES & MONOGRAMS 
See us at NADA 


BOOTH 301 


The Benmatt Organization, inc. 


%2 Milwaukee Ave., Chicago, Ill. 
HUmboldt 9-2470 
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Second Speed Gear 4.395 


TT AG ENGINEERED i 


Transmission Gears \ 
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See Section 4 in your Buick Shop Manval Main Drive Gear 4.351 
BUICK TRANSMISSION GEARS are made of jaboratory-controlled alloy steel, 
and machined to fine tolerances for quiet, dependable, long-lasting wear. 
‘BUY THEM FROM YOUR BUICK DEALER — at yout full discount — 
and protect yout name for satisfactory service. 
ACCESSORIES 


at 


ENGINEER APPROVED 












Did You Know you can “switch the pitch” in Buick’s 
nd acceleration? 


1955 Dynaflow for instant take-off a 


BETTER WORK WITH 


NGINEERED 
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PARTS 


FACTORY E 


a FACTORY ENGINEERED 
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Strikes Threaten Five Car 
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Plants... 





Labor Rows Cloud Output Surge 


ards so as to make Studebaker | at the Fisher Body plant at Pon- 
more competitive price-wise with | tiac, which makes Pontiac bodies. 


(Continued from Page 1) 


production ‘push’ that is respon- 


sible for these disputes. So far, | 


we've failed.” 

This officer said he thought the 
situation was getting worse all the 
time and he said, “We feel that the 
hands of the labor relations people 
are tied.” 

He said that some of the griev- 
ances are ready for the “third 
stage,” which requires five days of 
argument and then permits a strike 
vote. 

* * * 

2. unhappy report came 

from Wayne, Mich., where un- 
ionists of UAW Local 900 of the 
Lincoln-Mercury division have 
been meeting since Dec. 15 in an 
effort to settle approximately 80 
work-standard grievances. 

A leading union negotiator de- 
clared, “We've settled about 40 
disputes. But management seems 
to feel that these written settle- 
ments which we're getting are 
just temporary settlements. 

He said, however, that meetings 


on the shop level are being held | 


regularly and that he was hopeful 
that all the disputes would be set- 
tled by Feb. 1, the deadline which 
the union has set. 

co * 


N SOUTH BEND, Studebaker | 


workers voted 7,188 to 806 to 


strike in a dispute over production | 


standards and other issues despite 
a letter from James J. Nance, 
president of Studebaker - Packard 
Corp. 


Studebaker’s labor problems are 


said to arise from management’s | 


attempts to improve work stand- 


other makes. 


A Studebaker spokesman said 
last week that management and 
Local 5 officers were meeting regu- 
|larly in an “atmosphere of mutual 
understanding” and that the dan- 
ger of a strike had abated. 


Under the settlement which is in 


of productive efficiency which man- 
agement wants; ~ 


Nance expressed regret about the 
labor dispute, outlined the 
changes in S-P’s financial posi- 
tion and said that the Stude- 
baker division is still losing 
money on every car built, despite 
the increased production. 

Discussing the need for more 
productivity, Nance wrote, “Unfor- 
tunately some of our people have 
not understood the nature of this 
program, and how important it is 
to all of us.” 





* = x 


AST week the UAW Interna- 
tional union approved a strike 
at the Oldsmobile plant in Lan- 


| gotiations. Members of UAW Local 
652 voted overwhelmingly to strike. 

The Oldsmobile dispute concerns 
78 work-standard grievances and 
a demand by the union that women 
get the same seniority rights as 
men. An Oldsmobile spokesman 
| declined to comment on the situa- 
| tion. 


| Considerable progress was re- 
| ported last week in the dispute 








negotiators were close to the levels | 


In the letter to the workers, | 


| sing following a breakdown in ne- | 


| 








|dent of Ford Motor Co., 
the offing, the spokesman said the | 


William Medlock, president of 
UAW Local 596, said that only 
about 10 of the original 59 work- 
standard grievances were pending. 

* * > 

eter. John Bugas, in- 

dustrial relations vice - presi- 
denied 
rumors that the company would 
make a dramatic offer of a guar- 
anteed annual wage in advance of 
negotiations this spring. 

The statement by Bugas was of 
considerable interest because he is 
the first ranking auto executive to 
mention the GAW publicly, and 
because Ford has been frequently 
mentioned as the No. 1 target for 
the GAW. 

ed * * 
LA** week, the Department of 
Labor announced that the em- 
ployment picture in the nation is 
improving and that the gains in 
the auto and other manufacturing 
industries was pacing the advance. 

The department also _ reported 
two auto centers, Detroit and Ken- 
osha, Wis., had been moved from 
Group IV, indicating a substantial 
labor surplus, to Group III, indi- 
cating a moderate labor surplus. 


Johnston Named by Lucien 
Franklin J. Johnston has been 
elected vice-president and general 
manager of Lucien Motors Inc. 
(Chrysler-Plymouth), Lockport, N. 


|¥. Johnston is a former Buffalo 


'zone manager for Pontiac. 


distributor for Hudson and former 


Great Names, Yes.... BUT, Mr. DEALER, 
YOUR NAME IS IMPORTANT, TOO! 


naples 
ww“ OLUMBU'S & 


DISPLAY YOUR NAME WELL WITH DOUGLAS EMBLEMS 


Finest Advertising Emblems Made. Permanent, Attractive, Leyible, Individual and 


Distinctive Designs made 


by Douglas Craftsmen. 


Write for Free Sample Without Obligation. 
Some territories open for top salesmen. 


The DOUGLAS CO 


630 12th AVENUE SOUTH 
@ MINNEAPOLIS 4, MINNESOTA 


Serving Auto Dealers Well Since 1932 
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Philadelphia Daily News Maps Ad Drive— 





To boost circulation, the Philadelphia Daily News is planning a national advertis- 


| are (from left), Charles Sheppard, Detroit 


| ing campaign. Viewing an advertisement scheduled to appear in Automotive News 


; Edward L. Wingert, advertising director; 


Jack Condon, national advertising manager, and William L. Wilson, automotive editor. 


Auto Show 





. auto-show season is in full 
swing with displays this week 
|in Detroit, Pittsburgh, Rochester, 
| Rock Island and San Diego. 

| Added shows will open next 
Saturday (Feb. 5) in Milwaukee, 
| Des Moines and Buffalo. 

Shows closing today or within 
the past week include Indianapolis, 
|Los Angeles, Seattle, Baltimore, St. 
Louis and Evansville, Ind. 


Biggest run now in progress is| 


the Detroit show, where Hugh 
Gorey, chairman of the show com- 


mittee, hopes for a record smash- |, 


ing crowd of 300,000 persons. 


* * x 


HE Golden Anniversary Auto- | 


mobile Show in Los Angeles, 
which closed yesterday (Jan. 30), 
|attracted an estimated crowd of 
210,000 visitors. 

The 
50th anniversary of the Los An- 
geles Motor Car Assn. which grew 
from its 26 charter members to a 
membership of 117 at the present 
time. 

Dominated by a dazzling dis- 
| play of colors, the show featured 
| the products of 31 manufacturers 
—18 American and 13 European. 

Charles H. Elmendorf, executive 
secretary of the Los Angeles as- 
| sociation, was show manager. 
| On “Chrysler Night” at the show, 
| entertainment was headed by Bill 
| Lundigan, Roy Rogers, Dale Evans, 
|Sons of the Pioneers, Bill Bishop, 
| Jane Dunn, Lawrence Welk and 
Danny Thomas. 


Daylong attendance topped 32,- 
000 for a single-day record for the 
| show, according to Elmendorf. 
| - + ” 


| OUR 20-minute stage shows a 
day will be offered at the Mil- 
waukee exhibit starting Feb. 5 and 
|closing Feb. 12 at the Arena and 
| Auditorium. 

| Among the entertainers will be 
Tulara Lee, acrobatic comedienne; 
the Spaniards, a musical quintet, 
and Billy Romano, magician, ac- 


Purdy Heads Nash, 


‘Hudson in Canada 


DETROIT.—Election of Richard 
T. Purdy as president of Nash Mo- 
tors of Canada, Ltd., and Hudson 
Motors of Cana- 
da, Ltd., subsidi- 


Motors Corp., was 
announced last 
week. 

Purdy has been 
manager of 
American Motors’ 
automotive export 
division. 

Nash, Hudson 
and Rambler cars 

B. F. Purdy are manufactured 
in Toronto on an integrated basis. 
The cars are sold through separate 
Nash and Hudson Canadian dealer 
organizations. 





300,000 Are Expected at Detroit Display; 
210,000 Attracted in Los Angeles 


show commemorated the | 


aries of American | 


Fever High 





| cording to Edward C. Wehe, gen- 

| eral chairman. 

Sponsor of the event is the Mil- 
waukee County Automobile Deal- 

| ers Assn. 

In addition to the display of 
more than 150 autos, including sev- 
eral “dream cars,” a car giveaway 
program is planned, under which 
each night one visitor will have a 
| chance to win a 1955 automobile. 

*« + * 
POKANE auto dealers, in coop- 
eration with the Lions Club, are 
preparing for an auto show sched- 
uled for March 5-9 in the Coliseum. 

The show committee includes 
| John Moore, of Babcock Motors; 
Les Kauffman, of Kauffman Buick 
Co., and William Brown, of Hull- 
| Rodell Motors, Inc. 

The show was skipped last year 
because of lack of space. 


Dealers’ Service 
Wins Plaudits as 
‘Rotary Turns 50 


| DENVER.—The long and prom- 
inent role that auto dealers have 
played in the Rotary movement 
was pointed up 
last week by Roy 
J. Weaver, chair- 
man of Weaver- 
Beatty Motor Co. 
(Oldsmobile), as 
40,000 Rotarians 
throughout the 
world prepared 
jfor a golden an- 
niversary celebra- 
| tion. 

| Weaver, a deal- 
|er since 1912, said 
it was not surprising that auto 
dealers had been leading partici- 
pants in many of the 8,400 Rotary 
clubs scattered through 89 coun- 
tries. 

“There is no vocation anywhere.” 
Weaver said, “which depends more 
for its success upon the application 
and interpretation of all that is 
contemplated in the single word 
‘service.’ ” 








R. J. Weaver 


| 


| 10,000 Workers 
‘Asked to Plug K-W 


TOLEDO.— Some 10,000 Kaiser- 
Willys workers were asked to “buy, 
build and boost” the company’s 
products at a rally here last week. 

Edgar F. Kaiser, company presi- 
dent, described the completed nego- 
tiations under which Kaiser-Willys 
will try to establish a motor vehi- 
cle industry in Argentina. 

The workers also were notificd 
that the company received a 400- 
unit order last week from the Neth- 
erlands Government. 


It was the first Kaiser - Willys 
employe “booster day” since the two 
firms merged 18 months ago. 
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James McMahon, 
Veteran Editor, 


e e e 
Dies in Chicago | 

CHICAGO.—James J. McMahon, 
whose cheery greeting brightened 
the days of thousands in the auto 
industry during his 25 years as 
automotive editor of the Corn Belt 
Farm Dailies, died here last week. 


Jim, or “Mr. Mac,” as many called 
him, was of indeterminable age 
but his smile was young and his 
impression on his fellows inspiring. 
He made it a rule of life to go out 
of his way to help others whenever 
he heard of a need. 


His visits were always welcomed 
by even the busiest auto men, for 
they knew he would be in and out 
like a warm breeze. 


“Can stay only a minute,” Jim 
would say. “Got a taxi waiting out 
in front.” And he’d hustle out, 
carrying his ever-present umbrella. 
No one ever knew the reason for 
the umbrella, for Jim was more of 
sunshine than of storm. The office 
was always a little warmer after | 
he had been there. 

Jim retired in 1950 after spend- | 
ing most of his lifetime with farm | 
publications in the advertising field. 
For a number of years, he was! 
western manager of the Standard 
Farm Paper Group in Chicago. So 
long, Jim. 








——Ropert M, FIniay 


+ 


W. Althouse, 87, 
Co-Founder of GM 


PASADENA, Calif.—W. L. P. 
Althouse, 87, one of the founders of | 
General Motors, died Jan. 18. 

Mr. Althouse, who was one of the 
associates of W. C: Durant in| 
forming the company in 1904, was) 
connected with the construction of 
the first GM plants in Flint and 
Oakland, Calif. 

* 


* x 


Daniel Herbert Spangler 
HAMBURG, Pa.—Daniel Herbert Spang- | 
ler died here Jan. 7. Starting in his teens | 
as a mechanic at the Baldwin Locomotive 
Works, Mr. Spangler came to Hahn Motor | 
Truck & Wagon Co. in 1917 and was in} 
charge of the body manufacturing depart- | 


License Refused 
Wis. L-M Dealer | 
In Tax Case | 


| 

MILWAUKEE. — The Wisconsin 
State Motor Vehicle Department 
has refused to renew the auto deal- | 
ers’ license of Monart Motors Co. 
(Lincoln - Mercury) whose aaaaiee | 
were found guilty of Federal in-| 
come tax evasion. 

The owners, Harold Warshauer, 
38, president and his father, Man- | 
fred W. Warshauer, 57, secretary- 
treasurer, were convicted last fall. 
They were fined $10,000 and placed | 
on three years probation, provided 
they pay $704,000 in taxes and 
penalties. | 

Melvin O. Larson, state motor ve- | 
hicle commissioner, said the state} 
law provides a license may be de- | 
nied if the dealer has filed a “ma-| 
terially false or fraudulent tax re- 
turn.” 

Asked about the disposition of | 
the firm’s used cars, Larson sug-| 
gested that they be sold wholesale 
because the denial of a license also | 
prohibits the sale of used cars. 

A Lincoln-Mercury spokesman 
said Monart’s franchise has not 
been revoked as yet because Lin-| 
coln-Mercury has not been officially 
notified of the State’s action. | 


St. Louis Show 


Snaps Record 


ST. LOUIS.—A postwar opening 
day attendance record of 14,008 was 
established Jan. 22 when the 36th 
annual St. Louis Automobile Show | 
opened its doors. The show is spon- | 
sored by the Greater St. Louis) 
Automotive Assn. 

The highest previous number at| 
an opening since shows resumed | 
after war ended was 9,500 in 1953. | 
The total of slightly more than| 
100,000 that attended the 1954 show 
is expected to be exceeded this 
year. 
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Obituaries 


ment until he changed to sales in 1925. 
In 1931, the firm was reorganized under 
the name of Hahn Motors, Inc., and Mr. 
Spangler became president and general 
manager in 1940. He held those positions 
until his death. 

* * 


Mrs. Helen Lukens Gaut 
PASADENA, Calif.—Mrs, Helen Lukens 
Gaut, 83, a resident of Pasadena and Los 
Angeles for 74 years, and the first woman 
to drive an automobilz to the top of Mount 
Wilson, died Jan. 17. 
* * 


* 
A. G. Woodill 
PASADENA, Calif.—A. G. Woodill, 72, 


a pioneer in the auto business in Los An- | 


geles, died Jan 16. 
* * * 


James Rappaport 
MINNEAPOLIS.—James Rappaport, 48, 
secretary-treasurer of Northwestern Auto 
Parts Co., died at his office Jan. 21. North- 
western just recently acquired control of 
Federal Motor Truck, Detroit. 
* * ~ 
Sanders E. Hibbett 
SMYRNA, Tenn. — Sanders E. Hibbett, 
53, owner of Smyrna Auto Co. (Chevrolet), 
died suddenly Jan. 10. 
* * * 
Ernest C. Sullivan 
AKRON.—Ernest C. Sullivan, 60, 
merly manager of Midtown Motors, Inc. 
(Lincoln - Mercury), Pittsburgh, and _ re- 
cently sales manager of Market Motors, 


for- 


Akron, died at his home in Cuyahoga 
Falls, O. * * * 
Frederick Parker Clark 
VANCOUVER.—Frederick Parker Clark, 
president and founder of Cummins Diesel 
Sales, Ltd., is dead. 
* o * 


James T. Biliter 
PIKEVILLE, Ky.—Auto Dealer James 
T. Biliter, 61, died here Jan. 14. 
* * * 
Asbury P. Hucks 
CONWAY, 8S. C.—Asbury P. Hucks, 67, 
operator of Hucks Motor Co. here for more 
than 30 years, died in a hospital in Colum- 
| bia, S. C * * * 
Col. H. Nelson Jackson 
BURLINGTON, Vt. — (UTPS)—Col. H. 
Nelson Jackson, 82, who used a two-cylin- 
der Winton in 1903 and laid claim to being 
the first man to drive an automobile across 
| the U. S., died here. 
a 





* * 


Floyd R. Ritchie 
SEATTLE.—Floyd R. Ritchie, 66, owner 
| of Reo Washington Sales Co., died at his 
home of a heart attack Jan. 15. He had 
| been in the automotive business for the 
past 30 years. 


i * * 


A. 8. Duesenberg 

INDIANAPOLIS. — August 8S. Duesen- 
berg, 75, who with his late brother, Fred, 
built powerful racing-type cars in the 
| 1920's, died Jan. 18 here of a heart attack. 
Duesenberg cars won the 500-mile races in 
1924, 1925 and 1927. 

* ” * 


Erwin H. Ejickelberg 
| BALTIMORE.—Edwin H. Eickelberg, 62, 
— 23 years Middle Atlantic states district 
sales supervisor for the DuPont No. 7 line, 
died at his home here. He had retired in 
1953 because of illness. 
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CAR WASHER—Clearspray is built as an inverted “U" and is manually operated 
along angle-iron tracks. It may be used over a car lift and rolled out of the way 
when not in use. The unit also operates on regular city water supply of 40 pounds 
or more pressure. A booster pump is available for areas with less pressure. McGee 
National Sales Corp., 2142 K. St., N. W., Washington, D. C. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


SLEEPER CABS FOR ALL TRUCKS 
featuring NEW STYLING...COMFORT...CONVENIENCE 








A large locked storage space (under the berth) of nearly 
25 cu. ft. for tools, luggage or packages is reached through 
flush type doors on either side. 


Meets all 
AUTOMO 





1.C.C. Regulations 
TIVE 


INDUSTRIES 


OWENDALE, 


A Pullman-type berth in the sleeper section provides a new 
degree of comfort for drivers. This latest Sleeper Cab was 
designed by automotive engineers to meet an obvious need 
for an integral unit having matched design plus ‘*factory”’ 
finish, inside and out. 


At last truck operators can get Sleeper Cabs styled to com- 
pliment the smart lines of today’s modern truck cab design. 


By extending a standard (or C.O.E.) cab 30” a sleeping compart- 
ment is formed directly back of the driver's seat. Easy to enter or 


leave while the truck is in motion. 


The smooth flowing cab lines blend into the rear 
structure making one integral unit of solid, welded 
steel. Sound deadening material mutes noise— 
welded steel risers and roof bows give maximum 
strength and prevent rattles. 


The deep berth is fitted with a luxurious 1-piece 
inner spring mattress. The interior is completely 
lined and finished to match the cab. A roof grille, 
ventilator, two side and two rear windows, and a 
dome light are standard equipment. 

How to Order: Dealers may specify on their chassis 
orders to the manufacturer's distribution department that 
chassis are to be delivered to Automotive Industries Inc., 
Owendale, Mich. for the dealer's account. At the same time 
the dealer should order the Sleeper Cab from Automotive 


Industries and supply any information that would tend to 
expedite the completion of the unit. 


INCORPORATED 


a ee ee 








THE “BIG-3” FIGHT IS ON! 


SALESMANSHIP 


WILL WIN IN 1955 


EQUIP YOUR SALESMEN WITH NEW SALES 
AMMUNITION—NOT DISCOUNTS AND 
OVER-ALLOWANCES 


THESE SIX MANUALS BY W. K. BRAASCH, DEAN OF 
AUTOMOTIVE SALES TRAINERS, SHOW HOW TO MEET 
COMPETITION WITH A PROFIT. BUY ALL SIX TODAY! 
W. K. BRAASCH WE GUARANTEE YOUR SATISFACTION. 


Neo. 1—The Eight Automotive Success Fundamentals. $2.00 tach 


SAVE $2.00! 
No. 5—The es of Used Cor Salesmanship. 
Testing Your Sales Talk, Order All Six for $10.00 


No. 6—Developing and 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 


a chew Co., Ine. 


5903 PRESTON COURT, BROOKLYN 34, N. Y. 
WRITE FOR poecss AND INFORMATION. 








The most diversified selection of wreckers ever manufactured 
by one company. 12 distinct models ranging from 3 to 20 tons. 
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(Continued from Page 108) 


MEROURY—’54 Custom Sport coupe, $1,- 
915*. °53 Custom 4-dr., $1,275. °51 4-dr., 
$575. '50 2-dr., $440; Sport sedan, $435. 

NASH—’51 Rambler Country club, $530. 

OLDSMOBILE—’55 (98) Holiday, $3,260*. 


’54 (98) Holiday, $2,615* (ps); (88) 
4-dr., $2,335* (ps); Holiday, $2,315* (ps); 
Super 4-dr., $1,900*. ‘53 (98) 4-dr., $1,- 
570°; (88) 4-dr., $1, 540°; Super 4-dr., 
$1,490°; 2-dr., $1,270*, °52 (88) 4-dr., 
$1,180*, $890*; Super 4-dr., $990*. °50 
(88) 4- -dr., $600*; sedanet, $550. 
PACKARD—’51 (200) sedan, $490*, 
PLYMOUTH—’53 Cambridge 4-dr., $820. 


’52 Concord Suburban, $850; Cambridge 


4-dr., $595. °50 Special Deluxe 4-dr., 
$500; club coupe, $440. '47 Deluxe conv., 
$270. 


PONTIAC—’53 Chieftain (8) 4-dr., $1,250*; 
2-dr., $1,170; $1,065, $1,035. 

STUDEBAKER — ‘52 Commander conv., 
$520; 4-dr., $495°. 

MISCELLANEOUS—’52 GMC %-ton pick- 
up, $750. 


DETROIT 


(Wes Coon Auto Auction, Sale every 

Thursday. Prices are for sale of Jan. 20.) 

(Several southern buyers attended to- 
day as the market remained about the 

Clean autos brought 

irregardless of year. Sold 
te fx offerings.) 

BUICK—’50 Super Riviera, $410*; Special 
4-dr., $325°. 

bar 51 (60) 4-dr., $1,425*; (62) 
4-dr., 

CHEVROLET—’53 Two-ten station wagon, 
$1,060; 2-dr., $925. '51 SL Deluxe 2-dr., 
$600°. '49 SL Deluxe 2-dr. -, $305. 48 FL 
Aerosedan, $140; 2-dr., $130. '46 2-dr., 
$110. 

CHRYSLER—’51 NY club coupe,. $575°. 

DeSOTO—’53 Powermaster 4-dr., $960°. 

DODGE—’50 Wayfarer 4-dr., $210°. 

FORD—’53 Custom (8) 2-dr., $975°, $945°. 
’52 Custom (8) club coupe, $775*. °51 
Custom (8) 4-dr., $560*. °49 Custom (6) 
2-dr., $250; Deluxe (6) 4-dr., $275. 

HUDSON — ‘°48 Commodore club coupe, 
$160. 

KAISER—’51 Deluxe 2-dr., $370° Traveler 
4-dr., $350. 

— Custom Sport coupe, $1,- 


NASH — ‘51 Statesman 4-dr., $340. °49 
Statesman 2-dr., $165. 
OLDSMOBILE—’54 (98) 4-dr., $2,310°. °50 


DEALERS — SALESMANAGERS 


The COLLINS NEW AND USED CAR WIS-U-LIZER ANSWERS ALL QUESTIONS INSTANTLY 


This is the ORIGINAL VIS-U-LIZER, a tried and proven practical device used in thousands of 


dealerships for more than twenty years. 


A beautiful baked enamel all-steel wall cabinet, made in sizes to meet the requirements of all 


dealerships. 


Mr. Dealer: 
Mr. Salesmanager: 


Let me give you the answers instantly to all your questions. 


How many New Cars in stock? Make? Model? Color? Equipment? What New Cars are in transit from factory? How 
many used cars in stock? How long have | had them? Are they reconditioned? How much did | spend to fix them up? 
How many Used Cars in stock over 30 days? 60 days? 90 days? Are actual reconditioning costs exceeding estimate? 
How does my Used Car turnover compare with my New Car sales? What is my dollar value in Used Car inventory? How 
many Used Cars wholesaled this month? How many junked? What Used Cars are loaned ovt? ? ? ? ? Ali these 


and many more questions are answered. 


With no obligation on your part let us send you complete information on the COLLINS NEW AND USED CAR VIS-U- 
LIZER. it costs less than one hundred dollars but will make you thousands. Easily maintained requiring onty a few 


minutes daily of a clerk's time. 
DON'T DELAY — WRITE TODAY. 


COLLINS SALES ENGINEERING CO. DEPT. N 


155 W. Congress, Room 422-24 Murphy Bidg., Detroit 26, Mich. 





(98) 4-dr., $620°. '47 (98) 2-dr., $160*. 
PACKARD—’50 4-dr. +, $310. 


PLYMOUTH — ’52 Cambridge club coupe, 
$600. '50 Deluxe 2-dr., $360. 


PONTIAC—’53 Chieftain (8) 4-dr., $1,150*, 
$1,085*. °49 Silver Streak (6) 2-dr., $380. 
48 Torpedo (8) 4-dr., $210. '47 Torpedo 
(6) 2-dr., $180. 


STUDEBAKER — '52 Commander coupe, 
$475. '49 Champion 2-dr., $125. 


PHILADELPHIA 


(H. B. Robinson Auto Sales & Auction. 
Sales every Tuesday and Thursday. Prices 
are for sales of Jan. 13-18.) 

(Prices somewhat higher than Iiast 
week. Sold 143 cars out of 195 offer- 


ings.) 

BUICK—’53 RM 4-dr., $1,410* (ps); Su- 
per 4-dr., $1,400*° (ps); conv., $1,350* 
(ps); Special Riviera, $1,310. '52 RM 
4-dr., $950°. 51 RM 4-dr., $780*; Super 
4-dr., $740°*, $710°; Special 2-dr., $675. 
*50 Special 4-dr., $410. 

CADILLAC—’55 Eldorado conv., $6,500* 
(ps). °53 (62) 4-dr., $2,290* (ps). ’52 
(75) sedan, $1,750° (ps). °51 (60) 4-dr., 
$1,600*. '49 (60) 4-dr., $775*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
915*, '54 Bel Air 4-dr., $1,370; Two-ten 
4-dr., $1,270, $1,260, 2 at $1,250, $1,230, 
$1,210, $1,180, 3 at $1,150, $1,130, $1,100, 
$1,080, $1,050; One-fifty 2-dr., $1,265*. 
’53 Bel Air conv., $1,125; 4-dr., $1,060° 
(ps); One-fifty station wagon, $1,110; 
4-dr., $840, $805, 3 at $780, 2 at $775, 
2 at $760, 2 at $750, $735, $730; Two- 
ten Sport coupe, $1,085; 4-dr., $1,060*, 
$1,035*, $995. °52 SL Deluxe Bel Air, 
$830°; 2-dr., $760°, $645, $625, $610, 


$550. 

CHRYSLER—’51 NY 4-dr., $645; Imperial 
club coupe, $566. °49 Royal 2-dr., $605. 
°48 Windsor 4-dr., $325. 

DeSOTO—’53 Powermaster Sportsman, $1,- 


170°; 4-dr., $1,090. °52 Custom 2-dr., 
$630, $420. '51 Custom Sportsman, $740; 
4-dr., $780. 

DODGE—’53 Coronet station wagon, $1,- 
010. °51 Coronet 4-dr., $440*; Meadow- 
brook 4-dr., $300*°. °50 Coronet 4-dr., 
$410*. °48 Custom 4-dr., $230; club 
coupe, $210. 


FORD — ’'54 Custom (8) 2-dr., $1,410°*; 
Main (8) 2-dr., $1,110; Main (6) 2-dr., 
$1,080, $1,030. °53 Main (6) Ranch 
Wagon, $1,000; Main (8) 4-dr., $820; 
2-dr., $510, $490; Custom (8) 2-dr., 
$890; Custom (6) 2-dr., $900; %-ton 


panel, $720; Delivery sedan, $590. °52 
Custom (8) conv., $750. 
HUDSON—’51 4-dr., $330, $320, $270. °50 


4-dr., $290, $270. 

KAISER—'51 Deluxe 4-dr., $270. 

LINCOLN — ’54 4-dr., $2,070° (ps). 
Cosmopolitan 4-dr., $1,150. '49 Cosmo- 
politan 4-dr., $220, $175. °47 Continen- 
tal coupe, $810. 

MERCURY—’51 2-dr., $575. 

OLDSMOBILE — ’54 (98) 4-dr., $2,325*. 
*51 (88) 4-dr., $780°, $765°; (98) 4-dr., 
$660*. °50 (98) 2-dr., $500*. °49 (88) 
4-dr., $325°. °47 (76) 4-dr., $130. 

PLYMOUTH—’54 Belvedere station wagon, 
$1,365; Plaza 4-dr., 2 at $1,130, $1,120, 
$1,110, $1,100, $1,085, $1,020, $1,000. °53 
Cambridge 4-dr., $800, $740, 2 at $730, 
$700. °52 Cambridge 2-dr., $650, $570, 
$525. °51 Cambridge 4-dr., $590, $475; 
Cranbrook 4-dr., $540. '50 Special De- 

- luxe 4-dr., $610, $510, $300; station 
wagon, $540. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
260°. °54 Chieftain (8) 4-dr., $1,600 
Chieftain (6) 2-dr., $1,350. ’53 Chieftain 

*52 Chieftain (8) 2- 
$725; Chieftain (6) 2-dr., 


(8) 2-dr., $1,140°. 
dr., $910°, 
$570. ’°51 Silver Streak (8) conv., $685*. 
Record Earnings 
Seen for Finance 


- e 9 
Companies in ’55 

NEW YORK.— Net earnings of 
the leading finance companies in 
the first half of 1955 will be at a 
record high, probably 5 to 10 per- 
cent above the earnings of 1954, 
according to Standard & Poor’s 
Corp., statistical and investment 
advisory organization. 

The prediction was based on the 
larger proportion of car buyers 
now using installment plans and 
the increased business which the 
finance companies are wresting 
from the banks. 

Standard & Poor’s said, “Finance 
companies pressed for more busi- 
ness in 1954, and automobile deal- 
ers were anxious to cooperate 
because, with increased competition 
cutting the dealer’s profit margins, 
commissions on installment sales 
became more important. 

On Nov. 30 about 87 percent of 
the $6,325 million of installment 
paper held by finance companies 
was auto retail paper. The balance 
was in other consumers goods 
paper, personal loans and repair 
loans. 

The statistical organization re- 
ported that favorable business con- 
ditions were reflected by auto 
repossessions, which are at a low 
level, and by collection experience, 
which is very favorable. 


Advertising Campaigns 
Local Trademarks, Inc., New 
York, shows copyrighted advertis- 
ing campaigns for auto dealers. 
(Booth 221.) 


STUDEBAKER—’52 Champion sedan, $430. 
"50 Champion 4-dr., $280, $235. ‘49 
Champion 2-dr., 


FARGO, | N. D. 


(Tri-State Auction Co. Sale every Thurs 
day. Prices are for sale of Jan. 20.) 


(Blizzard conditions held down the 

it of autos. Bidding was ac- 

tive on ’5is through ’53s. Sold 54 cars 
out of offerings.) 

BUICK—’54 Super 4-dr., $2,125*, $2,100° 
’53 RM Riviera coupe, $1,450* (ps); Spe 
cial 4-dr., $1,095, $1,000*; 2-dr., $1,05( 
’52 Super 4-dr., $580*. '51 RM 4-dr 
$725*. °49 RM 4-dr., $195°*. 

CADILLAC—’50 (62) 4-dr., $1,300*. 

CHEVROLET — ’'53 Two-ten Handymar 
$1,300*, $1,250°; 4-dr., $890; Bel Air 
4-dr., $1,080°. '51 SL Deluxe 2-dr., 
$235*. °50 SL Deluxe 4-dr., $400. 


CHRYSLER — ‘50 Windsor 2-dr., $425 
$395. '48 Royal 4-dr., $175*. 
FORD — '54 Crest (8) Victoria, $1,740*. 


Custom 4-dr., $1,340. '53 Main (8) Ranch 
Wagon, $1,300; 2-dr., $800; Custom (8) 
4-dr., $1,100. ’52 Custom (8) 4-dr., $710*. 
"51 Custom (8) 4-dr., $650*; Victoria 
$805*, $575*; 2-dr., $500, $345. '°50 Cus- 
tom (8) 4-dr., $405; 2-dr., $350. 

KAISER—’51 2-dr., $385, $230. 

MERCURY—’53 Custom 2-dr., $1,150. 

NASH—’53 Statesman 4-dr., $875. 

OLDSMOBILE—’54 (88) Super 2-dr., $2,- 
100* (ps). '47 4-dr., $135*. 

PLYMOUTH — ’53 Cambridge club coupe, 
$730. '52 Cambridge club coupe, $500. ’51 
Cambridge 4-dr., $345. °49 Special De- 
luxe 4-dr., $245. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,200°. 
*52 Chieftain (8) 4-dr., $785*; Chieftain 
(6) 2-dr., $425*. '51 Chieftain (8) 4-dr., 
$655°*; 2-dr., $625; Chieftain (6) 4-dr., 
$360. ’50 Silver Streak (8) 4-dr., $400*, 
$370*, $355*. 

STUDEBAKER—’50 Champion 4-dr., $275. 

* * * 


— Auctions in Brief — 


BROWNWOOD, TEXAS 
Southwest Car Auction. Sale every Tues- 
day (Jan. 11). The market good here. 
Clean autos were still much in demand 
and plenty of cars were moved with the 
better ones bringing about as much and in 
some cases more than in the past several 


months. 
* * * 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Jan. 20). Bad weather cut con- 
signment of cars to 65. Of these, 50 sold 
for a very high percentage. 

* . * 


PHOENIX, ARIZ. 

Phoenix Auto Auction, Inc. Sale every 
Wednesday (Jan. 19). Market strong with 
’51 to '53 models going good, particularly 
hardtops. Used pickups also in demand. 
Sold 94 cars out of 197 entered. 


Even an Indian maid knows 


See Page 106 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 
Samples and 
Details of this AMAZING PLAN 
SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 
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DYER AUTO AUCTION 


300 Car Sale Every Friday 


DEALERS ONLY 


25 MILES FROM CHICAGO LOOP 
U.S. ROUTE 30 AT IND. & ILL. STATE LINE a 
EIGHT YEARS SAME LOCATION & OWNERS pf 


tae pital PHONES — DYER INDIANA 2361 & 4051 - 


Large Sales Room + Restaurant + Five Acre Parking Lot 
CHECKS & TITLES GUARANTEED 100% BY DYER AUTO AUCTION & INSURED 

FOR REFERENCE CALL GARY NATIONAL BANK, DYER INDIANA OR GARY INDIANA OR ANY DEALER THAT HAS EVER BOUGHT OR SOLD HERE 

FAIRNESS TO ALL — REGARDLESS IF YOU BUY OR SELL ONE CAR OR ONE THOUSAND 








D FENNEMA 
OWNER 


ee eet es 





—_ 


‘200” ON LUCKY CAR EACH WEEK 
100” TO BUYER — ‘100° TO SELLER 


Now you sure got your head caught in the barn door if you don’t 
realize that you must know the market value of automobiles to- 
day—not thirty, sixty, or ninety days ago. You are trading too 
close for any mistakes. 


GET OUR PRICE GUIDE & TEN STATE REPORT 
WEEKLY FIRST CLASS MAIL *12°° PER YEAR 





FOR YOUR PROTECTION 
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Record Turnout Gathers at Chicago ee 


Packing, Probe Stir NADA Parley 


(Continued from Page 1) 


Legislative Counsel Rowland F. 
Kirks. 

Rarely at NADA convention time 
have issues before the meeting 
been so prominent in current trade 
headlines. Automotive News last 
week exclusively reported Senate 
plans for an inquiry into factory- 
dealer relations. The high incidence 
of price packing also has claimed 


much recent attention. 
* ¥ * 


EW association officers also 
will be introduced Wednesday. 

It was expected here that Yarnall, 
a local Chevrolet dealer who is con- 
vention chairman, will succeed 
Freed (DeSoto-Plymouth), in Salt 
Lake City in the NADA presidency. 
Paralleling the convention will 
be the eighth annual National Au- 
tomobile Dealers Equipment Exhi- 
bition. Ninety-nine exhibitors, in- 


‘Profit Ideas’ 

On pages 68 to 94 are photos 
and stories on new shop and 
truck products shown at the an- 
nual NADA convention in Chi- 
cago. 

On pages 22-29 and 46-52 are 
digests of talks given at the 
NADA’s weekend clinics en Cus- 
tomer Labor, Equipment Main- 
tenance and Use, and Customer 
Relations. 








cluding Automotive News, will wel- 
come dealers and their guests from 
9 a.m. to 6 p.m. daily through Weda- 
nesday in the lower level of the 
Conrad Hilton Hotel. 

Economists, statesmen and 
dealers will speak to convention 
sessions over the crowded three- 
day span. This morning’s open- 
ing gathering in the Conrad Hil- 
ton Grand Ballroom will feature 
wr. Arthur F. Burns, chairman 
ot the President’s Council of Eco- 
nomic Advisors, and Paul M. 
Mazur, partner in Lehman Bros., 
New York banking house. They 
will discuss the economic outlook 
tor 1955. 

Gov. George N. Craig of Indiana, 
chief public advisor to the Presi- 
dent’s Action Committee tor Trattic 
Safety; will address a Conrad Hil- 
ton luncheon meeting of the Inter- 
Industry Highway Safety Commit- 
tee today. 

At the final business meeting 
Wednesday afternoon in the Coli- 
seum, Gen. Carlos P. Romulo and 
C. Hamilton Moses will give ad- 
dresses. Gen. Romulo is a world- 
renowned diplomat and chairman 
of the Philippine delegation to the 
United Nations. Kenewed hostili- 
ties near Formosa have aroused 
great convention interest in his 
talk. Moses is president of Arkan- 
sas Power & Light Co. 

+ ~ 


op Alan profits, which have 
been on the bearish side this 
past year, will keynote this after- 
noon’s session in the Eighth St. 
Theater. NADA “members L. M. 
Stewart, of St. Louis, and hayes 
Tucker, Tuséaloosa, Ala., will draw 
on their successful experiences to 
point the way back to profit-mak- 
ing operations. Problems in labor 
relations then will be discussed by 
Gordon L. Hostetter, president ot 
the Employers’ Assn. of Chicago. 
The team of Richard C. Borden 
and Alvin C. Busse, sales consult- 
ants from Orange, N. J., will dram- 


atize effective sales methods at the 
Tuesday morning meeting in the 
Eighth St. Theater. Mary Davis 
Gillies, of Collier’s Magazine, will 
present tips of women buyers, and 
Cleveland member Birkett L. Wil- 
liams will speak on merchandising. | 

The stage of the Coliseum will 
be the scene Tuesday afternoon of 
a skit, “As Others See Us,” to be 
enacted by NADA members. 

Dealer sons and sons-in-law 

will be the center of convention 
socializing in keeping with an 
NADA program to enroll more of 
tomorrow’s dealers in association 
activities. E. LaMar Buckner, 
president of the U. S. Junior 
Chamber of Commerce, will ad- 
dress a sons and sons - in-law 
breakfast in the Conrad Hilton 
today. Sons also will act as a re- 
ception committee for the NADA 
Grand Ball in the Conrad Hilton 
tomorrow night and attend a 
luncheon in the same hotel Wed- 
nesday. 

Thirty-year dealers will hold 
their annual breakfast tomorrow 
in the Hilton’s Waldorf Room, with 
Harold A. Lanphear presiding. 
NADA area chairmen will lunch 
at the Hilton tomorrow. 

Climaxing convention activities, 
which will include a full round of 
special ladies’ events, will be a 
“family party” Wednesday night in 
the Chicago Coliseum. 

State dealer association, auto and 
truck producers and finance and 
insurance companies will maintain 
hotel headquarters throughout the 
conclave. Special functions are 
planned for tonight by GMAC and 
Hudson, tomorrow morning by 
Dodge and tomorrow night by Nash 
and Studebaker-Packard. 

* + a” 


Five New Members Set 
To Join NADA Board 


CHICAGO. — Five new members 
officially will join the NADA board 
of directors at the Chicago conven- 
tion this week. The directors-desig- 
nate for their home states or dis- 
tricts are: George A. Daley jr. 
(Ford), Quincy, Mass.; James R. 
Johnson (Lincoln-Mercury), Hart- 
ford, Conn.; A. Leftwich Sinclair 
(Dodge - Plymouth), Washington, 
D. C.; A. E. White (Oldsmobile), 
Columbus, O., and Ray D. Wilson 
(Chevrolet), Los Angeles. 

Four additional state directors, 
elected last year but already seated, 
are: Brown A. Fortier (Ford), La- 
fayette, La.; Edward A. Fritsch 
(Studebaker-Packard), Manitowoc, 
Wis.; Paul R. Lauritzen (Nash), 
Richmond, Va., and Walter A. Mc- 
Rae (Ford), Jacksonville, Fla. 

+. * - 


Convention Events 
TODAY (JAN. 31) 


Sons and sons-in-law breakfast— 
8 am., Williford Room, Conrad 
Hilton Hotel Chairman, Earl 
Zweifel, Chicago; remarks, 
Horace Henderson, NADA. 
Speaker, E. LaMar Buckner, 
president, U. S. Chamber of Com- 
merce. 

Business meeting—10 a.m., Grand 
Ballroom, Conrad Hilton. Topic: 
“National Profit Outlook for 1955.” 
Call to order, Frank H. Yarnall, 
Chicago, NADA first vice-presi- 
dent and convention chairman; 
invocation; introduction of NADA 
President Charles C. Freed, who 
will open convention. Speakers: 





Chicago Hotel Guide: Who’s 


CON 


rado, enka ae Seas National 
« Detroit, Illinois, 
“Atansas, eee 





, Maromry, Nash, U. 


alice und Somuaneee Associates 
» Discount, Associates Investment, 


Where 


Commercial Credit, GMAC, Mo- 
tors Insurance, National Bank of 
Detroit, Universal Underwriters. 
CONGRESS 
Dealer associations: Canada, Cleve- 
land, Iowa, Ohio. 
PALMER HOUSE 
Dealer associations: Oklahoma. 
Factories: Chrysler Division 
Dodge, Studebaker-Packard. 
Financé and insurance: General 
Finance. 
BLACKSTONE 
Factories: Buick, Chevrolet, Gen- 
eral Tire, Lincoln-Mercury. 
Finance and insurance: Universal 


OLT. 
DRAKE 
Factories: Hudson, Plymouth. 
MORRISON 


Factory: Pontiac. 





Dr. Arthur F. Burns, chairman 
of Council of Economic Advisors, 
on “Economic Prospects and Op- 
portunity,” and Paul M. Mazur, 
partner in Lehman Bros., New 
York, on “Economic Roads and 
the Automotive Industry.” 

| Luncheon, Inter-Industry Highway 
Safety Committee and NADA 
directors — 12:15 p.m., Williford 
Room, Conrad Hilton. Speaker: 
Gov. George N. Craig of Indiana. 

Business meeting—2:30 p.m., Eighth 
St. Theater. Topic: “The Automo- 
bile Dealer’s Profit Picture.” Call 
to order: Frank Collord, NADA 
secretary. Presiding: James A. 
Ayers, chairman of Business 
Management Committee. Speak- 
ers: Dealers L. M. Stewart, St. 
Louis, “Where Are We Headed?,” 
and Hayes Tucker, Tuscaloosa, 
Ala., “Fundamentals Will Out.” 

Business meeting—3:30 p.m., Eighth 
St. Theater. Topic: “Personnel 
and Profit.” Speakers: Gordon L. 
Hostetter, president, Employers’ 
Assn. of Chicago; Dealer Fred- 
erick W. Turner, Chicago; and 
Seymour Lewis, of Chicago Auto- 
mobile Trade Assn. 

Functions tonight — GMAC and 
Motors Insurance reception, Con- 
rad Hilton, 5:30-7:30 p.m. Hudson 
dealer dinner, Drake Hotel, 7 p.m. 

Daily receptions—Chevrolet, Black- 
stone Hotel Ballroom; Lincoln- 
Mercury, Blackstone French 
Room; Dodge, Palmer House; 
Plymouth, Drake; GMC, Conrad 
Hilton; International Harvester, 
Conrad Hilton; White, Conrad 
Hilton; Buick, Blackstone; ‘Pon- 


tiac, Morrison; Ford, Conrad Hil- 


ton; Hudson, Drake; Nash, Con- 
rad Hilton; Studebaker-Packard, 
Palmer House; Universal« C.LT., 
Blackstone; Associates Invest - 
ment, Conrad Hilton; Commercial 


Function—Dodge dealer breakfast, 
Palmer House, 8 a.m. NADA 30- 
Year Club Breakfast, Waldorf 
Room, Conrad Hilton, 8 a.m. 

~~ meeting—10 a.m., Eighth 


decorating editor of McCall’s 
Magazine, “Woman Buyer — 
Watch Out;” Birkett Williams, 

. NADA director for Cleveland, 
“Merchandising for Profit.” 

Luncheon — area chairmen of 
NADA (public relations awards), 
Williford Room, Conrad Hilton, 
12 noon. 

Business meeting—2:30 p.m., Chi- 
cago Coliseum. Call to order, 
Walter Cooper, chairman, Public 
Relations Committee. Dramatic 
skit, “As. Others See Us.” Mod- 
erator: J. Eustace Folfington, 
Philadelphia. 

Ladies’ fashion show — 3 p.m., 
Eighth St. Theater. Speaser: 
Margaret Bourke-White, Life 
Magazine photographer. 

Grand Ball—9:30 p.m. to 1 am., 
Grand Ballroom, Conrad Hilton 
(reception by sons and sons-in- 
law). 

Functions — Nash (“Disneyland 
NADA”), Conrad Hilton, 4:30-8 
p.m. Studebaker-Packard dealer 
dinner, Palmer House, 5:30 p.m. 

WEDNESDAY (Feb. 2) 

NADA annual meeting — 10 a.m., 
Chicago Coliseum. Topic: “1955— 
Year of Action.” Speakers: Alton 
M. Costley, chairman, National 
Affairs Committee; Rowland F. 
Kirks, legislative counsel; Fred- 


erick M. Sutter, chairman, Indus-- 


try Relations Committee; Fred- 
erick J. Bell, executive vice- 
president; Charles C. Freed, 
president. Introduction of 1955 
officers and announcement of 1955 
“action program.” 

Sons and sons-in-law luncheon— 
12:15 p.m., Williford Room, Con- 
rad Hilton. Presiding: Frank H. 
Yarnall. 

Business meeting—2:30 p.m., Coli- 
seum. Speakers: C. Hamilton 
Moses, president, Arkansas Power 
& Light Co. “Its Up to You;” 
Gen. Carlos P. Romulo, Philip- 
pine delegate to ee Nations, 
“America’s Stake in Asia.” 

Family party — 8 p.m., Coliseum. 
Theme: “Around the World in 
90 Minutes.” 





Cross-Country Pontiac Promotion— 


Television's famous couple, Ricky and Lucy Ricardo, are using a Pontiac to drive 
from New York to Hollywood on their show. They are accompanied by their friends, 
Fred and Ethel Mertz. The Ricardos will be entangled in a number of comic situations 
before they arrive in Hollywood, where they will be greeted by William Holden in 


his television debut. 


Dealers 


Tell Me 





(Continued from Page 3) 


entire retail auto trade into dis- 


repute. 
i * * 


Congress to the Rescue 


NY dealer can look back to the 

Murray-Patman Act, which was 
passed by the Congress (I was 
president of NADA at the time) to 
put a floor under dealers’ new-car 
inventory and guarantee the dealer 
his cost plus carrying charges up 
to 18 months. 

It was almost the first time Con- 
gress had ever gone to the rescue 
of a group of retailers. This bill 
was guided through Congress by 
the late Bert St. Clair and our good 
friend, Charlie Halleck. 


At that time the dealers were 
riding high and m favor with 
Congress, but the greed of some 
dealers has not only turned Con- 
gress against us because of the 
postwar black marketing, but 
now the average man in the 
street looks upon the auto dealer 
the way our grandfathers did on 
the oldtime slippery horse trader. 
The question as to whether we 
dealers are to become a form of 
auto discount houses or whether 
Wwe are to be contributing factors 
in the nation’s transportation sys- 
tem and economy, depends on 
whether the dealers will stand to- 
gether in their common interest, 
and that is the job for NADA to 
lead. Certainly they have not done 
too well for us in the last few 
years although I concede the job 
to have been a difficult one. 
= J ae 
Improving Conditions 
ITH all that the manufactur- 
ers have at stake, it is incon- 
ceivable that the leaders of the 
industry will turn from those deal- 
ers who have made a career of auto 
retailing and rendered service to 
the public in every city and ham- 
let in the nation in favor of the 
“wheeling and dealing” parasites, 
who live off the goodwill built up 


by solid dealers who are factors in 
every community. 

I know that the “wheeling-and- 
dealing to - hell - with-the-public” 
dealers represent not more than 
10 percent of the dealer body. 
NADA, working with the state 
and local associations, can with 
the right program do much to 
correct the deplorable conditions 
which now prevail. 

It behooves every dealer, who 
has the best interest of the retail 
auto business at heart, to put his 
shoulder to the wheel and do his 
part to improve a businesg, that 
has sunk so low in honesty and 
ethics that every Better Business 
Bureau in the country has us on its 
daily agenda. 

Even the police are being called 
on at times to rescue the pros- 
pect’s used car from the clutches 
of some eager “wheeler and dealer” 
who is sweating out the prospect’s 
resistance. 

I appeal to those thousands of 
dealers who have always been a 
credit to the business, to their com- 
munities and to their country. They 
have always been outstanding 
among independent small-business 
men. 

I urge them to organize through 
associations and clean up this bus- 
iness which has meant so much to 
so many of us. It can be done and 
should be done. I am eager and 
willing to do my part in any pro- 
gram looking toward correcting 
our problems. 





Automotive News 
At NADA Parley 


Booth 21 is Automotive News 
headquarters at the NADA 
Equipment Exhibition in Chicago. 
Dealers and their guests are cor- 
dially invited to stop by to pick 
up the Jan. 31 Automotive News. 

Automotive News’ hotel head- 
quarters are in the Conrad Hilton. 








Preparations Pushed for Cleveland Show— 


Final details of the Northeast Ohio Automobile Show, to be held Feb. 15-20 in 
Cleveland's Public Auditorium, are worked out by a committee of the Cleveland 
Automobile Dealers Assn. headed by E. S. Dowd and S. L. Marshall. Members are 
(standing, from left) A. D. Pelunis, Ferro Tranquillini, Ray F. Koepke, Walter Grabski 
James Berry, Ralph S. Stewart, Joseph M. Erdelac, Frank H. Porter, E. G. Norgar, 
Arthony LaRiche, Sanford Nudelman, William O. Steudel, Walter Kaskey, Anthony 
Amentini and Milt Miller. Seated: R. E. Burrows, Marshall, Dowd, R. R. Stratton, A. L. 
Englander, Raymond G. Herzberger and Walter H. Stearns. 
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Who’s No. 1?... 


Registrations Mania 
Clouds Sales Race 


(Continued from Page 2) 


cember new-car registrations, said: 

“In the final week, 3,184 new 
cars were titled. This somewhat 

startling figure was more than 
twice the previous week’s total 
and nearly four times the year- 
ago level. This volume was 35 
percent larger than the weekly 
record established in August, 
1950.” 

In bankers’ best straight-faced 
style, the Cleveland Federal Re- 
serve Bank added: “It is reported 
that an unusually large number of 
cars were registered by dealers in 
certain lines; a development pre- 
sumably related to the sales race 
between leading manufacturers.” 

A trade association manager in 
the East said: “A glance at the 
first section of the December re- 
port clearly indicates that a num- 
ber of dealers have registered a 
great many cars — out of what 
might normally be considered their 
zone of influence. 

“It also indicates that a great 
number of cars have been regis- 
tered in dealers’ names — which 
does not represent deliveries 
against new-car sales.” 

* x e 
= managers reported cars 
registered during the month in 
the name of finance companies, 
lease companies, employes and rela- 
tives. 

While Ford and Chevrolet were 
the most common violators, 
phony registrations were carried 
out by dealers in nearly all lines, 
it is indicated by spot checks of 
official registration lists. 

One manager in the Southwest 


-said that dealers of one top make 


registered 371 cars in their own 
names and dealers of the compet- 
ing top make had registered 176 
in their own names. But this was 
only a start, he said. 

On a projection of figures, he 
said, it was obvious that 800 to 
1,000 registrations in his area dur- 
ing the month represented phonies. 

A scattering of managers said 
that many new cars were regis- 
tered before they were delivered to 
the dealership from the factory. 
In some cases, they said, new cars 
that were registered in December 
were not delivered until January. 

In other words, they were regis- 
tered in one year and delivered 
the next. 

The Federal Reserve Bank in 
Cleveland last week, in noting this 
situation, said: “Motor vehicle reg- 
istrations are not regarded as be- 
ing significant economic indicators 
because of the rather arbitrary 
selection of registration dates re- 
cently .. .” 

7” oz * 

manager said he feared 
that some of the pre-registered 
cars would be counted twice. The 
pre-registration of December would 
show in the 1954 total, he said, and 
when the car actually arrived from 
the factory, it would get counted 
again, because checkers would be 

working on files for two years. 

Association managers were 
asked to estimate what percent- 





Oldtimers Award— 


C. S. Klugh (left), manager of the 
Pennsylvania Automotive Assn., is pre- 
sented with the Automobile Old Timers 
Award by G. H. Thorton, president of the 
Philadelphia Metropolitan Council of Old 
Timers, for his 28 years as manager of 
the association. 


age of December registrations 
represented phonies. Their re- 


up to 50 percent. The average, 
based on the replies, was 20 per- 
cent. 

Nobody blamed dealers for their 
actions; instead the manufacturers 
were taken to task for pressuring 
dealers into padding sales figures. 

Dealers went along reluctantly 
and in some cases refused, one as- 
sociation manager said. Another 
said that dealers felt obliged to 
register their entire stock because 
of the heavy pressure applied by 
factory field men. 

Many of those managers who did 
not say pre-registration was forced 


by the factory, said it was “in- 
spired” or “suggested” by the 
manufacturer. 


* * * 


A= of the managers were asked 
to state their opinion of the 
entire affair. Some of the one-word 
replies were “rotten,” “stinks,” 
“abominable” and “silly.” 

One said succinctly, “Who the 
hell REALLY cares who’s first?” 

A Midwest manager said: “Use 
of new-car registrations for indi- 
cating leadership or first place has 
been completely discredited and 
their publication should be discon- 
tinued.” 

Many questioned the value of 
placing so much emphasis on lead- 
ership in registrations. Others said 
they felt that dealers had put 
themselves in dangerous positions. 

“This is, in my opinion, a most 
serious matter,” one said. “It serves 
to conform the domination of the 
manufacturers and that the retail 
dealers’ rights are subservient to 
those of the manufacturers. 

“It clearly evidences the iniqui- 
ties of the selling agreement and 
(shows) that that instrument is at 
the root of the retail dealer’s 
problems. 

* cd 

‘TYHE ruthless disregard of the 

manufacturers for the effect 
this will have upon their dealers 
and their childish zeal for the much 
over-rated first place either de- 
notes a wrong method of compen- 
sation to factory managers or, per- 
haps most important, a growing 
and devastating moral weakness 
in big business. 

“If big business—the leaders of 
our country—will not only con- 
done falsehoods but actually pro- 
mote them, what moral fiber do 
we have left with which to help 
defend a free world?” 

The entire affair was a “sorry 
mess,” said a manager in the 
Southwest. He added that “it fur- 
ther tears down the value of auto- 
mobiles and is just another cost 
item for the dealer that does him 
no eventual good.” 

One manager who termed the 
December goings-on “ridiculous 
and extremely dangerous,” said he 
believed the factories were guilty 
of inducing dealers to commit fel- 
onies “in that they pressured deal- 
ers into defrauding certificates. of 
title and giving fictitious names 
and addresses to show cars were 
retailed that never were.” 

A New England manager said: 
“I believe that the pressure put on 
by the manufacturers to make the 
dealers see that all units are regis- 
tered and trying to make them 
register their demonstrators is en- 
tirely out of line. Who cares who 
is in first place? The general pub- 
lic doesn’t know and doesn’t care 
as long as they get the deal they 
want in purchasing a new car.” 

~~ * * 


phorum. manager in the east 
said, “It’s for the birds. It bor- 
rows from Peter to pay Paul—it 


/|/mortgages future registrations.” 


In the upper midwest, a man- 
ager said, “There is real bitter- 
ness between Ford and Chevrolet 
dealers that has never existed 
before, with one group blaming 
the other for the trouble... 
Other car dealers are becoming 
resentful of the big fight because 
they are drawn into it also...” 

Several managers said they felt 








R. L. Polk was being taken in by 
the shady tactics. 

Said one, “We feel the Polk com- 
pany has a responsibility to purify 
their figures if they are to main- 
tain a good reputation of honest 
reporting — perhaps even change 
their method of obtaining the 
facts.” 

Said another, “I recall specifical- 
ly my meeting in Detroit with offi- 
cials of R. L. Polk & Co. some two 
years ago when they stated that 
they could not give credit for reg- 


plies involved estimates ranging | istrations made in the name of the 


|dealer firm per factory 


instruc- 
tions. 

“Looks like someone has_ sud- 
denly changed the rules in the 
middle of the game. When the final 
whistle blows, watch the loser yell 


‘foul’.” 
A POLK spokesman, . however, | 
said that where December 
registrations were obviously phony, 
they would be held out of the gen- 
eral total. He admitted that it 
would be difficult to sift out all of 
the fictitious titling. 

Only one manager did not re- 
sent what happened during De- 
cember. He said, “I think in the | 
end it’s much to-do about noth- 
ing. Nobody is getting hurt.” 

One of the few instances where 
official steps were taken to check 
the flood of false registrations oc- 
curred in Arkansas. There, early 
in December, dealers were re- 
stricted by the State to making 
registrations to individual purchas- 
ers only, with full sales tax paid 
and one-quarter of the price of the 
vehicle tag. 


* * * 


| 





* 


* ‘ 

N ACTUAL instance of how 

pre-registration can distort rec- 
ords was presented in a January 
bulletin of the Missouri Automo- 
bile Dealers Assn. The bulletin 
said: 

“A Chevrolet dealer in South 
east Missouri received a new car 
from his factory and, as directed, 
immediately applied for title in 
his company name. Before the 
title came back he traded the 
unit with a neighboring dealer 
who also applied for title. 

“Then came an actual sale, and 
the second dealer originated pa- 
pers for the buyer. When the cus- 
tomer’s papers arrived in Jefferson 
City, it was found that his car had 
two outstanding original titles. 
Therefore, the legitimate sale has 
not yet been recorded, because of 
the two previous titles already in 
existence. 

“It is feared by Department of 
Revenue officials that this situa- 
tion may be multiplied many times, 
and the efficiency of their owner 
records will hit a new low... .” 
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Dimensions in Color— 


Lucille Pieti, Chrysler Corp. engineer, 
examines the “Dimensions in Color" dis- 
play at the Chrysler Salon in New York. 
The display is a spheroid relating color 
hues in the spectrum. In addition to other 
color and fabric displays, the corporation 
is showing its new Chrysler 300, the 
Dodge la Femme, and two Suburban 
models, a Plymouth and a Dodge. 


$00 Cars Sold 
At Houston Show; 
150,000 Visitors 


HOUSTON. — Approximately 800 
cars were sold at the Houston Au- 
tomobile Show. The eight - day 
show drew some 150,000 visitors. 

“It was astounding the way the 
public responded to the show—far 
beyond our fondest expectations,” 
said Frank S. Reinhardt, show 
director. 

He said several exhibitors have 
indicated that they would double 
their space if an exhibit is held 
next year. 

Houston became automobile 
crazy during the show, which 
started as a “local and area” offer- 
ing and wound up a glittering, 
glamorous production. 

Net profits of about $75,000 will 
go to the Little Leaguers of Hous- 
ton to expand their facilities and 
activities. 

The show was presented jointly 
by the Houston Automobile Dealers 
Assn. and Rotary Activities, Inc. 


Parkwood Builds 


Parkwood Chevrolet, Lakewood 
Center, Calif., has broken ground 
for a new home. Among those 
present at the ceremonies, were 
A. D. McClure, owner; A. W. 
Famular, regional manager; R. 
Mitchell McClure, J. W. Steele, and 
E. Q. Hopper. 








Hudson Clainw Cuts ) 


In °55 Car Prices 


(Continued from Page 2) 


cluding heater, is $395 for Wasps 
and Hornets. For the Hudson Ram- 
bler series, the air-conditioning 


unit is $345. 
* 
DIRECTIONAL signals are 
‘standard on Wasps and Hor- 
nets. 
“The 


McQuigg to Join 
Thompson Agency 


DETROIT.—John L. McQuigg 
will join the Detroit office of J. 
Walter Thompson Co. effective Feb. 
15 as vice - presi- 
dent and account 


* * | 


lower prices, the com- 





supervisor. 

McQuigg was 
formerly with 
Lennen & Newell 
in Detroit. 

In 1935, Mc- 
Quigg joined 
Geyer, Cornell — 
and Newell as ‘'4 
merchandising di- , 
rector. Following 4 
the merger of J. L. MeQuig 
Nash and Kelvinator in 1937, he 
became account executive for Nash. 





pletely new styling and numerous 
mechanical and _ structural im- 
provements incorporated in the 
1955 Hudsons represent the great- 
est car dollar value in the 46-year 


history of Hudson,” VanDerzee 
declared. 
“The ’55 models have many 


features as standard equipment 
which were extra-cost items on 
64 cars. For example, the Cus- 
tom Hornet Six series has a con- 
tinental tire mount, Twin H- 
Power, directional signals, tube- 
less tires, reclining seats and 
twin travel beds.” 

VanDerzee said that Hudson’s 
1955 models, including the Ram- 
bler and Metropolitan models, cov- 
ered 94 percent of the automobile 
market. 

* x an 
DVERTISED - DELIVERED 
prices of the Wasp and Hud- 

son groups are as follows: 


Super Wasp — Four-door sedan, 
$2,290. 
Custom Wasp—Four-door sedan, 


$2,460; two-door hardtop, $2,570. 


Super Hornet Srxx—Four-door se- 
dan, $2,565. 
Custom Hornet Six—Four-door 


A year later he became general| sedan, $2,760; two-door hardtop, 
manager of the agency’s Detroit} $2,880. 


office. In 1942,.he enlisted in the 


Hornet V-8 Super—Four-door se- 


Army Air Force and served until} dan, $2,825. 


1946. He then rejoined the agency 


where he handled the Nash and| sedan, 


Kelvinator accounts. 


Hornet V-8 Custom — Four-door 
$3,015; two-door hardtop, 
$3,145. 
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"09 Power Packs 
Attract Buyers 


Makers Are Unable 
To Meet Demand 


(Continued from Page 6) 


sories that had produced absolutely 
no repair problems. 

One of the larger Ford dealer- 
ships reported that approximately 
35 percent of all Fairlane buyers 
were requesting the packs. This 
firm also said that the power-pack 
demand was particularly high— 
about 60 ‘percent— among Crown 
Victoria and convertible customers. 

A Dodge sales manager as- 
serted that about 10 percent of 
his customers were asking for 
the power pack. He told about 
one customer he sold almost 
solely because of the power kit. 

“This guy,” he explained, “wanted 
a car just like one we had on the 
floor, except that he wanted about 
$200 less extras than the floor 
model had. When I told ‘Aim that 
the $200 included the cost of the 
power kit which would give him 
that extra jump at the lights, he 
immediately decided to take the 
car.” 

* * oe 
— high price of the power kits 
on some of the Dodge models 
drew the criticism of one dealer. 

A Studebaker dealer said, “Only, 
about 10 percent of our buyers are 
interested in the power kit. I per- 
sonally think that there would be 
more demand if the horsepower in- 
crease in our engines hadn’t been 
so noticeable. Of course, I’m not 
kicking about that.” 

One Studebaker dealer said de- 
mand for the power kit was only 
fair so far. But he expected the ; 
situation to improve considerably 
when the cold weather breaks 
and when the advertising is step- 
ped up. 

Chevrolet dealers were relatively 
unenthusiastic about their power 
kit which thus far, apparently, 
has been produced in very limited 
quantities. Some dealers hadn’t re- 


ceived a single kit. 
* * 

A COUPLE of dealers. said they 

didn’t think that the typical 
Chevrolet buyer was terribly in- 
terested in the 18 extra horsepower 
supplied by the power kit. They 
also felt the power kits would have. 
been much more welcome in previ- 
ous years when the horsepower in- 
crease on the regular engines was 
not as great as it was this year. 

Plymouth dealers said they had 
received quite a number of re- 
quests but, as yet, they had re- 
ceived no kits from the factory. 
One dealer said he was confident 
that he could have sold power 
packs on “at least 10 percent” of 
his cars. 

It was reported that the shortage 
of Plymouth eight-cylinder engines 
was a factor in the situation. The 
dealers said that only one-third of 
the cars coming through had the 
big engines. 

* * * 
Goes dealers had been promised 
the kits by mid-January. Fac- 
tory officials declined to comment 
on the matter. 

A pessimistic view of the power 
pack was expressed by a Pontiac 
dealer who said he had not yet 
received a single kit. 

He added, “But that doesn’t make 
me too unhappy because I haven’t 
received a single request for it. 
Actually, I don’t think the average 
Pontiac buyer is going to be too 
interested. Furthermore, if you’re 
going to “soup” up an engine, why 
not go into the camshaft and really 
‘hotrod’ it up.” 


* 





San Francisco Buys 


°55 Cars at ’46 Prices 


SAN FRANCISCO. Fierce 
bidding by auto dealers has en- 
abled this city to buy 17 coupes 
and 45 sedans of 1955 vintage at 
1946 prices, according to the bul- 
letin of the San Francisco Auto- 
mobile Dealers Assn. 

The cars, all Ford makes, cost 
the city $1,038 per coupe and 
$1,121 per sedan. Last time the 
city got such a bargain was in 
1946 when the price per car was 
$1,029. San Francisco also bought 
15 Chevrolet trucks. 
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SELO 


The Automatic Puncture Sealant 
for 
Regular and Tubeless Tires 


Makes Any Tire PUNCTURE-PROOF 


Instant Permanent Seal- 
ing 


Effective for Life of Tire 
No Driving Impairment 
Fully Guaranteed 


User Tested for More 
Than 4 Years 


Independent Laboratory 
Reports attest its safety 
and value 


od 


Many, Many Thousands of Truck and Passenger Car 
Owners tell us of the money saving trouble free miles 


driven with SELO. 
A Product of 


NATIONAL AUTOMOTIVE 
CHEMICAL COMPANY 


14660 SCHAEFER HIGHWAY 
DETROIT 27, MICHIGAN 


National Automotive Chemical Co. 
(West Coast Division) 
801 North Second Street 
Corvallis, Oregon 


. * * 


A few large-area exclusive distributorships are still 
avgilable for SELO and other National Automotive 
products. Address General Sales Manager, Detroit or 
Corvallis plants. 





THE NEW 
“DUN-LOCKIN" 





eas 


AUTOMATIC TAILGATE LOCK 
FOR DUMP TRUCKS 


Body goes up and tailgate unlocks automatically. Body comes down 
and tailgate locks automatically. Driver stays in cab. Can be driving 
away, spreading load. Fully mechanical; no air, no hydraulic. Con- 
verts to manual control in 5 seconds. Easily installed on ANY dump 
truck. Increases pay loads as much as 10%. Write for literature. 


SEE DISPLAY — BOOTH 220 
THE U. N. COMPANY INC. 


1255 BOYLSTON STREET, 
BOSTON 15, MASS. 






























Poll Finds Public 
Confused on Auto 
Wage-Price Rise 


NEW YORK.—Forty-five percent 
of Americans think (incorrectly) 
that car prices have climbed faster 
since World War II than auto- 
industry wages, according to a 
survey conducted by Opinion Re- 
search Corp. Some 32 percent 
thought the opposite was true, and 
23 percent had no opinion. 

Actually, it was explained, aver- 
age hourly earnings are running 62 
percent and average weekly earn- 
ings 71 percent above 1946 levels, 
while car prices are 49 percent 
higher. 

Sponsored by Look, the survey 
was made in 83 communities of 
adults who “constitute a statisti- 
cally accurate profile of the U. S. 
voting population.” 

The survey also showed that 80 
percent of the people feel that big 
busines is a good thing for the 
country. Only 8 percent of Amer- 
icans think big business is bad for 
the country and 12 percent had no 
opinion or a mixed opinion. 

When asked about the danger of 
“bigness” today, 46 percent said 
they feared big labor most, 16 per- 
cent feared big business most, 16 
percent feared big government 
most, 13 percent feared all three, 
11 percent had no opinion and 4 
percent feared none of them. 


Norton to Head 
Sales of Federal 


DETROIT.—The appointment of 
Harry L. Norton as sales manager 
of the reorganized Federal Motor 
Truck Co. has 
been announced 
by M. J. McCarty, 
executive vice- 
president. 

The company 
is scheduled to 
resuMe produc- 
tion early in Feb- 
ruary. 

Norton began 
his assoc-_ation 

; 4 with Federal in 
H. L. Norton 1946 in the sales 
department. A year later he was 
promoted to assistant distribution 
manager, and in 1948 became dis- 
tribution manager. 

Norton formerly was associated 
with Timken Axle Co. and C & W 
Tool & Engineering Co., Detroit. 





Calendar 


(Continued from Page 12) 


General 


Feb. 15-I18—Annual Meeting Natienal Car 
Rental System, Netherland Plaza Hotel, 
Cincinnati, 

March 5-13—GM Motorama, Pan Pacific 
Auditorium, Los Angeles, Calif. 

March 6-9Spring Executive Conference, 
National Truck Leasing System, Boca 
Rotan, Florida. 

Mar. 16-18—IIth Annual Canadian Auto- 
motive Service Show, Automotive Bidg., 
C. N. E. Grounds, Toronto, Canada. 

March 26-Apr. 3—GM Motorama, Civic 
Auditorium, San Francisco, Calif. 

April 20-May | — 37th International Motor 
Show, Turin, Italy. 

Apr. 23-May I—GM Motorama, Common- 
wealth Armory, Boston, Mass. - 

May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 
tional Amphitheater, Chicago. 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas 


City, Mo. 

June 8-10—Third Annual Weldi Show, 
American Welding Society Municipal 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc., Hotel Otesaga, 
Cooperstown, New York, 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine: Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

+ ae 


Regional Parts Shows 


Feb. 24-27—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 
March 31-April 2—Southwest Automotive 
, Bexer County Coliseum, San An- 
tonio, Tex. 
Apr. 28-30 — Southeast Automotive Show, 
Lakewood Park, Atlanta. 
Mew 19-22 — Tri-State Automotive Show, 
ngsbridge Armory, Broadway and 63rd 
St., New York City. 
June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 


Shirely Motor Named 
Shirley Motor Co. has been ap- 
pointed Studebaker dealer in Tal- 
ladega, Ala. 8. M. Shirley is pro- 
prietor. 





MacKellar Takes Over Blumenthal Auto Sales 


NEW YORK.—Malcolm G. Jones, | fabrics to the automotive industr ,. 
president of Sidney Blumenthal &| M. L. MacKellar Associates have 
Co., announced last week that M.| been exclusive sales agents for Rob- 
L. MacKellar Associates, of De-| bins Mills and will continue this 
troit, has been appointed exclusive| arrangement until a satisfactory 
agents for the sale of Blumenthal | transition is completed. 












“Let's deliver Chadwich to the Board of Health 
Exhibit “A” for a new exhaust eliminating system!’ 


with KENT-MOORE 


MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 


Nothing matches modern Monoxivent Fixtures for effec- 
tively ridding service departments and garages of carbon 
monoxide fumes! In fact, Monoxivents offer all the ad- 
vantages “most wanted” in exhaust eliminating systems 
... installation economy, operating efficiency, long, trouble- 
free life... and no unsightly hoses hanging from overhead, 
either! Models available to meet your every requirement, 
too. Want the convenience of underfloor hose storage, for 
example? Two Monoxivent Sets offer this outstanding 
feature... J 2980-A and the new J 5862 “Twinstallation” 
model that services both single and dual exhaust cars! 
Looking for economy? Then you can’t beat the low-cost 
J 5066. Or, if trucks are to be serviced, there’s the J 5793 
. . . a special new fixture designed to service all trucks! 


What's more, as the pioneer in the exhaust eliminating 
field, Kent-Moore offers you FREE technical engineering 
services to assure proper installation and efficient operation 
of every Monoxivent fixture. See your nearby Kent-Moore 
jobber, or write direct for complete information today! 


KENT-MOORE orGANIZATION, INC. 


Engineers and Manufacturers of = 
Special Automotive Service Tools and Equipment 


5-105 General Motors Bidg @ Detroit 2, Mich. 




























SEE TRUCKSTELL 
AT N-A:D-A 


TOO Rt LY Le ake 


Here’s your chance to get acquainted with the newest and finest in 
special truck equipment...and at the same time consult with 
men who daily advise dealers on ways to increase their truck vol- 
ume and profits! Moreover, you can check on the economies of 
having your trucks equipped as Dual-Axle Drive or Hydro-Trac 
8rd Axle Six-Wheelers in Truckstell’s Cleveland assembly plant for 
low-cost driveaway. To make 1955 your best truck year yet, start 
it right by seeing Truckstell’s big NADA exhibit! 


TRUCKSTELL MANUFACTURING CO. 


Union Commerce Building ©¢ Cleveland 14, Ohio 
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Crusoe, Harder Move Up; Successors Named... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Ended Same Jan., To To 
Jan. 29, Week, Jan.22, 1955, Jan. 30, Jan. 29, 
1955 1954* 1955* ToDate  1954* 1955 
AMERICAN MOTORS — 2,270 2,623 2,240 7,325 10,648 7,325 
NT eédeccvveiseticets 870 624 888 2,984 2,078 2,984 
NEL. Son tepyentnnneniettiarssnies 1,400 1,999 1,352 4,341 8,570 4,341 
CHRYSLER CORP. .... 30,750 13,218 30,922 121,689 65,901 121,689 
Chrrysher  ........ccecccesees 4,200 2,890 4,233 16,558 10,619 16,558 
EE << cevicktnvevdivesevcneees 8,275 2,060 3,329 12,866 8,323 12,866 
BIBT: ivcecsesesvreserensresveeses 71,875 2,252 7,943 31,190 10,805 31,190 
Plymouth ._................. 15,400 6,016 15,417 61,075 36,154 
FORD MOTOR. ............. 44,075 36,499 48,911 171,561 154,031 
Ford pidhiseaves 34,625 28,107 34,778 137,830 118,678 
I: sianiubcdeediveieaivedies 700 921 743 2,722 4,581 
BE Scisentistariovenstniecs 8,750 VAT 8,390 31,009 30,772 
GENERAL MOTORS .. 79,065 53,586 79,706 311,007 211,756 
Buick ..........0................. 14,900 10,622 15,546 58,880 38,083 
Cadillac . 3,220 1,587 3,215 18,510 4,019 
Chevrolet. ............ .... 87,700 25,641 37,399 146,421 117,025 
Oldsmobile ...... vecvee 11,445 7,889 11,953 45,912 19,795 
a oe 11,800 7,397 11,598 46,284 32,834 46,284 
KAISER MOTORS 305 28 280 1,035 107 1,035 
EE 1 antsoacc a Di chsatichinsaiestls, sontiaeiebe ae ae 27 seeded 
PUI iy eid ecetysbhsoundaies 305 28 280 1,035 80 1,035 
BP CEs vvcssssssestes. 5,095 4,148 4,080 15,771 14,323 15,771 
IDS sis dcctsintiicorcetavideh 1,250 1,388 1,178 4,263 3,699 4,263 
Studebaker 3,845 2,760 2,902 11,508 10,624 11,508 
Total Cars, U.S. .....161,560 110,102 161,189 628,388 456,766 628,388 
*Revised i 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan, 1 
Ended Same Ended Jan., To To 
Jan. 29, Week, Jan. 22, 1955, dan. 30, Jan. 29, 
1955 1954* 1955* ToDate 1954* 1955 
CHEVROLET 6,900 7,075 6,272 24,764 31,341 24,764 
DIAMOND T 90 71 99 308 275 308 
DIVCO ............. 60 80 60 240 322 240 
DODGE ..... 1,900 1,882 1,828 7,503 7,684 7,503 
FEDERAL . civiaete Slik Skeets tetas ae... imap 
FORD ...... 7,850 7,280 7,919 31,155 31,312 31,155 
SE esate studesscced Seen 1,460 2,054 1,411 5,310 8,424 5,310 
INTERNATIONAL ..... 2,305 2,281 2,210 8,714 9,073 8,714 
MACK 225 189 208 812 496 812 
BES | Sisssnubaliescehisactes 90 232 87 357 933 357 
STUDEBAKER 1480 137 333 1,615 173 1,615 
WHITE... . . 230 250 227 914 951 914 
WILLYS ............ 1,710 1,335 1,626 6,384 5,614 6,384 
MISCELLANEOUS 95 213 87 392 871 392 
Total Trucks, U.S. .. 23,395 23,079 22,367 88,468 97,670 88,468 
Total Cars, Trucks, 
= ae et ee 184,955 133,181 183,506 716,856 554,436 716,856 
Total Cars, Truc 
(eee 7,175 9,038 6,570 27,323 36,127 27,323 
Grand Total, 
Cars and Tru 


U.S. and Canada ..192,130 142,219 190,076 


744,179 590,563 744,179 


i ea icc necesita cetera 
“Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 


State Licensing Laws 
Analyzed by NADA 


(Continued from Page 3) 


ing. Nebraska, Virginia and Wis-|license in the nine states, accord- 


consin. 


9. Defrauding of persons in con- 
duct of business. Nebraska, Vir- 
ginia and Wisconsin. 


10.Sale of motor vehicles to a 
dealer not licensed to sell such 
make of car. South Dakota. 


11. Failure to keep records or 
make required reports. South Da- 
kota 
_12.Unfair methods of competi- 
tion. Virginia. 

13.F alse or fraudulent income 
tax returns. Wisconsin. 

_14. Unconscionable business prac- 
tices. Wisconsin. 

15. Charging interest in excess 
of 15 percent per annum. Wis- 
consin, , 

16. Failure to deliver within 60 
days new vehicles advertised for 
immediate delivery. Louisiana and 
Oklahoma. 

17. Failure to uSe transportation 
facilities selected by dealer in deliv- 
ering new vehicles. Louisiana and 
Oklahoma. 

Some of the reasons for denying, 
revoking or suspending a dealer’s 





ing to NADA, are as follows: 

Unfitness; material misstate- 
ment in application; false or 
fraudulent income-tax returns; 
failure to comply with laws and 
regulations; defrauding buyers or 
other persons; not keeping writ- 
ten agreement with buyers; fail- 
ure to furnish or keep bond or 
insurance policy, and fraudulent 
business practices. 

Unfair or unconscionable busi- 
ness practices; dealing through 
unlicensed salesmen; illegal use of 
dealer plates; failure to keep rec- 
ords or make required reports; mis- 
leading advertising; failure to keep 
an established place of business; 
sale of vehicles not described in 
application; dealing in stolen motor 
vehicles, and charging interést in 
excess of 15 percent per annum. 


Hughes Ford Formed 


Hughes Ford, Inc., has succeeded 
Burdick Motors Co. in Yellow 
Springs, O. Pete Hughes, the new 
owner, is the third Ford dealer in 
Yellow Springs since 1915. 
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Breech Is Ford’s First Chairman 


(Continued from Page 1) 


D. S. Harder executive vice-presi- 
dents; Robert S. McNamara, vice- 
president and general manager 
of the Ford division, and Dwil- 
lard J. Davis, vice-president in 
eharge of manufacturing. 

Crusoe, 59, will supervise Ford’s 
three automotive divisions, while 
Harder, 62, will have charge of the 
three basic manufacturing groups. 
They will divide responsibilities 





z 
L. D. 
which Breech had managed as the 
company’s sole executive vice- 
president. 





% 
soe 


D. S. Harder 


* ® * 


cNAMARA, at 38, is younger 

than any Big Three division 
chief except Ford’s two brothers. 
He is a former Harvard professor 
who has been assistant general 
manager of Ford division—under 
Crusoe—since August, 1953. Crusoe 
was named the first general man- 
ager of Ford division after its crea- 
tion six years ago. 

Davis, 52, has directed the com- 
pany’s manufacturing engineering 
office since he joined Ford in 1949. 
He succeeds Harder, who became 
manufacturing vice-president in 
1947 shortly after moving to the 
company. 

Other executive operations re- 
main unchanged, according to 
Ford. 

Ford declared that he would 
continue as chief executive offi- 
cer of the company, with Chair- 
man Breech acting as alternate 
chief executive officer. 

Breech and Ford, the statement 
added, “will continue to share... 
the basic management responsibili- 
ties of the company.” 

“All staff functions — industrial 


Jan. Output 





foreseen for February, although 
the short month will cost car plants 
one working day. More than off- 
setting the loss of a day will be 
planned boosts in General Motors 
division schedules, which already 
in recent weeks have reached all- 
time-peak levels for all makes. 
” © * 

EBRUARY outturn of 660,000 

cars is considered probable if 
present schedule plans materialize. 
This total would fall short of the 
industry’s second highest month— 
August, 1950, when completions to- 
talled 681,854 cars. January’s 658,- 
700 total will miss by a hair the 
third best month—October, 1950, 
when the car sum was 659,371. 

It was in June, 1950, that the in- 
dustry attained its loftiest produc- 
tion in history. The month’s yield 
of 717,343 cars embraced three 
straight weeks of unequalled ef- 
fort. These weeks from June 4-24 
brought forth car totals of 162,951; 
165,423, and the record—165,860. 

High in current production ac- 
complishments from the stand- 
point of new records are the GM 
divisions. Pontiac was the latest 
to slate a record week, with the 
11,800 of last week expected to | 
exceed the 11,684 built in the 
week ended Jan. 15. 

Chevrolet, however, failed to es- | 
tablish a new mark after advance 
indications pointed to a week’s 
yield in excess of the 38,795 cars 
produced in the week ended Dec. 
18, 1954. The Chevrolet car pace in 
the last two weeks has fallen be- 
low the 38,000 level. 

Buick and Oldsmobile did suc- 
ceed to a record achievements in 
the Jan. 22 week, with 15,546 and 


.11,953 assemblies, respectively. Cad- 


Total Expected to Hit 658,700 Tonight 
For History’s 4th Best Month 


(Continued from Page 1) 


relations, finance, sales and adver- 
tising, engineering, manufacturing, 
public relations, the offices of de- 
fense products and governmental 
relations, civic affairs, tax affairs 
and the office of the general coun- 
sel—will continue to report directly, 
as in the past, to Mr. Breech and 
to me,” Ford stated. ‘ 
x 


S BOARD chairman, Breech 
will continue as chairman of 
the company’s administration com- 
mittee, of which Crusoe is vice- 
chairman. Breech also is vice-chair- 
man of the executive committee. 
The personnel changes, said 
Ford, are due to “a wider spread 
of the heavy and growing manage- 
ment responsibilities in all quar- 
ters of the company.” GM also has 
two executive vice-presidents—Al- 
bert Bradley and Louis C. Goad. 
Reflecting the increased em- 
phasis on youth in key mana- 
gerial positions at Ford, Breech 
is the second youngest board 
chairman among all auto-building 





D. J. Davis R. 8S. McNamara 


companies. General Motors’ Al- 
fred P. Sloan jr. and Chrysler’s 
K. T. Keller will reach their 80th 
and 70th birthdays, respectively, 
this year. Youngest chairman is 
American Motors’ George Rom- 
ney, 47. Studebaker - Packard’s 
Paul Hoffman is 68 and Kaiser- 
Willys’ Henry J. Kaiser, 72. 

A native of Lebanon, Mo., where 
he worked as a youth in his father’s 
blacksmith shop, Breech started 
his business career in the field of 
accounting. He joined GM in 1923 
at Yellow Cab, switching to GMC 
when Yellow Cab merged with that 
division in 1925. He was president 
of Bendix Aviation Corp., whose 


Sets Record 





illac had compiled its alltime top- 
per the previous week on a com- 
pletion of 3,861 units. 








Census 


(Continued from Page 2) 

and last year it lost Hudson, 
which has moved to the Nash 
plant in Kenosha. 

In the near future, Packard will 
begin assembly operations at Stude- 
baker’s Los Angeles plant, thus 
cutting Michigan’s share further. 

Here’s how the various states 
rank as to 1954 car-production 


volume: 
ad * x 





Output by States 


Percent of cars produced in 





each state: 
1954 1953 
Pos. % % Pos. 
1—32.1 Michigan 35.8— 1 
2— 9.5 Missouri 9.7— 2 
38— 8.7 California 9.4— 3 
4— 6.2 New Jersey 5.0— 5 
5— 48 Georgia 4.3— 6 
6— 4.7 New York 4,2— 7 
7— 3.5 Wisconsin 4.1— 8 
8— 34 Maryland 3.2—10 
9— 3.2 Texas 1.5—15 
10— 3.2 Massachusetts 2.3—12 
11— 3.1 Ohio 3.3— 9 
12— 2.8 Kansas 2.9—I11 
13— 2.7 Indiana 5.1— 4 
14— 2.2 Delaware 1.7—13 
15— 2.1 Illinois 1.5—14 
16— 1.7 Minnesota 1.3—17 
17— 16 Pennsylvania 1.3—16 
18— 16 Virginia 1.3—18 
19— 1.5 Tennessee L1—19 
20— 14 Kentucky 1.0—20 


LL Se 


reorganization he had _ directed, 
when Ford acquired his services to 
direct the auto company’s postwar 
reorganization. 

Crusoe is another former GM 
official and accounting expert. He 
worked for Fisher Body from 1913 
to 1945, when he retired after 
reaching the position of divisional 
controller and assistant treasurer 
of GM. 

+ * * 
3B persuaded Crusoe to re- 
turn to industry late in 1945 as 
his assistant at Bendix Aviation. 
Crusoe joined his boss in the move 
to Ford in 1946, becoming the Dear- 
born - headquartered concern’s fi- 

nance vice-president. 

Fisher Body also is: in Harder’s 
background. Considered an expert 
in the new fieid of automation, 
Harder served with Fisher Body 
from 1934 until 1945, when he be- 
came president of E. W. Bliss Co. 

McNamara has a master’s de- 
gree in business administration 
from Harvard, where he taught 
business administration as an as- 
sistant professor from 1940 to 

1943. 

The new Ford Division chief 
came to Ford in 1946 after service 
in the Air Force as officer-in- 
charge of the statistical control 
unit at vast Wright Field in Ohio. 
He managed Ford’s financial an- 
alysis office until 1949, advancing 
to controller. 

Still another GM “alumnus” is 
Davis, who worked in Cadillac’s 
production engineering department 
at his native Detroit from 1922-42. 

Share 

(Continued from Page 1) 

designed to provide every Nash 
and Hudson dealer, regardless of 
size, with a substantial financial 
interest in the total sales vol- 
ume achieved by each automo- 
tive division of American Motors. 

Details of the plan, officially 
known as the Dealer Volume In- 
vestment Fund, were revealed to 
Hudson and Nash dealers in a 
nationwide series of sales meetings 
concluded this week. 

” = * 

AYMENTS into the fund are 

based on progressive economies 
in purchasing and production as 
the sales volume increases. The 
fund represents the combined sales 
efforts of dealers in each division. 
An individual dealer’s share in the 





|fund, regardless of the size of his 


contract, will increase in propor- 


;tion to his contribution to the 


expanding sales volume of the en- 
tire division. 

The Hudson dealer fund will 
be based on a total volume of 
1955 Hornets and Wasps invoiced 
to dealers. Nash dealers will re- 
ceive fund credits based on a 
total number of 1955 Ambassador 
and Statesman models invoiced. 
Dealers in both divisions will 
share in funds accruing from the 
combined volume of 1955 Rambler 
sales. 

Romney said payments into the 
investment fund will begin with 
the first 1955 Nash and Hudson 
cars delivered. 

+ * 
HE TERMED the Volume Invest- 
ment Plan “a milestone in fac- 
tory-dealer rélationships.” He said: 


| “Nash and Hudson dealers are now 


more than ever closely integrated 
into the cooperative effort required 
to meet successfully the competi- 
tive pressures existing in the auto- 
mobile business today. 

“In essence, this plan makes 
every dealer a partner in American 
Motors, with his sales efforts and 
prosperity directly keyed to the 
success of the corporation. 

“In the automobile industry 
today, volume sales are too often 
achieved at the sacrifice of 

profits normally belonging to the 
dealer. Cars are built and loaded 
on the dealer leaving him with 
the problem of reducing inven- 
tories by cutting his profit per 
car. 

“Object of the Dealer Investment 
Fund is to make volume selling so 
profitable for the dealer that he 
will increase his bwn sales pace in 
line with factory production. This 
is the only sound basis for a suc- 
cessful retail sales organization.” ’ 





Classified Want Ads 


Kindly Acknowledge 


AUTOMOTIVE NEWS 





HELP WANTED 


Automobile Finance 


Sales Solicitor 


We are looking for an experienced sales 
executive to operate at Home Office level. 
Applicant must be thoroughly experienced 
in automobile finance business with proven 
sales ability. Must be energetic and en- 
thusiastic and possess definite creative 
ability to inaugurate and follow through 
on sales programs and train and direct 
other sales personnel in acquisition of 
new accounts and increasing volume from 
present accounts. Splendid opportunity for 
right man with progressive, growing or- 
ganization. Salary open. Many employee 
benefits including profit sharing retire- 
ment plan, insurance, hospitalization, etc. 
All replies strictly confidential. 


Write in detail, giving age, 
and experience to: 


Alex W. Hay, Secretary 


COLONIAL FINANCE COMPANY 
212 North Elizabeth Street Lima, Ohio 


education 





TRUCK SALES MANAGER to train and 
direct sales force, selling Ford trucks, 
in large farming center with potential 
250 new trucks per year. Salary plus in- 
centive. Productive, sober, ambitious 
man (30 to 45). Can earn $10,000 to 
$15,000 yearly with wide chance for 
advancement. Give fuli particulars in 
reply along with photograph. Reply Box 
4500, c/o Automotive News, Detroit 26. 

MAN OF BROAD automobile experience 
who is a sound business executive. Ma- 
ture, methodical, expense conscious, good 
judgment. Thorough knowledge new and 
used car sales practices, good closer. 
For sound, southern California, General 
Motors dealership. Do not apply unless 
you fully meet above and can stand rigid 
investigation your past performance. Box 
4521, c/o Automotive News, Detroit 26. 


AUTO SALES MANAGER FOR 
FORD DEALERSHIP 


Must be exceptional Individual who can 
develop new business, hire, train, and 
direct our sales personnel, help close 
deals and have ‘present proof of accom- 
plishment. An excellent salary will be 
paid to the one who can qualify for this 
position. Location in Chicago, Ili. Box 
4536, c/o Automotive News, Detroit 26. 





BUICK SERVICE MANAGER for 450-car 
dealership. This dealership has been in 
business for twenty years in southeastern 
coastal city. Aggressive organization al- 
ready established. Need top flight man 
to head up service. Box 4489, c/o Auto- 
motive News, Detroit 26. 





EXCESS SHOP EQUIPMENT ? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section 
answer! 


AUTOMOTIVE NEWS 


is the 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching am estimated 150,000 readers engeged 
te California. RATES: TWENTY CENTS (20c) 


Lair 


at reguler retes 
of Automotive News 
day received. Display ads 


OF PUBLICATION DATE 


$11.20 per column 


an all breaches 


($1) 


per insertion 


inch, per insertion 


fer 


ere forwarded te the advertiser 


CLOSING 


LBS 


of the autemetive industry frem Maine 
PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Add One Deliar 

Replies te Bex Number ads 


ee 
anepened, the same 
IN ADVANCE 


ef « bex core 


SIX DAYS 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


and address 


HELP WANTED 


AUTOMOTIVE 
(Mechanical) 
ENGINEERS 


For company's Equipment Engineering 
Division located in New York City. Mini- 
mum 5 years’ experience designing, se- 
lecting, specifying and/or supervising 
operations of either: 


Automotive Equipment 


Requires thorough knowledge of 
capabilities and construction of 
heavy, medium and light off-road 
automotive equipment, 


Construction Equipment 


Requires thorough knowledge of 
capabilities and comstruction of 
crawlers, rubber - tired tractors, 
shovels, cranes, air compressors, 
welding machines, pumps, mixers, 
spreaders, fork lifts and similar 
equipment. 
Must be capable of preparing specifica- 
tions for manufacture, economic and engi- 
neering analysis for selection and quid- 
ance for tests and inspection of either of 
the two kinds of equipment specified 
above. 
Write giving full particulars regarding 
rsonal history and work experience. 
lease include telephone number. 


Recruiting Supervisor, Box 12 


ARABIAN AMERICAN 
OIL COMPANY 


505 Park Avenue 
New York 22, New York 





SALES MANAGER-—500-car Ford dealer- 


ship in mid-west with trading area of 
60,000. Such experience recently, essen- 
tial. Salary with good incentive and ex- 
cellent opportunity. Replies held confi- 
dential. Box 4520, c/o Automotive News, 
Detroit 26. 


AUTO SALES 
MANAGER 


One that can hire, train and direct 
salesmen to profitably sell the all new 
Pontiac. 

Metropolitan deal in 
New York City. 

Must be experienced and have recent 
record of proven sales ability. 

To the right man we offer an excellent 
salary and share of profits. 


Box 4540, c/o Automotive News, 
Detroit 26 


large western 








America’s Best 


Auto Sales Manager 
FOR NEW CAR DEALERSHIP 


The man we are seeking must be one of the top 10 auto 
sales managers in America. To take charge and operate 
a large dealership in Northern N. J., one of the “Big 
Three" profitably and successfully in today's market. Must 


be an exceptional individual who can develop new busi- 
ness, hire, train and direct our sales personnel, help close 
deals and have present proof of accomplishment. An ex- 
cellent salary will be paid to the one who can qualify for 
this position. 


Please do not apply unless you have a proven record of 
accomplishment and can stand rigid investigation of your 
past performance. Send full resume. Address Box 4431, 
c/o Automotive News, Detroit 26. 





HELP WANTED 


UNUSUAL OPPORTUNITY, Client needs 
general sales manager who will have 
opportunity to become general manager 
of a 1,500 new car deal, After services 
are proven satisfactory to both parties, 
he will be given opportunity to invest in 
the dealership, Compensation commen- 
surate with ability. Give complete de- 
tails as to education, employment, posi- 
tions held and earnings. Reply to A. A. 
Lally, c/o John W. Stokes and Co., 
C.P.A.’s, 1775 Broadway, N. Y. 19, N. Y. 


OFFICE 
MANAGER - 
ACCOUNTANT 


A real opportunity for an am- 
bitious young man 25 to 35 
years of age with experience 
in General Motors dealers ac- 


counting. 


Write direct for application 
to the 
Cochrane Chevrolet Co. 
601 STATE STREET 
Bridgeport, Conn. 


Attention Mr. John Van Gemert, 
General Manager 


“All replies held in strictest 
confidence" 





WANTED: ASSISTANT service manager. 
Largest Pontiac dealer in western N. Y. 
Excellent opportunity for right man. 
Must have service department experience 
with General Motors cars. Ideal working 
conditions, vacation with pay, insurance 
and other benefits. Ralph Pontiac, Inc., 
626 W. Main St., Rochester, N. Y.—Mr. 
Foley. 





AUTOMOBILE 
SALESMEN 


One of the largest authorized dealers in 
New York metropolitan area wants experi- 
enced salesmen. Established record of sales 
accomplishment, initiative and personality 
opens door to fine opportunity. Box 4530, c/o 
Automotive News, Detroit 26. 





MANUFACTURERS AGENT OR salesman 
Calling on new car dealers. High com- 
missions. 
model car. Sell at 60% below factory 
list as advertised on page 105. Newark 
Auto Top, 80 Central Ave., 
N. J. 


PARTS MANAGER—Chevrolet dealership 
200-car planning potential. Located in 
north central Indiana. Give references 
and salary expected in first letter. Box 
4522, c/o Automotive News, Detroit 26. 


HEAVY ASSISTANT BOOKKEEPER who 


would like to live and work in sunny 
Miami for Kaiser-Willys Distributor for 
Florida. Box 630, Miami. 


POSITION WANTED 





GENERAL MANAGER, age 36, would like 
position with G.M. dealer. Experience 
has been with 300-car Olds deal. Can 
assume full responsibility on 90-day no- 
tice. Box 4524, c/o Automotive News, 
Detroit 26. 

PARTS MANAGER POSITION WANTED. 
Reliable family man, 10 years assistant 
parts manager—Chevrolet, seeks position 
with future. Willing relocate Calif. or 
Fla. Box 4531, c/o Automotive News, 
Detroit 26. 

DESIRE POSITION AS parts manager 
with GM dealer. Eight years’ experience. 
Married, 29. Dependable with references. 
Will locate anywhere. Box 4526, c/o Au- 
tomotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





Replacement carpets for every | 


Newark, 


TOP-FLIGHT SALESMAN, 





POSITION WANTED 


GENERAL MANAGER or sales manager; 


age 45, married, 2 children school age. 
25 years sales and sales management. 
Experienced management volume opera- 
tion over 600-car Ford and Dodge-Plym- 
outh. Also 250-car GM dual franchise. 
Thoroughly versed all phases of dealer- 
ship operation. Fully qualified to hire, 
train and direct any size sales force. 
Prefer mid-west or southwestern city, 
10,000 to 25,000 population. Best of ref- 
erences, presently employed, available 30 
days. Box 4523, c/o Automotive News, 
Detroit 26. 


X-FACTORY REPRESENTATIVE desires 


to get back on road. I have traveled two 
Dakotas, Minnesota and Iowa. Have ex- 
perience in all lines of automotive serv- 
ice and sales. Want to be a factory rep- 
resentative or agent. Automotive Serv- 
ices, Box 131, Enderlin, N. D. 


35, married 
with one child, maay yars’ experience 
and fully competent all branches, seeks 
sales management position. Offered used 
car managership with present Dodge- 
Plymouth dealership located Illinois. If 
you want personality-plus together with 
complete appraisal, closing and merchan- 
dising know-how, I’m your man. College 
education with honcrs in math, English, 
French and Spanish. I believe there is 
no substitute for hard work. Box 4525, 
c/o Automotive News, Detroit 26. 


Con- 


SERVICE MANAGER—Top grade. 


trol, owner relations, service, parts, per- 
sonnel, organization builder. Volume op- 
erator, master mechanic, service meeting. 
All basic operations profitable, success- 
fully handled. Opportunity to obtain in- 
dividual who knows service and sales 
problems. Dissatisfied present position. 
Any franchise. Box 4532, c/o Automo- 
tive News, Detroit 26. 


SALES MANAGER thoroughly tiained in 


all phases of volume operation with two 
largest dealers in the midwest handling 
Ford and GM autos. College grad, young, 
aggressive, experienced in sales, sales 
management, closing, training, finance, 
wholesaling, and buying. Desire to re- 
locate to an eastern state. Box 4491, c/o 
Automotive News, Detroit 26. 


DIVERSIFICATION? 
BROADENING YOUR BASE? 
A sales engineer with active contact to 
automotive, aircraft, farm implement and 
earth moving manufacturers and knows 


their requirements, now available to firm 
interested in expanding present field with 
lowest capital outlay. Available either on 


full time or assignment basis. Box 4537, 


c/o Automotive News, Detroit 26. 





| DETROIT BUYER SEEKING connection!!! 








FOR SALE. One of the 


Buyer and former dealer with 20 years’ 
experience, now seeking southern, west- 
ern or eastern outlet. Huge local dealer 
acquaintance. Dynamic results may be 
expected. Contact Box 4505, c/o Auto- 
motive News, Detroit 26. 

experi- 
ence with large service volume Chevrolet 
and Ford dealers. Thoroughly experienced, 
dependable and aggressive. Able to fur- 
nish sterling references regarding sobri- 
ety, honesty and accomplis:ments. Box 
4541, c/o Automotive News, Detroit 26, 
Mich. 


DEALERSHIPS AVAILABLE 


SERVICE MANAGER — 25 years’ 


DEALERSHIP FOR SALE handling Hud- 


son. Western Penn.—excellent location— 
population 50,000. New building, excel- 
lent service and parts facilities, fine 
showroom. Ample customer parking 
area. Used car lot adjoins. Same man- 
agement over 20 years. Only Hudson 
deal in county. Other fine franchise avail- 
able for dual. No used cars or accounts 
receivable. Good lease on building. Low 
purchase price. Reason—health. Terms 
or cash, Box 4529, c/o Automotive News, 
Detroit 26. 


IF YOU ARE CONTEMPLATING the ac- 


quisition of a large ‘‘Big 3’’ dealership 
in city with fine climate, 100-200 thou- 
sand population, south central area, this 
one might interest you. Completely equip- 
ped, excellent liquid financial condition. 
All replies confidential. Must qualify of 
course with factory. This is owner’s ad. 
i 4511, c/o Automotive News, Detroit 
6. 


DEALERSHIP AVAILABLE handling De- 


Soto-Plymouth in large city in southwest 
Ohio. Doctor’s orders say quit or else. 
Good volume potential. Can be bought at 
inventory. Will sell or lease real estate. 
Must have factory approval. Box 4533, 
c/o Automotive News, Detroit 26. 


FRANCHISE AVAILABLE “Big 3'’—Sev- 


eral hundred unit annual potential in ex- 
cellent city south half U. 8S. Eighteen 
years same ownership. Fine, complete 
set-up for one qualifying as to factory 
approval and financial ability. Box 4459, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLETS 


—100 units. Small town with large ter- 
ritory in southwest Missouri. $25,000 or 


inventory. No used cars or accounts re- | 


ceivable. Must have factory approval. 
Box 4514, c/o Automotive News, Detroit 
26. 


DEALERSHIP FOR SALE handling Chev- | 


rolet in town of 7,000. Contract 175-200, 
very successful. Western N,. Y. state lo- 
cation. Box 4486, c/o Automotive News, 
Detroit 26. 


**Big Two’’ dealer- 
ships within 50 miles of Cincinnati, Ohio. 
Box 4487, c/o Automotive News, Detroit 
26. 





DEALERSHIPS AVAILABLE 





DEALERSHIP HANDLING DODGE. 
Plymouth—Cleveland, Ohio area. 500 car 
potential. Good building—lease. Buyer 

opportunity to make 

Can be purchased for invent«ry. 

Box 
4497, c/o Automotive News, Detroit 26. 


has 
money. 
Reason — health. Principals only. 


exceptional 


DEALERSHIP WANTED 


AUTHORIZED FORD DEALER wants 
larger dealership. 300 to 500 car poten- 
tial preferred. Have factory approva! to 
buy another dealership, can pay cash. 
Must be west of Kansas City, Missouri, 
No others considered. For our mutual 
benefit, all correspondence will be held 

Box 4509, c/o Auto- 


strictly confidential. 
motive News, Detroit 26. 


BUICK OR OLDSMOBILE agency. 
State 


buildings. What have you? 


Automotive News, Detroit 26. 


GM — SINGLE OR DUAL. 100-200 car 
or Min- 
approval assured. Box 


franchise in Wisconsin, Illinois 
nesota. Factory 
4485, c/o Automotive News, Detroit 26. 


CADILLAC DUAL AGENCY wanted 


either Pontiac or Chevrolet. Michigan 
preferred (excluding Detroit). Box 4528, 


c/o Automotive News, Detroit 26. 


DEALER SERVICES 





— DEALERS — 


Here Ji Ja! 


The greatest single advance ever de- 
veloped in retail seliing, the 


MALCO DAILY CHECK 
PLAN BOOK 


You are now able to exactly evaluate, 
each day, the effort of your retail sales- 
men. 

With this POWERFUL knowledge, you can 
guide your salesmen into HIGHER EARN- 
INGS. 

Now in one monthly pocket-sized book, 
both salesmen and management get rid 
of tiresome detail. RESULT? He has more 
time to dig-up "HOT PROSPECTS." This 
book insures a very FAST FOLLOW-UP 
and prevents chasing old prospects, which 
restricts income. 

Your check for $1.85 will bring to your 
desk one complete layout of actual work- 
tools, as follows: 

—Form R-201 DAILY CHECK PLAN BOOK 
—A 64-p page booklet showing the ME- 

CHANICS OF THE PLAN 


—A 22-page booklet eam 
HIGH- ilents of the PLAN 


MALCO SALES SERVICE 
P. O. Box 226 Asbury Park, N. J. 


the 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
@ Buy Right 
Parts—Accessories—Equipment 


° © A dicinteronted certified plycient | 
inventory will save you 


money 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 
SERVICE CO. 


106640 Freeland, Detroit 27, Mich., WE 3-6445 








G. M. DEALERS 
STOP A. F. A. LOSSES 


Our booklet explains a simple time saving 
method of accurately handling A. F. A.'s 


$5.00 Postpaid 
A.F.A. Box 113, Newtown, O. 








EYE-STOPPING ADS 
Yours exclusively in your town. 
worth 1000 words; an eye-stopping photo in 
your ads is worth $thousands to you! Takes 
up only !'/, inches, doubles attention, makes 
readers remember to see you before buying 
Send letterhead for details, to 

POST PUBLICATIONS 


Box 750 White Plains, New York 





NEW LINES WANTED 
ESTABLISHED MANUFACTURERS’ 


AGENT, calling on automotive trade in 
seeks 


central Calif. and the bay area, 
one or two additional high grade lines 
Box 4535, c/o Automotive News, Detroit 
26. 





AUTOMOTIVE 
EXECUTIVE 


opening sales office. Life-time contacts with 
automotive engineering, production and sales. 
Can take on sales representation for —" 
an 
c/o 


facturers requiring exceptional sales 
engineering service. Address Box 4538, 
Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 


FOR LEASE OR SALE. Garage 


building 
80 ft. x 120 ft.—built new in 1946. The 
finest in the country. Also has large used 
car lot directly across the street. Fran- 
chises open are one of the ‘‘Big 3’’ and 
also Hudson and Willys and GMC tru-k 
of which the latter three have been sold 
by me for the last 30 years. In 1951. I 
did over one million dollar gross busi- 
ness. Building is available either wth 
or without equipment or parts. Albion is 
a county seat town with a very la:ge 
trading territory. This is a golden oppor- 
tunity for any one who would like to et 
into business and make money. Would 
never have been for lease or sale but ny 
son was killed in automobile accident. 
If interested, write or call or see me. 
Dewey Miller, Phone 460, Albion, NeDr. 


purchase in Florida or California. Lease 
any 
particulars I might need. Box 4527, c/o 


with 





@ Sell Right 


A picture is 


anes 











sees, 









_ 


SUSINESS OPPORTUNITIES 


WANTED—WORKING PARTNER. One of 
the jeading Chrysler-Plymouth dealer- 
ships in south Texas—population 35,000. 
Opportunity for aggressive automobile 
man ‘vith some capital. Reply Box 4539, 
c/o Automotive News, Detroit 26. 


— PARTS FOR SALE 


STUDEBAKER PARTS. $15,000 up to date 
inventory—50% off cost. All or any sub- 
stantial part. Kieffer Motor Sales, 232-4 
Lincoln Way West, Massillon, Ohio. 


Phone 4113. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 
Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


© PARTS WANTED 
WANTED—SURPLUS TRUNK hinges for 
Plymouth, Dodge, Chevrolet, Ford. Send 
list showing exact application and quan- 
tities. Mayflower, 1053 Bedford Ave., 
Brooklyn 16, N. Y. 
CARS FOR SALE 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone o: write for informa- 
tion: 


Robinson Auto Rental, inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


I's New — If’s Nice 
ifs Detroit's Finest 


WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S. 16 and 24 


Every Thursday at 1 P.M. 


Wade Simpson, Auctioneer 


All checks guaranteed 
Kenwood 1-9694 















THIS | 


























‘ATTENTION DEALERS ! ! 





Excellent Bodies - Good Motors - 








CARS FOR SALE ~ 





SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 

Séth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 

SARATOGA 7-2300 


AUTO AUCTION 
TIM ANSPACH 


Midway," S$ 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half ae west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





Attention Dealers: This is your 


EAST - WEST 
BORDER SALE 


Here in the 


ERY FRIDAY, beginning 12:30 p.m. 
Here on the ‘‘East-West Border,’’ 
ket Prices! 
Charlie Thale's 
QUINCY AUTO AUCTION 
3202-3220 Broadway Quincy, 


‘‘All Checks are Insured’’ 
Phone Baldwin 2-3200 








EVERY WEDNESDAY [IS 
AUCTION DAY AT 


CLEVELAND, OHIO 
DEALERS ONLY 
4305 Euclid Avenue 


In the Heart of Auto Row 
Tel. EN. 1-2100 


Manny Weiser, Owner 








SEE YOU IN NEW YORK'S 


STATE FAIR CITY 

WEDNESDAY 

Titles and Checks Insured 
SYRACUSE AUTO AUCTION 








DEALERS—CONSIGNORS—BUYERS 


$ 1955 


BE ALERT—BE ALIVE 


Get in the Know Whenever and Wherever You Go 


“Attend The Toledo Auto Auction’”’ 


SALE EVERY THURSDAY at 1 P.M. 
RAIN OR SHINE 
Inside at 


TOLEDO AUTO AUCTION 


5902 TELEGRAPH RD. on U. S. 24—Adjoining the National Airport 
TOLEDO 12, OHIO 


Fast becoming one of the nation's leading auctions 


We have filling stations, tow bar hook-up, restaurant 
and competent driveaway services. 


ALL CHECKS INSURED BY FIDELITY INSURANCE CO. 
Come out and see us and meet all your friends 


HAROLD, HANK and BETTY 


Heaters 


SHERWOOD 7-1700 





‘Fertile Mississippi Valley’’ 
where the East ends and the West begins, 
Eastern sellers meet Western buyers EV- 


16901 Mack 





WE WILL BUY state, 
fleet owned cars — any quantity. 
do you have to offer? Keller's Automo- 
tive Service, R.D. 
land, Pa. 


AUTHORIZED FORD DEALER will buy 
your surplus 1955 Ford cars and trucks 
on dealer transfer. 
you have. Spaniol Motors, Inc., Liberal, 





Clean 
Eastern Cars are bringing Western Mar- 


Illinois 








AMBULANCES, 


FOR SALE--NEW No. 


CARS FOR SALE 


: : 
DEAF 3 
WE WHOLESA 
SEE FRED Wi 


ALL 


Used Car Manager 


ALFRED F. STEINER CO. 


Ford Dealer 
Detroit 24, Mich. 


120 CARS 
CHEVROLETS—1 oe tose 


CLARK'S AUTO PARTS CO. 
3ist and West Broad Sts. 
Savannah, Georgia 
Phone 4164! 





CARS WANTED 


county, city and 


What 


No. 1, New Cumber- 


Let us know what 


Kans. 


WANTED—NEW OR USED automobiles 


and trucks. Any make or model. Write 
P. F. Gardiner, Mullica Hill, N. J., or 
phone 5-6291 or visit. 


WE WILL BUY 


NEW 
BUICKS 


From Franchised 
Dealers 


Call—Wire or Write 


SHEPPARD 
BUICK, INC. 


(Franchised Dealer) 


750 SOUTH LEWIS STREET 
TULSA, OKLA. PHONE 6-2128 





OLDSMOBILES 
WANTED 


100 new, 1955 Olds 88's, super 88's and 
98's wanted, with or without frigidaire, by 
authorized Texas Olds dealer from other 
Olds dealers only, to take 


authorized 
care of record high local orders. We 
transport in groups of four from any- 
where. Wire quantity, series, accessory 


codes and prices to Box 4449, c/o Auto- 
motive News, Detroit 26 and receive our 
=, oe next day. Absolutely confi- 
ential. 





TRUCKS FOR SALE 


1950 Cadillac superior 
body; 1949 and 1950 Cadillac hearses; 
1948 Buick service car. Photos available. 
Box 4534, c/o Automotive News, De- 


troit 26. 


SHOP EQUIPMENT FOR SALE 
349-RP Chicago 
pneumatic air wrenches—reversible—%” 
bolt capacity—$195 each. Write Service 
Dept., Attn. George Martin, Trailmobile 
Inc., Cincinnati 9, Ohio. 


ANTIQUE CARS FOR SALE 


1928 AUBURN 4-DOOR sedan—20,000 or- 


iginal miles. Excellent condition. Original 
instruction books. $450 or best offer. 


Tietbohls, Inc., Delhi, N. Y. Phone 276. 


MISCELLANEOUS 


SAM ASCH 


Grand Central Palace, 
New York City Plaza 5-0130 


Designer and builder of America's great- 
est auto shows in New York and Chicago 
1923-1934 and other great national shows, 


is available for ca thrergh the de- 
sign, construction sod eet 
motive exhibits a ~~ 


of auto- 

2S. $. 
and foreign countries. Complete package 
service. Every branch of exhibit work, in- 
cluding entertainment if desired. If your 
exhibit is already built, we will handle 
all services. Consultation free at your 
office, if commissioned. Languages, no 
barrier. 
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MISCELLANEOUS 


AUTO DRIVERS! Only $6.51 to $7.76 quar- 
terly buys Public Liability with Property 
Damage. TU. 1-2376, Detroit. 
WANTED — USED WATER well drilling 
machine. F. L. German Motor Co., Gran- 
ite Falls, N. C 













Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatie Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


The Dealer's Market Place! 
BUY IT! 

SELL IT! 

TRADE IT! 
HIRE HELP! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 














119 


MISCELLANEOUS 





FOR SALE: 1952 3-WHEEL Harley-David- 


son pickup and delivery motorcycle— 


$395. Dave Towell, Inc., 
St., Akron, Ohio. Phone: 
-7121. 


118 W. 









(1 color) $3.50; 
inserted: 
free. Business Specialties, 
1422 Rosemont, Chicago, II. 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
- + + also Safety Chains 


BE SAFE — BUY 


Automatic Braking 


COMPLETE with 4 61 45 


Guide Cables and 

BRAKE HOOK-UP............ 
Meets ALL 1.C.C. Requirements 

aah 


WITH BRAKE HOOK-UP 


ONLY. . .°51% cus: 


CABLES 
Meets 1.C.C. Strength Requirements 


—-SPECIAL— 


Dept. A-1 


SAFETY CHAINS, set of 2, only....$2.50 


STEEL (T 
CASE vith Wheels & Handles? | 3099 


(Add 55c for Padlock with 2 Keys) 


TRI- 3. -@A 
Up Intra-State Tow Ber. 942.50 





WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


WAKE UP DEALERS! 


. . . and get away from all congestion, 


parking and 


traffic problems—deal at APTCO—a big sale just |/p 
mile from Detroit's city limits . . . a great sale, con- 
veniently located, now offers, due to increased activity 


—+*» sales weekly 


EVERY WEDNESDAY and FRIDAY at 12 NOON 


"Sales Built this fine auction—now 
Good Service Keeps it strong" 


APTCO AUTO AUCTION 


19241 Dix Avenue on U. S. Route 25 


Melvindale, Michigan 


New Subscription Order 


Phones: Dunkirk 3-0150-1-2 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 C] 
for which check is attached [] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


COCO Oe Terererereeeserccesresecees 


96¢enedwasetbeatae Zone No......... 
Sd nic ay ich badass doles kokekbawkidcotee  cieesckisassanen 
TRADE CONNECTION: 
Car Dealer [] Truck Dealer 1] Manufacturer [1] 
Jobber [) Insurance [] Financial [) Supplier 1 
OR Aa Gai iso i idgebus caboedsscésisass ORs sc nvisevnaatessackeaueen 


Market 
JEfferson 


1000 BUSINESS CARDS, raised printing 
(2 color) $4.50, Cuts 
50c extra per 1000. Samples 
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RING IRON 
Long favorite for Diesels... 
Now used in passenger cars! 


Cy; 


ian ‘ 
4 


@ Cyclan combines the wearing quality of cast iron with the strength of steel. 
® outperforms any ring in the top groove. 
®@ available with or without chrome facing. 


@ developed by Sealed Power metallurgists and exclusive with Sealed Power. 


Among Cyclan’s many advantages... 


@ Cyclan retains the bearing characteristics of cast iron. 

@ Cyclan has extra high impact value for resisting shock. 

@ Cyclan rings retain their true shape even after considerable deflection. 

@ Cyclan rings are especially durable in super-charged engines. 

® Cyclan can be readily chrome-plated, but functions efficiently without plating. 


@ Cyclan is available for original equipment rings in heavy duty engines and 
passenger cars. 


@ Some Sealed Power Cyclan Ring Sets are available for replacement use 
now. Others will follow soon. 


Let our engineers tell you the Cyclan story! 


PISTON RINGS - PISTONS 
SEALED POWER _CYLINDER SLEEVES 


CORPORATION 
MUSKEGON, MICHIGAN 








